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1927 Is a Building Year 
































At the gates of dawn, now wide open for newer and 
greater achievements, the New Year smiles upon Ameri- 
ca’s home-loving hosts and broadcasts this message of in- 
spiration : ‘£1927 Is a Building Year !”’ 

Pausing for a moment to consider the revealed com- 
munication of the New Year, the analytical American in- 
evitably discovers three good, substantial, convincing 
reasons backing the advice that this is the year of years 
in which to build. The arguments, which are patent and 
self-illumir tive, deal with fundamentals. They are dis- 
closed in this order: 

First—Labor is plentiful. 
Second—Money is cheap. 
Third—Material is reasonable. 

Granted that labor costs are high as compared with 
those of an earlier cycle, there are other factors not only 
tending to absorb that added expense but actually mak- 
ing the net outlay for building relatively less than in any 
year since the economic disturbance of the World War. 
Cheapness in money does not affect quality. While wages 
have gone up during the past six years, prices of build- 


ing materials have gone down in far greater degree. It 
happens that Secretary of Commerce Herbert Hoover has 
anticipated the tidings that ‘‘1927 is a building year.’’ 
His annual report shows that while the potential home- 
builder has increased his earnings, and in equal measure 
his ability to buy a home, the cost of building materials 
has decreased. 

Commenting, the Secretary employs language of ex- 
traordinary emphasis, saying : ‘‘ Thanks to elimination of 
waste, and other contributing factors, we can as a nation 
show one of the most astonishing transformations in eco- 
nomic history.’’ Having stated the salient point, Mr. 
Hoover thus demonstrates that ‘‘1927 is a building 
year’’: 

Since 1920 wages have increased 39 points; but general 
prices have decreased 76 points. 

Since 1923 wages have increased 17 points, while gen- 
eral prices have decreased 4 points. 

In the latter period frame house materials, retail, have 
declined from the index of 198 in 1923, and 206 in 1924, 
to 195 in 1926. [Turn to page 66) 
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The palatial home of Carl J. Culter, of New Westminster, B. C., here shown, is built almost entirely of red cedar, the only excep- 












tions being the framing and the flooring. The roof is of 18-inch edge-grain red cedar shingles, laid 41/. inches to the weather, with 


every fourth course doubled 











FOUR DOLLARS A YEAR 
SINGLE COPY 2 CENTS 
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Better Values 
Assured by 


SPECIALISTS 


The above photo will give you an idea 
of the fine quality lumber we are ship- 
ping to our hundreds of regular cus- 
tomers. If you are not now numbered 
among them, you are overlooking a re- 
liable source of supply. Investigate our 
facilities for promptly supplying every- 
thing in Cypress Lumber. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 


Yards and Planing Mills: CAIRO, ILL. 
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Tvins-- 


yet born 
a year apart 


Select any piece of “Everlasting” 
Hardwood Flooring from any wire-bound 
bundle and you will find it fits perfectly, side 
and end, any piece from any other bundle. 
Skilled Grand Rapids craftsmen operating 
machines gauged to split hair accuracy, and a 
system of continuous inspection assure exact, 
unvarying uniformity. 


NICHOLS & COX LUMBER CO, 
GRAND RAPIDS, MICHIGAN 9 
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HARDWOOD FLOORING 
OAK -MAPLE - BEECH - BIRCH 


















































The breeze that dries them 


is made to order 


The simplest way to dry anything is to expose it 
to heat; but when you do that with leather you take 
away the qualities that give it strength and life. 

That's why every inch of leather that goes into 
a Graton & Knight belt is dried in a breeze whose 
temperature and moisture content is controlled ac- 
cording to an exact formula. 


A great fan sends a steady stream of warm air 
up through a giant tube. Thousands of freshly 
tanned hides, dripping wet from a recent bath, travel 
slowly down the tube, gradually leaving their mois- 
ture in the stream of air that passes them, until they 
reach the end of their carefully calculated journey, 
dry as a bone and ready for their next step. 

The drying is so gradual that if you walked along 
one of the dry-tubes and felt each piece of leather 
as you passed it, you'd hardly notice a difference in 
moisture until you came to the end. 

This is typical of the Graton & Knight process 
of making leather belting. Every step, from the 
selection of the hide to the choice of a belt for a 
particular use, is controlled by standards that aim 
at greater resistance to the things that wear belts out. 


That's why Graton & Knight belts last longer. 


GRATON & KNIGHT COMPANY 
‘WorcedtTer. MASSACHUSETTS 
Branch. Offices throughout the World 


The “STANDARDIZED BELTING MANUAL.” 
contains 170 pages of useful information 
about belting. Send for a copy. 


GRATON & KNIGHT 


Standardized 


LEATHER BELTING LASTS LONGER 


1157 -Nee), | 
KNIGHT 


GRATON & KNIGHT COMPANY. 
‘Worcester, Mass., U. 8S. A. 101-B 
Send me a copy of ‘Standardized Belting Manual’’: 


Name 











Company 
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Prices, quality for onthe, J to 10% lower than the 
eld. 
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Lumber’s Outlook and Needs During 1927 


URING THE LAST twelve months construction in the United responsibility for the conditions complained of, they freely admit 
States has reached the greatest volume in the history of the that these conditions are the inevitable result of methods and prac- 
country, the aggregate cost of building during that period tices indulged in by the industry as a whole. The fault, as they 
34 being placed at approximately nine billion dollars. During the see it, is within the industry, not outside; and therefore the remedy 
same period lumber has moved from mill into use in such steady must be discovered and applied by the lumbermen themselves if 
volume as to make hand-to-mouth buying the rule rather than the conditions are to be bettered in the future. Being aware that this 
exception. There has been little accumulation of stocks anywhere, fact was recognized generally, it was felt that the AMERICAN LUM- 
and speculative buying apparently has been almost wholly elim- BERMAN would be performing a valuable service at this season in 
inated. Ordinarily, given these basic conditions, lumber manufac- presenting the views of leaders in all branches of the industry re- 
turers, wholesalers and retailers would be rejoicing at the year’s garding the defects in present methods and the probable remedies 
end over the realization of handsome profits. But they are not to be applied. Therefore, invitations to express themselves were 
doing so; in fact, for more than a year practically all branches of extended to lumbermen in all sections, and the interest the matter 
the lumber industry have been complaining that, though their has for these men is indicated by their responses published else- 
sales were ample in volume, the net returns were inadequate. where in this issue. 
While lumbermen may be reluctant to acknowledge individual It is believed that at no former time has the lumber industry 
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been so greatly in need of such a comprehensive diagnosis of its 
case and prescription for its ills as are presented in this symposium. 
It comes at a time when the balancing of books gives emphasis to 
the meagerness of the realizations as a result of a year’s efforts, 
and when it is customary to turn over a new leaf at the opening 
of a new year. Coming as they do at the opening of the convention 
season also, these diagnoses and prescriptions offer subjects for 
fruitful discussion on association programs. They at least deserve 
careful perusal by readers of this paper and careful consideration 
in connection with the conduct of business during the coming year. 


Forests as Refuges for Wild Life 


OINCIDENT WITH THE growth of interest in reforestation as 
C a means of perpetuating the timber supply, has been an in- 
crease in appreciation of the value of the forests as refuges 
for birds and other animal life. It is known that several valuable 
species of animals have become either extinct or so reduced in num- 
bers as to excite fear that they will ultimately disappear; the classic 
example being the wild pigeon, which within the memory of persons 
still living existed in unbelievable numbers and yet has utterly 
disappeared from the face of the earth. Anything like a census 
or inventory of the bird life of the country must of necessity be so 
inadequate as to afford little accurate information about the num- 
bers of the various species, but there is ample evidence that some 
of the valuable birds are having a desperate struggle to maintain 
themselves, not to say multiply and perpetuate their species. 

Not only the cutting away of the forests, but the bringing under 
cultivation of swamps and other wild lands, has taken away the 
breeding places of birds and other wild animals, until the question 
has been raised whether these waste lands are not worth more to 
the country as game refuges than as farms. Indeed, at every turn 
man is made to see that his operations may so disturb the balance 
of nature as to threaten his own existence. This may be due to 
many causes, the most common, perhaps, being the introduction of 
exotic plants and animals either by accident or intention. In Penn- 
sylvania, for example, it is found that the Ailanthus, or Tree of 
Heaven, has shown such a capacity for spreading as to set up serious 
competition with more important and valuable trees. Another ex- 
ample, though of a different sort, is the European corn borer, now 
sweeping across the continent, which if it does-not threaten to make 
corn growing wholly impracticable at least insures that it will 
hereafter be more costly. 

What can be done by restoring conditions favorable to the propa- 
gation of wild life is shown by the increase in numbers of buffalo 
and deer in the national parks of the United States and Canada. 
A recent example is afforded also by Pennsylvania, in which State, 
according to report, more than five thousand deer and nearly two 
hundred bears were killed by hunters during last year. As for- 
estry is sure to attain great importance during the coming years, 
it is to be expected that the forests will become valuable, not only 
as sources of timber but as game refuges and breeding places for 
birds and other animals of importance to human welfare. America 
is naturally rich in both plant and animal life, and, happily, projects 
and policies already under way promise to perpetuate and preserve 
this life and thus maintain the balance that is so essential to the 
prosperity of the country. 








Beautiful Homes Characteristic of America 


NE of the most startling revelations that came to American 
boys in the world war was the lack of comforts and conve- 
niences in the homes of the average European compared with 

those in the average American home. While the home abroad 
proved to be picturesque and even attractive enough from the out- 
side or in its setting, as a place to live, it made no hit with the 
American boy. The fact is that in older countries permanence 
has been emphasized to a degree that forbids improvement, while 
in the United States the wide use of wood in home construction 
has been the one factor working constantly more than any other 
toward improvement. 

America has conclusive evidence in the fine old colonial homes 
of the East as well as in ancient mansions elsewhere in the coun- 
try that wood houses outlast the generation of the builders and 
even several succeeding generations. The wooden house does 
not, however, deny to succeeding generations the pleasure of re- 
building and remodeling the old homesteads to bring them in har- 
mony with the views and needs of the times. Wood is a material 
of adaptability; it is the one building material that permits the 
builder to keep his home up-to-date. 

While, unfortunately, it is practicable with wood to produce 
monotony in construction, there is no excuse for doing so; for 
wood, like nature, has an infinite variety that leaves the widest 


scope for the exercise of the ingenuity of the planner and builder. 
Not only so, but merely by the use of paint and stain the home 
owner may give the impression of either gayety or somberness. 
The owner may make his home expressive of his taste and his 
needs at all periods of his life if he chooses to do so, and he need 
not, like the oyster, be forced to adapt his shape to his shell. 

Homes in the United States are not all they should be, and in 
this fact lies the lumberman’s great opportunity. The retailer 
in his own way and through his own efforts can adorn the land- 
scape of his community with beautiful and convenient homes of 
sufficient variety to make a drive or a walk through it a pleasure 
for the resident or the visitor, as well as a source of pride to him- 
self. No community in the United States is static; all are in 
process of change; all are susceptible of improvement, either by 
new construction or by remodeling. 

No community could have a finer ambition than to aim at beauty 
in architecture enhanced by beauty of landscape. Not only may 
the home be made to suit the needs of its occupants; it may be 
made to fit its setting, and its surroundings may be used and 
adapted to its embellishment. In no other country is there so 
rich a vegetation, so varied a climate and therefore so many 
opportunities for landscaping as in the United States. It will 
be well to take all these opportunities into consideration in pro- 
moting home building throughout the country. To allow forms 
and styles of construction to fall to a dead level of uniformity 
if not of mediocrity in any community will prove little short of a 
calamity to the people themselves as well as to the lumberman. 
Not only wooden homes, but beautiful homes of wood in attractive 
settings should be the aim of both lumberman and community. 





Increasing a Community’s Buying Power 


PEAKING OF RESOLUTIONS, slogans and things of that 
S sort, which we usually associate with the advent of a new 
year, here is a clear-cut statement by a real lumber mer- 
chandiser that might well serve as a basis for a little seasonable 
reflection as we consider plans and policies for the year ahead: 
“TI feel that lumbermen over the country are not giving as much 
time and effort as they should along lines that will better their 
communities.” 

This was not written as a New Year’s sentiment or anything of 
that kind, for the lettey from which it was taken was written 
to the AMERICAN LUMBERMAN by J. A. Boulware, manager of the 
Badger Lumber & Coal Co.’s yard at Herington, Kan., more than a 
month ago. It has since reposed in the writer’s file awaiting oppor- 
tunity for brief discussion of farm conditions and outlook. 

The thing that gives point to this enterprising Kansas retailer’s 
remarks is that he is not advocating a theory, but something that 
he has tried out and found to yield results in the way of actual 
increase of business. After saying that the yard which he con- 
ducts enjoyed the best business last fall that it has experienced in 
six years, and that prospects for the coming year are very good, 
he explains this situation by the statement: 

“The reason for this good business is that the farmers of our 
community have money with which to pay their bills and make 
improvements.” That is a desirable situation, surely; and how 
did it come about? In this way: 

“Now the reason that these farmers have money, in my opinion 
is this,” says Mr. Boulware: “Some three years ago, we put on, 
through our Chamber of Commerce, a campaign intended to edu- 
cate and encourage the farmer to give more time and attention to 
his cows and hens, with the result that the financial condition of 
the famers in this community is, I think, above the average.” 

Here, then, is a piece of community work in which a lumberman, 
and perhaps more than one, took an active interest in promoting, 
that within a comparatively brief time has increased the revenues 
of the farmers of that territory to a degree that has made itself 
noticeable in the volume of lumber sold. This is the way, or one 
of the ways, in which it has worked out: 

“To give you an idea of what this campaign has done for the 
farmers, let me cite the case of one man to whom I sold three poultry 
houses, 20 by 60 feet, the material for all of which was paid for 
at the time it was taken out of the yard. On a recent Saturday 
afternoon I was talking with the wife of this man, and she told 
me that they had that week delivered 215 dozen of eggs, for which 
they received 43 cents a dozen.” 

In other words this farmer received the tidy sum of $92.45 for 
the egg output of a single week, the result in large measure of 
the campaign of education which had revealed, or at least empha- 
sized, to him the possibilities for profitable egg production where 
bens are properly housed and cared for. Multiply this amount by 
the total number of farmers who were similarly influenced, and it is 
easy to understand why the lumber dealer quoted reports the best 
business in six years and prospects excellent for the coming year. 
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Sharp Decline in Lumber Movement 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Dec. 30.—Sharp de- 
creases in production, shipments and orders in 
the lumber movement of the country for the 
week ended Dee. 24 are indicated in telegraphic 
reports received by the National Lumber Manu- 
facturers’ Association today from 352 of the 
larger commercial softwood and 87 of the chief 
hardwood lumber mills, as compared with reports 
for the week earlier and with last year. The 
current decrease is partly accounted for by the 
Christmas holidays, and by the fact that this 
is the mill season for semiannual repairs, and 
many mills are shut down for them, on account 
of weather and for inventories. But it also ap- 
pears that production has been suspended or 
curtailed because of stagnant or uninviting 
markets. 

The unfilled orders of the Southern Pine As- 
sociation were not received in time for publica- 
tion. For the 102 West Coast mills, the unfilled 
orders were 295,122,033 feet, as against 314,- 
325,746 feet for 102 mills a week earlier. 

Altogether the 338 comparable reporting soft- 
wood mills had shipments 93 percent, and orders 
80 percent, of actual production. For the south- 
ern pine mills, these percentages were respec- 
tively 79 and 67; and for the West Coast mills, 
98 and 79. Of the reporting mills, the 312 with 
an established normal production for the week 
of 210,570,161 feet gave actual production 74 
percent, shipments 70 percent and orders 60 per- 
cent thereof. 

The figures for last week, the week before and 
the same week last year follow: ‘Production— 
162,389,472 feet, against 191,976,323 feet the 
week before, and 215,420,047 feet last year. 
Shipments—151,575,807 feet, against 174,936,- 
167 feet the week before, and 203,369,338 feet 
last year. Orders—129,981,475 feet, against 
177,946,272 feet the week before, and 209,- 
368,037 feet last year. 

The following revised figures compare the 
softwood lumber movement of the seven regional 
associations for the first fifty-one weeks of 1926 
with the same period last year: Production— 
12,136,840,976 feet, against 12,251,988,317 feet 
last year. Shipments—12,227,690,240 feet, 
against 12,108,608,124 feet. Orders—12,080,- 
013,346 feet, against 11,961,891,152 feet. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
repoits, but they have been found not truly 
corparible in respect to orders with those of 
other mills. Consequently, the former are not 
now represented in any of-the foregoing figures 
nor in the regional tabulations below. Fourteen 
ef these mills, representing 48 percent of the 
eut of the California pine region, gave their 
production for the week as 9,247,000 feet; ship- 
ments, 9,710,000 feet, and new _ business, 
8,440,000 feet. Last week’s report from 11 
mills, representing 42 percent of the cut, was: 
Production, 11,687,000 feet; shipments, 11,- 
186,000 feet; and new business, 11,638,000 feet. 

The West Coast Lumbermen’s Association 
wires that new business for the 102 mills report- 
ing for the week ended Dec. 24 was 21 percent 
below production, and shipments were 2 percent 
below production. Of all new business taken 
during the week, 41 percent was for future 
water delivery, amounting to 20,044,471 feet, of 
which 15,144,155 feet was for domestic cargo 
delivery, and 8,900,316 feet export. New busi- 
ness by rail amounted to 31,486,913 feet, or 53 
percent of the week’s new business. Forty- 
eight percent of the week’s shipments moved 
by water, amounting to 35,050,334 feet, of which 
23,038,954 feet moved coastwise and inter- 
coastal, and 12,011,380 feet export. Rail ship- 
ments totaled 34,505,726 feet, or 47 percent of 
the week’s shipments, and local deliveries, 
2,342,816 feet. Unshipped domestic cargo or- 
ders totaled 98,854,568 feet; foreign, 96,496,878 
feet, and rail trade, 99,770,587 feet. 
Employment in the logging and lumber manu- 


facturing industries of the Pacific Northwest is 
fast approaching the season’s low point, ac- 
cording to the Four L employment service. 
Recent zero weather in the Inland Empire has 
caused many sawmills to shut down, while in the 
Coast districts a large number of mills have 
closed for the annual overhauling. Winter log- 
ging in the western pine districts is now in full 
swing and was not greatly affected by the holi- 
days. In the fir country, however, fallers and 
buckers have been laid off at most camps and 
several large operations have already shut down. 
Resumption of operations at fir camps will take 
place from Jan. 3 to Feb. 1. 

The Western Pine Manufacturers’ Associa- 
tion, with three more mills reporting, shows 
slight decreases in production and shipments, 
und a marked decrease in new business. 

The California Redwood Association reports 
considerable decreases in all three items. 

The Northern Pine Manufacturers’ Associa- 
tion, with one more mill reporting, shows some 
increase in produetion, a slight decrease in 
shipments, and a heavy decrease in new business. 

The Northern Hemlock & Hardwood Manu- 





Fir finds favor for frames, finish, 
fences from Frank’s family. 


See Piperism contest, page 76. 





facturers’ Association (in its softwood produc- 
tion), with two more mills reporting, shows some 
decreases in production, with shipments and new 
business somewhat below those reported for the 
previous week. 

The 18 hardwood mills of the Northern Hem- 
lock & Hardwood Manufacturers’ Association re- 
ported production as 1,624,000 feet; shipments, 
2,138,000 feet, and orders, 1,709,000 feet. 

The Hardwood Manufacturers’ Institute re- 
ported from 69 units production as 7,872,995 
feet; shipments, 6,676,757 feet, and orders, 7,- 
434,553 feet. The normal production of these 
units is 11,632,000 feet. The failure of 50 or 
60 mills to report makes these figures of com- 
parative little value. 

For the last fifty-one weeks, all hardwood 
mills reporting to the National Lumber Manu- 
facturers’ Association gave production 1,487,- 
738,564 feet; shipments, 1,494,598,261 feet, and 
orders, 1,517,564,200 feet. 

[The barometer of the Southern Pine Asso- 
ciation appears on page 69.—EpiITor. | 


[Special telegram to AMERICAN LUMBERMAN] 
NorFoux, Va., Dec. 30.—For the week ended 
Dee. 25, thirty-eight mills reporting to the North 
Carolina Pine Association, and having a normal 
production figure of 10,116,000 feet, manufac- 
tured 5,730,675 feet, shipped 4,916,694 feet, and 
booked orders for 3,031,900 feet. 


Expression on Tax Reduction 
Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, D. C., Dec. 29.—Representative 
Martin L. Davey, of Ohio, in acknowledging re- 
ceipt of a letter from R. A. Wilson, president 
of the Portage Lumber & Building Co., East 
Akron, Ohio, dealing with the question of tax 
reduction, especially as it applies to the tax on 
corporation profits, states that when the cor- 
poration tax was increased in the 1926 revenue 
law he considered it both unjust and unwise. 
The present surplus in the Treasury indicates 
that it was not necessary, says Mr. Davey. I am 
certainly willing and anxious to do everything in 
my power as an individual member of Congress to 
lighten the burden on corporations. 7 
There is one thing that a great many peopl 
overlook, and that is the fact that all corporation 
taxes must be passed on to the public or else the 
corporation goes out of existence. A cost of this 
kind must in the every nature of things be multi- 
plied before it reaches the public. The more pros- 


perous corporations are able to pass their tax cost 
on to the public by virtue of the powerful positions 
which they occupy, especially in the case of monop- 
olies or near-monopolies. 

On the other hand, it is surprising to find that 
about half of the corporations of this country make 
no profits at all, according to the reports of the 
Federal Government. In between this large group 
that makes no profits and the very small group that 
makes large profits is a vast number of struggling 
corporations whose profits are limited and whose 
position in the business world is none too certain, 
and to whom this Federal tax is a serious matter. 


National Forest Logging Operations 

[Special telegram to AMERICAN LUMBERMAN] 

WASHINGTON, D. C., Dee. 29.—Lumber and 
other forest products cut on the national for- 
ests during the last year totaled 1,192,000,000 
board feet, an increase of 170,000,000 feet over 
the year before, according to Col. William B. 
Greeley, chief of the Forest Service. While 
this figure seems large, it is pointed out that 
national forest logging operations supply logs 
for less than 2 percent of the sawed lumber 
products of the country. 

The steady increase in the volume of timber cut 
on the national forests, Col. Greeley said, does not 
indicate a commercialized administrative policy. 
The increasing volume of timber sales on the 
national forests is largely due to the fact that local 
exhaustion of private timber has compelled exist- 
ing establishments and industries in many in- 
stances to turn to the national forests for con- 
tinued supplies. 

Congress has itself laid down the policy that 
requires purchasers to pay the going market value 
of all timber sold, but in deciding where to offer 
stumpage, and in what quantity, the primary con- 
sideration is the maintenance of industrial stabil- 
ity, permanent establishments, and permanent and 
prosperous communities, not volume of cut and 
larger receipts. 


To Develop Export Door Market 


[Special telegram to AMERICAN LUMBERMAN] 


Tacoma, WASH., Dec. 30.—Eleven of the prin- 
cipal door manufacturing companies of Wash- 
ington and Oregon have organized a new com- 
pany for the development of the export market, 
which is expected to do for the foreign trade in 
doors what the Douglas Fir Exploitation & Ex- 
port Co. has done for the export lumber business. 

Announcement of the organization was made 
here today by W. R. Ripley, of the Wheeler, Os- 
good Co., who is president of the new company. 
The new firm will be known as the American Ex- 
port Door Corporation, and is capitalized at 
$30,000. The other officers are T. A. Peterman, 
of Tacoma, vice president; Frost Snyder, Ta- 
coma, treasurer, and W. L. Rawn, Seattle, secre- 
tary and manager. 

Mr. Ripley said today that hereafter all for- 
eign orders of the firms included in the organiza- 
tion will be pooled and handled through the cen- 
tral office, which will distribute them to the 
different plants. The company plans the exploi- 
tation of foreign markets, extensive advertising 
abroad of Northwest doors and the establish- 
ment of direct representatives in the principal 
foreign door markets. The company is organ- 
ized under the Webb-Pomerene Act, which per- 
mits such consolidations for foreign trade de- 
velopment. 

The companies which have joined the organ- 
ization are the Wheeler, Osgood Co., Clear Fir 
Lumber Co., Peterman Manufacturing Company 
Buffelen Lumber & Manufacturing Co., and 
the Washington Door Co., all of Tacoma; 
Nicolai Door Manufacturing Co., and M & M 
Woodworking Co., Portland, Ore.; American 
Door & Manufacturing Co., and Knox & Toombs, 
Hoquiam, Wash.; Henry McCleary Timber Co., 
McCleary, and Tregoning Manufacturing Co., 
Seattle, Wash. 

The headquarters of the concern will be at 
Seattle, and Mr. Rawn, who has been engaged in 
the export trade in that city, will be in charge 
of the selling and distributing end of the busi- 
ness. 
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Roofing and Shingle Production 

Some time ago you published an interesting 
comparative table of prepared roofing and wood 
shingles. These figures carried only to and in- 
cluding the year 1919. Can you not give us the 
detailed figures for the successive years 1920 to 
1926 on beth patent roofing and wooden shingles 
so we could bring your chart published at that 
time up to date ?—Inqurry No. 1,869. 

[This inquiry comes from the secretary of an 
association whose membership is made up of 
manufacturers of a roofing material. 

In the Commerce Year Book for 1925, pub- 
lished by the Department of Commerce, Wash- 
ington, D. C., is given a table of index figures 
on the production of prepared roofing, with 1919 
as 100. According to that table the production 
of prepared roofing during the years referred to 
by this inquirer was as compared with 1919 as 
follows: 1920—114; .1921—105; 1922—122; 
1923—122; 1924—131; 1925—134. 

In the Department of Commerce Survey of 
Current Business the production of shingles dur- 
ing same years was as follows: 


ear 9,192,704 1922 ....... 8,131,242 
BOBO- wc csee 6,156,416 1923 ....... 7,506,869 
BOBR ccccnns 6,843,187 1924 ....... 6,862,385 


While in the foregoing the figures given for 
prepared roofing and for shingles are not on the 
same basis, it will be practicable for the inquirer 
to take the production of shingles for 1919 as 
100, and construct a table of indexes on that 
basis for the sueceeding years.—EDITOR. ] 


Amended Slogan for Home Building 

We. have noticed the suggestion for the use of 
the slogan “Build a Home First’’ by dealers. Why 
not use “Build a Home First to Last,” as being 
more inclusive in that there is a double meaning 
in the expression which could be played upon in 
all advertising ?—H. S. Griswo.p, Griswold Lum- 
ber Co., Binghamton, N. Y. 


Manufacturers of Belt Sanders 


We would thank you to give us the name of a 
manufacturer of belt sanders.—INQuiIRY No. 1,868. 

[The foregoing inquiry comes from a retail 
lumber concern in Illinois. In response to this 
inquiry the name of a large manufacturer of belt 
sanders has been supplied. The name of the 
inquirer will be supplied to other interested 
readers on request.—EpITor. | 


Building Costs by Cubic Foot 

I have a copy of the “Lumberman’s Actuary” 
that I bought from you about fifteen years ago. 
On page 371 of this book there is a table of the 
approximate cost of buildings per cubic foot. 
Prices have changed so much in the last fifteen 
years that of course these figures are obsolete now, 
and I would like to know where I can get a simi- 
lar table that would be uptodate. I want to use 
it in figuring costs of buildings in making apprais- 
als, especially farms, which I handle principally. 
—INQuIRY No. 1873. 

[This inquiry comes from a Michigan dealer 
in real estate. The ‘‘Lumberman’s Actuary,’’ 
to which reference is made has been revised and 
kept up to date and is still sold by the AMenrt- 
CAN LUMBERMAN. However, the table referred 
to shows percentages not values and is only a 
relatively small and unimportant part of the 
book, which is designed especially for the use of 
lumbermen. 

The inquirer’s attention has been directed to 
Arthur’s ‘‘ Appraisers’ and Adjusters’ Hand- 
book,’’ which, as the title indicates, is designed 
especially for the use‘of appraisers and esti- 
mators. This is a book of over 600 pages, 5 
inches by 7 inches, with gilt edges, and is bound 
in flexible leather. In it about 100 pages are 
devoted to the estimating of costs of buildings 
by the square and cubic foot methods. More 
of the material in this wood is devoted to build- 
ings other than those commonly found on farms, 
but it is believed that the inquirer will find in 
it a great deal of helpful information. The 
price of the book is $5 delivered. There are, 
of course, a number of books on quantity sur- 





veying and estimating, these also being sold by 
the AMERICAN LUMBERMAN at the publishers’ 
prices, delivered.—EpiTor. ] 


Wood Blocks for Printing Plates 

The enclosed bit of wood is the kind we are seek- 
ing for mounting printing plates on. Will you 
tell us what kind of wood it is and where we can 
buy it in small quantities ?—Inquiry No. 1,871. 

|The foregoing inquiry comes from an Iowa 
newspaper editor, and was forwarded to the 
AMERICAN LUMBERMAN by the retail lumberman 
to whom it was originally addressed. 

The sample of wood enclosed is cherry, which 
is perhaps the species most commonly used for 
the purpose mentioned by this inquirer. Sup- 
plying this wood to electrotypers and engravers 
is a rather specialized service. For halftones 
it is furnished in a thickness of 15/16-inch, but 
for electrotypes it is not quite so thick for the 
reason that the plate fastened upon it is thicker 
than the half-tone. However, in either case 
the manufacturer of the halftone or the electro- 
type finds it necessary to bring the block down 
to the thickness and precision required in print- 
ing. Some other woods besides cherry are used 
by eleetrotypers and engravers, and sometimes 
the smaller pieces are tenoned together as a 
means of economizing material and producing 
larger blocks from smaller pieces. Some engrav- 
ers, however, decline to use tenoned blocks, and 
it is understood that in every case the wood 
must be carefully kiln dried.— Ep1ror. | 


Home Financing Without Bank Aid 

I would like to ask for some information on 
home financing. What we need in our town is 
a means of financing without the bank’s aid. 
The bank is the only means of financing for build- 
ing in our community and I am sorry to say that 
it is a very poor way.—INQuiry No. 1,872. 

[This inquiry comes from a retail lumberman 
in Iowa. The inquirer has been referred to the 
American Savings, Building & Loan Institute, 
Kansas City, Mo., which has been formed and 
largely financed by lumbermen through their 
associations throughout the country. Reference 
also has been given to a concern that offers 
to provide information and help in forming a 
local home financing organization either inde- 
pendent of or subsidiary to the local lumber con- 
cern. The inquiry is published with the hope 
that the readers of the AMERICAN LUMBERMAN 
may be able to give some additional information 
that will be helpful to this inquirer.—Eb1Tor. } 


Baled Softwood Shavings Wanted 


We are in the market for a quantity of baled 
softwood shavings and shall be pleased to have 
you put us in touch with concerns able to supply 
these shavings in carload lots.—INQquiry No. 1,870. 


[This inquiry comes from a retail concern in 
west central Illinois. Concerns able to supply 
this material are invited to make the fact known. 
The name of the inquirer will be given on re- 
quest.—EbDIrTor. } 
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The fast way of doing busi- | ment. 
by recent achievements in the | State some 


manufacture of doors at the | 20,000,000 


ing of planing and polishing 
550 first class pine doors in 


* * 


During the last year | trimmers, edgers, slab saws 
ness in Chicago is illustrated | there have been planted in the | etc. 


When finished it will be 


15,000,000 or|one of the best mills of its 
trees, 
establishment of Palmer,| County claiming the largest 


Fuller & Co., who make noth- |} number, 1,804,776. 


Faribault | kind on the Mississippi River. 
ee 9 


The snow in Pennsylvania 


? is reported to be so deep as 


ten hours with one machine. 
Recently, when a little 
crowded, 312 doors were put 
through the machine in five 
consecutive hours. 

ae oe 


Studebaker Bros., the wagon 
manufacturers of South Bend, 
Ind., are to build a large saw- 
mill at Nashville, Tenn. They 
now have quite a large stock 
of logs. 

es - 2 

The sale of lands belonging 
to the Wisconsin Central Rail- 
road was not very well at- 
tended. Out of the 12,000 
acres offered only |,600 were 
sold. The highest price paid 
was $2.50 and the lowest 50 
cents per acre. 

 - . 


Reports submitted to the 
first annual meeting of the 
Minnesota State Forestry As- 
sociation, held at St. Paul re- 
cently, show that only about 
one-half of the $2,500 appro- 
priation by the legislature will 
be used for premiums, the bal- 
ance remaining unexpended. 
Awards to the value of $800 
have been made and the bal- 


ance is in process of adjust- 





Some of the English papers 
are complaining that Michi- 
gan deals have clogged their 


market. 
es «@ @ 


Hardwood dealers are com- 
plaining on account of the 
small demand for their prod- 
ucts. Good stocks of all hard- 
woods are on hand. There is 
a limited demand for export 


items. 
es 2 ‘6 


In Clinton, Iowa, last year 
102,692,000 feet of lumber 
were sawed — some 15,000,- 
000 feet more than in any 
previous year. The sawmills 
of the city are furnishing em- 
ployment for 1,000 men at 
the present time. 


* * * 


Work is progressing rapidly 
on the new sawmill of C. Lamb 
& Sons, Clinton, lowa, to re- 
place the one recently de- 
stroyed by fire. e new 


structure will be 70 by 156 
feet; the boiler and engine 
room will occupy additional 
space of 30 by 90 feet. The 
mill will have two gangs and 
two rotaries and the necessary 
shingle, lath and picket mills, 





to retard logging operations. 
In Clearfield County the mini- 
mum depth is seven feet. 


* Ss 


One of the oldest lumber 
operators as well as inhabi- 
tants in the Black River coun- 
try, Wisconsin, is E. L. Brock- 
way of Black River Falls. He 
began operations in the spring 
of 1843 when, as he expressed 
it, the valley of the Black 
River was wild indeed. In 
1850 he built a mill on the 
lower falls of Black River, 
which was the first circular 
sawmill started in the Missis- 
sippi Valley north of Rock 
Island, IIl. 

se © 


An item worth knowing 
just now: A Quebec standard 
deal is a plank 12 feet long, 
3 by Il inches. A ton or load 
is 50 cubic feet of square 


timber. 
eS oa 


Royal Green cut a pine tree 
east of Waupaca, Wis., last 
week, which measured 4 feet 
across the butt end of the first 
log and cut 18 logs from 14 to 
16 feet long. The log scaled 
about 5,500 feet. 
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Southern Pine Output Reduced; Low Offers Refused 


Reports are beginning to come in of an enforced curtail- 
ment of southern pine production by the recent heavy 
rainstorms over large sections of the South. This will affect 
seriously the small mills, but of course the large plants 
will not suffer to the same extent as will hardwood operators. 

Though production of large mills has been in excess of 
shipments for the last couple of months, stocks are stil! low. 
The Dee. 1 report of identical mills showed that during the 
first eleven months of the year their shipments were two 
percent above output, while for the corresponding period of 
last year shipments were two and a half percent below. 

The trade has been marking time during the holiday pe- 
riod. There have been further reports of price weakness, but 
the volume of business at concessions must be very small, 
for most sellers have promptly turned down offers of orders 
at lower than recent levels. In fact the general opinion is 
that there will be advances as soon as spring stocktaking 
begins. Already there are a good many inquiries out, and 
the market should show more life in the next week or so. 


Rains Force Curtailment of Southern Hardwood Cut 


Southern hardwood output is being very heavily curtailed 
by rains and floods throughout a great part of the producing 
belt. In the period covered by the latest statistical reports, 
however, the inclement weather had not yet exerted its full 
influence on logging and mill operations. 

During the two previous years, the South suffered from a 
deficiency of rainfall, and the favorable winter weather en- 
couraged an abnormally large lumber production, but the 
downpours of the last week have brought the average pre- 
cipitation for the three years to about normal. 

Log supplies are stated to be quite small, as banking did 
not begin until late in the season, and sawmill operations 
have been too active to permit much accumulation. 

When the first reports of conditions reached large con- 
sumers, some of them took alarm and immediately jumped 
into the market to make sure of supplies. The mills, how- 
ever, will not be inclined to book ahead at recent quotations, 
as the market has been sagging and the anxiety of buyers is 
already causing a strong upward trend. 

Mill stocks in the South are none too plentiful, those held 
Dee. 1 averaging only 2,797,000 feet a unit, against an average 
of 2,833,000 feet on the corresponding date last year, for 
while output has been heavy, demand has taken it up. Stocks 
of consumers are unusually low, most of them having planned 
to buy more heavily after the first of the year. 


Shortleaf Business Slow But Inquiry Quite Heavy 


Demand for North Carolina pine made a spurt in the week 
ended Dee. 18, orders exceeding production by five percent. 
The buyers had been holding off, but apparently have become 
convinced that prices will not go lower and probably will make 
an advance soon after the first of the year. Mill stocks are 
rather low, as to date this year shipments have exceeded out- 
put, and most plants closed before the holidays, to remain down 
until Jan. 3 or 5. The tendency toward strength in quotations 
is expected to bring buyers into the market. 

Georgia roofer sales have been rather light, and as a conse- 
quence prices continue weak. Although most manufacturers 
hold the 6-inch on a basis of $18.50, and trading has been 
largely on this level, some have conceded a little. In the last 
week, inquiry has become much heavier, and convinces the 
mills that a good deal of business awaits placement. Pro- 
duction has recently been curtailed. 

Arkansas pine mills have been finding business quiet, the 
industrial users taking little, and yards buying only mixed 





Lumber Statistics Appear on Pages 67, 68 and 69; Market Prices and Reports on Pages 99 to 106 


ears for sorting up. Output has been curtailed slightly by the 
larger mills, while small mills find that rains make operation 
difficult, and total stocks are considerably less than they were 
at this time last year. Surplus lots have been moved at con- 
cessions, but most prices are quite firm, as heavy inquiry shows 
that buyers have large needs. 


Northern Hardwood Mills Are in Strong Position 


Current business in northern hardwoods is slow, while pro- 
duction has been gaining, but is of small volume yet. The slack- 
ness of demand is entirely due to year-end influences, for stocks 
of consumers are known to be low, and they will have large 
needs early in the new year. 

Stocks of mills are also low, so that they are in a stronger 
position as they enter a new season. Announcements indicate 
that logging this winter will be on a conservative scale. The 
Dee. 1 holdings of identical mills were slightly larger than ‘on 
the same date last year, but shipments since then have been 
much heavier than the cut. The best grades are in a little fuller 
supply, but stocks of lower grades are much reduced. It is 
predicted that spring business will make big inroads on mill 
stocks, and that dry lumber will sell higher before any of the 
new season’s cut is ready for shipment. 

Price lists are being rather strictly adhered to, and there is 
every probability that January bookings, in face of a reduction 
in northern output and enforced curtailment in the South, will 
bring about some advances. 


Inquiry for Both Cypress and Redwood Is Gaining 


The cypress market is showing signs of improvement. While 
current orders are mostly for small lots, some bookings have 
been made recently, for shipment after the first of the year. 
Inquiry is reported to be gaining in volume, especially that 
from industrial users, and retailers have also been feeling out 
the market. Stocks of both yards and industrial users are 
small. There ave some rumors of concessions, but most mills 
are confident and are maintaining their lists. 

Total redwood bookings have continued in good volume, the 
greater part of the business coming from within California. 
Call from outside the State is seasonably slow, though there is 
noted a tendency toward improvement, as inquiry from both in- 
dustrial users and retail yards has been increasing. Order files 
are pretty well filled, being quite close to normal, mill stocks are 
low, and prices are well held. 


Fir Buyers Indifferent as Mills Curtail Chatiies 


The latest reports from the West Coast fir mills are for the 
week preceding the holidays, that ended Dec. 24, and show 
little change in the situation. New business that week was 
24 percent below output, and shipments were 2 percent below 
it, so that stocks have been added to. Recent reports as to 
curtailment are indefinite, for a good many mills plan to 
start up again Jan. 3, while a number will remain down until 
the end of the month. Reports of enforced curtailment by 
southern pine mills may make some difference in plans. 

There appears to be no room for doubt as to the effective- 
ness of the curtailment of logging input by open-market op- 
erators, and the smallness of log stocks, especially the scarcity 
of higher grades, will have a heavy influence. 

Buyers continue indifferent, and are little impressed by 
announcements of a shutdown. While stocks of retail dis- 
tributers in the East and middle West are low, they see no 
immediate necessity for adding to them, as yard sales are 
small. The eastern buyers are counting on lower intercoastal 
rates, and will defer stocking up as long as possible. The 
California market is pretty well supplied, though the yards 
are handling a good volume of business. 

Prices have shown no important.changes during the week, 
but boards and dimension are possibly stronger. 
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Economy a Business Watchword 


Consolidation Predicted in Interest of 
Lower Prices to Consumers 


Str. Louis, Mo., Dee. 28.—Festus J. Wade, 
president, Mercantile Trust Co., this city, has the 
following comment to make about the 1927 out- 
look: 


Business will carry on in 1927 just as it has in 
the more recent past, without violent expansion 
or depression, and will continue to do so as long 
as the major economic forces, such as transporta- 
tion, finance under the Federal Reserve system 
etc., are allowed to function undisturbed. It is 
said that business is never more than 20 percent 
off, and there is no reason now apparent why it 
should be off at all in 1927. The fear of restrictive 
and adverse legislation, always a mental hazard 

business, should not be a source of worry this 
ear. 

Instalment buying is here to stay, and becomes 
a condition to deal with instead of quarrel with. 
Bducation of the buyers, carrying a warning not 
to mortgage income over a certain safe percentage, 
seems necessary. Danger lies in the abuse of 
this method, rather than the use of it. 


Economy has become a business watchword as 
well as a government watchword, and I look for 
1927 to be a year of consolidations and mergers, 
in the interest of lower price to the consumer 
through greater volume of production. Competi- 
tion has squeezed the inefficient and the inefficiency 
out of business, and made smaller profit per unit 
the way to greater profit per year. Consolidation, 
with its many economies, is the logical solution. 


Sees 1927 a Good Year 


There May Be Some Recession But 
Not a Depression 


New York, Dec, 28.—There may be a slight 
business recession next year, but with a firm 
credit situation and with properly controlled 
business, there is no fear of the pessimistic pre- 
dictions of depression, J. H. Tregoe says in his 
annual statement on business conditions made 
publie today. 


The statement reads in part as follows: 


The credit foundation which 1927 will inherit is 
substantial and firm. There has been no specula- 
tion among distributers of merchandise and our 
banking institutions have as a general thing held 
a strong grip on the loaning of funds. This year 
was marked by careful buying, by well controlled 
receivables and an improvement in failure losses. 
Conservatism and judiciousness as a rule marked 
the production and the marketing of goods. Bank 
deposits in the leading financial centers of the 
country showed a material increase toward the 
close of the year. This is a comfortable situation 
to enter upon the new year. 


Our transportation organizations have continued 
to improve their facilities and their equipment 
with the result that goods have moved more freely, 
earloading kept at a high peak, and with economies 
that have added substantially to their net operat- 
ing incomes. Construction has begun to let up as 
the year closes although it still maintains a high 
peak. There have been funds available for con- 
struction purposes due in a large measure to con- 
servatism in the merchandise field. In steel and 
motor production there was some letting down also 
toward the close of the year. Unemployment has 
been negligible throughout 1926 and, while 1927 
may have more unemployment than the preceding 
year, it will not be of a serious or disturbing 
nature. 

We added to our national wealth in 1926 a sum 
that I dare not estimate. The income of the na- 
tion and the output of our factories will show 
larger figures than in the previous year. 

A great many individuals will enter 1927 with 
debts they could not liquidate at once because of 
the ease with which certain commodities could be 
bought on the deferred payment plan. We enter 
1927, however, with an intelligent public scrutiny 
directed upon the instalment plan of selling and 
a disposition to exercise greater care than had 
prevailed formerly in exchanging commodities of 
any kind for a promise that had not back of it the 
bases of redemption. - 

The savings of 1926 were not as large, in my 
opinion, as they might have been. There were 
extravagances in the air and yet this tendency 


generally did not force people to go beyond current 
income. 

There may be some little recession in the early 
part of the year, not a depression, merely a reces- 
sion that ought not to be serious or of long dura- 
tion. With our firm credit situation, with careful 
hands governing the valves of credit, both in large 
and in small business, with our resources well con- 
trolled, with our feet set solidly, there is no reason 
why 1927 should not be just as good a year in its 
developments and its gifts as 1926. 


Year of Constructive Action 


Louisville Lumber Industry Makes 
Much Progress During 1926 





LOUISVILLE, Ky., Dee. 27.—The year in Louis- 
ville has not brought forward any material 
changes in general conditions. Milling-in-transit 
privileges have been increased somewhat, and 
improved from the standpoint of local handlers. 
Business as a whole has been very fair over the 
year, and the general outlook is considered good. 


Among the outstanding happenings of the 
year were the loss by the W. P. Brown & Sons 
Lumber Co., Louisville, of its large mills by fire 
at Caryville, Fla., just a short time after they 
were purchased. They are being rebuilt and 
will be in operation about March 1. 

The Louisville Point Lumber Co., finding that 
manufacturing at Louisville was unsatisfactory, 
closed down its mills here, depending on its Ten- 
nessee mills, and sold the north side property 
on which the mill was standing. In October, 
fire destroyed the mill, at a time when efforts 
were being made to sell the machinery. 


The Shanks Hardin Lumber Co. recently dis- 
solved its corporation, after selling yard stock 
and yard lease to the May Hardwood Co., which 
will move its office to the yard on Jan. 1. 


Bush Bros. lost a hardwood specialty plant by 
fire, in the summer, it being the second time the 
plant had burned in about three years. A new 
location was secured, and another plant is being 
installed. 

The North Vernon Lumber Co., Louisville, 
moved its sales office back to Louisville from 
North Vernon, and established another hard- 
wood mill at Jackson, Tenn. 

The Ferguson Lumber Co., in cramped quar- 
ters on a rented yard, purchased a new yard 
on Fourteenth Street and Magnolia Avenue, to 
which it has been moving its operations. 

The Inman Co., Louisville, about Jan. 1, will 
start its new hardwood mill, at Hapeville, Ala., 
near Atlanta, operating as the Evans Inman 





Longleaf lasts longer, little Larry 
Lot lisped. 


See Piperism contest, page 76. 





Lumber Co. At the same time it will put a 
second furniture plant in operation in Louis- 
ville, and drop out of commercial production of 
panels. 

Additional machinery and equipment was in- 
stalled by the W. R. Willett Lumber Co. for 
production of cedar lumber and siding at its 
loeal plant during the year. 

The Anderson interests, consolidated the An- 
derson Co. and Louisville Planing Mills Co., 
into a million and a half dollar corporation, as 
the Anderson Manufacturing Co. Olaf Ander- 
son, of that company, also purchased the plant 
of the Star Wood Products Co., which liquidated 
its business. 

The Norman interests, owners of the Louis- 
ville Kiln Drying Co., added additional kilns, 
for handling commercial drying of lumber, more 
especially in transit movement of lumber coming 
up from the South. 

The I. B. Wilcox Co., after selling its hard- 
wood mill at Burdette, Miss., disposed of most 
of the lumber stock, and has merely been doing 
a little jobbing, but plans to locate another mill. 


Piners Predict Excellent Year 


Southern Pine Industry Faces No 
Serious Problems in 1927 








New Or EANS, La., Dec. 28.—Business han- 
dled by Southern pine mills during 1926 was 
highly satisfactory, according to H. C. Berckes, 
secretary-manager of the Southern Pine Asso- 
ciation. Statistics compiled by the association 
are indicative of an excellent production, a 
steady demand and a stable market. Contrasted 
with local business, export shipments are slightly 
less than those of last year, traceable to the 
advance in ocean freight rates, foreign labor 
troubles and a tightening of money, with con- 
sequent straining of credits in several leading 
European countries. In 1926 there have been no 
periods of heavy and overburdened stocks; nor 
have there been periods of depleted stocks where- 
in orders could not be filled adequately and with 
dispatch. Stocks at the mills are a trifle less than 
they were a year ago. The average cost of pro- 
ducing, distributing and selling southern pine 
advanced a small percentage above 1925. Of the 
average 1926 cost dollar, labor has received ap- 
proximately 37 cents, 19 cents has gone for sup- 
plies used in manufacturing, for repairs and 
similar expenses, 15 cents for general overhead, 
ineluding selling expenses, 9 cents for deprecia- 
tion, and 23 cents for stumpage. 


“The southern pine industry continues funda- 
mentally sound,’ said Mr. Berckes. The years 
of 1923 to 1925, inclusive, were so exceptionally 
prosperous that many economic experts, antici- 
pating a sudden change in the opposite direction, 
were seriously concerned about the destiny of 
1926. In spite of the high scale of building 
activities during the preceding years, 1926 has held 
up remarkably well in comparison. Building con- 
tinues in large volume. Many cities which formerly 
suspended building operations during the cold 
months have lent an attentive ear, with gratifying 
results, to suggestions for a winter building pro- 
gram. Reports indicate that labor, for this rea- 
son, is well employed and that most building ma- 
terials are having excellent sales. 


In the-southern pine industry operating condi- 
tions have been excellent. Mills have been run- 
ning to 93 percent of their possible operating 
time. Rarely have they exceeded this figure, which 
is only 1 percent lower than that of 1925, and 
equal to that of 1924. The production of South- 
ern Pine for the year was approximately 93 per- 
cent of normal for 192 representative mills. Orders 
booked by these same mills were 96.07 percent of 
normal; while shipments aggregated 96.26 percent 
of normal. Many of our mills have been operating 
more actively during 1926 than they operated 
during the year previous. 

Prices for southern pine today reflect a condi- 
tion which speaks well for the industry. It is 
true that during the former half of the year they 
were about one percent below those of last year. 
But this situation has steadily improved through- 
out the latter months, until prices now are some- 
what higher than they were during a similar 
period in 1925. Such a condition clearly indicates 
a stability in demand. Thus it will be seen that 
our producers are facing no serious problems in 
any of the fields of their operations. 


The year of 1926 has’ been marked with still 
greater merchandising activities on our part. We 
have made efforts to not only hold our own but 
also to find new uses for our product. One of 
our most outstanding accomplishments has been 
that of turning the minds of great masses of 
people toward a serious consideration of better 
construction principles. This has been achieved 
by our assuming the initiative of erecting model! 
homes for demonstration purposes. 


During the year just passed reforestation won 
over a number of new friends in the southern 
pine field. It is quite evident that there is no 
danger of this species of wood becoming extinct, 
commercially or otherwise, during the next half 
century—if ever. The new growth, during 1926, 
approached closer to the cut than ever before 
since the industry was established. 


It is extremely probable that the rural districts 
of the country will show an improvement in build- 
ing activities during 1927. The best that we can 
hope for the cities and the more thickly popu- 
lated sections is for them to continue. to function 
at their present momentum. An optimistic note 


is observable in the lumber industry. Many are 
confident that the coming year will see a continu- 
ation of the business prosperity of 1926. 
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“Renewed Interest Augurs Well 


Over Production Constitutes a Prob- 
lem Pressing for Early Solution 





MILWAUKEE, WIs., Dec. 28.—In reviewing the 
lumber market for 1926, Frederick J. Schroeder, 
president of the John Schroeder Lumber Co., 
this city, says, in part: 

The returns are in, the year has come to a 
close, and we look back over the “Campaign of 
1926" with mingled feelings of regret and satis- 
faction, the regret being due to the fact that all 
the fine prospects proclaimed at the beginning of 
the year did not fully materialize, and satisfaction 
that a rather chaotic year for lumber has come 
to an end. 

A brief summary of the details affecting the 
situation in each quarter clarifies the story of 
lumber activities during the last year, according 
to Mr. Schroeder. In the early months, industrial 
demands for lumber were exceptionally good. 
Building continued active and stocks in retail 
lumber yards were low. Weather conditions 
affected logging and lumber manufacturing to the 


acterized most of this buying. General conditions, 
such as easy money and good crop prospects, cre- 
ated optimism in lumber circles. The railroads 
showed increased purchases of material for main- 
tenance of equipment and the demand from the 
automobile industry continued firm. 

The effect of the early crops which were good, 
such as winter wheat, was felt in the greater 
part of the third quarter. Farmers were enabled 
to purchase lumber for much needed improvements, 
this being the outstanding feature of that period. 
Although building generally continued active and 
all surface features pointed to plenty of activity, 
nevertheless a fundamental decline or tapering off, 
especially in building contracts permits and in 
general buying of lumber became apparent. 

The fundamental slowing-down which began 
about September, marked the final months of the 
year. Railroads, however, continued to buy con- 
siderable lumber. Rural demands due to the poor 
late crops in certain parts of the country, weak- 
ened. Lumber moved well to the furniture in- 
terests, but automobile purchases of lumber were 
reduced materially. Flooring plants were running 
heavily in an effort to supply the flooring required 
for building projects which were nearing com- 
pletion. 

Looking forward, lumber should show a gradual 
gain in demand, for the year closes with excep- 


Predicts Stable Business Condition 


Eastern Lath Specialist Sees Bright 
Outlook for Construction 


New York, Dec. 28.—A statement was given 
this afternoon by Frederick J. Bruce, of Fred- 
erick J. Bruce (Inc.), especially for the AMER- 
ICAN LUMBERMAN. Mr. Bruce said: 


With moderately low inventories and credits well 
in hand, we think that the retail lumber trade is en- 
tering into the New Year with greater promise of 
stable business conditions than in many years past. 
The general opinion early in 1926 was that pros- 
perity would be short-lived. Now none of us in the 
industry seems to anticipate anything approaching 
a boom, but the confidence seems general that busi- 
ness will progress very evenly through 1927. 

The construction outlook is bright, particularly 
in respect to dwellings and that is where we get 
best play. Looking forward purely in the guise 
of specialists in eastern spruce lath, we expect a 
continued fair demand at moderate prices. The 
manufacturers in eastern Canada are torn by con- 








business depression. 


ALEXANDER HAMILTON: There are sufficient favorable 
factors to prevent any trade reaction from becoming a general 
There has apparently been some over- 
production, but not of serious proportions. 


The Economists’ View of 1927 


Almost any review of opinions or expressions regarding future business will reveal the one outstanding char- 
acteristic: Confidence. Not only has the recent holiday trade, which paralleled if not exceeded all past records, 
provided the average industrialist and merchant with a stock of conservative optimism, but those whose business 
and prestige depends upon their ability to predetermine commercial trends are almost unanimous in the belief 
that throughout at least the first half of 1927 general trade can be nothing short of good. 


With one or two exceptions, notably lumber and agriculture, the sentiment of the business world seems well 
contained in the statement of C. H. Markham, chairman of the board of the Illinois Central Railroad, which was: 
‘The momentum attained by business in general during 1926 will serve to keep the channels of trade in rea- 
sonable degree of activity during 1927, irrespective of minor disturbances which may possibly develop.” 


As a consensus from the leading economists we present the following: 


profits. 


BROOKMIRE: Business may show a slight decline during 
the first quarter of 1927. 
fully scrutinized in anticipation of possible declining business 
The present tendency is toward lower volume and 


Credit extensions should be care- 


BANKERS ECONOMIC: . While there are no indications of 
general business exceeding its present levels, it is significant 
that money has become easier. Europe appears to be making 
persistent headway in straightening out her finances. 


GIBSON: General business promises to continue in good 
volume with extremes neither one way nor the other. The 
long term outlook is for lower commodity prices, although 
general demand should keep production volume at a high 
level. 


HARVARD ECONOMIC: The present level of general 
business, we believe, should continue during the first quarter 
of 1927, although some curtailment of production may rea- 


better quality. 
UNITED BUSINESS SERVICE: Moderate contraction in gen- 


eral business is indicated for the next few months, although 
severe deflation seems unnecessary. Volume of trade con- 
tinues from 3 to 5 percent above a year ago, despite spotty 
conditions. 


MOODY: General business is continuing in large volume, 
but not of boom proportions. There seems little chance of 
any immediate downward revision of tariff to disturb business. 


POOR'S: We see no reason why the volume of general 
business should not continue satisfactory. The political out- 
look is for a Congress that will probably accomplish very 





sonably be expected to follow. 








little. 














extent that lumber production was somewhat re- 
tarded, a condition which tended to improve the 
market. 

However, there was no forward buying. In 
fact, a hand-to-mouth buying policy characterized 
the early period. I am referring to the retail 
yards which had low stocks, badly broken. They 
continued to be conservative, waiting for the late 
spring activity before stocking ip. It is interest- 
ing to note that during this early period, the auto- 
mobile industry was particularly active and the 
demands for lumber from this source were heavy. 

During practically the entire spring, through 
the close of the second quarter of the year, activity 
was apparent in every lumber consuming channel. 
Building and general construction was held back 
slightly by early rains but there was plenty of 
activity registered at the end of the period and 
building permits and future contracts were ex- 
tremely high in number. 

By the end of May, retail lumber yards started 
to lay in stocks in expectation of continued spring 
and summer business although conservatism char- 


tionally low stocks in the hands of the manufac- 
turers, distributing yards, and in the warehouse 
and factory of the consumer. Prices for lumber 
are not strong and with heavy production the 
demand should be taken care of readily, bringing 
about renewed activity early in the year. 

It has been’ well said that the lumber industry 
has not measured up to all its opportunities in 
1926 due to the fact that it is in a chronic state 
of over-production. Notwithstanding a keen de- 
mand for lumber, over-production has kept prices 
down to the degree that the manufacturer has not 
had a fair return on bis investment. Such a 
condition can not long prevail and I anticipate 
a solution of this irritating problem during 1927. 

The renewed interest of lumbermen throughout 
the country in problems of marketing and mer- 
chandising augurs well for the future. The uni- 
fied and concentrated advertising and marketing 
by all elements in the industry are necessary to 
solve the problem of over-production, and also to 
retain the prestige of lumber against the encroach- 
ment of manufactured substitutes. 


flicting emotions. They seem to hold the opinion 
that they are due to get much higher prices, and 
at the same time they are beset by the fear that 
West Coast lath will run them out of business. 

The New York market is strong for eastern 
spruce lath, and as long as the eastern mills can 
keep their production cost down and their quality 
up, both as to manufacture and material, to our 
mind they should have no immediate fear of com- 
petition. So far as we are concerned, in the face 
of rather quiet market conditions, we have garnered 
a little extra profit by dint of improved methods of 
transportation and distribution. 

Supplementing the old-fashioned method of 
transportation by schooner, 50 percent of our vol- 
ume for 1926 was transported by -steamers. 
Through distributing depots in Brooklyn and the 
Bronx we have kept a constant flow of lath to our 
regular customers, and for the last couple of years 
our dealers have been enabled to reduce their in- 
ventory to a remarkable extent. Our methods differ 
greatly from those of just a few years ago, when, 
for instance, it was most unusual for a wholesaler 
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to make truck deliveries. To succeed now one 
must be almost a transportation expert. 


We have developed graphs covering market con- 
ditions for years past in order that we may gage 
the rise and fall of seasonal values, together with 
demands at various times of the year. These afford 
pretty accurate experience charts to help us gage 
future demands. A recent interesting development 
for wooden lath dealers is that the mesh of metal 
lath in stucco or fireproof houses interferes with 


radio reception. 

We also have had numerous reports of replace- 
ment of metal lath by wood because of rapid de- 
terioration of the metal by rust and corrosion. 


Sales Forces to Confer 


New York, Dee. 27.—Following its usual 
custom, a meeting of the millmen and sales rep- 
resentatives of the Southern Pine Sales Corpora- 
tion will be held Jan. 8 in Charleston, 8. C. The 
selling force will leave for the South on Sunday, 
Jan. 2, to make its annual inspection of stock 
and manufacturing conditions at the various 
mills the corporation represents. Subjects to be 
discussed will include: ‘‘Economie Changes 
Affecting Demand for North Carolina Pine 
Finish,’’ by Albert Tardy; ‘‘ Marketing of End- 
Matched Flooring,’’ by Cary B. Ward; ‘‘ The 


Market for Cypress in New England,’’ by Ed- 
ward Richardson; ‘‘Evolution in the Water 
Borne Lumber Traffic,’’ by J. Frank Rodarmor ; 
‘*Competitive Conditions Affecting the Use of 
Number Three Finishing Lumber,’’ by Charles 
H. Joyce; ‘‘ Advantages and Disadvantages of 
Trim-Pak,’’ by Joseph N. Ryniker; ‘‘ Require- 
ments of Users of Crating Material,’’ by Charles 
M. Fletcher; ‘‘No. 2 Kiln Dried Roofers as 
Competitors for Air Dried Roofers,’’ by J. R. 
Stephenson; ‘‘ Evolution in the Demand for Gum 
Lumber,’’ by R. 8. Cushwa; and ‘‘ Dry Kilning, 
Planing and Shipping,’’ by George E. Creekmur. 


Lumber Trade News From the East 


Te Carry on Tree Research 


STaTE COLLEGE, Pa., Dee. 27.—The Pennsy]- 
vania State College announces that Arthur C. 
MeIntyre, a Government forest research spe- 
cialist, has joined the staff of the college agri- 
cultural experiment station, to carry on research 
work in reforestation problems. Mr. McIntyre 
will attempt to find out how great areas of Penn- 
sylvania land formerly covered with tree growth 
can be converted intv profitable forest growing 
land in an economical and practical manner. 
Mr. McIntyre, who enters upon his new position 
early in January, is a graduate forester of the 
Michigan State College and has been carrying 
on similar investigations for the United States 


Forest Service under the direction of the South- 
western Porest Experiment Station. 


Secures Larger Offices 

Newark, N. J., Dee. 27.—The Ballmill Lum- 
ber & Sales Corporation, of this city, has re- 
moved its offices from room 607 Military Park 
Building to room 236 Industrial Office Building, 
where it has secured larger offices in order to 
take care of its expanding business. Its new lo- 
cation is of particular advantage, as Port New- 
ark can be reached in five minutes, to which 
port most of the steamers carrying cargo ship- 
ments of Pacific coast fir and hemlock for the 
company bring their cargoes. 





GENERAL 


primary movement of corn to market. 
season last week. 


STEEL 


since June, according to reports. 


FUELS 


R” .ROADS 


tinue high. 


PRICES 


for the week ended Dec. 15. 





Business in Brief 

Seasonal dullness and an increase in unemployment, principally in the automobile 
centers, are features of the general business situation. A further slump in whole- 
sale trades has occurred. 
in localities affected by adverse conditions. 
ing continues to be practiced by retailers and orders for spring 
delivery of merchandise are developing more slowly than a year ago. 


leaders and economists continue to predict prosperity and good business for the first 
half of 1927, at least, and no indications are apparent that such will not be the case. 


Zero weather without snow in the wheat States may have caused injury to the 
crop. Government estimates places the winter wheat crop at 626,929,000 bushels, 
an increase of 225,000,000 bushels over the revised figures of 

AGRICULTURE 1925. The spring wheat crop is 69,000,000 bushels less than 
last year; corn 271,000,000 bushels less and oats 233,000,000 

less. Cotton ginning is breaking all records. 
Oat prices reached the highest point of the 


Current buying of pig iron is small but prospects for the first quarter of 1927 are 
bright. Producers are prepared to make heavy deliveries after Jan. 1. Steel pro- 
duction has shown another slight decline and is now about 65 percent. 
Inquiries for steel are numerous and greater buying activity is looked 
for soon. Steel corporation bookings for December will be the smallest 


Crude oil production for the week ended Dec. 25 is estimated at 2,402,350 barrels 
compared with 2,396,700 barrels during the preceding week, an increase of 5,650 bar- 
rels. Bituminous coal production for the week ended Dec. 18 declined 
about 500,000 tons from the preceding week and there is little activity 
in the market. There is increasing unemployment in the mining dis- 
tricts as operators further restrict production more nearly to meet the market needs. 


Loadings of revenue freight for the week ended Dec. 18 were 950,575 cars. This 
was a decrease of 19,163 cars under the corresponding week of last year and 48,140 
cars under the previous week of 1926, but an increase of 49,921 
cars over the corresponding week of 1924. 
The seasonal decline in general business, it is 
claimed, accounts for the reduced number of cars loading at this time. 


Bradstreet’s food index number for the week ended Dec. 23 was $3.48 compared 
with $3.54 the previous week and $3.57 for the week ended Dec. 24, 1925. This was 
a decrease of 1.7 percent from the preceding w@ek and 2.5 percent 
from the like week of last year. The Harvard wholesale commodity 
Price index declined to 141.6 for the week ended Dec. 22 from 142.6 


Holiday retail buying was good except 
Hand-to-mouth buy- 


There has been an increase in the 


Coal loadings con- 








Holds Sales Convention 


Burra.o, N. Y., Dee. 28.—A three-day con- 
vention of the Beaver Products Co., one of the 
city’s leading industries, and reported to be the 
second largest manufacturer of building ma- 
terials in the world, was held here last week with 
over 200 members of the sales organization in 
attendance. It was the 1926 meeting of the 
eastern and Canadian sales forces of the com- 
pany. In an address of welcome President A. 8. 
Blagden outlined the advance made by the 
company during the last year and told what 
had been done to insure adequate sources of raw 
material for many years to come, by the acquire- 
ment and development of gypsum deposits at 
Akron and Clarence, N. Y. These two places 
provide resources of more than 14,000,000 tons. 
The Southern Gypsum Co. has also been acquired. 
The Beaver company has bought the patent 
rights to thermocrete, a cellular gypsum in- 
sulation for buildings, a product which is said 
to have great market possibilities. 

The outlook for 1927 was discussed by H. E. 
Peterson, sales manager and chairman of the 
convention. He declared that careful and com- 
plete surveys of the United States indicate that 
1927 will see a continuation of the prosperity 
which the country now enjoys. 


Railroad to Open Inaccessible Tract 


PrEsQuE IsLE, ME., Dec. 28.—More than 
1,000,000 acres of virgin timber land, most of 
which has been inaccessible to lumber opera- 
tors because of the lack of good driving 
streams, will be opened up to the lumber in- 
dustry within the next few years through the 
construction of a railroad from Washburn, 
Me., to Lake Frontier on the boundary of the 
Province of Quebee. The promoter of the 
project is United States Senator Arthur R. 
Gould, who himself has important lumbering 
and timberland interests. Actual construction 
of the new line was started yesterday. 

A long-awaited letter from President A. R. 
Graustein, of the International Paper Co., 
upon whose decision construction of the new 
railroad depended in a large measure, was 
received by Senator Gould on Christmas day. 
While the letter was not entirely favorable, 
Senator Gould said he believed that whatever 
difficulties appeared to be in the way could be 
overcome. Because of that belief he said he 
would go ahead with the preliminary work on 
the railroad, starting at Washburn, where 
ground would be broken on Monday morning. 

Senator Gould’s railroad, which will be 111 
miles long, will traverse an area of about 
1,000,000 acres of virgin forest, of which the 
International Paper Co. owns 100,000 acres 
close to the international boundary and 170,- 
000 acres in the, outlying section of the great 
area. Senator Gould asked as a contribution 
from the timber land owners toward the con- 
struction of the new railroad that they give 
him stumpage permits along the line’s right- 
of-way at favorable rates. Most of this tim- 
ber at present is inaccessible because of the 
lack of good driving streams leading to mill 
sites.at rail shipping points or to tide water. 
It is estimated by thé railroad promotors that 


the building of the line will increase the valuts 
of the tract approximately $10 to $15 an acre, ~ 


or a total of between $10,000,000 and $15,- 
000,000. 
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Hurricane Proof Wood 
Home Construction 


Southern Pine Association 
Building Demonstration Houses 
in Miami and New Orleans 


[By O. Foerster Schully, Publicity Manager, Southern Pine Association] 


The year of 1926 has been marked by a series 
of violent disturbances—tropical hurricanes, 
cyclones, earthquakes. And although the dam- 
age has been tremendous to both residential and 
commercial property, building, with but few ex- 
ceptions, continues without change. No greater 
precautions are taken to insure durability and 
rigidity in structures. Old framing methods, 
regardless of how weak and defective they may 
be, are still practiced. Although the building 
world has been taught thousands of expensive 
lessons the majority of those who inhabit it do 
not seem to have profited by them. 

Something plainly should be done about this 
state of affairs. Fortunately something is be- 
ing done about it. In an effort to educate the 
public along the lines of better construction, 
the Southern Pine Association has assumed the 
responsibility of erecting two model hurricane 
proof homes, one in New Orleans and another in 
Miami. The frame of the New Orleans home 
has been completed. It will remain exposed for 
a period of approximately two months so that 
the public will have opportunity to inspect it 
thoroughly. In it there are illustrated fifteen 
salient points of good.construction, each plainly 
numbered and fully explained to all who visit 
the site. 

The Miami home is in the preliminary stages 
of construction. Others in various parts of the 
country are certain to follow. Already there is 
evidence of this fact; Morgan D. E. Hite, con- 
sulting architect of the Southern Pine Asso- 
ciation, has been approached by an association 
of lumbermen in the middle west so that the 
features of the New Orleans Southern Pine 
demonstration house may be duplicated in one 
ot Michigan’s leading cities. 

Thus, the message of good construction will 
be carried to the four corners of the country. 
There is no doubt that it will have a telling 
effect on the minds of builders. This destrue- 
tion of property by high winds is an unnecessary 
waste. That it can be greatly minimized, if not 
actually prevented, is now an established fact. 
The loss of lives in the wake of these numerous 
high wind disturbances may be characterized as 
due to nothing short of criminal negligence when 
one realizes that the cost of preventative meas- 
ures is truly nominal and easily within the com- 
mand of all builders. 

Close and painstaking attention has been paid 
to the cost of hurricane-proofing the southern 
pine model home in New Orleans. No avenue 
of expense, however slight, has been ignored in 
this account. In consequence it has been found 
that the cost is less than 1 percent of the total 
value of the finished house. With a market 
value of approximately $10,000, the house is a 
raised-basement, bungalow. type, with eight 
rooms and two baths on the main story. The 
basement will be utilized for service, garages, 








heating plant, laundry room and storage room. 
The materials for hurricane-proofing it cost only 
$45 and the, labor amounted to only $40. 

In its complete form the house will be much 
more rigid than the average building. This 
effect will be achieved not by resorting to hand- 
hewn and extra heavy timbers as our fore- 
fathers did but entirely by the introduction of 
new principles into the framing. It is these 
principles which the Southern Pine Association 
is demonstrating to the public in the hope that 
more builders will adopt them. They gain three 
outstanding qualities: 


1. Economy in cost of materials and labor. 


2. Rigidity of frame combined with the nec- 
essary flexibility to resist the effects of earth- 
quakes, hurricanes, tornadoes, ete. 

3. The requisite stiffness which keeps a 
building permanently straight, plumb and level, 
thus assuring its good appearance at all times. 
The result is a solid, substantial and compact 








Fig. 3—An interior partition with a wide open- 
ing framed for a pair of double doors 


building, easily kept up and always attractive. 

The fifteen salient points of good construction 
necessary to insure hurricane protection are de- 
signed to pull the teeth of gales which strike the 
house. But even though the structure will not 
be forced to weather a storm of the type which 
recently devastated Miami and surrounding ter- 
ritory, ‘‘ hurricane proofing ’’ will have the effect 
of making it more rigid and durable. 

The public has manifested its interest in good 
construction to the extent of visiting the site 
of the New Orleans Southern Pine Home in 
thousands during its first two weeks of demon- 
stration. Furthermore, this exceptional record 
is still being maintained. And to all who come 
to inspect, the fifteen salient points are explained 
fully. These points are listed as follows: 
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1. Solid sills—no built up sills—bolted down 
into the foundations, %4-inch bolts, eight to ten 
feet apart. Proper joints. 

2. Joists to rest on sills, well spiked down, 
not over 18-inch centers, cross bridged before 
sub-floor is put down. 

3. Ends of joists tied at top with 2-inch ma- 
terial, running continuously. Sub-flooring to be 
1x6-inch square edge, shiplap, or tongue and 
grooved, laid 45 degrees: diagonally, nailed with 
two nails to every bearing, every twelfth board 
omitted (for draining off rain water and for 
temporary wind vents) until roof is in place. 
Direction of sub-flooring reversed on alternate 
stories. 

4. Bottom plates of studding to be 2x4 or 
3x4-inch, single plate, well spiked to bearings 

5. Cap plate of studding to be doubled, 
joints lapped and joints over bearings. Alter- 
nated where partitions join outside walls, to 
make tie-in. 

6. Studding: For basement raised type of 
house: 12-inch centérs for basement, 16-inch 
centers for main story. Install cross partitions 
in raised basements. For two-story house: 12- 
inch centers for first story, 16-inch centers for 
second story. For cottage or bungalew; 16-inch 
centers. Studding 2x4-inch for ordinary size 
homes, 2x6-inch for large homes or buildings 
with rooms of unusual size. 


7. Bracing: Put in X-braces in all spaces 
between openings and at corners and in angles 
—where space permits. Fill in with studding 
properly spaced, and all drawn tight. For all 
outside walls, and for inside partitions only 
where needed. 

8. Herringbone-bridging half way on stud 
height in all inside partitions, and to fill out in 
outside walls. Set at angle 10 or 15 degrees. 

9. Stiffening over outside openings, especial- 
ly wide openings, with wide 2-inch material, 
studs or cripples notched to same. 

10. Truss over all wide inside openings with 
2x4-inch material. 

11. Stiffen doubled joists under heavy par- 
titions with 2x4 or 2x6 spiked and bent onto 
sides of same. Leave opening between doubled 
joists where plumbing pipes and such work must 
come through, to avoid cutting and weakening 
these important parts of the house. 

12. Inside partitions tied to outside walls and 
to other inner partitions by inserting ends into 
slot made of two studs spaced thickness of wall, 
blocked and spiked well. 

13. Roof rafters collar braced (after roof 
sheathing is on) every other rafter, placed just 
above center line of height of attic space. Run 
angle struts to nearest bearing partitions to sup- 
port roof and keep roof line straight, and neces- 
sary angle roof wind braces tied to ceiling joists 
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Fig. 1—Left—The hurricane proof house as it will appear when com pleted. Right—General exterior view of the completed framework 
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Fig. 2—Left 
both stories. Center—Detail of a window framing. 
Right 


and rafters. Rafters not more than 18-inch or 


20-ineh centers. 

14. Sub-floor, or finish flooring, to be laid in 
attics of two-story houses, put down after rafter 
heel plates are laid. 

15. Continuous, vertical ties for two-story 
houses, running on angle from roof line to bot 


tom sill, 1x6-inch stock notched into outside 
face of studding (not necessary if house is 


sheathed). 

Use all necessary nails and spikes of proper 
size. For permanently exposed work such as 
pergolas, arbors ete., use galvanized nails. 

The Southern Pine Association explains that 
storm sheathing is not necessary to withstand 
hurricanes but it is always advisable. On the 
other hand, it is quite necessary if the house is 
to be subjected to storms of cyclonic intensity. 
In all cases, whether or not storm sheathing is 
used, the studding and framework should be 
protected with heavy, asphalt-saturated felt, not 
lighter than 30 pounds per hundred square feet. 
This felt should be placed between the frame 
and the stueco, weather-boarding, shingle siding 
or brick veneer exterior finish. 

Some explanation of the illustrations may 
aid the reader to understand more clearly the 


storm 
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Fig. 5—Left—The basement studding showing 





A detail view of a front corner showing corner post which runs the full height of 


Note rafters spiked to sides of ceiling joists. 


The soil pipe is offset to avoid cut ting through cap plate of the partition 


construction details shown and to further real- 
ize the care and pains that have been taken to 
construct a house that will be equally strong in 
all of its parts and so built that it withstand 
the forces of strong wind storms. 

At the left in Fig. 2 is shown how the corner 
post runs the full height of both stories of the 
house. The alternative method of having short 
corner posts on each story of the same length 
as the studding instead of a continuous. post is 
also recommended. No special sizes or grades 
are required for this system of framing but the 
regular run of lumber available in lumber yards 
was used. Grades chosen here were No. 1 com- 
mon for all framing lumber and No. 2 common 
T&G, 1x6-inch for the subflooring. Sills, if not 
creosoted, should be 85 percent heart. All lum- 
ber used is southern pine, trade marked and 
grade marked. 


As shown in the illustration at the right, 
Fig. 1, the bracing has been given a coat of 
white paint to permit it to be more easily recog- 
nized. The numbered signs on the frame cor- 
respond with the fifteen points of good con- 
struction. There are two sets of these numbers 
scattered throughout the house for the guidance 
of those inspecting the structure. 


‘ 


In the center illustration of Fig. 2 note the 
rafters spiked to the sides of the ceiling joists, 
the rafter heel plates on top of the ceiling joists, 
the typical framing around the window, the 
X bracing and herringbone bridging. The con- 
tractor carried liability insurance during the 
time the house was open to the public for dem 
onstration purposes as protection against the 
possible injury to visitors. 

In the illustration to the right in Fig. 2 is 
shown how the 4-inch cast iron soil pipe of the 
bath room is offset to avoid weakening of the 
framing. Such weakening when carried out in 
perilous parts of a house might cause collapse 
under pressure. The soil pipe shown here goes 
directly through the bottom plate of the parti- 
tion but the double joist that is below this parti- 
tion has an opening or separation in it, made 
while framing the building, which permits the 
soil pipe or large stacks to go through without 
cutting or notching the joists. This double joist 
supports a heavy load of partition, tile floor 
and wainscot of bathroom, plumbing fixtures 
ete. The slot in the double joist saves the full 
strength of the construction. The bathroom 
has a furred down eeiling of 2x4-inch joists 
spiked to the sidc of the studs just below the soil 
pipe offset shown. The furred down ceiling is 
not shown in the illustration. It will be in- 
stalled later. Sometimes segmental arch wood 
forms are placed for the drop ceiling. Furring 
down of halls, closets ete. is also utilized to pro- 
vide pipe runs ete. to save important girders, 
plates, joists ete. 

In the illustration Fig. 3 is shown how wide 
interior openings are framed. This aperture in 
the partition, repeated several times in the 
house, tends to weaken the resistance of such 
partitions and under the stress of a wind storm 
of any violence they reveal a tendency to crum- 
ple, buckle ete., especially if the double doors 
fail to hold. <A hurricane proof house is made 
safe by having it so designed structurally that 
each room is a unit or cell that is air holding, 
the walls, partitions, and ceiling of which will 
not collapse, buckle or careen to permit wind to 
tear itself through the remainder of the house. 
This partition will not give way; the weakening 
caused by the wide opening in it is offset by 
bracing. This partition would hold even if the 
wind should enter through the doorway. 

Fig. 4 shows various details of partition con- 
struction at a point inside the building which is 
adjacent to two sets of wide outside openings, 
a source, therefore, of potential weakness. In 
consequence the partition at this point is made 
to do wall service and is braced accordingly. X 
lraces are not required generally in the inside 
partitions and are used only where needed. 





> 





the creosoted sill. 








Right—A general interior view 
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In Fig. 5 are shown the basement studding, 


the creosoted main sill, the foundation wall, 
pracing and bringing, eap plates on basement 
studs, main floor joists, the continuous tie of 
ends of joists notched into ends of other joists. 
The ends of the subflooring which have little 
tying strength at the outer wall form the con- 
tinuous tie mentioned above. They are notched 
and spiked to the ends of the joists and the sub- 
floor is spiked down to all. The double joist 








Fig. 4—Partition construction at a point ad- 
jacent to two sets of wide outside openings 


under the partition has a well blocked separa- 
tion and the 2x6-inch pieces are bent onto the 
sides for stiffening, creating a light form of 
trussing. 

The thickly clustered studs shown in the il- 
lustration to the right in Fig. 5 indicate where 
a partition or wall joins another forming a 
vertical slot into which the walls or partitions fit 
and are blocked and spiked into position. Tying 
of walls to partitions and partitions to one an- 
other is one of the urgent requirements for 
safety under powerful hammering and twisting 


storm stresses. 
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To Erect Large Sawmill in Ontario 


DuLUTH, MINN., Dee. 27.—Construction will 
commence next July at Blind River, Ont., upon 
what is declared will be one of the largest saw- 
mills upon the continent, according to advices 
received by lumber operators here. The mill’s 
establishment is a feature of an agreement en- 
tered into between the J. J. McFadden Lumber 
Co., of Sprague, Ont., and the Shevlin-Clarke 
Lumber Co., of Rainy River, Ont., which has 
been approved by the Ontario government. The 
agreement makes the transfer of the MeFadden 
timber concession to the Shevlin-Clarke Lumber 
Co. and it involves some of the finest stands of 
northern Ontario timber. They are located 
principally on the Mississauga forest reserve. 
The Ontario government has obtained assurances 
of the erection of a sawmill plant to entail an 
outlay of approximately $6,000,000. Under the 
terms of the agreement the company is obliged 
to spend at least $1,250,000 annually in wages 
and to maintain a foree of 1,500 men during 
seven months of the year at Blind River and.300 
men to be émployed there permanently. It is 
estimated that $4,000,000 will have been spent 
upon plant construction before the end of 1927, 
and the entire plant is to be finished in every 
detail before the end of 1928, when contracts and 


provisions of timber agreements will go into 
effect. 

f{Nore: A telegraphic report of the purchase 
of this large Ontario tract of timber by the 
Shevlin, Carpenter & Clarke interests appeared 
on page 35 of the Dec. 25 issue.—Eb1Tonr. | 





Seek Additional Federal Aid 


MINNEAPOLIS, MINN., Dec. 21.—With assur- 
ance that there is to be established a workable 
fleet of barges and towboats on the upper Missis- 
sippi River next spring, attention of upper river 
shippers, including lumbermen, now has turned 
toward obtaining $1,000,000 more of Federal aid 
to add forty-five barges and another towboat 
to the fleet. 

S. S. Thorpe, member of the Inland Water- 
ways Corporation and former head of the Upper 
Mississippi River Barge Line Co., of Minneapo- 
lis, just has returned from Washington, where, 
together with other representatives of business 
interests in the Mississippi Valley, he laid the 
upper river’s plea before Secretary of War D. 
F. Davis and General T. Q. Ashburn, secretary 
of the Inland corporation, urging additional 
barges for the new line. 

Three towboats and twenty barges now are 
being built for inauguration of the upper river 
fleet which is to operate between St. Louis and 
Minneapolis, the head of navigation. These will 
be completed for operation on the upper river 
next year. The argument of the river shippers 
is that this fleet is not adequate to establish 
weekly service. The proposal is to have the 
Government add $1,000,000 of equipment so as 
to insure weekly service and synchronize it with 
lower river barge line activities. 

After hearing the argument of the upper river 
delegation the corporation went on record for 
allocating $1,000,000 additional for upper river 
barge line use. The money, however, must be 
authorized by Congress. 

Mr. Thorpe, when he returned from Washing- 
ton, said he was satisfied that the money would 
be forthcoming and that the Government’s as- 


sistance would give final assurance to the suc- 


cess of the barge line movement. 

The barges now being constructed were 
financed by private subscription of a corporation 
which initiated the rehabilitation of the upper 
river navigation program. 


North Carolina Pine Costs 


NORFOLK, VA., Dee. 27.—The North Carolina 
Pine Association reports that in October the 
total cost of rough lumber, exclusive of stump- 
age, was $20.50 for mills doing their own log- 
ging, the range for these being from $15.32 to 
$28.92; $41.97 for mills purchasing logs, and 
that the average for all mills was $20.71—the 
statement being based on 22 reports from 18 
members representing 25 mills. Average cost of 
logs for mills doing their own logging, exclusive 
of stumpage, was $9.10, made up of $6.53 for 
logging expense and $2.57 for log transporta- 
tion; total cost of manufacturing for these mills 
was $6.23, made up of $3.89 for sawmill, 66 
cents for dry kilns and $1.68 for yarding and 
shipping; total overhead averaged $4.36, made 
up of $1.32-for insurance and taxes, $1.10 for 
depreciation and $1.94 for general overhead, and 
selling expense amounted to 81 cents. 


Sand Drifts Now Covered With Trees 


WASHINGTON, D. C., Dee. 27.—Consul General 
W. M. Lowrie, Wellington, has transmitted this 
interesting report from New Zealand: 


Years ago some one on the New Zealand rail- 
ways suggested that a long strip of sand country 
through which a certain branch of the railway 
passed should be closely planted with trees, merely 
to prevent sand drift, which was an overnight 
occurrence. A fairly wide sfrip was accordingly 
planted and left to a natural growth. Just re- 
cently a box making company offered £3,000 for 
the 40-year old plantation. The offer was accepted 
and the forestry department is to replant the 
strip with trees which will yield still higher return 
in their time. The one-time sand drifts are now 
covered with humus and turf, but will not be 
suitable for anything but further tree planting. 


To Put Boats Back in River Service 


Kansas City, Mo., Dee. 27.—Following the 
large appropriation for the improvement of the 
Missouri River below Kansas City and the adop- 
tion of the project for the improvement of the 
upper river, it is probable plans will be made 
next month by the Kansas City Missouri River 
Navigation Co. for putting boats back on the 
river. The annual meeting of the company will 
be held in January, new directors will be elected 
and a report is expected to be made as to the 
time required to obtain a new fleet. The com- 
pany has in the bank more than $800,000 for 
the purchase of new equipment, proceeds of 
the sale of the old equipment to the Government 
during the war. 

R. A. Long, one of the directors of the com- 
pany, has expressed the sentiment that no time 
should be wasted in getting the boats into oper- 
ation again, and his idea has been echoed by 
other directors, who believe that, instead of 
waiting for government improvement to pro- 
ceed, the navigation company should crowd the 
government engineers to get the work done. 
Previously the company operated independently, 
but it is probable that when new equipment is 
ready to operate traffic agreements will be made 
with the government-owned fleet on the upper 
and lower Mississippi, with companies operating 
on the Ohio River and with any companies that 
may undertake operation on the Illinois water- 
way to Chicago. 

Maj. C. C. Gee, engineer in charge of the 
Missouri River improvement district, is getting 
the government improvement fleet in readiness 
to start on the lower river work early in the 
spring. 


Useful and Ornamental 


Here’s a little lesson in conservation. During 
the last year and even further back lightning 
has played havoe with many suburban shade 
trees. Some of the owners have not been able 
to bring themselves to dig out the roots of much 
loved patriarchs of the lawns. Instead they 
have saved the stumps for what they may pro- 
duce. The owner of the tree shown in the pic- 
ture removed the shattered tops and now it has 
grown a very good crop of foliage and besides 











How old tree stumps can be made useful as well 
as ornamental 


one of the forks has rigidly held up an old wash 
tub, painted green, in which many flowers 
bloomed during the summer. Other like uses 
of lightning-riven trees have been noted in other 
suburbs. This one is to be found on Prospact 
Avenue, Park Ridge, Ill. 


ABOUT FIVE ACRES of teak will be used for the 
weather decks of the Malolo, which will be the 
fastest and largest passenger steamship ever 
built in the United States. 








AMERICAN LUMBERMAN 





JANUARY 1, 1997 





Better Merchandising 
Rational Production 


Knowledge of Product 


The great theme for 1927 will be ‘‘ Better Merchandising.’’ 

Such is the conclusion drawn from a perusal of many letters 
received from lumber manufacturers, wholesalers and retailers 
in all parts of the country in reply to a query by the AMERI- 
cAN LUMBERMAN as to the outstanding needs of the lumber 
industry as a whole in 1927. 

A large proportion of the replies emphasized this point of 
better merchandising in one way or another, while almost all 
of them mentioned it as an important feature of the campaign 
for better business in 1927. Publicity, intensive advertising, 
education of the public, each brought forth as a paramount 
issue, are part of the general topic of better merchandising. 

The second great theme for the lumber industry seems to be 
**Know your Product.’’ 

It is increasingly apparent of late years that thorough un- 
derstanding of the material in which one deals is a vital neces- 
sity. No longer can lumber be sold on its merits without bene- 
fit of publicity for those merits. In the old days when prac- 
tically every man knew wood personally and handled it him- 
self, there was no need to tell him of the superior qualities of 
lumber. He knew enough to select it with wise judgment. 

But today almost every manufacturer of a substitute, worthy 
or flimsy and cheap, uses nation-wide publicity to put his prod- 
uct over to the public which no longer knows at first hand the 
real value of the materials that go into buildings. Therefore 
lumber must be sold on the basis of quality and honest worth 
and must be so advertised. It is one product which ean safely 
rely on the truth; its manufacturers and distributers need fear 
no competition on the ground of usefulness, durability and 
suitability. So it behooves everyone connected with the trade 
to find out all about those fundamental values which make 
lumber unqualifiedly the best all-around building material. 

These facts are realized throughout the industry and many 
of the letters received by the AMERICAN LUMBERMAN insist on 
this point of better knowledge of the product as the most 
important need of the industry for 1927. 

A third great factor is stressed by the manufacturers in par- 
ticular, and that is ‘‘ Rational Production.’’ 

Serious consideration of this point of a proper balance be- 
tween production and demand was given in many of the letters, 
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Greatest 1927 Needs 


and it seems to be the subject of absorbing interest, especially 
on the Coast. Many of the slogans proposed for lumber in 1927 
stress this matter of overproduction. Such a one is that sent 
by a western lumberman: ‘‘ Rational Production and Efficient 
Distribution.’’ Another : ‘‘Reduce Lumber Production to Har- 
monize with Consumption.’’ <A third: ‘‘Make a Little Less 
Lumber.’’ 

The subject of better prices and more effective distribution 
comes more or less under this same head of ‘‘ Rational Produe- 
tion’’ which seems to be the keynote of the year insofar as the 
manufacturers are concerned. 

The aim of the AMERICAN LUMBERMAN in broadeasting the 
appeal for views on the needs of the lumber business was to 
obtain a comprehensive survey of the industry, the weak spots 
and the highlights, with a view of determining the prospects 
for the year and of studying and finding a remedy for the evils 
that threaten. 

Three questions were asked: First, ‘‘What do you think 
should be the slogan-:or keynote of the lumber industry in 
1927 ?”’ 

Second, ‘‘ What do you think is the greatest need of the lum- 
ber industry ?”’ 

Third, ‘‘ Will you suggest a resolution that will help start the 
lumber industry right in the New Year?’’ 

Many interesting and constructive replies have been re- 
ceived. Most of them give a serious consideration to the sub- 
ject and are explicit in their ideas as to the real needs of the 
industry. Some are of a slightly facetious trend, but nonethe- 
less show a thoughtful undercurrent. 

It is with great satisfaction that the AMERICAN LUMBERMAN 
passes on to its readers the meat of the enlightening and profit- 
able suggestions received. The whole comprises a picture of 
the lumber situation in all branches of the trade which shows 
up vividly and uncompromisingly the problems which lumber 
must face in the near future. 

Probably other letters will be forthcoming on these important 
topies. A separate list of the slogans and resolutions will be 
published next week when an attempt will be made to select the 
most appropriate for use of the industry this year. More letters 
will also be printed next week. 





What the Manufacturers See in the Future 


For the slogan or keynote for the lumber in- 
dustry in 1927, I should say ‘‘ The Best Invest- 
ment—A Home.’’ 

As to the greatest need of the lumber industry, 
I think more knowledge of our product; more 
intelligent merchandising; more intensive mer- 
chandising, with greater codperation on the part 
of all branches of the industry, or, to put it in 
the form of a resolution, it might be about as 
follows: 

To know our product better—to merchandise 
it more intelligently, intensively and concertedly. 
—R. A. LonG, chairman, the Long-Bell Lumber 
Co., Kansas City, Mo. 


Grade Marked and Trade Marked 


It occurs to me that we could find no more 
effective slogan than ‘‘ Grade Marked and Trade 
Marked.’’ We have been taught that whatever 
a man makes it is proper that he should be proud 
of the finished article. In my opinion, a manu- 
facturer’s trade mark and grade mark are equal 
to his personal signature on a document promis- 
ing the user of his products full value received, 
and are indicative of pride and confidence in his 
accomplishment. 

As to the greatest need of the lumber indus- 
try, I would suggest ‘‘ Conservative curtailment 
and concentration toward quality manufacture. ’’ 
Nothing can harm any industry more than hasty 
and ‘‘hoggish’’ methods of manufacture. Over- 
production almost invariably means hasty pro- 
duction, and hasty production encourages low 


quality. I honestly believe that low quality has 
been more detrimental to the industry in the 
past than all other factors combined. 

If then, the above information is correct, 
what better resolution could we adopt for the 
coming year than ‘‘ Resolved, That our manu- 
facture shall be the best of its kind obtainable.’’ 
—J. W. LEMaIstTrE, manager, Jackson Lumber 
Co., Lockhart, Ala. 


Shingle Maker Must See Profit 


It seems to me that the majority of the shingle 
mills do not have the least idea of cost or they 
would not be selling shingles at the present 
prices. If they would all resolve to not take 
any orders during 1927 that would not show a 
profit, and stick to it, there might be a chance 
to accomplish something. Just as long as it is 
orders and not profits the mills want, business 
will continue to be as it was during 1926.—W. C. 
McMaster, vice president, John McMaster Shin- 
gle Co., Seattle, Wash. 


Better Lumber—Better Service 


The slogan of the industry for 1927 should be 
snappy and my idea is that such a slogan would 
be: ‘‘ Better Lumber and Better Service.’’ 

Our resolution should be: Constructive mer- 
chandising, better values, quality and service. 
Better prices do not mean entirely the question 
of higher cost to the consumer, but from my 
point of view, better quality, better service, and 
higher prices would mean lower cost to the actual 


consumer of our product. Quality and service 
with proper compensation is what the lumber 
business should aim at.—CHARLES 8S. KEITH, 
president, Central Coal & Coke Co., Kansas 
City, Mo. 


United Effort Lumber’s Greatest Need 


The greatest need for the lumber industry dur- 
ing 1927, I should say, is united effort for the 
general welfare of the industry. 

I think the various lumber associations, to- 
gether with our advertising campaigns and simi- 
lar joint efforts, are about the only ways in 
which the lumbermen can better their condition 
and their business —J. W. WALKER, president, 
Red River Lumber Co., San Francisco, Calif. 


Educate the Consumer 


It seems to me that the greatest need now is 
that those engaged in the lumber business should 
spare more time and talent in trying to educate 
the lumber-consuming public in the proper use of 
the various kinds of lumber. Our experience 
leads me to believe that the average man does 
not know much about the various species of 
woods, and oftentimes uses much more expen- 
sive material in constructing his home than is 
neeessary, and sometimes uses very undesirable 
and too cheap a species. 

I once heard of a man who wanted a good 
floor and insisted on having it, and the retailer 
sold him a double floor of longleaf rift pine. 
This was a useless waste of money. It would be 
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just as bad to sell a man shortleaf sills and floor- 
ing for outside use. Therefore it seems to me 
that if everybody would be willing to do it a 
great deal of good could be done by taking an 
interest in the requirements of the various users, 
and seeing that they get the right lumber for the 
right place, regardless of profit. 

Therefore my slogan would be: ‘‘Service B-4 
Self.’’ The resolution would be: Resolved, That 
all those engaged in the manufacture, sale 
and distribution of lumber consider that God 
Almighty made different species of woods, each 
for its specific purpose, and use their ability and 
energy to enlighten the users of lumber and the 
publie in general as to what kind of lumber, con- 
sidering durability and price, to use in the dif- 
ferent places in the construction of homes.— 
S. M. JonEs, general manager, Gilchrist-Fordney 
Co., Laurel, Miss. 


“Use Lumber” a Good Slogan 


The writer has jotted down a few slogans that 
have come to his mind and is submitting them 
for whatever value they may be to the trade: 

Construct it with Wood (or Lumber) 

Use Lumber for Construction 

Solid Timber Construction Withstands the 
Storm 

Wood Construction Withstands the Test of 
Time and the Elements 

For Beauty and Ornamentation Wood Prod- 
ucts Satisfy 

Use Lumber, Nature’s Product of Beauty 

Skillful Artisans Use Wood 

—RALPH G. Davis, 
Lacey Securities Corporation, Chicago. 


Make a Little Less Lumber 


My slogan for the lumber industry in 1927 
would be ‘‘ Make a Little Less Lumber.’’ 

The greatest need of the lumber industry is to 
‘make a little less lumber.’’ 

An appropriate resolution for the lumber in- 
dustry is ‘‘make a little less lumber.’’ I might 
add another slogan: ‘‘Give Us Courage to Ask 
a Higher Price.’’—J. H. BLOEDEL, president, 
Bloedel Donovan Lumber Mills, Seattle, Wash. 


Better the Product 


There are so many things I think the lumber 
industry should do it would be difficult for me 
to state them all, so will suggest only one resolu- 
tion for the manufacturing or merchandising 
department: Resolved, That we as manufacturers 
take more interest and use greater care in our 
endeavors to make a better product with the 
standardized grades and sizes recommended by 
the secretary of commerce. 

You might add to this resolution several 
‘‘where-ases’’ in explanation of why I think 
such a resolution should be necessary but they 
would not add anything to what I think is abso- 
lutely necessary for the lumber manufacturers to 
do to keep from losing more of our business to 
wood substitutes. Within the last few weeks I 
have noticed that some reputable manufacturers, 
in order to book business, agree to ship grades 
and sizes that are not recognized as standard by 
our Government. It was the same with the buyer 
who was interested in lumber only in getting 
some lumber to complete a contract on time, and 
made the order to read if they did not have the 
lumber at the mill dry to ship it green. How 
can lumber for building purposes ever maintain 
its rights when a manufacturer will codperate 
with a contractor in putting green lumber into 
a house when it will not hold its own anything 
like the poorest of wood substitutes? And when 
he shipped a No. 2 & better grade of lumber he 
shipped a grade that is not recognized as stand- 
ard and was a party to further muddying the 
waters that most good lumbermen have been try- 
ing to clear up. 

It is for these reasons I think the lumber in- 
dustry should take a definite stand to make a 
better product, a better grade of a uniform 
size. Even the shirker would admit this is best 


of Lumber Industry 


for the lumber industry in the end. I think it 
is just as much of a crime for a manufacturer to 
ship a better grade of lumber than is required on 
an order as it is to ship a lower grade because 
he is only deceiving his customer and helping the 
eustomer to deceive the public. Or when he 
ships green lumber or wet lumber for the sole 





Hoover Visions Stability 


A reply to requests for opinion on 
the New Year’s economic prospects 
can only be based on the economic 
currents already born of the old 
year. New and unknown currents 
will enter in the new year, so there 
is no such thing as assured economic 
prophecy. 

Combining all foreign and domes- 
tic tendencies with which we enter 
the New Year, while some of them 
are not so good as we could wish, 
others are most hopeful. To those 
who are interested in the movement 
of the business cycle, it is worth re- 
marking that we have had no infla- 
tion in commodities, as prices have 
decreased rather than increased dur- 
ing the year. Moreover, the elas- 
ticity of credit through the Federal 
Reserve System, the absence of un- 
due stocks of commodities, the 
greatly enlarged information serv- 
ices of the country and wider under- 
standing (and thus better common 
judgment and caution) are all pro- 
tections against violent movements, 
such as we experienced in former 
times. 

The nation is making economic 
progress. Some areas lag behind 
others, and discontent with the lag 
is an assurance of a lively sense of 
initiative and the best promise of 
remedy. Each individual tests the 
question of prosperity by his own 
setting and naturally applies his own 
test to his views of the economic state 
of the nation. If we use the more 
precise term “economic progress” 
we find we have per capita as the 
result of the year 1926 more and 
better homes, more electric lights 
and power, more transportation, 
more roads, more substantial build- 
ings, more radios and more automo- 
biles, more savings, more life insur- 
ance, and more of a lot of things. 
We also have more educational 
facilities and more per capita circu- 
lation of newspapers and magazines 
than ever before. 

Altogether we enter the New 
Year with a job in prospect for 
almost everybody, with the whole 
nation better fed, better housed, and 
better clothed than any other nation. 
The large disappearance of poverty 
in the chronic sense should make us 
more sensible to the remedy of mis- 
fortune in the individual sense, and 
the high recovery of industry and 
commerce from the losses of the war 
should make us more sensible of the 
needs of agriculture.—Herbert C. 
Hoover, Secretary of Commerce. 











Intensive Advertising 
Efficient Distribution 
Co-operative Effort 


and only purpose of doing a volume of business 
he is a traitor to the industry.—O. O. AXxLEy, 
manager, Southern Lumber Co., Warren, Ark. 


Sane Production and Wise Publicity 


I believe the greatest need of the lumber in- 
dustry, especially in the Northwest, is that we 
take heed now of the mistakes of the past and 
profit by those mistakes. Our principal mistake 
has been that we produced in excess of demand 
and orders. This is nonsensical and must be 
corrected. As you know, we are now starting to 
extend the market for lumber through various 
types of exploitation work, all designed to let the 
public know the benefits to be derived from 
timber and wood construction. This is a splendid 
move and if properly carried out and if our pro- 
duction is tempered to the demand a year from 
now we will have no trouble in finding a slogan 
to express our satisfaction with the results ac- 
complished.—A. C. Dixon, manager, Booth-Kelly 
Lumber Co., Eugene, Ore. 


Knowledge the First Essential 


The slogan cf the lumber industry for the year 
1927 should be ‘‘ Know Lumber.’’ 

The greatest need of the lumber industry is 
‘*knowledge.’’ 

I would suggest the following resolution: I 
am resolved in the year 1927 (first) to learn 
more about lumber—its cost, its intrinsic value 
and worth, its usability and its indispensability, 
and (second) to act upon the knowledge gained. 

JOHN RAINE, president, Meadow River Lum- 
ber Co., Rainelle, W. Va. 


Peppy But Pertinent 

Let us draw a circle around the industry from 
the Pacific to the Atlantic and from the Gulf 
of Mexico to Canada, and over that line still 
further north. We find the manufacturers of 
lumber exhibiting less business sense than the 
popcorn vender, bootblack, barber or bootlegger. 
Each and every one of those real business men 
has a commodity to sell and believes in it, asks 
a fixed price for it and gets it, regardless of any 
competition he may have from the other fellow. 
A bootlegger may have a brand of ‘‘D,’’ ‘‘C’’ 
or ‘‘B&Btr’’ article to sell, but you won’t find 
him selling ‘‘C & Better’’ moon at a ‘‘C’’ 
price. He may sell you ‘‘C’’ at a ‘‘B&Btr’’ 
price, demonstrating his superior salesmanship 
over the average lumber salesman. 

The manufacturers of lumber have proved to 
the world, beyond any reasonable question of 
doubt their inefficiency in procuring a profit- 
bearing price for the product they produce. It 
is not a case of ‘‘dog eat dog’’ but hog against 
hog. It is not beyond the memory of man when 
the all-wise Federal Trade Commission indicted 
us all and accused the lumber industry of 
manipulating prices as a combination in re- 
straint of trade. As you know, it failed in this. 
I am inclined to think it might be good policy 
at this stage of the game to enlist its services 
again to inquire into why we are not getting the 
cost price out of lumber and who is responsible 
for making the prices. 

WHEREAS, The lumber industry is in a deplor- 
able condition, and 

WHEREAS, The lumber manufacturers evi- 
dently have no faith in their product or each 
other, and 

WHEREAS, Taxes are confiscatory on timber, 
and 

WHEREAS, Government sales about equal indi- 
vidual owners’ cost.on timber, and 

WHEREAS, The Government urges rigid con- 
servation of timber and all natural resources, 
and 

WHEREAS, The manufacturers of lumber have 
demonstrated their inability to conduct their 
business on a paying basis; therefore, be it 

Resolved, That all timber lands be turned back 
to the Government at a price per thousand for 
stumpage that the Government is asking the 
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individual, the Government to take over all 
plants and lands at a fair appraised value and 
operate same for the benefit of the people, 
thereby relieving the lumber corporations from 
a vicious tax system and from the unjust 13% 
percent corporation tax, thereby saving them 
from bankruptcy. 

You might use this for a slogan: ‘‘ Lumber- 
men, Try Lydia Pinkham’s compound. Your 
symptoms indicate the need of a nerve tonic. 
It is a great spine builder. At my age, 72, I 
find it very beneficial.’’—-A WESTERN MANUFAC- 
TURER. 


Proper Wood for Each Purpose 


1. Lumber slogan or keynote for 1927: ‘‘The 
Proper Species of Wood and the Proper Grade 
for the Specific Purpose Intended—Is the Tried 
and Proven Construction Material of Centuries. ’’ 

2. The greatest need of the lumber industry: 
‘*The utmost and fullest codperation with the 
users and consumers of lumber on the part of 
the manufacturer, to the end that complete 
knowledge of the inherent qualities of various 
woods and the proper grades be afforded so that 
construction of wood will be for permanency and 
economy.’’ Practically every wood has some 
purpose for which it is best adapted both from 
the standpoint of correct use and economy in 
construction, and earnest effort should be exerted 
throughout the coming year by all lumbermen to 
assist in the proper wood being used for specific 
purposes. 

The carrying out of this great need of the 
lumber industry should be the resolution for 
1927.—W. H. SULLIVAN, vice president and gen- 
eral manager, Great Southern Lumber Co., Boga- 
lusa, La. 


Stop Selling at a Loss 


I think a good slogan for the lumber industry 
in 1927 should be to the following effect: ‘‘ Let 
us all get together and stop selling our product 
at a loss.’’—RoBerT DOLLAR, Dollar Steamship 
Line, San Francisco, Calif. 


Better Manufacture and Marketing 


I can think of no particular slogan to be used 
by the lumber industry during 1927; but I can 
think of many things that would redound very 
much to the good of the industry provided the 
policies would be carried out 100 percent by 
all manufacturers. 

First, I think it is the duty of every respon- 
sible lumber manufacturer to join in the Na- 
tional Lumber Manufacturers’- Association 
movement to advertise lumber. 

Second, to study closely substitutes for lum- 
ber and be in position at all times intelligently 
to combat them. Lumbermen should be prepared 
by having proper machinery at their plants and 
the proper organization to refine their product 
to a greater extent than heretofore, thereby 
making an economic saving, as the refinement 
can be done at the mill in most instances for 
less money than it can be done after it has been 
received by the customer. 

Third, all lumbermen should at all times know 
their stumpage, manufacturing and overhead 
expense and have a true appreciation of the 
natural resources they are handling. Should 
they give proper consideration to these items, a 
more stable lumber market will be ours in 1927. 

I truly hope that 1927 will see better manu- 
factured lumber on the market, refined to the 
point of use at the sawmills, a more stable mar- 
ket and more intelligent sales effort—E. L. 
KurRTH, vice president, Angelina County Lumber 
Co., Keltys, Tex. 


More Intelligent Marketing 


For a slogan I would suggest ‘‘ More Intelli- 
gent Service to the American Public.’’ 

With reference to the lumber industry’s 
greatest need I would say: More intelligent 
marketing in its broader sense. This would 
include not only improvements of advertising 
and similar merchandising services, but also 
more intelligent handling of production so as 
to prevent an undue accumulation of stocks and 
undue forcing of the material on an over-supplied 
market and also more intelligent study of the 
manufacturing problem in relation to sales of 


lumber so as to improve, if possible, manufac- 
turing practices in the line of eliminating some 
of the less desirable sizes and grades and the 
production of a greater percentage of more de- 
sirable sizes and grades from a given quantity 
of raw material. 

The above is in very broad outline, my idea 
of where the lumber industry in the past has 





National Chamber’s President 
Optimistic 


There seems to be no disagree- 
ment on the facts regarding funda- 
mental soundness of business. Credit 
is ample for legitimate needs. In- 
ventories are low. Economy in na- 
tional government is releasing funds 
for reduction of debt and at the same 
time reducing taxation. Notwith- 
standing exceptional consumption of 
merchandise and extension of con- 
sumer credit, our savings are grow- 
ing. Confidence in the honesty and 
integrity of business is continuing 
and restrictive laws are giving way 
to self-regulation. Our Federal Re- 
serve System has demonstrated its 
value through our major deflation 
period and its strength as a balance 
wheel in lesser disturbances 

With conditions as favorable as 
the facts and figures show them, we 
ought to go forward into the new 
year with confidence. The test be- 
fo~e us is ~vhether we will distinguish 
between danger signals and bogeys. 
I am encouraged by our progress in 
sane analysis. We need more of it. 
We are too prone to diagnose fear 
as conservatism. I like rather to 
think of conservatism as courage 
with caution. * * * 

The record of the last two years 
is not an accident. It is not a wind- 
fall, a piece of good luck, or an evi- 
dence that fortune habitually smiles 
upon us with special favor. The cold 
record of statistical facts shows to 
all who wish to know that for the 
measure of national prosperity 
which has come in the last two years 
we worked hard. We have striven 
to make each application of labor 
produce more than it ever produced 
before. We have been exerting our- 
selves to get greater efficiency. In 
that effort the figures show that we 
have been successful. * * * 

We ought to have the courage to 
continue to conduct our business on 
the same basis on which it has gone 
forward so successfully during the 
last two years, but there is always the 
danger that we will face the future 
with fear and adopt some new bogey 
to disturb the even flow of good busi- 
ness. He would be a superoptimist 
who would be sure that we have dis- 
covered the secret of perpetual pros- 
perity, but the experience of the 
people of the United States since 
the major deflation period after the 
war ought at least encourage us to 
believe that business has learned 
many lessons and that we can face 
the future with a confidence that 
with sane facing of facts our na- 
tional prosperity will continue.— 
J. W. O’Leary, president Chamber 
of Commerce of United States; in 
January “‘Nation’s Business.” 











been weak. While I hope that we may see an 
early improvement in lumber prices I am rather 
inclined to think that the profits of the next 
few years may come from a greater application 
of gray matter in both production and market- 
ing rather than through either increased prices 
for the staple items or increased production.— 
AIRD FLAVELLE, vice president, Thurston-Fla- 
velle (Ltd.), Port Moody, B. ©. 


Control of Distribution 


It would seem to me that-a resolution might 
be adopted to the effect that the lumber indus- 
try should at once re-assert its rights to have in 
its control the distribution of its product. Dis- 
tribution has passed from the manufacturer into 
the hands of those who have no investment and 
are concerned only in the volume of business 
which they secure and who are interested in the 
consumer rather than in the producer. If the 
manufacturing industry could and would ob:ain 
this power of distribution, as it once had it, 
there would be a stabilizing effect produced. 
The industry, I believe, specializes to its own 
detriment on its production costs and has lost 
sight of the big problem of merchandising. 
Until distribution is guided by the manufac- 
turer, 1 am afraid the industry will continue to 
get in close communion with the sheriff. If it 
were possible to frame a resolution embodying 
this feature together with a determination bet- 
ter to utilize the product of the log in 1927, it 
would prove a turning point for the industry and 
would eventually place it where it should be, on 
a sound economic foundation.—W. C. GEDDEs, 
vice president, Craig Mountain Lumber Co., 
Winchester, Idaho. 


Another “Brief”? for Advertising 


I think the slogan for the lumber industry for 
1927 should be ‘‘More Advertising.’’—W. P. 
WEBER, president, Powell Lumber Co., Lake 
Charles, La. 


Dealer Distribution and Codperation 


I do not know that I can put into words just 
exactly what I think the situation demands, but 
the Natalbany Lumber Co.’s slogan is going to 
be: ‘‘Sell Better Lumber to the Consuming Pub- 
lic Through the Retail Dealer.’’ 

We feel that a misconception has arisen among 
the retail dealers, principally in the large cen- 
ters, in their attitude toward lumber. They have 
forgotten that lumber is the greatest all-purpose 
building material in the world, and that it has 
played the most important part in the upbuild- 
ing of our country. Houses, factories, and struc- 
tures of all kinds built from properly selected 
and manufactured lumber stand as monuments 
today which speak for themselves. 

To the writer’s mind, the recent forcing upon 
the building public of poorer and poorer lumber 
has done more to curtail the uses of lumber and 
to limit the profit to dealers of lumber than any 
one other contributing factor. 

If the dealers would only realize that their 
future success lies in the fact that they must 
guarantee to the consumers of lumber only such 
lumber as, according to characteristics, season- 
ing and manufacture, is best suited for the pur- 
pose, they would not long be forced to admit 
that their tangible profits result from handling 
building materials other than lumber, the manu- 
facturers of which building materials arbi- 
trarily fix their buying and selling prices to the 
publie. 

Another vital thing is the realization by the 
retail lumber dealer that the manufacturer ac- 
knowledges that the retail dealer insofar as our 
position before the public is concerned, is fully 
as important as the manufacturer, and for this 
reason the retail dealer should lend an attentive 
ear to the manufacturer’s problems, and have 
some idea for the present day costs of producing 
lumber. The question of stumpage values is as 
important to the retail dealer as it is to the 
manufacturer, since the retail dealer in fixing 
his price to the public establishes a chain the last 
link of which is the manufacturer. 

Present day methods of manufacturing lum- 
ber positively can assure better lumber to the 
public.—V. A. STIBOLT, assistant genera] man- 
ager, Natalbany Lumber Co., Hammond, La. 
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Wholesalers Unanimous for Rational Production 


There are as many slogans running around 
now as there are Ford cars. If I were going to 
suggest one, I might give something like: ‘‘ An 
Industry That Does Not Need a Slogan.’’ 

Substitutes for lumber are being thoroughly 
advertised, and are being used extensively in 
the East, as well as probably in all the other 
sections of the country. Yet the many advan- 
tages in lumber over many of the substitutes are 
really very well known. While the lumber in- 
dustry at the present time is having rather rough 
sledding, I think the prospect for the next year 
is good.— FRANK C. RICE, president, Rice & 
Lockwood Lumber Co., Springfield, Mass. 


Why Production Is Not Reduced 


The keynote for the lumber industry for 1927 
is ‘‘advertise lumber.’’ 

The greatest need of the lumber industry is 
to control production. Strange as it may seem, 
the higher the price of timber the greater the 
production. 

We know little about Pacifie coast products, 
but we have heard some weird tales during 1926 
regarding the dumping of lumber on the Atlan- 
tic seaboard. When we make some inquiry as 
to why such great over production, why mills 
run and manufacture lumber that is sold at a 
price that practically admits of no stumpage 
value, we are informed it is the ‘‘ devil of neces- 
sity’’ that compels the steady operation. 


Then our minds turn to our own industry, 
the hardwood end, and we will try to illustrate 
why some of the old-timers, like ourselves, are 
perhaps back numbers. A hypothetical case 
is about as follows: We are looking for timber 
for future operation. We find but few, or prac- 
tically no 10,000-aecre tracts available in the 
delta country. There are some large tracts of 
30,000 or 40,000 acres; we have a tract of 40,- 
000 acres offered at $1,500,000 in a locality where 
the taxes are high, the interest on the invest- 
ment, taxes ete. are practically $120,000 a year. 
We have always operated a modest band mill 
with a production of 10,000,000 to 12,000,000 
feet per annum, but we can not handle a propo- 
sition of 40,000 acres with a carrying charge of 
$120,000 per annum to start with on a produc- 
tion of 10,000,000 to 12,000,000 feet, as our over- 
head is $10 to $12 a thousand as a carrying 
charge. 


The other fellow figures differently. He says: 
‘We will put in three or four mills. We will 


produce 40,000,000 feet per annum, and our 
carrying charge will start at $3 a thousand, this, 
of course, on the timber alone, not figuring the 
large depreciation account that must necessarily 
be set up on each mill. 

Under the above conditions how can they 
stop? Some of the large operators bond their 
timber, some sell their notes, but either way the 
**devil of necessity’’ forces production. 

The high price of timber, instead of permit- 
ting the conserving of same, often works the 
other way and compels the slaughtering of tim- 
ber at whatever price the market warrants, so 
that we might advertise lumber and stimulate 
demand, but with the conditions existing today 
how are we going to control production ?—NEL- 
son H. Watcort, L. H. Gage Lumber Co., Provi- 
dence, R. I. 


A Graphic Slogan 
As a lumber slogan for 1927 I submit the 
following which may be of interest: 


ONSTRUCTIVE 
ONSERVATISM 
AREFULLY 
ONSIDERED 


R. F. Pray, Lumbermen’s Exchange, San Fran- 
cisco, Calif. 


Single Shift to Solve Problems 


If I had my way I would paste a sign on 
every sawmill on the Pacific coast, and say, ‘‘ We 
Only Operate Eight Hours a Day.’’ This 
would reduce the output, and prevent surplus 
lumber being thrown on the market, to the detri- 
ment of practically every manufacturer of all 
kinds of lumber throughout the United States.— 
Rosert G. Kay, Kay Lumber Co., Philadelphia, 
Pa. 


Urges More Effective Publicity 


Every man or woman with money to spend is 
beset by a multitude of appeals. [Lumbermen 
have not made study enough of methods of 
appeal. About the only appeal made for lumber 
and building materials in general is like the 
appeal for the use of water—the appeal of 
necessity. The lumberman waits until necessity 
compels some cne to come in and buy from him. 

An appropriate slogan might be ‘‘ Promote 
the Permanent.’’ And a proper subject of 


study might well be: ‘‘ Methods of appeal,’’ 
as mentioned above, or ‘‘ How to make the public 
want our goods.’’ The way in which to create 
a desire for the permanent, abiding, substantial 
things provided by the lumberman, as against 
the temporary, shifting results obtained often- 
times from other spending, demands our best 
thought for the coming year.—J. E. Dopps, 
president, Dodds Lumber Co., Omaha, Neb. 


Courage, Confidence and Codperation 


The manufacturer needs a keener knowledge 
of his markets to avoid keeping the supply above 
the demand. More timber is being cut today 
than is needed. The forest lands are being un- 
necessarily denuded. If all the mills would shut 
down for at least. thirty days and then resume 
operations on the basis of about 75 percent of 
the present cut it would bring the supply down 
more equal to the demand; it would stabilize 
prices, reduce expenses in operation, save carry- 
ing charges on unnecessarily large stocks, re- 
duce the selling expense, insure a profit and 
allow a goodly portion of their timber to grow 
for future use. It takes Courage, Confidence 
and Codperation to do this. 


The wholesaler with his more intimate knowl- 
edge of the markets should seek to discourage 
all tendency to speculative buying and selling, 
shipping on consignment large blocks of timber 
which come into the market as distressed lum- 
ber. Transit stock is an abomination, a practice 
which should be discouraged on account of its 
demoralizing influence on the market. Direct 
shipment on a bona fide order is what the whole- 
saler should encourage. It takes COURAGE, CON- 


. FIDENCE and COOPERATION to do this. 


The retail branch of the industry needs large 
amounts of those qualities mentioned in the last 
sentence. When the manufacturer ceases to op- 
erate his timber continues to grow. When the 
retailer ceases to do business his timber begins 
to deteriorate through twist, check and rot. The 
retail buyer should anticipate his needs and pur- 
chase for mill shipment where he can procure 
the sizes, lengths and amounts nearest in line 
with his requirements. The retailer should be- 
come better acquainted and work in closer har- 
mony with his competitors, freely exchanging 
information in regard to credits, cost of doing 
business, methods of handling ete. He should 
learn to refuse an order rather than cut the 
price, which is unfair and an evidence of weak- 





This extraordinary airplane view of the manufacturing plant of the Duncan Lumber & Shingle Co., at Dryad, Wash., gives a comprehensive 
idea of the splendid operation where are turned out long fir timbers, each trade-marked for customers’ protection and assurance of quality 




















58 AMERICAN LUMBERMAN 


JANUARY 1, 1927 





ness. It takes COURAGE, CONFIDENCE and 
CO6PERATION to do this. 

A good resolution for 1927 would be Resolved: 
I will follow my best impulses in connection with 
my business and conduct it in a manner that I 
think is right, taking my creditors, debtors and 
competitors into careful consideration, hoping 
that they will do unto me likewise, to the end 
that all concerned will enjoy prosperity.— 
Frep R. Bastey, George J. Barker Lumber Co., 
Waltham, Mass. 


Over-Production Worst Evil 


I would suggest the following slogan for the 
lumber industry for 1927: ‘‘ Rational Produc- 
tion and Efficient Distribution.’’ 

In my judgment, the thing that is bothering 
the lumber industry most today is overproduc- 
tion, particularly in Washington and Oregon, 
and it would, therefore, seem one of the needs 
in the development of some reasonable method 
of handling production so that the manufacturer 
might have a reasonable return for his labors, 
an/{ the retail lumber dealer be assured of proper 
stabilization of values of the materials he pur- 
chases; and in connection with this question re- 
garding the need of the lumber industry I do not 
think any of us should overlook the importance 
and value of the national lumber trade extension 
campaign—F. 8. UNDERHILL, Wistar, Underhill 
& Nixon, Philadelphia, Pa. 


Mills Must Reduce Output 


We believe that the slogan for 1927 should 
be ‘‘ Better Marketing.’’ 

By this we mean abolishment of transit cars, 
which usually have to be sold at a discount; and 
marketing lumber as required instead of as pro- 
duced, which will tend to stabilize the market. 
You can’t force lumber on a market that is not 
consuming it, except at a considerable discount 
below the current market prices. When the 
western mills arrange to pile lumber that the 
market is not absorbing, and hold it until the 
time the market wants it, much will have been 
done to stabilize prices. And if they will then 


Retailers 


My idea is that any real constructive program 
will meet with lots of trouble in getting results, 
owing to the fact that there are too many of us. 
Another case of overproduction, and unless the 
main distributing centers can consolidate or 
merge a good portion of their interests, I do not 
see any relief. It is now, and has been for some 
time, a survival of the fittest. We should use 
every reasonable effort toward some plan of 
consolidation or elimination, plus the establish- 
ment of a community service for all slow-mov- 
ing stocks, thereby avoiding duplication of 
stocks and capital invested. We then should try 
to be good merchants, and my definition of a 
good merchant is one who handles high class 
stocks, is courteous, gives good service, and 
charges enough for a reasonable profit to him- 
self—W. H. PickLEestmer, Riverside Lumber 
Co., Knoxville, Tenn. 


Takes Ethical Stand 


There have been so many resolutions offered 
in the years past that it would be almost im- 
possible to suggest anything new. However I 
present the following: 

Resolved, That I shall live and treat my com- 
petitor fair and square, so that when I shall 
have. been called to the Great Beyond my com- 
petitors will one and all say that there was an 
honest lumberman who practiced what he 
preached and did business on the square.—J. ©. 
FEerGer, president and manager, Swastika Lum- 
ber Co., Fresno, Calif. 


Resolve to Live Honorably 


It is rather difficult to condense in a short 
sentence all that is comprehended in a code of 
ethics for the carrying on of any particular 
business. I think however that we might re- 
solve: 

So to conduct our business as to foster an 
ever-increasing respect and esteem on the part 


reduce their output to the demand, and stop 
running two and three shifts when the market 
is dull, they will undoubtedly be able to get at 
least cost out of their lumber.—H. B. Walrte, 
H. B. Waite Lumber Co., Minneapolis, Minn. 


Hits the Nail on the Head 


My slogan for the lumber industry for 1927 
is ‘* Buy Now.’’ The greatest need of the lum- 
ber industry seems to me to be better prices. 
Several appropriate resolutions for the lumber- 
man occur to me, among them being: ‘‘ Don’t 
sell unless you see a profit’’; ‘‘ Be optimistic’’; 
‘*Don’t fall the tree unless some one wants its 
lumber’’; ‘‘Don’t meet the low man’s price; 
let him have the order.’’—G. E.ias, G. Elias & 
Bro. (Inc.), Buffalo, N. Y. 


Shortest But Not Slowest 


My slogan is ‘‘ Work! ’’—THomas E. CoALE, 
Thomas E, Coale Lumber Co., Philadelphia, Pa. 


Hoover Could Manage It 


My idea of an appropriate slogan for 1927 
would be: ‘‘ Reduce Lumber Production to Har- 
monize with Consumption.’’ The greatest need 
is to reduce lumber production to the require- 
ments of the nation. I think the lumber indus- 
try requires a Hoover to head an organization 
that would make a careful survey of lumber pro- 
duction, and the probable lumber consumption 
quarterly, and have the power to throw on the 
brakes or speed up production as conditions 
might demand.—H. W. SwarFrorD, vice presi- 
dent, E. J. Stanton & Son, Los Angeles, Calif. 


Better Merchandising; Cooperation 


For a slogan I would say without hesitation, 
‘*Better Merchandising,’’ and as to the greatest 
need, I would say: ‘‘ Closer codperation between 
the manufacturer, wholesaler and retailer.’’ 

If the manufacturer, wholesaler and retailer 
were all better merchants, dealing with each 
other along more ethical lines, codperating more 
closely and using better salesmanship through- 


Cite Various Evils 


of our creditor, competitor and customer. 

If those three feel cordial to us, as well as 
respect us, it will be necessary to be right in 
prices, grades, service, credit and collections and 
a few other things.—J. E. NEIGHBOR, secretary- 
treasurer, Neighbor’s Lumber Yard, Oakland, 


Calif. 
A Handful of Slogans 


There are many good slogans that might be 


_ adopted by the lumber industry in 1927, among 


them being: ‘‘Careful Scrutiny of Credits; ’’ 
** Adequate Prices;’’ ‘‘ Accurate Knowledge of 
Costs.’’ Another motto might be ‘‘See Your 
Lumberman First when you Build.’’ Still an- 
other motto particularly suitable for this year 
when new home building may be somewhat less 
than former years is: ‘‘ Repair, Remodel and Re- 
roof; See Your Lumber Dealers.’’—J. ELMER 
McPHEE, secretary, McPhee & McGinnity Co., 
Denver, Colo. 


Sore Spot Is Distribution 


I would suggest as a lumber slogan: ‘‘ An 
Honest Deal in Methods of Distribution.’’ The 
greatest need of the lumber industry is this: 
That there be a common understanding on the 
part of manufacturer, wholesaler, and retail dis- 
tributer, as to what is proper and ethical in the 
whole process of distribution, 

If one were attempting to diagnose the ail- 
ment of the lumber industry of this country to- 
day, he should look into the problem of distribu- 
tion. I feel that this phase of the lumber in- 
dustry has had a complete moral collapse. Prom- 
inent manufacturers and prominent wholesalers 





You will want to enter the 
AMERICAN LUMBERMAN’S prize 
contest. See page 76. 


out, we would hear very little about substitutes 
for lumber. Codperation is a big word, and 
means a great deal, and I know of no industry 
in which it looms larger, or in which it is more 
essential, than in the lumber industry, particu- 
larly at this time when there is not only an over 
production of lumber, but manufacturers of 
substitutes are flooding the country with propa- 
ganda, and hacking it up with expert salesman- 
ship. Therefore it would appear that there could 
be no better slogan for 1927 than ‘‘ Better Mer- 
chandising,’’ which includes more intelligent 
salesmanship and closer coéperation.—JouHN C. 
SHEPHERD, John C. Shepherd Lumber Co., Char- 
lotte, N. C. 


Common Sense Would Solve Problems 


I can’t think of a slogan that would look weil 
in print. But I would like to ask the manufae- 
turers some questions: 

Why do you cut prices during the season when 
there is little demand? 

Why don’t you learn when and where to sell 
different stocks, according to seasons? 

Keep in mind cut prices do not govern de- 
mand. The selling policy of the W. I. McKee 
Lumber Co. is: Do not try to sell straw hats in 
December, or overcoats in July. Climates were 
created by the Great Creator, and nobody has 
ever yet found a way to change them. Lumber 
manufacturing seems largely to have fallen into 
the hands of those who are determined to sell 
their goods when and where they can and con- 
sider the question of demand and supply an old 
fogy idea. 

The big thing lacking is common sense.—W. I. 
McKeEg, W. I. McKee Lumber Co., Quincey, Tl. 


Here Are Three Strong Ones 


We would suggest the following resolutions 
for the year 1927. First: Pay all Your Bills 
Promptly. Second: Devote All Your Time and 
Energy to the Business You Are In. Third: 
Never Sell a Man Anything That You Would 
Not Buy Yourself—Joun E. Ronrpacn, J. F. 
Rohrbach Lumber Co., Philadelphia, Pa. 


of Trade 


depend largely upon their business from the 
local distributing yard, yet go into the same 
community and sell direct to customers, not be- 
cause they are large consumers, but simply to 
peddle lumber in the large cities by wagon from 
a car being unloaded on a public switch. 

Everything in the way of industrial trade in 
the large cities is being solicited as a legitimate 
field by the wholesaler and manufacturer without 
regard to the minimum amount of stock being 
used, and as a consequence industries here using 
less than 1,000 feet a month are having their 
requirements filled by large manufacturers and 
wholesalers on a car basis. This unfair and 
unsound practice is doing more to injure the in- 
dustry as a whole than any other one thing. It 
is estimated that one-third to one-half of all the 
lumber consumed in the city of Cleveland is now 
being bought direct from manufacturers, whole- 
salers, commission men, scalpers etc. 

I repeat, that if the whole system of distribu- 
tion could be corrected, the lumber industry 
would be in a pretty healthy state today.—ArcH 
C. KiumpH, president, Cuyahoga Lumber Co., 
Cleveland, Ohio. 


Better and More Advertising 


The writer has never been very proficient in 
either making or keeping New Year resolutions, 
however, desire to submit this for 1927: Each 
Day Preach the Gospel of ‘‘Owning Your Own 
Home.’’ 

Regardless of the profit that might be made 
on the sale of a substitute material, sell lumber 
and lumber products for purposes that can best 
be served with lumber or lumber products. 

Before the year 1927 is closed, resolve to have 
your local Chamber of Commerce or the business 
men up and down Main Street get behind a 
campaign for better Homes by advertising ‘‘ Bet- 
ter Homes Week’’ and putting on a display 
during that week of all kinds of building ma- 
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terials with the proper attendant to explain the 
use and the advantage of each material. 

As to a slogan for the year 1927, I have only 
one thing in mind and that is: ‘‘Own Your 
Home First.’’ 

As to what the greatest need of the lumber 
industry is, I am a firm believer in ‘better and 
more advertising.—C. W. GAMBLE, Boise Payette 
Lumber Co., Boise, Idaho. 


This Looks Like the Best 


The slogan for 1927 should be: Buy Good 
Lumber; Think Good Lumber; Talk Good Lum- 
ber and Forget Prices—Roscoe Brices, Briggs 
Lumber Co., Oneonta, N. Y. 


‘“‘How Many Nails in the House?” 


The greatest need of the retail lumber indus- 
try is, less lumber yards, better prices and less 
expense. And in this connection we all know 
that the cost of deliveries is one of the greatest 
problems that we have to meet. 

‘‘How many nails in the house?’’ is not in- 
tended as a conundrum but is a mighty impor- 
tant subject to the home owner. 

This thought was suggested to me by a con- 
tractor who told me not long ago that where he 
used 152 pounds of spikes in a house, another 
contractor used 98 pounds in a house of almost 
the identical type. In one house, however, the 
joints were spaeed on 24-inch centers and in the 
other were set on 16-inch centers. 

The difference in the cost of nails is a very 
small item and the matter of driving those nails 
is a considerably larger item; but the great 
difference is in the strength of the house.—W. 
S. DICKASON, vice president and general man- 
ager, Dickason Goodman Lumber Co., Tulsa, 
Okla. 


Second Mortgage Concern Needed 


I believe the retail lumbermen need, more 
than anything else, a big financial concern to 
handle second mortgages. 

I believe the lumber business would increase 
many times over if there were some financial 
organization that would handle second mort- 
gages along the same lines that automobile paper 
is handled. The lumbermen through their dif- 
ferent associations should work on this propo- 
sition more than on- anything else—H. 8. Cor- 
BETT, president and general manager, J. Knox 
Corbett Lumber & Hardware Co., Tueson, Ariz. 


Hard Work Has an Advocate 
About the only way we know of operating a 
lumber business or any kind of business is by 
applying a lot of hard work. It is about the 
only thing that wins these days.—WELLER 
Bros., Omaha, Neb. 


Knowledge of Costs 


A slogan and policy that would put the retail 
lumber business on a profitable basis: ‘‘ Know 
Your Costs and Demand a Profit.’’—0O. D. 
HASKETT, president, O. D. Haskett Lumber Co., 
Indianapolis, Ind. 


Home Building First 


I think a good slogan would be ‘‘ Build a 
Home First.’’—U. M. CaruTon, secretary and 
manager, Dix Lumber Co., North Cambridge, 
Mass. 





Volume vs. Profits 


After all, we are in business primarily for 
one purpose and that is to make money. It 
used to be that nearly every dealer made money 
each year but each year it is becoming harder 
to operate a retail lumber business and show a 
profit. Why? 

Because conditions have changed and we have 
not met these conditions as they are. We have 
higher salaries and wages, increased property 
values, expensive equipment ete. In fact our 
overhead is a rea] burden of which some no 
doubt can and must be reduced or passed on to 
the customer. 

The greatest problem before the retail lumber 
industry today as I see it is to make it possible 
to continue to make a profit which can only be 
done by reducing overhead and a ‘‘live and let 
live’? policy between dealers in a community, 
not only where there are two or more yards in 


a city, but between yards of neighboring com- 
munities. In 1926 you could ask almost any 
dealer how business was and he would answer 
that he was doing a big business but was not 
making a profit. The dealer in most cases is 
to blame for this condition because he has had 
a large overhead and rather than reduce his 
overhead and possibly get along on less busi- 
ness, he went after volume and tried to corner 


all the business within forty miles. Large vol-. 


ume sounds well but if it can not be had at a 
fair profit the dealer is worse off than he was 
before. In localities where there are ‘‘ volume 
hounds’’ it is almost impossible for any dealer 
for miles around to make any money. It is 





Railway Service and Purchases 


With an efficiency never before 
equaled, the railroads of this coun- 
try in 1926 handled the greatest 
freight traffic ever offered to them 
by the shippers of the United States. 

Operating as smoothly as a well 
lubricated piece of mechanism, the 
great transportation machine of this 
country has moved this record vol- 
ume of traffic without transportation 
tie-ups, congestion or car shortage 
except in certain isolated instances 
of a temporary nature. Because of 
this prompt and efficient service, the 
railroads have contributed largely to 
the placing of business on a stable 
basis and have enabled industry to 
operate on smaller stocks than has 
ever before been possible. 

One of the outstanding reasons 
for the efficient and dependable 
service which the railroads rendered 
in 1926 was the large expenditures 
for capital improvements that have 
been made in recent years in order 
to provide more adequate transpor- 
tation and to increase the economy 
and efficiency of operation. Since 
1920, capital expenditures of the 
railroads have amounted to nearly 
$5,200,000,000, of which $875,000,- 
000 was spent in 1926. In the latter 
year, however, expenditures author- 
ized for capital improvements 
amounted to $1,325,000,000, of 
which authorizations approximating 
$450,000,000 will be carried over to 
1927 for completion. 

Greater codperation on the part 
of the shippers, both individually 
and collectively, and through the 
various shippers’ regional advisory 
boards now located in all parts of 
the country has also been of material 
assistance to the railroads in suc- 
cessfully meeting the record traffic 
which the carriers have been called 
upon to handle this year. Fourteen 
boards are now in existence with a 
membership of approximately 15,- 
000 representatives of virtually 
every industry to be found in this 
country.—Statement of American 
Railway Association. 











high time that dealers begin to realize that by 
cutting prices in order to obtain volume, they 
are tearing down their own business as well as 
the other fellow’s because he is going to 
reciprocate. We are making shoppers of the 
buying public “whereas years ago the farmer 
drove into the nearest lumber yard and paid 
the dealer his price. Business in general is 
large-volume and short-profits crazy and I am 
not convinced that this policy is a great success 
because but few are making any money at it. 
What I would like to see, is an effort on the 
_ att of dealers to respect each other’s territory 


more, at least not deliver material ten or twenty 
miles at prices less than they demand in their 
home town, This would probably mean shifting 
of business somewhat and less business in some 
cases but it would allow a better margin of 
profit, a reduction in overhead and a better state- 
ment at the end of the year. Let’s live and 
let live—E, H. Saprosky, treasurer and man- 
ager, Kendallville Lumber Co., Kendallville, Ind. 


Fighting Lumber Substitutes 


Of one thing I am sure: The retail lumber 
dealer must adapt himself to a sales policy of 
pushing lumber if he expects to meet the com- 
petition of lumber substitutes. This is proved 
by the shingle situation. One yard to my knowl- 
edge bought only one small car of cedar shingles 
in 1926 while the same yard bought eighteen 
cars of asphalt shingles during the same time. 

Now comes a product called insulating lum- 
ber, sheeting lumber, plaster base etc. Why 
do they use the word ‘‘lumber?’’ The lumber 
industry certainly needs a slogan—one that will 
wake up the dealers as well as the manufactur- 
ers to the inroads that lumber substitutes have 
made. 

Illinois is dotted over with local lumber clubs. 
I believe it would be a good thing for the in- 
dustry if the National Lumber Manufacturers’ 
Association would have one or two men attend 
every club meeting and boost lumber. These 
men should travel over the State, call on every 
lumber dealer, big or small, and report the con- 
ditions to the National Lumber Manufacturers’ 
Association. Some bright mind would find the 
key. 

Many of these substitute manufacturers es- 
tablish ‘a retail selling price and insist that the 
retailer get that price. Why can’t the lumber 
manufacturer help the dealer in the same way? 
He could at least help the dealer establish a 
retail market to shoot at.—E. S. Topp, Aurora, 
Il. 


Collections the Keynote 


Slogan for 1927: ‘‘Pay More Attention to 
Collections and Charge Interest on Book Ac- 
counts.’’—CHARLES F’. KELLoaG, Kellogg Bros. 
Lumber Co., Wisconsin Rapids, Wis. 


Florida Business Looks Bright 


While we have our own particular problems 
here in Florida, still we are all dependent more 
or less on the same general conditions for our 
prosperity. We presume that ‘‘ Bill Jones’’ up 
in North Dakota probably thinks he has his 
own particular problems, too,.and he probably 
does to a certain extent. 

The slogan which you quote is fine, to wit: 
Buy Good Lumber, Think Good Lumber, Talk 
Good Lumber, and Forget Prices. We believe 
that slogan particularly apt for Florida in 1927. 

If the automobile industry and our other key 
industries are able to continue to prosper, then 
the conditions over the country should be good, 
and we here in Florida will hope for a very 
fair year.—L. G. Barr, secretary-treasurer, 
Barr-Goodwin Lumber Co., Orlando, Fla. 


Make Your Competitor a Pal 


I offer two slogans: First, ‘‘Cultivate Your 
Competitor.’’ This was one of the big things 
I got out of the New Orleans convention. I 
found men who had spent more than a year just 
being friendly to a competitor who was here- 
tofore a deadly enemy. It is perfectly possible 
if one sets out to do it, to make friends of any 
competitor and of course we all admit that if 
each of us could keep on friendly terms there 
would be no competition but a tremendous 
amount of codperation, resulting in increased 
profits as well as added happiness in our busi- 
ness lives. 

My second suggestion would be, ‘‘ Be satisfied 
if necessary, with a smaller volume and larger 
percentage of profits instead of a larger vol- 
ume and smaller profits.’’—WiLL A. Cavin, 
Cavin Chain Lumber Yards, Sturgis, Mich. 


[Note: Additional letters from manufactur- 
ers, wholesalers and retailers will be printed in 
the Jan. 8 issue of the AMERICAN LUMBERMAN.— 
Epitor. | : 
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The Present State and the Future Development of Lumber Merchandising— 
Financing, Central Warehouses, Selling to Farmers and Side Lines Discussed 


This is the second of four articles on this 


subject. The first was published in the 
Realm of the Retailer in the Dec. 18 issue 
of the AMERICAN LUMBERMAN. We begin 
this article with some extracts from a let- 
ter written by F. L. Hillyer, president of 
the Hillyer-Deutsch Jarratt Co., of San An- 
tonio, Texas. When Mr. Hillyer speaks of 
lumber salesmanship and home financing he 
speaks of matters which he knows. San 
Antonio has and deserves an outstanding 
reputation for lumber merchandising, and 
Mr. Hillyer has been and continues to be a 
leader in this field, both in his city and in 
the entire Southwest. His company makes 
enormous sales each year, finances a large 
number of the houses built of the material 
it sells, has next to no losses and meets with 
little outright price competition. This big 
business is in no sense accidental. It is as 
carefully planned, detail by detail, as a busi- 
ness well could be. It is firmly based upon 
a knowledge of finance and of merchandis- 
ing, and its details have been carefully 
checked by experience. Mr. Hillyer believes 
in the financing of customers, but, as will 
appear from his letter, he believes in a cer- 
tain kind and not in all kinds. 

“There is no better way to assist the home 
builder,” he writes, “than to assist him in 
financing the building of a home, and there 
is no safer investment than a mortgage, 
or builder’s lien upon the home, paid off in 
monthly installments. This is a real service 
to the home builder, as the lumber dealer 
takes the interest that he should in seeing 
that the home is well planned and well built; 
and it should be advantageous to the dealer 
because in furnishing the finished house to 
the consumer he should not have to meet 
as destructive competition. The danger to 
the dealer in attempting to handle this busi- 
ness is that when he undertakes to make it 
a permanent feature of his business it re- 
quires a large amount of money. The paper 
must be sold to investors and unless the 
loans are conservatively made this will 
destroy his investing clientele, and if the 
paper is indorsed it will come back on him 
and, if not indorsed, will react upon him 
unfavorably. 

“‘Jazz merchandising’ in the lumber busi- 
ness of the preserit day has also invaded the 
building loan business. The plentiful supply 
of money throughout the country has en- 
couraged and developed this so that now 
speculative builders have sold a vast amount 
of building loan paper secured by poorly 
built houses, representing the total cost of 
the property, which must eventually result 
in a loss to the investors. These buildings 
are alluringly decorated, present an attrac- 
tive appearance to the ordinary buyer so 
that a very severe inroad is being made on 
the demand for homes that can be supplied 
by the more conservative dealers. And this 
is the era of speculation that always follows 
easy money. It has already, or will soon, 
result in overbuilding and this will further 
injure the building material dealers. The 
only remedy, in fact, is one or two years 
of comparatively hard times, but inasmuch 


as we are not likely to have this, the next 
best remedy will be for the dealer to con- 
sistently and continuously preach and en- 
courage better building methods and ma- 
terials. 

“Our country in every line has been over- 
run with ‘high-powered salesmanship.’ Effi- 
ciency has been done to death. The building 
business world needs more quiet, conserva- 
tive thought. ‘High-powered salesmanship’ 
and enormvus advertising are pushing sub- 
stitutes of questionable value into so many 
departments of our business that we are 
never permitting the public to rest and think 
properly about the basic facts. There has 
been entirely too much ‘Mr. Pep’—in fact 
such an overdose that the country needs a 
year or two of ‘Mr. Pip’ to counteract it. This 
may not be a proper or possible doctrine 
for public digestion, but it will be to the 
advantage of the lumber trade, if it were 
heeded.” 

Some of us who take pride in our “go- 
getting” capacities need to ponder Mr. Hill- 
yer’s final paragraph. We discovered one 
day that the whip of intensive method 
would make the business nag trot faster; 
and, on the principle that if a little is good 
more is better, we continued to ply the gad 
until as Mr. Hillyer sees it the mercantile 
horse is in danger of broken wind or even of 
falling dead. Beyond method is manage- 
ment; and beyond management is the real 
need and natural commercial pace of the 
buying public. The go-getters who do not 
mingle judgment and far sight with their 
speed are likely, as some shrewd business 
men see it, to make a one-way trip to the 
mercantile burial grounds before the world 
cools off much more. In any event, these 


“I personally feel,” Mr. Potter writes, 
“that the next few years will be a very 
critical time for the lumber dealers, as the 
general expansion in the industry has de- 
veloped too many yards and many of the 
yards are over oiganized; so I can only see 
that it will be a matter of consolidation in 
the large centers and some elimination. [ 
further feel that we must strive to bridge 
the gap between the consumer and producer 
and that we must seek ways and means to 
reduce our costs all the time. 

“One big field that has large possibilities 
for the wide-awake dealer is insulation. ‘I 
feel that a non-insulated house will be obso- 
lete in the next few years. We are pushing 
insulation as hard as we know how and find 
that it is a very profitable sideline.” 

Mr. Potter, however, looks with a sus- 
picious eye at the great array of sidelines 
and wonders if in a few years the lumber 
dealer will be following in the footsteps of 
the druggist. The modern druggist sells 
nearly everything, as Mr. Potter expresses 
it, from needles to automobile tires and occa- 
sionally sells a few drugs. 

Mr. Potter has made an unusual success 
with a farm salesman. He has a salesman 
who is unusually well equipped for dealing 
with farmers. This man has been a farmer 
and knows what country people need. He 
can design small buildings on the spot, take 
off the material bill, figure it and give a 
lump-sum price. This salesman, plus a high 
grade of material, especially piece stuff, has 
given Mr. Potter the edge over his com- 
petitors in the neighboring city of Columbus 
in gathering this rural trade. Mr. Potter 
mentions this salesman’s work: 

“We have our man visit quite consistently 
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The central warehouse of the Lansing lumber dealers, Lansing, Mich., where specialities are han- 
dled. Central warehouses cut inventories in two 


observations of successful business men who 
are not pessimists and who believe in the 
possibilities of the future are worth some 
thought these winter afternoons. 

This from Howard Potter, president of the 
Potter Lumber & Supply Co., Worthington, 
Ohio, and also president of the Ohio Asso- 
ciation of Retail Lumber Dealers: 


among our country trade and we find this 
has been very profitable to us; as hardly a 
day passes but that we get some trade from 
some new customer whom we have called 
on at some time in the past or who has 
been sent here by some of his neighbors. 
Since lunch today, a man came in and bought 
quite a good sized bill of lumber and during 
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the conversation he said he was going to 
another town for this lumber, but a friend 
of his persuaded him to come here. He 
further advised, when the sale was com- 
pleted, that he was glad he came here. We 
believe this class of business is very much 
worth while and we are working toward 
increasing it.” 

Apparently the evils of over stimulation 
are in the minds of a number of dealers. 
It would not be fair to them for readers to 
jump to the conclusion that all these busi- 
ness men are opposed to reasonable and 





lumber for the same purpose? Why not 
get together with our neighboring dealers 
and select the kinds and grades best suited 
for the purpose and eliminate the rest?” 

The following brief comment by J. E. 
Hill, vice president and general manager of 
the Panhandle Lumber Co., Amarillo, Texas, 
raises a question which the Realm wishes 
it could answer: 

“There are, of course, many problems in 
the retail lumber industry,” Mr. Hill. writes, 
“and they vary to some extent with most 
every community. The most serious prob- 

















An implement shed is needed on this farm. 
has had good success with a farm salesman 


sound business promotion and expansion. 
What they say should be taken as they say 
it, with nothing else read into it. They 
suspect that forced selling has been over- 
done and are looking about for ways and 
means to carry on should a reaction occur. 
The following is from W. G. Sweet, vice 
president of Harris, McHenry & Baker Co., 
Elmira, N. Y., and also a past president of 
the Northeastern Retail Lumbermen’s Asso- 
ciation: 

“In our opinion the most important devel- 
opment in the retail lumber business during 
the next year will be a smaller volume of 
business. Our reason for this is that there 
has been an unusual amount of building. 
especially of dwellings, for the last few 
years. We believe the demand for homes 
is being met. Some places are already 
overbuilt. Of course it is up to the retail 
lumberman to stimulate building and create 
new business, up to a certain point. If, how- 
ever, we are able through liberal financing 
and high pressure salesmanship, to carry 
this building beyond the demand or beyond 
the natural growth of our communities, we 
are simply borrowing from the future and 
will feel the effects of it later on. 

“With this in mind, I think we should do 
everything within reason to help the man 
who really wants a home; but we should 
be careful about financing or promoting so- 
called speculative building. 

“We believe the best way for retail lum- 
bermen to discourage shoddy building, and 
also place themselves in a position to meet 
the reduced demand for homes, is to have 
a thorough understanding among themselves 
in the various communities, that they will 
carry in stock only such lumber of good 
grades as is best suited for the various uses 
in the building of a home. This will insure 
the home owner good construction, of the 
right kind of material and will reduce the 
retailer’s inventory. What is the use of 
carrying half a dozen different kinds of 


The Potter Lumber § Supply Co., Worthington, Ohio, 


lem to me seems to be the small town which 
must depend largely on a farming comunity. 
Business in most cities seems to keep com- 
ing on every year, but there are many farm- 
ing communities that are very slow.” 

The Realm does not know what percentage 
of lumber sold at retail is marketed through 
farmers’ towns. It must be quite a con- 
siderable amount. But whatever its volume, 
it is important to the health and smooth 
operation of the industry as a whole, and 
it certainly is important to the farmers and 
to the dealers who serve them. If we could 
settle one difficulty in the business we be- 
lieve this is the one we’d choose, but appar- 
ently it is one of those deep-running ques- 
tions that are composed in part of method, 
in part of general management and in part 
of those wider public questions that reach 
far beyond the limits of the lumber yard. 
The Realm is very much interested and con- 
cerned in the country lumber yard and would 
like to hear from those managers who deal 
with farm customers. If you can tell us the 
factors of the problem and the ways in which 
they can be met we’ll be most happy to loan 
space in this department. The farmer’s 
troubles are getting a political airing these 
days; and while the AMERICAN LUMBERMAN 
is not a political journal and does not dis- 
cuss partisan issues, still this question is of 
so much importance to our industry that if 
our correspondents will stick to business 
practices and the economic relations of the 
lumber dealer to his farmer customers we'll 
take a chance on keeping the political chips 
from flying. How can the country lumber 
yard, big and little, best serve itself and its 
farmer friends in this agricultural crisis? 

The following suggested improvements in 
management come from C. D. Root, Crown 
Point, Ind., secretary of the Retail Lumber 
Dealers’ Association of Indiana: 

“Work is piled up on me so that I can’t 
give you any special dope at this time. But 
I suggest\this as a red hot tip. The Mil- 


waukee building supply dealers have a cen- 
tral warehouse plant for all specialties sold 
at retail yards. Their inventories have been 
about cut in two and they are not only sell- 
ing to themselves but to other retailers not 
in the company. 

“Too many lumber yards seems to be the 
cry now. While there is a tendency for re- 
tailers to go into the home building game, 
building and financing the home and selling 
it complete, yet there are a lot of people who 
are doing this that are not satisfied. It 
seems that the real estate promoter can get 


* more money for a house than the retail lum- 


ber dealer can get for the same proposition. 

“Another good idea came up pertaining to 
the shoddy building going on. The California 
Retail Lumbermen’s Association has devel- 
oped a bond that lists the grade and quality 
of all items that go into a house and give this 
with their bill of material.” 

This final suggestion seems to be com- 
manding more and more attention. Will 
Dickason, of Kansas City, suggested a num- 
ber of years ago that an abstract of con- 
struction be furnished with each house, just 
as an abstract of title is furnished. The idea 
is interesting and bids fair to be worked out. 
Before it is completely successful there will 
have to be some standards of construction 
agreed upon, and the public will have to 
learn a good deal about the meaning of the 
terms used. Or perhaps some experts will 
be developed among public building in- 
spectors or title experts who can give an 
authoritative interpretation of these things 
to the prospective buyer. Otherwise it be- 
comes, for practical purposes, a rather empty 
gesture. This is no reflection on the basic 
idea; it merely insists that it be worked out 
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The bond used by California retailers on which 
is listed the grades and qualities of the items 
purchased 


in a standardized and understandable way. 
Such a bond or abstract, too, should contain 
an accurate description of the construction 
work as well as of the materials. Those of 
us who were in the army know that a bum 
cook can take the best materials available 
and turn out messés that would discourage a 
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hungry dog. And a bum carpenter or a 
shifty contractor can take your good mate- 
rials and skin up a house that is hardly 
worth moving into. This, again, is men- 
tioned merely as a detail in the working out 
of the good basic idea. 

It is an interesting statement, too, that a 
real estate promoter can get more money for 
a house than a lumber dealer can. Mr. Root 
did not take time to explain this matter, but 
it raises some interesting points for specula- 
tion. Is it because the promoter is really a 
better salesman, employing sound methods 
of persuasion and demonstration, such as an 
honest lumber dealer would be willing to em- 


ploy, or is it because the promoter follows 
tactics of cheapening the essential structure 
of the house where it can’t be seen or em- 
ploys methods of making things seem other 
than they are? These are important ques- 
tions; for the real estate promoter who sells 
houses is competing with lumber retailers, 
whether the retailers build and sell houses 
or not. Every house sold by the promoter 
is one that the retailer does not sell. Per- 
haps this is not quite true, for the promoter 
may possibly buy his lumber locally. But in 
a rough way, and subject to several ifs and 
ands, it is true. If the house is a poor thing, 
the fact that the materials came from a local 


News and Business Ideas 


Will Issue Bulletins on Building 

PHILADELPHIA, Pa., Dee, 28.—A series of bul- 
letins will be issued in January by the Phila- 
delphia Building Congress, dealing with various 
phases of the building industry. The first of 
these will encourage early letting of contracts 
for spring construction, in order to permit 
demolition of old structures to start at once, 
also allow the placing of orders of fabricated 
building materials at a time when plants and 
shops are in need of business. The second bul- 
letin will show specific examples of successful 
winter construction in Philadelphia, while the 
third will point out the general economic advan- 
tage of making building a twelve-months’ in- 
dustry, and will also stress the desirability of 
distributing maintenance and repair work over 
the entire year rather than concentrating such 
work in the spring months. 

These bulletins will not only be of interest to 
lumber and building material dealers, but will 
also be sent to architects, contractors and en 
gineers in the city, as well as to members of the 
Chamber of Commerce, building and loan asso 
ciations, bond and mortgage companies and 
others interested in the subject of construction. 


Uses Shorts for Poultry Houses 
Exrra, Iowa, Dee. 29.—The AMERICAN LuM 
BERMAN has frequently called attention to the 
possibilities for greatly increasing the sale and 
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Of the hundreds of cards bearing holiday greetings received by the 
AMERICAN LUMBERMAN from its friends in all parts of the country, this 
of G. L. Heibner, of the Heibner Lumber Co., Canton, Ohio, is perhaps 
the most original and unusual. The card is printed in two colors, red 
and green, on a light-tinted green stock, and measures 8% by 5% énehes. 
The intricate lines of the design form ihe words of the familiar Yuletide 
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AMERICAN LUMBERMAN thought it would be in- 
teresting to know whether there has been any 
increase in the consumption of short-length lum- 
ber for these purposes. The lumber requirements 
of this concern for the coming year will reach 
approximately two million feet. 

In response to the AMERICAN LUMBERMAN’S 
inquiry, Tom Godwin, president of the company, 
said: 

We are using considerably more short-length 
lumber at this time than we were two or three 
years ago. 

We use “C” short-length fir flooring, 1x4-inch, 
for most of our products; although we do buy 
considerable “D’’ grade in the random lengths, 
as we are able to cut out the defects in this lum- 
ber, using the poor grade for our roofs where 
same is covered with slate surfaced felt roofing. 

“We use 1x4-inch fir flooring for all exposed 
parts of our houses, except trim and corner boards, 
which are usually bought in Idaho white pine. 
Our dimension stock is all fir and California pine.” 

The ‘‘G. F.’’ houses are shipped knock- 
down, the various units—ends, sides, roof ete.— 
being assembled at the factory, so that they 
need only to be bolted together when set up. 


Tenders Banquet to Managers 


CHILDRESS, TEX., Dec. 27.—Mrs. Joahanna 
Manning, of Chicago, part owner of the D. J. 
Young Lumber Co. of that city, which controls 
the Childress Lumber Co., Kirkland Lumber Co., 
Goodlett Lumber Co., Chillicothe Lumber Co., 
and Lazare Lumber Co., 
was a recent vistor here. 
The purpose of her visit 
was to confer with Don 
Warren, district manag- 
er of the yards. 

During her stay a 
banquet was tendered 
the managers and em 
ployees of the various 
yards, at the Rhea Ho- 
tel. Those attending 
besides Mrs. Manning 
and Manager Warren 
were B. R. Foster, man- 
ager of the Goodlet 
yard, H. D. Foster, man- 
ager at Kirkland, E. P. 
Warren and. Earl 
Brown. 

During the banquet 
short talks were made 
and a very enjoyable 
two hours was spent at 
the festive board. 

Mrs. Manning ex- 
pressed herself as well 
pleased with the busi- 
ness done the last year 


greeting, which is emphasized by the unequivocal statement appearing 4nd is quite confident 


at the lower left 


use of short-length lumber for the smaller farm 
structures, such as poultry and hog houses. 
Knowing that the G. F. Manufacturing Co., of 
Exira, is a large manufacturer of ‘‘ knock 
down’’ eolony brooder houses, hog houses and 
the smaller accessories of the farm yard, the 


that a greater business 

will be done during the 
coming year. She is much enthused over the 
railroad building out of Childress to Plainview 
and Lubbock and expects to see this city grow 
very rapidly in the future. The company is 
preparing to take care of the increased business 
that will come to the local yard. 


yard isn’t going to do that yard’s reputation 
any good. Those of us who believe in sound 
and honest construction, and that means 
most, if not all of us, have a very pointed 
interest in the selling success of the pro- 
moter. If he really sells the stuff, we’d like 
to emulate his example and copy his meth- 
ods. If he skins the value out of it so he 
can ask what seems to be a low price and 
still make a big profit, we want to know 
that, too. For in the latter case he is de- 
stroying public confidence in our goods and 
so is cutting away our market. 

We have still more of these thought-stimu- 
lating letters. 


for Retailers 


Retailer Uses Novel Highway Signs 


The accompanying photo shows how the Newt 
Olson Lumber Co., of Arvada, Colo., gets pub- 
licity through the use of quite unusual highway 
signs. The signs, which represent a house, are 
painted alike on the two sides, and stand out 

















Roadside sign which a Colorado retailer finds 
a good business getter 


prominently along the highways leading into 
Arvada. The predominating color is a bright 
yellow, and the wording is in black, making the 
legends easy to read by anyone passing in an 
automobile. The signs read as follows: ‘‘ Fig- 
ure With Newt Olson Lumber Co. Phone 
Arvada 243. The Lumber Yard That’s Dif- 
ferent.’’ 

The base of the sign is about seven feet, 
while from the bottom to the highest point is 
about five feet. The signs have attracted much 
attention and have been the means of bringing 
business to the lumber firm. They form a com- 
paratively inexpensive method of advertising. 


(SPaaRGERaAaEBaAaS 


Kansas Farm Trade Prospects Good 


Good prospects for farm trade in Kansas the 
coming year, provided erops are good, are re- 
flected in a number of letters recently received 
by the AMERICAN LUMBERMAN from retailers in 
that State, who discuss the situation from vari- 
ous angles, as follows: 


WAKEFIELD—The prospect for business with the 
farmer is favorable, and will be especially good the 
coming year provided we get good crops.—J. E. 
Kersy, A. M. Sanborn Lumber Co. 

HcunTeER—Chances for business with farmers are 
good provided our wheat crop comes on as it has 
started; although I do think that the farmer 
should spend a larger part of his money for build- 
ing materials, for his own good.—-A. W. WBRAVER- 
LING, Hunter Lumber Co. 

BALDWIN City—I really think that the prospects 
for business with farmers is very good, but how 
much my judgment is influenced by the wish being 
father to the thought, rather than by the financial 
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on conditions and the general need of farmers for re- thus combining with the school work the pleas- At the close of the fair the judges announced 
nd pairs pa ery places, zoo ee anew. At any oar ures of camp life. that Perkins Clifford, of Jennings, had won 
me Chere will De ccumverense/Susmess, because there 1s Accordingly, Mr. MeMillan offered a free trip the boy’s trip. Young Perkins specialized in 
: so much needed in the way of improvements. The h to the b # the Gte4 winnl th 1 d : T : : f 
al farmer feels that he is a very much abused person, ©2¢h to the boy and the girl winning the most poultry anc gardening. wo girls tied for 
, and until he can get some relief coming his way P0imts in their respective clubs. Mrs. Stafford first place in the girls’ club: Emaline Baker, 
"O- he will be inclined to go slow on his purchases, Spread the news of the offer through the clubs, of Fenton, and Clara Demary, of Jennings. 
ke put business will be good because the purchase of and great interest was aroused. ‘‘In fact,’’ To settle the tie, Mr. McMillan made the girls 
h- building materials is an absolute necessity on a said Mr. McMillan, ‘‘we feel sure that we never happy by announcing that both would be given 
he good many — at this particular time——-F. M. expended any money for advertising that did the trip. This was Miss Demary’s eighth year 
nd gar oth ee wn Day sgt wor ee its work more thoroughly than that used for in club work. The young ladies specialized in 
aad : T A - : 
Ww very poor; for last half, very good—if we raise these free camp trip offers. gardening, canning and sewing. 
le- good crops; otherwise very poor or none at all.— 
nd THOMAS V. WHITCOMB, Concordia Lumber Co. “w Ti 9 Ili I ° 
«| Retailer's Prine Greate Good wit A Warm Tip” on Selling Insulation 
JENNINGS, La., Dec. 28.—As an example of 
the creation of good will by a retail lumber , [By Bab Bell] 
firm, through sympathetic participation in a It’s rare indeed, that the remodeled country must be done to make our bathroom more com- 
constructive community enterprise, the experi- home has a warm bath room. If the bath room  fortable. We first considered changing its lo- 
+ ence of the local branch of the Krause & Man-_ isn’t included in the original plan of building cation. But there was the pressure tank set 
,) agan Lumber Co. (Ltd.), is worth relating. it’s liable to be ‘‘stuck’’ on somewhere, usually in a concrete base and weighing several hun- 
Desiring to offer some desirable prize for the in the coldest corner. dred pounds, so that was given up as not being 
winners in the boys’ and girls’ clubs, E. E. Now our country home is no exception to the a feasible plan. And then some one said: ‘‘ Why 
MeMillan, the company’s local manager, took rule, and when we remodeled, the bathroom was not leave the bath room where it is, and make 
the matter up with Mrs. M. N. Stafford, home _ built, seemingly as an afterthought, on a north- it warm by using some of the various insulating 
ct demonstration agent for this parish, who sug- west corner. It was weatherboarded and ceiled, materials now offered on the markets?’’ This 
i gested providing a free trip to the club camps. which spells a cool interior for a bathroom at suggestion was received fairly well in the fam- 
ay It should be explained, in this connection, least. How the wind did whistle through! And ily caucus. 
ri that for the last three or four years the demon- what fine ventilation we had! There was cross- Accordingly we consulted our local lumber- 
stration agents have conducted a school for ventilation of the best type, and all other kinds man, J. D. Robey, of Monroe City, Mo., and he 
2 ? j 2 « j iti . “ye ° . . ° 
oP a oe ee ee dg = a fall cided th hi said ‘‘Why not line it with a good insulating 
‘ ‘ y-ive mules from this piace, nally, last fall, we decided that something hoard? The cost is reasonable, and it will 
surely raise the temperature of your bathroom.’’ 
As our man-of-all-work was in town with a 
wagon, we gave the measure of the bath room 
e + e e to Mr. Robey right then and there, and had 
This Week S | 1 | the lining board cut and hauled home that very 
ime \ 1p day. On the following day two of the local 
carpenters came out and put it on the top, bot- 
“6 ° 99 tom and sides of the bath room in less than a 
Home Made Shed Railroad day’s time. Then we women took charge and 
° ut on the finishing touches. We did the siz- 
_ Recently the AMERICAN LUMBERMAN representative observed i and painting; fr also laid the linoleum. 
in use in the shed of the Collison Lumber Co., Collison, IIl., a After our one-burner coal oil heater had been 
simple homemade device that saves a lot of labor in unloading or gad age on — — on 
: aa snug and warm. n the coldest days, when 
and handling stock. Four small car wheels, taken from a dis the wind blew its best, our bath room remained 
carded coal mine car, were mounted underneath a substantial comfortable. 
frame of two by sixes, and a light track, from discarded coal mine These 16 ene ibe which I emitted mention 
rails, was laid along the alley the full length of the shed, with a ing, and which contributed no small portion to 
movable extension reaching from the end of the shed to the rail- warming the bath room. That is, the — 
way switch track nearby. The advantage of this extension being windew: The Path rect: woulh not be compsete 
= ie ts that if Sontte ° ° without it. We have storm windows on most 
movable is that if a freight car is not spotted exactly right, the of our windows now, and find them a great 
ds extension can be moved a few feet in either direction in order to fuel saver as well as making the house more 
comfortable. 
t Our experience has led us to believe lumber- 
nt men miss a big opportunity when they fail to 
vs feature storm windows for country homes, Es- 
- pecially is this true if there are homes where 
* pipeless furnaces are used. Any one who has 
dl had any experience with pipeless furnaces will 
‘. tell you that such a heating plant is not a suc- 
| cess unless storm windows are used. Pipeless 
t furnaces and storm windows go hand in hand. 
i And in conclusion, let me add that there is 
oh scarcely a country home in our community that 
1g has not at least one room that would be bene- 
n- fited by a ‘‘warming’’ similar to the one we 
gave our bath room. Lumbermen may take this 
Risa tip for what it is worth. 
| make close connection from the railway car to the little homemade deine ais ag: ep 
- car, on which the lumber is placed and run into the shed, stopping New Retail Firm Organized 
e at whatever bin or compartment the stock is to be stored. The Masinat, Eu. Des. 9&8 Maciates Law: 
“a whole equipment, being homemade, cost only a few dollars, but ber & Building Material Corporation has been 
of it saves a lot of labor. Being located convenient to a coal mining organized for the purpose of conducting a gen- 
region it was easy to pick up the material, but the small car wheels eral retail lumber and building material busi- 
. : . ness at Bastrop, La. The capital stock is $50,- 
he and light track required no doubt could be obtained from dealers : evi Or ae, sas 
h . eer . * - Th ag | 000, all of which is subseribed and paid in. 
e 
E. , in secondhan mining equipment. © car, oF truck, 18 omy This new corporation will be under the active 
about two feet high, and the framework on which the lumber is management of Leo F. Terzia, who at present is 
re placed is approximately 4, by 8Y, feet. The accompanying one of the executives of the Parlor City Lumber 
- sketch, being drawn from memory, is intended only to give a Co., of Monroe, La. : 
id. general idea of the contrivance rather than to show accurately The stockholders of the new company will be 
ond dhe detatie all eeuuteentes F, A, Terzia, sr., F. A. Terzia, jr., F. C. Terzia, 
© details . T. F. Terzia, George T. Madison, W. B. Gladney 
: les Goodwin 
ts a (ii *,99 and Char . 
Ww Watch for Next Week s Tip This yard will be modern in every respect and 
ng will compare favorably with plants located in 
ial ‘ cities of 20,000 to 25,000 population. 
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Retailer Makes Highway Snow Fence 


In a recent issue of the AMERICAN LUMBER- 
MAN there appeared news stories from three 
widely separated States, namely, Oregon, Mich- 
igan and Nebraska, telling of the purchase by 
the highway authorities of varying quantities of 
wooden snow fence, to be used to prevent or 
minimize the blocking of roads by the drifting 
snow. 

In corinection therewith, it was pointed out 
that this comparatively new and expanding field 
offered opportunity for the sale of considerable 
quantities of lumber. While the railroads have 
long made use of snow fences, it is only com- 
paratively recently that the highway authori- 
ties have become interested in this subject. The 
development of the automobile, and the greatly 
increased use of enclosed cars, has resulted in 
‘fall the year around’’ traffic, so 
that the question of keeping the 
roads open has become an impor- 
tant one. For the benefit of any 
who may wish to ‘‘read up’’ on 
this subject, it may be stated that 
the stories referred to, one of which 
was illustrated with photograph 
and plans for the standard wooden 
snow fences used by the highway 
department of one of the States, 
will be found on pages 42 and 47 
of the Oct., 2, 1926, issue of the 
AMERICAN LUMBERMAN. 

The subject is brought up again 
at this time because the AMERICAN 
LUMBERMAN chanced to learn that 
the Kingsley Lumber Co., of Kings- 
ley, Iowa, has developed quite a 
business in making and selling snow 
fence of the woven wire and slat 
type, turning out this product in 
earload lots. In a single week re- 
cently five carloads were shipped 
out. 

Believing that both manufactur- 
ers and retailers of lumber would 


be interested in knowing more about this com- 
paratively new outlet for lumber, the above 
company was asked for details, to which request 
they kindly responded, through the E. 8. Gay- 
nor Lumber Co., wholesaler of Sioux City, Iowa, 
which concern has a half interest in the snow 
fence business and handles the sales end of the 
proposition. 

In response to our inquiry E. 8. Gaynor stated 
that the snow fence is made on one of the old- 
fashioned hand machines such as was formerly 
used for making slat corn cribbing. Through 
his courtesy a photograph of the machine in 
operation is reproduced herewith, showing the 
completed fence being rolled up at the end of 
the machine. 

Mr. Gaynor says that while they have not 





done a great deal of business in this product 
this year thus far, they hope there will be con- 
siderably more of it used next year. The sales 
thus far have been largely to State and county 
authorities for use on the highways, although 
some of the fence has been sold to farmers, who 
use it for protecting their lanes and driveways 
leading from the house out to the highway. 
Some also has been sold to farmers for corn 
cribbing. 

While none of this type of fence has been sold 
to the railroads as yet, Mr. Gaynor says: ‘‘ We 
see no reason why they should not be interested 
in buying it, as it is much more easily taken 
eare of than the old board fence, and seems to 
do the work better.’’ 

In this connection it is of interest to note that 
what appears to be practically if 
not identically this type of snow 
fence is in use in at. least one 
county of Nebraska, the Merrick 
County authorities having last fall 
purchased a carload of highway 
snow fence, described as being ‘‘ of 
ordinary woven wire and slat con- 
struction, and designed to be at- 
tached to the posts, one foot above 
the ground.’’ 





CREDIT IS a dangerous ally. Use 
it sparingly and grant it cautious- 
ly. <A sale is not complete until 
the bill is paid and it is your duty 
to your self and your business to 
make definite terms of payment 
and insist upon their fulfillment. 





YOUR EMPLOYEES are your part- 
ners. Treat them as such. Just 
think how impossible it would be 
for you to do all of the tasks con- 
nected with your business and you 








Making snow fence at the yard of the Kingsley Lumber Co. 


will realize how necessary their 
help is to you. 


Maintaining Contact With Customers 


DENVER, CoLo., Dec. 27.—It is a common say- 
ing in the lumber trade that a man builds a 
house but once in a lifetime; in other words, 
that if you sell him the bill of lumber for his 
new home, you needn’t expect to sell him as 
large a bill again. Theoretically, this may be 
true; though, of course, some men build a home, 
then sell it and build again; perhaps building 
twice, three times or a half dozen times in a 
lifetime. 

However, the average home owner builds but 
once. How to maintain contact with the cus- 
tomer and supply his incidental wants in the 
building material line is a problem worth con- 
sidering by any dealer. Out of the many per- 
sons who have purchased material from your 
establishment for their homes, surely some of 
them will be building again, perhaps years later, 
but when they do, you want the business. 

Thus it is up to the dealer to keep in touch 
with the home owners by faithfully fulfilling 
their small needs, business that some dealers 
feel is a losing proposition. 

The B. F. Salzer Lumber Co., of Denver, en- 
deavors in every way to keep in touch with the 
home owners in their district, and small bills 
of material are as eagerly sought as large ones, 
according to U. J. Martz, manager. While it 
doesn’t pay to make delivery of a board or two 
at a distance from the plant, still, it’s policy. 
There are times when one feels like offering the 
customer a quarter if he’ll order his few boards 
from a yard nearer him, rather than to take the 
order and give it the proper attention, for it 
will cost at least that much to make the de- 
livery; that is, the dealer would be out that 
much on the transaction. Yet when people in- 
sist upon patronizing you, what are you going 
to do? 


Many of these people were your customers 
when they lived in your territory. They liked 
the service you gave them and the merchandise 
you handled. When they moved to another part 
of the town, they still wanted your service and 
goods. How do you know but that out of the 
scores of such customers one or more of them 
will decide to build a new home and will look 
to you to furnish the material? 

So, no matter from what part of the city the 
order comes, the Salzer company cheerfully 
makes the delivery, singly or in connection with 
other orders going into that territory. 

From a cost standpoint, the firm has found 
that on deliveries within a radius of a mile and 
a half of the yard they can make a profit, and 
so the effort toward getting the small orders 
is concentrated in the territory immediately sur- 
rounding the yard, a residence district. Speci- 





See page 76 for announcement 
of prize contest 





alty advertising is a good thing for this sort of 
work and the firm spends considerable money 
for pencils, souvenirs, calendars and such, to 
be distributed by mail, by boys going from door 
to door, and in other convenient ways. 

Hooking up the telephone number in the ad- 
vertisements is especially effective. When cus- 
tomers pay their bills, the receipt is accompanied 
by a lead pencil in the firm’s colors, pure white 
with black lettering. The lettering gives the 
firm name and address in small type, but the 
telephone number is played up big. 

To contractors and carpenters, when paying 


their bills, flat, heavy-leaded carpenter’s pen- 
cils are given. With such customers, the name 
is an important feature, and so is played up 
stronger than the telephone number and street 
address. The reason is obvious; the carpenter 
and contractor carry the names of the lumber 
companies in their minds, and keeping the name 
of your firm before them at all times is most 
important. If they have the name they can 
readily ascertain the telephone number and 
street address by consulting the directory. With 
home owners it is different. When they are in 
need of additional boards with which to make 
a shelf in the bathroom, mend a hole in the 
fence or repair the porch floor, they think first 
of the telephone as a means of getting the lum- 
ber. If they have the phone number of a re- 
liable lumber company they are most likely to 
call that number. 

The kindling wood business is an important 
feature of the Salzer company’s service. From 
the mill come loads of short scrap lumber suit- 
able only for kindling wood and scores, yes 
hundreds, of persons in that territory depend 
upon this lumber yard for kindling wood. Some 
time ago the firm was approached by parties in- 
terested in building up a wood business of their 
own and were asked to sell all their scrap to 
them. This the company refused to do, al- 
though the price offered was attractive and it 
would eliminate some bothersome details in 
bookkeeping and delivery. The reason was that 
for years people had looked to the lumber com- 
pany for this service and it wasn’t right to 
disappoint them or force them to go elsewhere 
to obtain such supplies. It is a means of main- 
taining the contact. 

The company’s trademark is a black diamond 
with the firm name in white. The yard men, 
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drivers and others are supplied with stickers 
earrying this trademark. The stickers are cut 
diamond shape and are about an inch and a 
half long. by an inch wide. Whenever time per- 
mits the boys place these stickers on some of 
the material leaving the yard so that each cus- 
tomer gets, some boards or other material with 


the trademark on it. A little thing, no doubt, 
but when a customer buys a bbdard or two, it 
pays to keep him ‘posted as to where he got it, 
If the material was good, he’ll be impressed 
with it, and in his mind will ever be present 
the thought ‘‘I bought it at Salzer’s.’’ 

Onee in a while a small boy gets hold of a 


bunch of these little stickers and—well, you 
know what a small boy will do with them; you 
don’t have.to make suggestions, he’ll do it. 

’ This policy of paying attention to the little 
orders as well as the big ones has placed this 
firm among the largest building supply dealers 
in Denver, and it still is growing. 


Lawn Furniture an Appropriate Side-Line 
for the Lumber Retailer 


CrysTAL LAKE, ILL., Dec. 29.—A representa- 
tive of the AMERICAN LUMBERMAN, browsing 
about for ideas, recently dropped into this little 
city nestling on the shores of the lake from which 
it takes its name. His attention was attracted 
to a sign ‘‘Home of Gardencraft’’ and he 
found it to be the slogan of a concern located 


here that is engaged in producing a successful ° 


side-line for lumber dealers. Indeed it is a 
home of gardencraft, as one quickly realizes 
upon entering the grounds and plant of the 
Express Body Corporation, a concern that 
manufactures lawn, and garden furniture 
which is shipped ‘‘knocked down’’ and un- 
painted. In nine years it has developed this 
business to where it used last year over a mil- 
lion feet of lumber, the products of which are 
being sold through retail lumber yards from 
coast to coast. These products include per- 
golas, arbors, fancy fences, tables, chairs, set- 
tees, many styles of bird houses, flower pots 
and small articles which add to the attractive- 
ness of a yard and garden. 

This furniture is manufactured and shipped 
in sections, being put together with bolts. Full 
instructions and all necessary hardware ac- 
company all shipments, so that the furniture 
ean be set up by anyone. To assure long life, 
it is recommended that the pieces be given 
three coats of paint when put up and an addi- 
tional coat every spring. In many places these 
pieces of gardencraft are stored for the winter, 
but fences, arbors and larger pieces that are 
installed permanently, bear the stress of hot 
and cold weather without deterioration. 

O. C. George, president of the Express Body 
Corporation, is an experienced lumberman who 
for a number of years handled West Coast 
lumber in Chicago. It was during this time 
that he conceived the idea of manufacturing a 
line of garden furniture, and organized this 
company of which he is president and which he 
has built up to a permanently profitable basis. 
Other officials are J. K. Seifert, treasurer, and 
F. 8. Tolles, secretary, the latter being in charge 
of the plant. 

The company adheres to a sales policy which 
has been more than successful. It places its 
product on the market only through leading re- 
tail lumber dealers, and leading department 
and furniture stores, except in small towns 
where there is no dealer to handle such a line. 
Then it sells direct to the user. The company 
has no sales force, and yet it has customers 
in all parts of the United States. Mr. George 
travels from coast to coast twice a year calling 
on customers, and the company has a sales 





The entire line of gardencraft manufactured by the Express Body 
Corporation on display at the plant 


office in the Furniture Mart, Chicago. When 
the compamy was in its infancy it specialized 
in individwal jobs where it figured on all yard 
and garden furniture for a new home. It still 
does some of this work, but does not solicit it. 

‘*Most of our business is in the large cities,’’ 
said Mr. Tolles. ‘‘There one finds more expen- 
sive homes with spacious yards and gardens, 
and it is to these homes that our product has 
an appeal. One might think that once a cus- 
tomer had bought some furniture, he would 
graduate from the prospect class. But such is 
not the case. A person will buy a table and 
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This summer house is one of the most attractive 
pieces of lawn furniture manufactured and has a 
place‘in the yard of a high class home 


chair. Then next year he will come back for - 


a pergola and a bird house, and so on. People 
keep adding to their furniture. So once we 
get a customer we keep him. In that garden 
furniture is strictly a luxury we cater to only 
the best class of home owners. A home must 
be high class to have a place for our furniture. 

‘*We emphasize the point,’’ continued Mr. 
Tolles, ‘‘that we sell to dealers, and all of our 
national advertising is dealer advertising.’’ A 
remarkable feature of the company’s record is 
that it has not lost a dealer of any size since 
it has been in the business. 


His experience having been in the handling 
of West Coast lumber, Mr. George naturally 
turned to this product when beginning the 
manufacture of garden furniture, and the ma- 
terial used by the Express Body Corporation 
is almost entirely fir, most of which is shipped 
in the rough from the mills and finished at the 
plant here in Crystal Lake. 


In the yard of the plant here is a complete 
display of its products. A sample of every 
piece of garden furniture manufactured has 
been set up and painted so that it may be seen 
as it will look when installed in the garden 
or yard of the purchaser. A complete line of 
bird houses, bird baths, sun dials, gazing globes 
etc., are also supplied as part of the yard fur- 
nishings which go with the gardencraft. 

As the production of garden furniture is a 
seasonal business, in order to provide work for 
the factory when garden furniture is not in 
season, the company also manufactures radio 
cabinets, bookcases, shelves, children’s desks and 
chairs ete. A visit to this ‘‘Home of Garden- 
eraft’’ is an inspiration and a graphic illus- 
tration of how lumber can be utilized in the 
development of a profitable side-line. 


And, speaking of side-lines, what more attrac- 
tive or more readily salable line could the aver- 
age retailer add to his stock than such beautiful 
accessories of the well-equipped modern home 
as these? Indeed, it seemed to the visitor that 
the various pieces should almost sell themselves, 
so attractive and desirable do they appear. This 
is natural business for the retailer, unlike some 
of the side-lines that are being taken on, be- 
cause these goods belong to the home, and homes 
are what the lumberman is supposed to be a 
specialist in. Moreover. by making homes more 
attractive, through these out-of-door embellish- 
ments, the desire for home ownership is stimu- 
lated and fostered. 

Handling goods of this character stamps a 
yard as a leader in the community, because they 
are bought by substantial and prosperous people 
who have good homes, and who want to make 
them still better. As every purchaser of garden 
furniture naturally wants to see the goods and 
make his own selection, it brings people to the 
yard who otherwise would not have occasion to 
eome. This is particularly true with regard to 
the women, who naturally are very much inter- 
ested in these home embellishments, which is a 
point of no small importance in these. times 
when the women are more than ever before the 
determining factor in the sale of homes and of 
home building materials of all kinds. 

The reporter came away not only pleased and 
enlightened by what he saw, but with the firm 
conviction that if more retailers knew about this 
splendid line of out-of-door ‘‘ home beautifiers,’’ 
a correspondingly increased number would be 
writing to the Express Body Corporation for 
their catalog and full details of the advantageous 
proposition which they offer to dealers handling 
the ‘‘Gardencraft’’ line. 
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The main buildings of the Express Body Corporation plant which is 
indeed the ‘‘ Home of Gardencraft’’ 
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Reasons Why 1927 Is a Building Year 


(Continued from front page) 


In the same period building materials, as a 
whole, wholesale, have declined from 188 in 
1923, and 182 in 1924, to 174 in 1926. 

Thus data supplied from the highest authority 
justify the statement that ‘‘1927 is a building 
year.’’ 

In such attractive garb a thought and incen- 
tive has been expressed for the entire lumber 
industry, in the confident expectation that man- 
ufacturers and dealers alike will get solidly be- 
hind an effort once more to endow the entire 
American people with a knowledge of the cheap- 
ness, safety, utility, beauty and refinement of 
wood as a building material unsurpassed. By 
rendering the American public ‘‘lumber con- 
scious,’’ carrying the conviction that ‘‘1927 is 
a building year,’’ lumbermen know that they 
will set the stage for a big year for business, 
apportioned among all firms and individuals 
engaged in the manufacture and sale of that 
building material. 

So thoroughly impressed that ‘‘1927 is a 
building year’’ are the cedar men of the West 
Coast that the Red Cedar Lumber Manufactur- 
ers’ Association is ready now as never before 
to encourage everyone in that belief. The asso- 
ciation, through its president, William C. Me- 
Master, of Seattle, asks every member and 
every branch of the lumber industry to adopt 
the sentiment, ‘‘ 1927 is a building year.’’ 

**Close observers of the building trend,’’ he 
declares, agree that while the actual housing 
shortage which was so acute immediately fol- 
lowing the war has been partially relieved, the 
time is now ripe for a large program of building 
by those who desire better and more modern 
homes than those they have been occupying. 

‘*Many of these have been waiting until the 
necessary building rush after the war had sub- 
sided, looking for the so called psychological 
moment—the time when the combination of con- 


ditions would be most advantageous. They are 
the people who were not forced to build to 
get a place to live but who have been making 
their plans to build ‘when things were right.’ 

















This design is being featured as a part of the 

1927 campaign for western red cedar, being used 

in the national advertising of the Red Cedar 

Lumber Manufacturers’ Association, as well as 
on window cards, folders and stickers 


‘*These people are watching and are recep- 
tive to suggestion and our slogan ‘1927 is a 
Building Year,’ with the three reasons—‘ Cheap 
Money, Plentiful Labor and Reasonable Mate- 
rial’—properly backed up, is going to give many 
of them the impulse for action.’’ 

The soundness of these reasons, Mr. McMaster 
explains, can easily be seen. Take. the country 
over, money for building purposes is unusually 
plentiful and easy to get on favorable terms, 
and there is no reason to believe that there will 
be any tightening up during the coming year. 
Financing methods have been systematized to a 
point where little difficulty is to be encountered 
by those who wish to secure money for build- 
ing. Labor, while still commanding good wages, 
is not exorbitant as compared with other costs 
and is generally readily available. Material, in 
general, can be bought at prices which are dis- 
tinetly reasonable, much less than a few years 
ago. 

‘*In view of these facts, our association has 
felt that one of the most helpful things that 
could be done for the whole lumber industry 
would be to broadcast this thought as expressed 
in our slogan. We are making it the keynote 
of our advertising campaign, not only to dealers 
but to consumers. 

‘*We realize that, unsupported, our efforts 
cannot accomplish a great deal toward starting a 
great building movement this spring, but if, as 
we hope, the entire industry follows this lead 
and boosts for 1927 as a building year, tre- 
mendous results must follow. 

‘*Therefore, we are giving a general invita- 
tion to other manufacturers and to wholesalers 
and retailers to help us spread this gospel. More 
building in 1927 means more lumber business. 
Also it means more better grade material sold, 
for this building will be of a class to demand 
quality material. It is good business, worth 
going after with all the energy all of us can put 
into such a campaign.’’ 





Beauty and Variety in Wood Homes 

SEATTLE, WASH., Dec. 24.—When Prince 
Nicholas of Rumania ranged thru the Pacific 
Northwest a few weeks ago the feature attract- 
ing his outspoken admiration was the beauty 
and diversity of the modern residences plenti- 
ful in every city of Oregon and Washington. In 
Portland, the royal youngster was enthusiastic 
in expressing his delight on viewing different 
residential sections, with their wood houses of 
bungalow type, or Spanish, or old English or 
Colonial—in fact all the multitudinous expres- 
sions characteristic of the really wonderful resi- 
dential architecture of this newest part of the 
world. One house in particular attracted Nicho- 
las, who immensely admired it in its setting of 
green lawn and luxuriant flowers—which, after 
all, are quite the rule. ‘‘How I would delight 
to live in a place like that; it is a dream house,’’ 
he is reported to have exclaimed. 

On this question of attractive Coastal archi- 
tecture, the Seattle Times recites that visitors 
from the East never cease to admire the beauty 
of Seattle homes, where wood construction is 
found in what is, perhaps, its highest utility, as 
well as its happiest expression. It is not always 
the homes of the wealthy that attract most at- 
tention, but rather the comfortable dwellings 
of the average Seattle families, with their pleas- 
ing variety in architecture and their artistic 
surroundings. As stated in The Times: 

Few, if any, cities in the world have finer views 
than those obtained on the summits of Seattle’s 
hills. Snowy mountains, inland seas, magnificent 
forests and wonderful lakes delight the eye of the 
beholder on the hill tops. 

Styles in architecture change from time to time. 
Dwellings that seem so satisfactory a generation 
ago no longer will suffice. Modern architecture 
shows a versatility not displayed in earlier times. 
To the visitor it appears that no two houses are 
alike. Each individual dwelling has its own char- 
acteristics and its beauties. This pleasing develop- 
ment is due entirely to tastes fostered by our enter- 
prising architects. 

It may seem strange to some persons that citi- 





zens should put more genuine sentiment and taste 
in the construction of their dwellings in Seattle 
than in some other parts of the country, yet such 
seems to be the case. Visitors assert that the aver- 
age new dwelling here is more attractive archi- 
tecturally than is the same grade of homes in some 
eastern centers. Perhaps it is because the house- 
holder builds here with the idea of permanent resi- 
dence or perhaps it is the influence of a fine and 
active group of architects. Whatever the cause, 
Seattle may well be proud of its many attractive 
oo This is a city of homes and of beautiful 
vistas. 

After all, the refined and beautiful dwellings 
of the ‘‘common people’’ of Portland and Seat- 
tle are merely an incident in wood construction. 





Stocking standard sizes saves space. 
See Piperism contest, page 76. 





They reveal the splendid possibilities of West 
Coast forest products, and they suggest that 
any American city, with West Coast lumber 
within easy reach, can do as much in residential 
construction, with this same lumber, as have 
these enterprising centers of the Pacific North- 
west. 


Building Apprentices to Graduate 

CLEVELAND, CHIO, Dee. 28.—The third annual 
commencement of the Cleveland Trade School 
will be held Thursday, Jan. 20, 1927, at 8 p. m. 
in the auditorium of the Eagle School Building, 
Eagle Avenue. At that time 155 apprentices 
from five building trades—bricklayers, carpen- 
ters, electricians, painters and decorators, and 
plumbers—will be given diplomas to signify 
their completion of the required period of in- 
dentureship and the practical course of study 
in their particular trade. 

The Cleveland Building Trades Apprentice 
School, officially named the Cleveland Trade 
School, operates under the Smith-Hughes Law. 


It is maintained through the codperation of the 
Federal and State boards for vocational educa- 
tion, the local board of education, the building 
trades unions and the contractor associations. 
Instruction in each trade is given by practical 
journeymen who are members of the local 
unions. 


Builders Condemn Five-Day Week 


PirtsBurRGH, Pa., Dec. 27.—Approximately 
150 contractors from over 25 of the larger cities 
of the country and representatives from practi- 
eally all of the State and national associations 
in the construction industry attended the con- 
ference held in Pittsburgh on Dec. 13 under 
the auspices of the National Association of 
Building Trades Employers. 

The consensus was against any wage increases 
for 1927. The 5-day week movement was 
severely condemned as being uneconomic and un- 
sound and but another scheme on the part of 
labor to ‘‘artificially’’ increase wages by estab- 
lishing a new basis for computing overtime pay. 

‘¢Tt is a move toward restriction,’’ said O. W. 
Rosenthal, president of the Builders’ Associa- 
tion of Chicago. ‘‘It would restrict the mass 
production and raise prices, which again becomes 
its argument for higher wages. Labor’s slogan 
for over forty years was an 8-hour day yet 
labor refuses to work eight hours. Its only 
purpose is to create a standard basis from which 
its overtime is to be computed.’’ 

C. G. Norman, chairman board of governors, 
Building Trades Employers’ Association of New 
York City, said that labor did not expect to 
get the 5-day week but was using it as a ‘‘trad- 
ing point’’ to get more wages. He said that if 


they continued to boost building costs by in- ° 


creased wages, they would soon find a condition 
where they would be glad to get work at any 
price. Increased production on the part of 


labor, Mr. Norman declared, was also needed 
to reduce labor costs. He urged contractors to 
make greater effort to increase the productivity 
of their workers. 
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National Production, Shipments and Orders 


WASHINGTON, D. C., Dee. 27.—The following statistics were compiled by the National Lumber Manufacturefs’ Association : 




















Softwoods: Production Shipments Orders 

Week ended: 1926, Dec. 18; 1925, Dec. 12— 1926 1925 1926 1925 1926 1925 
rr ee Se ie cee debe anew eae aches been ooh Re 67,096,653 69,780,125 52,567,056 79,170,420 50,123,040 70,483,812 
West Coast Lumbermen’s Association.............ccceeeeeeeeee 89,805,329 97,093,267 ,082,066 105,876,538 87,373,066 122,821,017 
Western Pine Manufacturers’ Association...... nataniaboacnaee wie 15,336,000 29,603,000 1,120,000 24,381,000 »304,000 25,057,000 
ee ee Nc cece eseeesneterecoeseeeesence 6,881,000 8,979,000 4,881,000 7,964,000 4039,000 7,295,000 
rn A Ce SL, ccc necks nenced ence sign censuwenio 6,799,341 12,562,950 6,809,645 13,472,687 4,497,166 12,356,862 
Northern Hemlock & Hardwood Manufacturers’ Association.. 1,986,000 3,104,000 1,322,000 1,415,000 1,419, 1,476,000 
Northern Pine Manufacturers’ Association.........ceeeeeceeees 4,072,000 6,523,100 3,743,600 5,842,400 4,859,000 7,227,000 

Ee SE, DE TO ns i tectanerndséanssedbuddenwns 191,976,323 227,645,442 174,525,367 238,122,045 177,614,272 246,716,691 

California White & Sugar Pine Manufacturers’ Association.... ER 8 eee ere 

Fifty weeks ended above dates— 
ee ER OO EE A iene eee ee 3,663,330,888 3,814,702,857 3,710,828,537 3,804,920,377 ,656,591,748 3,806,024,781 
West Coast Lumbermen’s Association. .....cccccccccccesccccccs 5,265,842,219  4,996,566,678 5,239,818,457 5,151,063,411 5 876,553 5,139, 215,016 
Western Pine Manufacturers’ Association........-+-cseeeeeeeees 1,595,302,000 1,742,690,000 1,635,845,000 1,566,365,000 1,674,994,000 1,546,851,000 
SN: «TOON . IDRIS 6.0 <.cesccsecsweeeccscevceceseues ,337, 374,541,000 371,536,000 352,376,000 469, 353,772,000 
Sees CI FO DOI, 6 6.6 0 inns csventecesccdcedesesees 384,998,297 454,637,239 392,990,939 428,701,587 327,467,570 363,911,336 
Northern Hemlock & Hardwood Manufacturers’ Association... 164,651,000 167,170,000 162,628,000 123,966,000 144,159,000 101,415,000 
Northern Pine Manufacturers’ Association..........sseeeeeeees 397,031,100 463,170,100 450,437,900 454,369,400 827, 418,238,000 

lek: Cee, GE CE. 8 6 ccna cbeeindesneeeeriadinwn 11,857,492,504 12,013,477,874 11,964,084,833 11,881,761,775  11,845,384,871 11,729,427,133 

California White & Sugar Pine Manufacturers’ Association.... 1,421,820,000 ............ 1 ,353,745,000 eineteeseese LT . ccssecsaeeee 
Hardwoods: , 
Northern Hemlock & Hardwood Manufacturers’ Association— 

Se. MEL. cunt ee knees AhUasOesesewaeCnvesha0ne ens aka eeaneeeres 2,382,000 1,151,000 2,729,000 2,968,000 2,051,000 3,602,000 

Ree a ree ee er et ers re eee EEE eenteeasawes 
Hardwood Manufacturers’ Institute— 

i Mn. cbs a.aaal ohislg a baa k ees Na Oe AERA E wee HOREde ee a eRRKeReae 17,048,048 15,278,930 16,646,096 21,111,711 15,665,325 19,619,758 

gh 2 RIERA aR ER aa ok SEN Se abet A Ra RUE Ae RE VAEEIEE ci cecnvscees 1,266,707,606 =... se seen eee 1,302,143,509 =... seveceeee 





Southern Pine Stocks 


NEw ORLEANS, La., Dec. 27.—The Southern Pine Association has compiled the following sta- 


tistics: 
November Reports from 151 Subscriber Mills 
Percent 
Percent Pro- 

Feet Normal* duction 

as are on hand Nov. 
ia aivia s/c ace os dese 795,496,905 ..... wlio 
me ETE cut .... 327,470,296 See  couee 

1,122,967,201 

November shipments "810,979,181 83.85 94.96 
Stocks Nov. 30.... 811,988,020 See. «sees 
Gudera (360 WM) «oct ccceces 74.84 84.12 


*“Normal” is amount eegeees by subscribers for 
the first six months of 1916. 

Stocks increased 16,491,115 feet, or 2.07 per- 
cent during November. 

Of the 151 mil]ls, 131 reported on running time. 
Of these 131 mills, 2 were not operating, total lost 
time of the others represented a capacity of 20,- 
324,000 feet; while there were 9 mills on double 
shift, and 5 others working overtime, representing 
. gain of 27,344,000 feet. Net gain was 7,020,000 
feet. 


Comparative Report of 146 Identical Mills 

A statement of 146 identical mills, comparing 
operations for November, 1926 and 1925, is as 
follows: 








1926 as 
percentage 
1926 1925 of 1925 
Stocks Nov. 1 787,565,352 907,697,237 86.77 
November cut 322,704,930 321,386,406 100.41 
1,110,270,282 1,229,083,643 

November ship- 

ments 307,181,346 353,441,958 86.91 
Stocks Nov. 

a daieeuh 803,088,936 875,641,685 91.71 


Eleven Months’ Reports of 128 Identical Mills 


Comparative figures for production, and ship- 
ments reported by 128 identical mills for the 
years 1926, 1925 and 1924 are given as follows: 

Shipments as 
percentages 
Production Shipments of eee 
1926.. 3,541,378,926 3,611,487,845 << 
1925.. 3,801,351,136 3, 740, 718,633 98.4 
1924.. 3,682,108,083 3,722,055,196 101. 08 


November Exports Through Southern Ports 

Exports through southern ports for October, 
November, and the third quarter of 1926, are 
given as follows: 





November, October, July 1 to 

Southern seoeiC 1926 1926 Sept. 30 
Lumber .28,513,094 35,090,057 116,189,119 
Timber ..... 2, 597, 454 5,369,307 25,679,783 
Other kinds .. 7, '897, 579 12,809,705 37,204,620 
Te cence 39,008,127 53,269,069 179,073,522 


Total exports for November decreased 26.8 per- 
cent from October. 

Total exports for third quarter, July 1 to Sept. 
30, decreased 12.6 percent from previous quarter, 
April 1 to June 30. 

Grand total from Jan. 1 to Nov. 30, eleven 
months, was 666,440,796 feet. 


The percentages of kinds making up the totals 
are as follows: 


November, October, July 1 to 

Southern pine— 1926 1926 Sept. 30 
Lumber ..... « Ta 65.9 4.9 
.... 6.7 10. 14.3 
Other kinds .... 20.2 24.1 20.8 





National Analysis 


WASHINGTON, D. C., Dee. 27.—The National 
Lumber Manufacturers’ Association has issued 
the following aralysis for the period ended Dee. 
18, orders and shipments being shown as per- 
centages of production: 





During During 50 
Week Ended Wks. Ended 

Dec. 18 Dec. 18 
No. of Ship- Or- Ship. Or- 
ASSOCIATIONS— mills ments ders ments ders 
Southern Pine ...... 122 78 75 101 100 
... . See 102 94 97 100 §=699 
Western Pine ....... 84 1388 152 103 105 
California Pines* ... 11 96 100 95 - 86 
California Redwood... ... ... ... 97§ 100§ 
N. Carolina Pine..... 387 100 66 102 85 
N. Hem. & Hdwd.... 16 67 71 99 88 
Northern Pine ...... 7 92 119 113 109 
All softwoods .... 329 92 93 100 98 
N. Hem. & Hdwd. 115 86 102 95 
Hdwd. Mfrs. Institute 115+ 98 92 100 103 
All hardwoods..... wie 100 91 101 102 


Softwoods and 
hardwoods 


§49 weeks. 
*42 percent of cut in region. 
Units of production. 


The report for the week ended Dec. 11 in this 
department, showed 358 mills and 128 units. 


ee Pda oe 93 93 100 99 





Oak Flooring Statistics 


The following are statistics of the Oak Floor- 
ing Manufacturers’ Association for the periods 


shown: -——Week ended——,__ De- 
Dec. 18 Dec. 19 crease 
1926 1925 Per- 
YS eS 49 46 cent 
Production ...cccecs 8,792,000 10,883,000 19.2 
er 6,380,000 10,756,000 40.7 
rere 8, 569, 000 12,153,000 29.5 





Hardwood Barometer 


MEMPHIS, TENN., Dee. 27.—The Hardwood 
Manufacturers’ Institute barometer for the week 
ended Dee. 18, 142 units reporting, is as follows: 
Percent of. 


Normal Actual Ship- 
output output ments 








Production*— Feet 
Normal (iden- 


tical units). 24,146,000 .... ‘ 

EE ok cna 21,194,684 SS ee 
Shipments; . 20,240,994 83.8 95.5 
Orders— 

ee 19,605,471 81.2 92.5 96.9 

On hand end 

WHE swcnds 154,825,311 


*Based on mill log scale. 

+Lumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 





The West Coast Review 


SEATTLE, WASH., Dec. 24.—For the week 
ended Dec. 18, 102 mills report as follows to the 
West Coast Lumbermen’s Association: 


Feet 
Production ... 89,805,329 


Shipments . 84,082,066 6% below production 
Ee 87,373,066 3% below production 
Shipments— 
Water delivery: Feet Feet 
EE ar re 27,519,377 
DEE. cna thowcnu sceeuwaeie 14,954,099 
, re ree el ar 42,473,476 
DED sce n beck seen eencevn senea bes 38,141,559 
(6g et nads ben ketsanee hose besawe 3,467,031 
ES 0.46 oo teeneeensuveabe 84,082,066 
New business— 
Water delivery: 
I Walia cs eth windig wcaibca 22,536,515 
Er ar ae 12,566,694 
EE, a ss ranch gmmieot em ee sae ann 35,103,209 
Gf) fk ser rrry rrr 48,802,826 
DEE wan btehedset ete eae aaeene ae een 3,467,031 
cc fk. Ser 87,373, 0F* 
Unfilled orders— 
Water delivery: 
EE nthe ac sdec dane noen 104,288,860 
EE <ee6e6iadeesa ened 103,797,195 
ME, ¢ieuebvissesed eucdeba ae elena 208,086,055 
DE dtatcsbwtlhoncasniabuseceebasnueen 106,239,691 
Total unfilled orders...........-s00% 314,325,746 





Western Pine Summary 


PORTLAND, ORE., Dec. 24.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Dec. 18, from 
thirty-four member mills: 


—Percent of— 
Pro- Ship- 
Production— Cars} Feet duction ments 
—— are baote gcrysed ccake “ts cneee 
VES ee OO Sy en” 
a... (car) oe OE ae 
Local deliveries. "29 94,000 een ariel 
Total shipments... 21,120,000 137.72  ..... 
Orders— 
Canceled . Cr aa 
Booked (car) . 885 ae 
oo See ° 4,000 otee: ‘wie 
Total orders. .... 23,304,000 151.96 110.34 
On hand end 
eee si: & 5 a rr 


Bookings for the week by thirty-one identical 
mills were 102.40 percent of those for the pre- 
vious week, showing an increase of 520,000 feet. 


7Car basis is 26,000 feet. 


*Normal takes into consideration mill capacity, 
number of months usually operated and usual num- 
ber of shifts—reduced to a weekly basis which is 
constant throughout the year. 

During the week, production was 50 percent of 
normal; shipments, 68 percent of normal, and 
orders, 75 percent of normal. Average for the 
corresponding weeks of the last four years was 
as follows: Production, 55 percent; shipments, 
76 percent, and orders, 75 percent of normal. 

Production is so seasonable that, during two 
winter months, actual production amounted to 
only 53 percent of normal, while during two peak 
summer months the production increased to 11¢ 
percent of normal. 
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Northern Hemlock and Hardwood Monthly Report i+ 


OsHKOSH, WIs., Dec. 27.—The Northern Hemlock & Hardwood Manufacturers’ Association has 
prepared the following data on November production and shipments of northern hardwoods and 
hemlock, and stocks Dee. 1: 


November, 1926, Statistics Stock Summary, Dec. 1, 1926 


Unsold HaRDWoOODs— 











Production Shipments Dec. 1 Unsold— Dry... 126,305,000 

0 129,000 432,000 3,359,000 Green ‘ _ 36,847,000 

Basswood ... 1,329,000 3,369,000 16,263,000 Total unsold ........ 163,152,000 

Beech ...... 41,000 > caeccanes Sold, dry and green..-. _36,302.000 
Birch ...... 2,857,000 7,578,000 58,707,000 fer 199,454,000 

eee 78,000 2,537,000 14,592,000 HEMLOCK— 

Se 5,076,000 10,613,000 69,615,000 Unsold, 1&2”— Dry... 111,375,000 

ee 222,000 297,000 616,000 Green. 175,371,000 

Mixed hdwds. 1,762,000 eS errr Total unsold ........ 186,746,000 

ainein a ewe 'ote 11,301,000 

Total hdwds. 11,394,000 26,153,000 163,152,000 Other thicknesses ..... 2.456.000 
Hemlock, 1&2 15,504,000 17,797,000 186,746,000 ee EE “kc ocemevecedtears 200,503,000 
Grand total 26,898,000 43,950,000 349,898,000 Grand total ........ccccccees 399,957,000 


The figures for twelve months, Dee. 1, 1925 to Nov. 30, 1926, make the following percentages of 
those for the corresponding period of 1924- 1925: 
All hardwoods 
8 


Total all tweets 


Hemlock 
Production 91 












































I ag eek sivarrex gohan anil cabs aaah af wtcaaten ain Cake aaa ea 99 107 108 
Hardwood Stocks on Hand Dec. 1 by Grades 
Dry & green Dry Green Dry & green Dry Green 
Sold— ———-Unsold —Sold— _-- Unsold 
AsH— Sorr ELM— 
Sor 80,000 See sxiasene Ree 66,000 ne” . seknamea 
—Eae 50,000 err Select & better ........ . . swawaees 
No. 1 & better. 427,000 143,000 25,000 Pees 25,000 0 eee 
No. 1 com.... 359,000 83,000 3,000 No1& better. 340,000 eS Poe 
Nos. ot & 2 ° OO a ee No. 1 com. 202,000 78,000 49,000 
No. 2 & better. 391,000 1,267,000 241,000 Nos. ot 3 Neer ere ee SOD = kipwevase 
No. 2 com. 186,000 41,000 5,000 No 2& better. 1,455,000 3,378,000 1,211,000 
No. 8 & better. ........ 65,000 4,000 No. 2 com. 93,000 991,000 28,000 
No. 3 com.... 254,000 1,182,000 123,000 No. 3 com.,.- 1,250,000 1,337,000 390,000 
1,772,000 2,958,000 401,000 ‘ 3,431,000 7,141,000 1,678,000 
Bass Woop— HARD MAPLE-— - 
| ae . 455,000 313,000 196000 FAR ~06 3550 66,000 1,200,000 79,000 
FAS & Select.. ........ Ae eee i. FD eer re 442,000 18,000 
Selects ...... 27,000 Ol ZZ ee A ; 9,000 ee §=« nakaweas 
No. 1 & better. 542,000 2,461,000 593,000 No. 1 & better. 2,319,000 7,397,000 2,008,000 
No. 1 com.... 502,000 1,869,000 466,000 No. 1 com.... 269,000 3,313,000 485,000 
OE CS sene ates pe rear Nos. 1 & 2.... 1,065,000 4,993,000 1,762,000 
No. 2 & better. 485,000 1,926,000 1,565,000 No. 2 & better. 2,176,000 18,117,000 6,494,000 
No. 2 com.... 2,057,000 3,018,000 960,000 No. 2 com.... 224,000 3,702,000 914,000 
No. 3 com.... 951,000 1,408,000 970,000 No. 3 & better. ........ Se wepewwes 
om No. 3 com.... 4,838,000 7,759,000 4,570,000 
5,019,000 11,521,000 4,742,000 —_—_—_—_——_———_- - 
Brrcu— 10,966, 000 47,741,000 16,330,000 
ee 199,000 4,145,000 449,000 Sort MaPLe— 
Select & better ........ 1,802,000 190,000 FAS ......... 26,000 po” eee 
Selects ...... 95,000 687,000 79,000 FAS & Select.. ........ reese 
No. 1 & better. 1,594,000 10,403,000 1,368,000 Selects ....... 2.000 C—O eee 
No. 1 com... 1,445,000 6,060,000 1,004,000 No. 1 & better. 95,000 163,000 109,000 
Nos. ot & 2 39,000 2,766,000 302,000 No. 1 com.... 108,000 Prentiss 
No. 2 & better. 1 ,644,000 5,210,000 1,850,000 No. 2 & better. 301,000 2,889,000 727,000 
No. 2 com.... 2,531,000 7,586,000 1,929,000 No. 2 com.... 87,000 499,000 23,000 
No. 3 com.... 6.113.000 9,196,000 3,751,000 No. 3 com.... 68. 000 486,000 127,000 
13,660,000 47,855,000 10,852,000 687 7 7,000 4,558,000 986,000 
Rock ELM— OAK 
A Pro eta eae: pw Gabah o \ | ae 
No. 1 & ‘be tte r. 60,000 58,000 71,000 ee ee Se §=§e sn.ctawede 
SI eae ee ae No. 1 & better. ceed cee ee 
are eaten wh we No. 1 com.... a ° esecensien’" “Gaon 
No. 2 & better. 531,000 2,515,000 1,217,000 No. 2 & better. 30,000 96,000 153,000 
No. 2 com.... 40,000  §8§«ccasiwitws No. 2 com.... ee ven awnns 16,000 
a eee 477,000 341,000 No. 3 com.... 40,000 242,000 60,000 
631,000 4,144,000 1,629,000 136,000 387,000 229,000 
Hemlock Stocks on Hand Dec. 1 by Grades 
— —_————1- and 2-inch -——_—_—__-— -~-= Other thicknesses 
——Unsold, all lengths, dry and green—— Sold, dry and green 
1x4 & wider 2x4 & wider 1-inch 2-inch 
Dry Green Dry Green Dry Green 
No. 1 ......... 922,000 1,798,000 7,616,000 8,744,000 227,000 1,857,000 820,000 445,000 
eee 4,310,000 2,559,000 28,278,000 13,755,000 936.000 1,955,000 804,000 212,000 
a Se .. 1,261,000 3,522,000 17,401,000 15,531,000 922,000 2,099,000 oo Peer 
eee 6,834,000 4,076,000 32,593,000 19,673,000 1,131,000 2'174,000 ees 
Nos. 445.....: 1,917,000 ee ee Ce ee | esas eRe savanna 
— - — — —————— ————_ 3,216,000 8,085,000 1,799,000 657,000 
Totals ....15,244,000 12,927,000 96,131,000 62,444,000 - — 
Totals, unsold and sold, 1” and 2”........ | eee eee 11,301,000 ........ 2,456,000 





Northern Hemlock and Hardwood 


OsHKOSH, WIs., Dec. 27.—The following summary is of figures supplied to the Northern Hen.- 
lock & Hardwood Manufacturers’ Association by twenty to twenty-five firms that ordinarily make 
about one-third monthly shipments, and shows averages for September, October, November and 
1926 to date, and weekly figures for November and December: 


Hemlock Hardwood 





Period— Firms Cut Shipments Orders Weekly average— 
Weekly average— September . 1,696,000 4,707,000 4,532,000 
September ... .. 4,015,000 3,158,000 3.121,000 October ..... .. 2,112,000 4,133,000 4,221,000 
October ..... 4,419,000 4,543,000 3,430,000 November 1,724,000 3.735,000 2,986,000 
November 2,896,000 3,009,000 2,446,000 1926 ng 

to eu. 

re a .. 8,277,000 3,233,000 2,853,000 .. °° '°*"’ <- 4.206.000 4,385,000 8,992,000 
MD {5 5. 0ce; 27 3,776,000 3,864,000 3,143,000 Oct. 30 teeeeees 27 2,281,000 5,676,000 3,148,000 
STE ion webs 23 2,483,000 3,216,000 2.850.000 Nov. 6........ 23 1,664,000 3,213,000 4,050,000 
ER eeegane: 22 2,691,000 2,725,000 2,632,000 Nov. 13........ 22 1,411,000 3,133,000 2,299,000 
Nov. 20 ........ Nov. 20 ........ 23 1,788,000 3.475,000 2,817,000 
Nov. 22 Og Peewee 24 1,479,000 3,179,000 2,616,000 
Dee. 2,472 te Bbbenettsy 26 1,499,000 4,080,000 3,082,000 
Dec. 2,676 Dec. 11 ..... -.+ 21 1,931,000 3,690,000 2,512,000 
Bee. 16 .cccccce 20 1,986,000 1,454,000 1,451,000 Dec. 18 ........ 20 2,382,000 2,906,000 2,209,000 





California Redwood Data 


San FrRANcIsco, CAuir., Dec. 24.—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Dee. 18: 


——Redwood———_—_.._ White. 
No. of Percent of wood 
mills Feet production Feet 


Production .... 15 6,881,000 100 1,753,000 
Shipments .... 15 4,881,000 70 1,216,000 
Orders— 
Received ... 15 6,039,000 87.5 972,000 
On hand..... 14 43,230,000 oe 4,895,000 


Detailed Redwood Distribution for the Week 
Shipments Orders 


Northern California* ...... 1,977,000 2,024,000 
Southern California* ...... 1,246,000 1,786,000 
....., re 42,000 28,000 
DE ccrnecdtacedendteand 1,204,000 1,352,000 
SE: hates aarbeedwecoebes 412,000 849,000 

NE? ics abide sae eae 4,881,000 6,039,000 


*North and south of line running through San 
Luis Obispo and Bakersfield. 

+Washington, Oregon, Nevada and Arizona. 

TAll other States and Canada. 


North Carolina Pine 


NorFOLK, Va., Dee. 27.—The North Carolina 
Pine Association makes the following analysis 
of figures from forty-one mills for the week 
ended Dee. 18: 





Percent Percent Percent 
Normal Actual  Ship- 


Production— Feet output a ments 
Normal* . 10,476,000 ; 
C67? 6,842,860 66 ater 
Shipments . 6,428,099 62 "94 iia 
OUGRTET sc ccccs 7,218,797 69 105 112 


*“Normal” is based on the amount of lumber the 
mills would produce in a normal working day. 

7As compared with the preceding week, there is 
an increase of 40 percent in orders; that week 
there were reports from forty mills: 





Caufornia Pine Sales 


San Francisco, Cauir., Dec. 27.—The follow- 
ing are sales of California pines as reported by 
the California White & Sugar Pine Manufac- 
turers’ Association for the week ended Dee. 24 
California White Pine Mixed Pines 


Feet Feet 
Nos. 1 & 2 clr. 158,000 Common— 
ae 486,500 SER 25,500 
ee 562,000 > eee 260,500 
No. 3 clear.... 86,500 No. : wa aadlenl 1,259,000 
Shop— a ee 499,000 
7 Sa 86,000 No. 5 ceeeeee 22,000 
| ig ene 373,500 Timbers ...... 2,000 
a 2... 1,873,500 -— ~<on op iue 
ane SS ae of 
Panel, Y%xa.w. 4,500 BT acdauns 96,000 
Cedar No. 4 niin aa 11,500 
Miscellaneous. 29,500 — é ers : "1, esa: poo 
Douglas Fir Lath— Pieces 
C&better ..... re a at Seabee oan eae 
Dimension .... 97,500 39” a eee 37. 00 
Ties and tim- wa att ele , . 
NE oa iate ns 22.500 Sugar Pine 
‘ . Nos. 1 & 2 clr. 175,500 
White Fir C select ...... 128,000 
C&better .... 3,000 a 96,000 
No. 3&better No. 3 clear.... 153,000 
common .... 581,500 Shop— 
No. 4 common 268,000 Fer 43,000 
No. 1 dim..... 73,000 i Pees 135,000 
No. 2 dim..... 176,000 cS Fear 419,000 
No. 2&better.. 333,500 ene 20,000 





e 
Western Pine Report 

PorTLAND, OrE., Dec. 24.—A summary of the 
Western Pine Manufacturers’ Association re- 
port shows that 49 mills Li, centage for November 
of this year (of which 9 were not cutting) pro- 
duced 126,688,876 feet, and shipped 131,516,421 
feet (all mills making shipments), the month’ s 
shipments exceeding the cut by 4,827,545 feet. 
For November of 1925, 46 mills (of which 4 
were not producing) reported a cut of 153,745,- 
828 feet, and shipped 119,757,181 feet (1 of the 
mills making no shipments), the month’s cut 
exceeding the shipments by 33,988,647 feet. 

Forty-two identical mills report that their 
November, 1926, cut was 32,438,121 feet less 
than that for November of last year, while this 
year’s November shipments exceeded those of 
November last year by 7,080,488 feet. The 
November, 1926, production of identical mills 
was 27,601,000 feet less than that in October, 
1926, and their shipments were 31,596,000 feet 
less. 
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The Seuthen Plus Cyele 


The data reflected on the accompanying chart 
are plotted from the production and shipments 
as computed for 192 identical mills. These 
computed figures were originally prepared for 
the United States census bureau, and represent 
the best long-term comparison of southern pine 
trends now available. The method of computa- 
tion is, as follows: 


1. A total of 192 reporting mills, subscrib- 
ers to the Southern Pine Association as of 
Oct. 1, 1921, had a normal monthly production 
of 484,065,392 board feet. 

2. This normal production, multiplied by 
the percentage relation of actual production 
and shipments to normal production of the 
respective mills reporting monthly to the as- 
sociation, and whose figures are included in 
our monthly statistical statement, yield fig- 


the computed monthly production and ship- 
ments of the 192 identical mills for the cur- 
rent year. 


It is apparent from a study of the experience 
of the industry, as reflected by the computed 
data for these 192 identical mills over the 84- 
month period here noted, that early in the year 
production ordinarily exceeds consumption; that 
during the late spring, summer and early fall 
season, consumption exceeds production; while 
during the rest of the year, production and 
consumption are about evenly balanced. The 
relation between the curves for the current 
year’s production and shipments, compared with 
the relation between the line of relative pro- 
ductive capacity and the relative trend of con- 
sumption, indicates how the industry is pres- 
ently performing as compared with its typical 
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ures for production and shipments applicable 
to the 192 mills. This formula is based on 
the assumption that these 192 mills, if they 
were all reporting today, would show prac- 
tically the same relation to normal as do the 
mills which now report, and hence are a fair 
sample of the industry. 


The straight line, relative productive capacity, 
is the average monthly production of the 192 
identical mills over the 84-month period from 
January, 1919, to December, 1925, inclusive. The 
periodic trend of consumption, following the 
trend of demand, may be comparatively meas- 
ured by the relative volume and time of ship- 
ment, hence: 


The relative consumption trend is the aver- 
age shipments for each month during the 
period January, 1919, to December, 1925, in- 
elusive. 

The cut and shipment curves for 1926 are 


Long Distance Repeater 


Motoring through the country these days, 
many a traveler glances admiringly at certain 
spick-and-span buildings that have sprung up 
here and there along the highways. Fre- 
quently he flings a curious ‘‘Wonder what 
that’s for?’’ at his fellow tourists. 

And if by chance his companions know what’s 
what in the realm of telephony, the answer is 
readily produced. ‘‘That,’’ he hears, ‘‘is a 
long distance repeater station.’’ 

Located along the routes of the steadily in- 
creasing long distance cables, and spaced ap- 
proximately fifty miles apart, these trim, brick 
buildings are housing equipment that keeps the 
nation’s speech arteries pulsing at high stand- 
ards of effectiveness. 

The term—repeater station—itself suggests 
the use to which the buildings are put, for 
among the many intricate pieces of telephone 
apparatus under their roofs the telephone re- 
peater or voice amplifier plays a vital part in 
strengthening and sending on to the next sta- 
tion the currents flowing over the. long dis- 
tance lines. 

On entering one of these stations the visitor 
is confronted by an orderly arrangement of 
wires and numerous kinds of telephone ap- 
paratus. The incoming and outgoing cables 
are terminated on ceiling-high frames from 
which point the wires are brought to the test 


THE LUMBER CYCLE 
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past experience. Reference to the Monthly Sta- 
tistical Statement (which appears on page 67 of 
this issue) will indicate the current condition 
of stocks, as well as the relation of all factors 
to normal. 

Thus, the lumber cycle for 1926 through 
November, shows: 

(1) That production and shipments have been 
above the average. (2) That shipments ex- 
ceeded production during the early year, a 
period when stocks are usually increased in 
preparation for the coming season of heavy con- 
sumption. (3) That the second phase of the 
cycle has functioned in a ratio relatively pro- 
portionate to the basic trend, with a rate of con- 
sumption slightly higher than the seasonal aver- 
age. (4) That the third phase of the cycle 
is functioning iu a ratio relatively proportionate 
to the basic trend. (5) That stocks, in relation 
to the general trend of consumption, are below 
the average for the season. 


board, where the circuits can be tested and 
switched if occasion demands. On all sides 
delicate instruments are noted, enabling elec- 
trical measurements to be made on circuits tem- 
porarily in trouble so that the tester can tell 
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Long distance telephone repeater station at 
Crete, Iil. 


how far from his station the particular trouble 
is located. 

The telephone repeaters or amplifiers consist 
of vacuum tubes, transformers and associated 
apparatus: They are mounted on panels, the 
panels in turn being placed one above the other 
on iron racks extending from floor to ceiling. 
On some of the large cables there are as many 
as 250 repeaters in each station. Adjacent 





Southern Pine Barometer 


NEw ORLEANS, LA., Dec. 28.—For the week 
ended Dec. 24, Friday, 109 mills report as fol- 
lows to the Southern Pine Association: 


Percent Percent 
Normal Actual 


Production— Cars? Feet oes — 
, a ee 68,978,708 
Actual .. nada 53,603,360 77 71 
Shipments* . 2,040 42, 252, 480 61.25 78.82 
Orders— 
Received* . 1,737 35,976,744 52.16 67.12 
On hand end 


of weekt 8,563 177,356,855 


{Basis of car loadings is November average, 
20,712 feet. 

tOrders on hand showed a decrease of 3.42 per- 
cent, or 6,275,736 feet; 122 mills contributed toe 
previous report. 

*Orders were 85.15 percent of shipments. 


Of 106 mills reporting running time,*4 were 
shut down, 10 were working overtime, 18 full 
time; 1 operated 1 day; 2, two days; 1, three 
days; 7, four days; 1, four and one-half days; 52, 
five days; 10, five and one-half days. 





Oak Flooring Stocks 


The Oak Flooring Manufacturers’ Associa- 
tion has prepared the following statistics as to 
stocks on hand Dee, 18: 














Per- 
Stocks Unfilled cent 
on hand orders sold 
RE  neatceseewe 9,191,000 3,005,000 33 
isin ais 6, aietalasan 1,259,000 262,000 21 
EY Asstssubseas 29,429,000 26,417,000 90 
TN WR  oceséaes 39,879,000 29,684,000 74 
 beiricaeeees 9,420,000 2,140,000 23 
SE? aatoucira abies 7,455,000 1,792,000 24 
.. 2 gaereerr 16,875,000 3,932,000 23 
SAGE cause cbedeew 1,915,000 1,243,000 65 
PE Se 3,360,000 1,246,000 37 
Tete WH ccecees 5,275,000 2,489,000 47 
ME sivsenseswes 441,000 120,000 27 
Ce” kcehahenkedwes 3,586,000 2,541,000 71 
NE Se divin cnctas 4,027,000 2,661,000 66 
Grand total ...... 66,056,000 38,766,000 59 
Comparative Percentages of Stock Sold 

Dec. 18, Nov.13, Dec. 19, 

1926 1926 1925 

76 182 

28 66 

52 119 

88 80 

62 128 





Stations 


racks contain miscellaneous equipment such as 
that for ringing on the circuits, simultaneous 
telephone and telegraph operation, telegraph 
repeaters, and so on. 

In another section of the building is found 
the power equipment. A local source of elec- 
tric power is brought into the power switch- 
board, and from this point it is distributed to 
the various motors which drive the direct eur- 
rent generators and ringing machines. 

The direct current generators supply the pow- 
er necessary to operate the telephone apparatus. 
A large storage battery is so connected to the 
generator that in the event of a failure of the 
commercial source of power this battery would 
operate the telephone apparatus. Where eon- 
ditions warrant it a gas or kerosene engine is 
installed, ready at any moment to drive the gen- 
erators. 


Repeater stations are invariably of pleasing 
architecture and tastefully landscaped, harmon- 
izing with the residences or other structures of 
the communities near which they are located. 
All of them are constructed of fireproof ma- 
terial. 


On the New York-Chicago cable route alone 
there are seventeen repeater stations each per- 
forming its part in providing long distance tele- 
phone service of a standard impossible a few 
years ago. 
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Wet Weather Slows Up Hardwood 


Downpours Close Many Mills 


MEMPHIS, TENN., Dec. 28.—Heavy rains 
which have fallen throughout the southern hard- 
wood territory will result in the closing down of 
many mills. The rainfall in the last week has 
made up for the deficiency which had been re- 
ported from the weather bureau, and from pres- 
ent indications the amount of rain for the few 
remaining days of the year will make up for 
deficiencies which were reported for previous 
years. The downpours stopped logging com- 
pletely, possibly until the spring of the year. 
Many log roads are under water, and some plants 
are reported flooded. All streams are out of 
their banks, and it looks as if there will be a 
very low production of hardwood lumber during 
the first few months of the new year. There 
has not been a great deal of banking of logs, and 
few mills will be able to run full time for pos- 
sibly thir'y or sixty days at the earliest. 

The present supply of lumber is not sufficient 
to take care of the normal demand and, as it is 


certain that production will be far lower than 


in previous years, there is no doubt that those 
with lumber on sticks, or having logs banked, 
will be able to get a good price for hardwoods. 
Advances have already been taken, and operators 
are rearranging their prices daily. There is but 
little doubt now that the hardwood market will 
continue to advance during the early months of 
the new year, and probably there will be higher 
prices throughout the summer. 

As soon as reports of heavy rains were tele- 
graphed to the consuming territory, many con- 
sumers started buying. One body plant, through 
its Memphis office, - purchased considerable 
hardwood for delivery during the spring months, 
forseeing that higher prices were certain. Except 
for such orders Christmas week was very quiet. 
The demand is coming from the furniture fac- 
tories ar’ the building trades. Very soon after 
the fi: f the year, however, the automobile 
group wl again enter the market—in fact some 
plants have already started passing out a few 
orders to get in before prices advance again. 

It is impossible to quote prices on logs, but it 
is safe to say that they are advancing rapidly 
where logs are to be had, and that prices will 
remain high until probably the spring of the 
year. 


Trade Quiet; Output Small 


ATLANTA, GA., Dee. 27.—Though the usual 
seasonable lull is apparent in the hardwood mar- 
ket, inquiry from the automobile and implement 
plants is unusually active. Comparatively few 
advance orders are yet being placed, though 
stocks of leading consumers are exceptionally 
low. A few small orders are being booked. 
Production at Georgia mills is seasonable, but 
lately has been retarded by inclement weather, 
larger mills operating on about a 60 percent 
basis and many smaller plants being down. In 
spite of this, larger mills are accumulating some 
surplus, but if demand is as active as it prom- 
ises to be, stocks will be quickly exhausted. 
Furniture call from North Carolina is better 
than normal for this time of year, but is only 
about normal elsewhere in the Southeast, and 
below normal from northern makers. The call 
is mainly for gum, FAS leading, with a few 
orders for better grades of rough oak. Prices 
are still weak. Flooring plants are buying little 
oak, having curtailed, but their inquiry is good. 
Wholesalers state oak and maple flooring prices 
are lower than in several months. There is a 
fair industrial call for this time of year, par- 
ticularly in the textile field. The retail dealers 
are purchasing only for current needs, and 
yard stocks are low. A little interior trim busi- 
ness is being booked by millwork plants but the 
industry is not operating very actively. Auto- 
motive call continues inactive. FAS ash, 10/ to 
16/4, averages $130@150, f. o. b., Atlanta; 


No. 1 and select, about $100, and FAS maple, 
$100@110. 

M. G. Mosier, Dayton, Ohio, hardwood whole- 
saler, has returned to Dayton after a business 
trip in the Southeast. 

Joseph Rittiner, Toledo, Ohio, who represents 
the Gulf Red Cypress Co., of Savannah, Ga., 
in that district, returned home after a trip to 
the Southeast, during which he visited the com- 
pany’s mills. 


Prospects Are Favorable 


Burrao, N. Y., Dec. 27.—C. Walter Betts, 
of the Betts Lumber Co., states that the volume 
of Pacific coast lumber trade has not been quite 
as good in 1926 as ih 1925, though in some 
months it ran ahead. The fundamentals are 
sound, and business prospects are favorable for 
next year. Industrial trade is in a healthy 
state. In some localities the building trade has 
been good, while in others it has been quiet. 
Both in this State and Pennsylvania, trade is 
spotty, so that lumbermen will have to look to 
fields where conditions are favorable. 

The Buffalo Lumber Exchange, at its informal 
weekly luncheon on Dee. 24, took up again for 
general discussion the question of another rail- 
road reconsignment privilege, which is much de- 
sired here. Only one is given at present, and it is 
held that this market should have at least one 
more. No action was taken, and the matter 
will need to be brought up at a regular meeting. 

About forty members of the Buffalo Lumber 
Dealers’ Association held their annual Christmas 
dinner party at the Hotel Statler last week. They 
wore tall, silk tiles for the occasion. Fleming 
Sullivan was chairman of the entertainment com- 
mittee, and Secretary K. C. Evarts also looked 
after arrangements. 

Two Buffalo lumber concerns— Hurd Bros. and 
Dohn, Fisher & Co.—have been awarded banners 
for excellence in accident prevention work in a 
three months’ State-wide no-accident contest 
conducted among member companies of the 
Associated Industries of New York. 

An assembling plant for Venetian blinds, bank 
and office partitions and other wood materials, 
made from Pacific coast lumber, is to be estab- 
lished at Oswego, N. Y., by Arne Dehli, of 
New York, and associates. They have a similar 
plant at Bayonne, N. J., and will utilize a 3-story 
building at Oswego. 

William W. Reilley, wholesale lumberman, will 
sail on the Franconia on Jan 18. He has lately 
been entertaining his nephew, Ewing W. Reilley, 
who is spending his holiday vacation here. He is 
a student at Yale. 

H. T. Trotter and C. R. Kelleran, of the 
Trotter-Kelleran Lumber Co., leave at the end of 
the week for a three weeks’ visit to the mills of 
the Gulf Red Cypress Co. 

C. F. Sullivan has returned from a visit of 
several weeks to the lumber mills of the Pacific 
coast. 

L. 8. Rounds, second vice president of Mixer 
& Co., who is located at Albany, was here this 
week to attend the funeral of his cousin, David 
Rounds, who was fatally injured in a fall down 
a stairway on Christmas Eve. 


Market Quiet; Rains Reduce Output 

WarREN, ARK., Dec. 27.—The hardwood mar- 
ket this week is very quiet, and prices are soft 
in spots. About the only active buyers are 
automobile manufacturers, and they are not 
very eager. Orders now being booked are at 
lower prices than have prevailed for some time. 
The movement of hardwood flooring is small, so 
there is not much sale of common grades of 
oak. Some items of common in gum are moving, 
but not at good prices. Production this week 
has been below normal, largely due to excessive 
rains, which will affect production of mills in 
the bottoms especially. 


Floods Stop Hardwood Logging 


LOUISVILLE, Ky., Dee. 27.—Heavy rains for 
about four days last week resulted in floods 
throughout much of this and adjoining States, 
The water rose rapidly, causing a great deal of 
damage in eastern Kentucky towns, which are 
in the valleys, along the railroads. Harlan, 
Hazard, Jackson, Pineville, Middlesboro, Whites- 
burg, Beattyville, Barbourville and other cities 
were having trouble. Loss was reported in 
staves, heading, and lumber at some points, 

With further rains predicted and warmer 
weather, such water as has been held back by 
being frozen will be released, and more trouble 
is expected. It is claimed that with all of this 
water going South, where there is already con- 
siderable high water, the woods will be very 
wet during the winter, and that there will not 
be much logging. Hardwood production at 
small mills in Kentucky is very inactive now, 
on account of impassable roads etc., and pros- 
pects are for small hardwood output in the 
South as a whole. 


- High Water Causing Shutdowns 


EVANSVILLE, IND., Dee. 27.—Green and Barren 
rivers in western Kentucky have been on a 
rampage, and both were expected to pass the 
danger line during the week. Ties and logs 
along those rivers are in danger of being carried 


‘away, and many sawmills and stave mills prob- 


ably will be forced to close down. 

The hardwood lumber market continues rather 
dull. Inquiries have not been numerous. There 
is a scarcity of finished stocks. Local wood con- 
suming plants are being operated steadily. Fur- 
niture manufacturers in most instances have 
shipped their samples to the Chicago and Grand 
Rapids mid-winter markets. They are expecting 
a very good line of orders. Prominent lumber- 
men here believe that furniture and automobile 
manufacturers will be in the market for a fairly 
nice lot of lumber and veneer, and that the mu- 
sical instrument manufacturers also will be 
liberal buyers. The railroads also plan to do a 
good deal of improvement work. 

W. M. Simpson, president and general man- 
ager of the W. M. Simpson Lumber Co., accom- 
panied by K. G. Hinman, company auditor, re- 
cently made an inspection trip to its sixteen 
plants in this section. 


Foresee Premiums for Dry Stock 


Bay City, Micu., Dee. 28.—Northern hard- 
wood manufacturers are closing one of the most 
unsatisfactory years in their history from a 
financial standpoint, and the real seriousness 
of the condition will not be realized until the 
final balance sheets are drawn off. Since Jan. 
1, practically all items declined in price, and 
with few exceptions there has been no recovery 
from the downward trend. This condition has 
prevailed in spite of a gradual reduction in 
stocks during the last half of the year. Final 
inventories will disclose a severe shortage in 
certain thicknesses of high grade hard maple 
and soft elm and in many items of culls which 
have been in great demand. To some extent 
this reduction in stocks may be attributed to 
curtailment in production during a good part of 
the year, but statistics do not indicate that the 
reduced output has been more than ten percent 
below normal, while a comparison of reports 
covering fifty weeks show orders 95 percent and 
shipments 102 percent of the estimated produe- 
tion. 

The light demand during the first half of the 
year, with production at its highest point, was 
responsible for weakening the market and put- 
ting the manufacturer on the defensive. The 
buyer sensed the situation and as a consequence 
has followed a policy of hand-to-mouth buying 
which has enabled him to control the market 
and practically dictate the price. It is a fact 


For Current Market Prices on Hardwoods See Pages 101 and 102 
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that there has been a great proportion of the 
jumber sold on a basis of price offered by the 
consumer. Under these conditions, the demand 
has been spasmodic and the manufacturers were 
in a constant state of uncertainty concerning 
the future demand, and therefore lacked the 
courage to hold their stocks for a price. Poor 
merchandising methods in the lumber industry 
were to blame, as the building program during 
the last year was one of the greatest in history, 
and wood consuming industries, such as automo- 
bile and furniture, have experienced one of their 
most successful years. 

Fortunately the hardwood manufacturers are 
going into the new year in a much stronger posi- 
tion statistically than they found themselves a 
year ago, and the very policy of conservative 
buying followed by the consumer to the detri- 
ment of the lumber interests during 1926, can 
be turned to the advantage of the lumber in- 
dustry during the coming year, by virtue of the 
small stocks in the hands of the consumers. 
With desirable dry stocks considerably below 
normal, lumber cut this winter will not be mar- 
ketable before late spring and early summer, 


Rains Are Reducing Output 


LOUISVILLE, Ky., Dec. 27.—The last week has 
been a quiet one with the lumber trade gener- 
ally, both with the hardwood and softwood in- 
terests, as building operations are dull, and in- 
dustrial consumers are in many cases waiting 
until after inventory. Some concerns, however, 
report that business over the month was very 
fair, and that they have had some orders within 
the last ten days or two weeks, which indicated 
good movement in January. It is claimed that 
some of the automobile concerns which have been 
active in all-steel body developments, have de- 
cided to return to wood. The export market is 
in very fair shape. Production is light account of 
high water, and dry stocks are not large. Prices, 
while no stronger, are fairly satisfactory as a 
whole. It is believed that about Jan. 15 the 
volume will improve, and that the outlook is for 
good business at about the same prices which 
prevailed in late 1926. However, if the wet 
weather continues, winter production will be 
quite light, and higher prices will result. 


Red gum is looking more promising than it 























In the open spaces in the Central American jungles loggers find a large variety of palm trees, pre- 
senting scenes of indescribable beauty 





so stock required for shipment early in 1927 
should command a premium. It is a fact that 
there have been numerous sales of green stock 
made during the last thirty days, in order to 
take care of immediate requir¢éments where dry 
stock was not available. Production during the 
first half of 1927 will be considerably less than 
for the same period last year, due to decreased 
eut of several mills and less night operations, 
so the future outlook is favorable to the lumber- 
men. 


Market Remains Quiet 


CoLumBus, OHIO, Dec. 27.—The hardwood 
trade is rather quiet. While some price cutting 
has been indulged in by smaller producers, larger 
manufacturers have been holding firm. Dry 
stocks are not large in any section. 

The southern pine trade remained quiet over 
the week; actual sales have apparently given 
way to inquiries. Retail stocks are not large, 
and in some instances they are badly broken, so 
it is presumed that there will be a buying move- 
ment after the first of the year. Prices continue 
weak, with the transit list rather heavy. Finish 
and flooring are the strongest items in the local 
market. 


was, and it is claimed in some circles that it 
may advance $10 a thousand in early spring. 
Sap gum has been moving steadily. Oak has 
let up a little, due to the flooring factories not 
being as busy 9s they were. Walnut continues 
in good call from the furniture and fixture 
trades. Poplar is in fair consumption, and thick 
ash, maple and elm have had a steady market. 

Prices on inch stocks f. 0. b. Louisville: Plain 
red gum, FAS, $100; common, $52@55; quar- 
tered red, $100 and $57; quartered sap, $61@ 
$62 for FAS, and $48 for common; plain sap, 
$57 and $44. Poplar, FAS, $95; saps and se- 
lects, $70; No. 1 common, $48@52; 2A, $35@ 
$40; 2B, $25@27. Walnut, FAS, $215; selects, 
$150; No. 1, $90; No. 2, $40. Ash, $85 and 
$55. Plain red oak, $85, $55 and $38; plain 
white oak, $90, $60 and $40; quartered red, $95, 
$62 and $42; quartered white, $120, $70 and $45. 

Preston P. Joyes, W. P. Brown & Sons Lum- 
ber Co., reported that the Brassfield (Ark.) 
plant, which had planned to start running about 
Christmas after having been down sirce Thanks- 
giving account of high water and log shortage, 
had turned its men loose until March or April, 
as seven days’ rain meant about eight inches, 
and there was no prospect of running until 
spring. The other plants of the company are 


Production—Market Shows Little Life 


operating. W. N. Willis, Chess & Wymond 
Co., Louisville, reported that the Holly Ridge 
(La.) mill had shut down on account of logging 
troubles; and that the Bunkie (La.) mill had 
started operations again. 

Angus MacLean, of the foreign department 
office of the Wood Mosaic Co., Louisville, and 
son of W. A. MacLean, president, has returned 
after a four months’ honeymoon trip to Europe. 


Woodworking Plants Curtail 


ANTIGO, WIs., Dec. 27.—The local branch of 
the Crocker Chair Co. has been closed tempo- 
rarily, while about half of the machinery is be- 
ing moved to the main plant at Sheboygan, Wis., 
dué to there being a lessened demand for one 
of the models of chairs which has been manu- 
factured here. All machines used in the pro- 
duction of toilet seats will be moved to She- 
boygan. The lumber yard and office are to be 
maintained at Antigo. Production of other 
lumber and millwork plants here is to continue 
curtailed. The Langlade Lumber Co., which has 
had its mill closed since May, has stated that 
it does not know when operations will start. 
No plans have been made for operating the mill 
of the C. W. Fish Lumber Co. The Antigo 
Manufacturing Co. reports that orders for 
broom handles are being received as fast as 
handles can be produced, and that present plans 
are to continue operations until some time next 
summer. 


Demand Continues Good 


Macon, Ga., Dec. 28.—Most hardwood mills 
closed down during Christmas week. The de- 
mand for hardwood has been very good, how- 
ever, and the mill owners appear to have little 
complaint. One of the larger mills here re- 
opened on Tuesday after Christmas, and con- 
tinued at near normal production. Colder 
weather set in here this week. Logs are plenti- 
ful at all mills. 


Seasonal Demand Encouraging 


MERRILL, WIs., Dec. 27.—No. 2 basswood is 
rising in price, and is largely being utilized in 
the manufacture of boxes and by the molding 
trade. No. 3 hardwoods continue in strong de- 
mand. Lumbermen are optimistic regarding the 
outlook for 1927. Demand at this season is 
very encouraging to the lumber trade. 

The Gogen Lumber Co. has been incorporated 
by F. H. Piehl, cf Rhinelander, and H. Wittig 
and C. A. Wilcox, of Green Bay. Headquar- 
ters are in Gogen, Oneida County, where the 
company will operate a large sawmill. Exten- 
sion logging operations will be conducted in 
Oneida and Forest counties. Plans are com- 
pleted for the erection of a planing mill and 
factory building in Gogen in the spring. F. H. 
Piehl is general manager of the company. 


Small Orders Keep Mills Busy 

RHINELANDER, WIs., Dec. 27.—Hardwood trade 
is in about the volume that might be expected 
at this time of year. No large orders are being 
booked, but there is a steady call for single cars, 
and the mills seem to be able to keep loading 
crews busy. There is a little more demand for 
birch in the upper grades, and mill stocks here 
are pretty well broken. 

Logs are arriving at the mill of the C. C. 
Collins Lumber Co., which started operations 
this morning. The mill of the Thunder Lake 
Lumber Co., with its own railroad, has a good 
supply of logs and operates steadily, manufac- 
turing hardwoods almost exclusively. The Bis- 
sell Lumber Co., operating at Tripoli, in this 
county, has seven camps at work, and is getting 
out some very fine timber, north of the Soo 
Line, where it bought a tract this year that will 
give it about two years’ supply, the company’s 
railroad having been extended into the timber. 

The Mason-Donaldson Lumber Co. has finished 


(Continued on page 81) 
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News Stories Relating to Lumber 


Banker’s Views on Building Operations 


SEaTTLE, WasH., Dec. 24.—J. W. Spangler, 
president of the Seattle National Bank and 
president of the Seattle Chamber of Commerce, 
has returned from a business trip of more than 
two months, during which he visited every sec- 
tion of the United States except the gulf. He 
remarks the financial interests in New York and 
other centers are watching the progress of the 
merger of lumber mills in the Pacific Northwest. 
‘*The plan is regarded with quite general fa- 
vor,’’ says Mr. Spangler, ‘‘ but there is recogni- 
tion of the fact that the task of the promoters 
of the merger is no small one.’’ As to building 
operations, Mr. Spangler says: 

Building in New York continues at a feverish 
rate, but it hardly can be expected that building 
the country over will continue indefinitely at the 
present unprecedented pace. New York is probably 
better able to sustain the pace than are smaller 
and newer cities. The tremendous building that 
has been done throughout the country has been 
one of the big factors in creating present pros- 
perity, and slowing down in the building program 
naturally will be reflected in virtually every other 
field of business activity. 


Business men generally, he says, look upon 
1926 as having been a satisfactory year, and are 
reasonably optimistic for the immediate future. 


Holds Most Successful Xmas Party 


BELLINGHAM, WASH., Dec. 25.—It required 
Bellingham’s roomiest hall, the State armory, to 
accommodate the Bloedel Donovan Lumber 
Mills’ Christmas party on Christmas Eve. It was 
the largest party of any kind in the history of 
Bellingham. More than 2,500 persons attended 
and gifts, candy and nuts were distributed to 
1,000 or more children. Vaudeville acts preceded 
the gift giving and dancing followed. J. J. Don- 
ovan, the company’s vice president, declares that 
if was the most successful party ever held by 
the company. The program was arranged by 
the shop committee in codperation with Secré- 
tary James H. Prentice. 

President J. H. Bloedel made a special trip 
from Seattle to attend the celebration and to 
welcome the participants. In his happily 
phrased address Mr. Bloedel dispersed fears of 
the employees that the company had abandoned 
the group insurance plan. 

Gifts were distributed from the base of a lofty 
evergreen tree that was brilliantly lighted. 


Pencil Stock in California 


San Francisco, Cauir., Dee. 24.—The Cali- 
fornia White & Sugar Pine Manufacturers’ As- 
sociation has issued a circular letter containing 
a caustic refutation of a published statement of 
an article by an officer of the United States For- 
est Service in which he says that foreign pencil 
manufacturers, finding the eastern red cedar of 
America cut away and prices advancing corre- 
spondingly, say that something will have to be 
done quickly or a substitute for wood will be 
found; that the ‘‘wood of the Pacific coast’’ 
has been tried, but apparently with little suc- 
cess; and that it is predicted that in ten years 
England will not only have ceased to buy cedar 
from the United States but will become the main 
source of supply for pencil wood for all Europe. 

In California there are three mills owned by 
pencil companies and cutting incense cedar, a 
wood not even mentioned in the article, C. 
Stowell Smith, secretary-manager of the Cali- 
fornia White & Sugar Pine Manufacturers’ As- 
sociation points out. These mills include two 
operated by the Eagle Pencil Co. and one by 
the American Pencil Co. These mills are pro- 
ducing slats for pencils, used not only domes- 
tically but for export trade as well. 

The reports of the association for 1925 show 
nearly 15,000,000 feet of incense cedar sold, 
which represents almost 100 percent pencil stock, 
and at the end of 1925 there was in stock almost 





14,000,000 feet of incense cedar. These sales 
were made in spite of a greatly reduced foreign 
market due to the depreciation of foreign cur- 
rency. 

The average price of the incense cedar of 
California is $22.15 cents a ton, as compared 
to the $115 or more a ton which the eastern red 
cedar is costing the European manufacturer, 
according to the forest Service official. 

Forest Service statistics and cruises show that 
standing in California alone are more than 
eight billion feet in incense cedar available 
for pencil stock. The fact that the three large 
companies manufacturing pencils in the United 
States have, after several tests, erected mills in 
the incense cedar belt, shows that the wood has 
merit in pencil making. 

‘‘This information,’’ according to Pacific 
coast manufacturers of lumber, ‘‘ answers con- 
elusively the last paragraph of the criticized 
article, which asks: ‘Where is the future pen- 
cil stock coming from?’ ’’ 


New President at the Helm 


PORTLAND, ORE., Dec. 24.—The same general 
progressive manufacturing and sales policies will 
be maintained by the Willamette Iron & Steel 
Works under the new president, E. C. Pape, that 
characterized those of his predecessor, A. G. 
Labbe, who has resigned to devote the next two 
years to traveling 
abroad. 

Mr. Pape stepped into 
his new position a few 
days ago, at home with 
its duties because he was 
promoted from the posi- 
tion of vice president, 





BE. C. PAPE, 
Portland, Ore. ; 


President Willamette 
Iron & Steel Works 





which he won after 

working his way up 

through virtually every 

department of the large 
lant. 

In 1905 Mr. Pape be- 
gan working for the 
Willamette Iron & Steel 
Works as apprentice in 
the engineering department, after which he went 
into the shops and served his time there. 

In 1909 he went to Washington State College, 
Pullman, Wash., for a course in mechanical en- 
gineering. Completing it in four years, he re- 
turned to the Willamette Iron & Steel Works as 
machinist in the erecting department. A year 
later he was transferred to the drafting depart- 
ment where he worked as draftsman. 

In 1915, he was made superintendent of the 
marine department after working in it for a 
short time, and in succession he was promoted to 
works manager, second vice president and finally 
first vice president and general manager. 

Officers of the Willamette Iron & Steel Works 
are: C. F. Swigert, chairman of the board of di- 
rectors; E. C. Pape, president; M. H. Insley, 
secretary; H. P. Carpenter, treasurer, and H. H. 
Vinton, assistant treasurer. 

Due to the organization’s progressive policies 
the logging and lumber industries of the Pacific 
coast have been aided tremendously in their de- 
velopment. 


Has Started Tree Nursery 


PORTLAND, ORE., Dec. 24.—The Long-Bell 
Lumber Co., of Longview, Wash., has started a 
tree nursery at Ryderwood, in the Cowlitz River 
district, where active planting is being done. 
The nursery contains 820,000 fir, 400,000 Sitka 
spruce, 300,000 redwood and 300,000 Port Or- 
ford cedar seedlings. 


Shingle Bureau Issues Bulletin 


SEATTLE, WasH., Dec. 24.—A bulletin by the 
Red Cedar Shingle Bureau, Arthur Bevan, man- 
ager Seattle office, sets forth extracts from an 
address made recently by the State fire marshal 
of Iowa in advocating antishingle ordinances as 
a means of lowering fire loss in cities, The 
marshal in his address quoted from a speech by 
Abraham Lincoln: 

‘‘In this, and like communities, public senti- 
ment is everything. With public sentiment, 
nothing can fail. Without it, nothing can suc- 
ceed. Consequently, he who molds public 
sentiment goes deeper than he who enacts stat- 
utes and pronounces decisions.’’ 

Mr. Bevan adds: ‘‘ Perhaps there is a lesson 
here for the shingle industry.’’ 

Along the same lines, the bulletin gives the 
present status of the roofing ordinance under 
consideration by the board of aldermen of New 
York, together with a clipping from a daily 
newspaper illustrating the point that ‘‘ constant 
education of the public that elimination of wood 
shingles will give them fireproof roofs, but— 

‘¢The truth is that a great number of Class C 
roofings which are*to be permitted in New York, 
and are always permitted in cities banning wood 
shingles, are just as inflammable as good red 
eedar shingles; but how can the public know 
this???’ 


Developing Demand for Coast Woods 


SEATTLE, WAsH., Dec. 24.—Fred T. Satter- 
ford, who has gained wide experience as an ex- 
porter on both coasts of the United States, and 
who is intimately familiar with marketing prob- 
lems affecting lumber, is once more a resident of 
Seattle. 

A year ago Mr. Satterford was in New York, 
where he made a close study of lumber require- 
ments, having given special attention to a policy 
of encouraging the ownership of wooden homes 
of modern type as a field for market extension 
of fir. 

Mr. Satterford says bluntly that current prac- 
tices of handling lumber for the east coast ought 
to be revised and reformed. It is no longer 
sufficient to dump West Coast lumber on the 
Atlantic seaboard—and let it go at that; 
furthermore, if West Coast lumbermen would 
only go at the problem intelligently they would 
quickly be able to develop a demand for at least 
three times as much fir lumber as New York and 
other east coast centers are now taking. The 
keynote of Mr. Satterford’s plan is to secure 
popular approval of the wooden residence, mod- 
ern in plan and construction, relatively inexpen- 
sive, easy to finance, and presenting all the 
comforts and advantages of up-to-date progress. 
He says: 

In my opinion, the great objective of the Pacific 
coast lumber advertising and trade extension pro- 
gram should be the urban communities of the 
eastern States, because there the possibilities for 
increasing the sale of our lumber are far greater 
than is generally realized. 

We have to sell the idea of brand new, modern, 


reasonably priced, attractive frame dwellings, as — 


against dilapidated, twenty to  thirty-year-old 
“shacks” which are in the great majority in 
thousands of the smaller towns. 

In this direction alone the demand for our lum- 
ber can be doubled within one or two years. In 
addition to advertising in trade papers and among 
the actual dealers in Inmber products, I think 
most of the funds and efforts available should be 
used to show communities what the inside of a 
modern, cheap bungalow looks like when it is 
ready for occupancy. Maybe you think they all 
know; but very few of them do. So they just 
drift along, with what they have always had. 

In every one of these communities there are 
families able to finance a new home. Why not 
try this out? Send the trade extension assistant 
to one of these communities. Have him tell the 
local retailers and banker that you will erect one 
modern, inexpensive, attractive dwelling using 
Pacific coast lumber, which you will supply—the 
materials other than lumber to be purchased lo- 
cally. BExplain that the idea is to create a de- 
mand for new wooden houses in place of old ones. 
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Have the banker find a local man who will buy 
the dwelling at cost price, or even at a small dis- 
count; it being agreed that this model house, 
when completed, shall be open for inspection by 
the public for thirty to sixty days. Invite the 
entire countryside to see it. Have notices dis- 
played that Pacific coast lumber from the great 
forests of the West was used; pound in the cheap- 
ness of the price, the ease of financing through 
mortgage or building and loan association, and 
particularly the infinite superiority over the 
tumble-down, dismal, out-of-date, “it’s-had-its-day” 
dwelling—and a larger demand for new wooden 
houses in that district will have been created, 
spelling benefit to manufacturer, retailer, furnish- 
ing man and numerous others right along the line. 

The eastern field for West Coast lumber has 
hardly been scratched. The possibilities are un- 
limited back from the seaboard, where our lumber 
is being sacrificed at present. 

Don’t look at the trade extension fund only, 
but consider the unprofitable c.i.f. prices you are 
getting for the many hundreds of million feet 
being shipped. 


Logging School to Discuss Scaling 


PorTLAND, OrE., Dec. 24.—The lumbermen of 
eastern Oregon and the Inland Empire will hold 
their next monthly logging school at Baker, 
Ore., on Jan. 15, with the Oregon Lumber Co. 
as host. The entire time of this meeting will 
be devoted to log sealing discussions. Definite 
action will be taken on a proposition made at 
the December meeting in La Grande; by E. C. 
MacGregor, of the Boise-Payette Lumber Co., 
Boise, Idaho, that a series of Inland Empire 
logging congresses be held, at which the prob- 
lems of pine logging can be considered. 


Named Trade Extension Engineer 
[Special to AMPRICAN LUMBERMAN via Air Mail] 

San Francisco, Cauir., Dee. 28.—The Cali- 
fornia White & Sugar Pine Manufacturers’ As- 
sociation, with headquarters here, announced to- 
day that it had engaged Prof: Emanuel Fritz as 
trade extension engineer for the coming year. 

C. Stowell Smith, secretary-manager of the 
association, in commenting upon the. appoint- 
ment said: 

Prof. Fritz has since 1919 been professor of wood 
technology and lumbering in the department of 
forestry at the University of California. He comes 
to us well equipped to carry on field work in our 
new trade extension cam- 
paign. After graduating 
from the mechanical en- 
gineering department of 
Cornell University in 
1908 and following four 
years of work in engi- 
neering he entered the 
Yale School of Forestry, 





EMANUEL FRITZ, 
San Francisco, Calif. ; 


Trade Extension Engineer 
California — Associa- 
tion 





graduating in 1914. Ul- 
timately he joined the 
United States Forest 
Service where his first 
work was as field agent 
in a comprehensive study 
of the problems of the 
lumber industry conduct- 
ed by that department in 
1915. During the war he served as captain in 
the air service, commanding a squadron at the 
Second Corps School in France. His work at the 
University of California has brought him in close 
touch with the California pine forests and mills 
and their products, and he is therefore well ac- 
quainted with California woods. 


Prof. Fritz will act as trade extension en- 
gineer of the association, and will visit the prin- 
cipal lumber markets of the United States to 
acquaint users of sawmill products with the 
versatile qualities of the woods of the California 
pine region and to develop new uses for them. 





Factory and industrial users of lumber, retail 
yards, architects and contractors will be visited. 
The association has assembled a number of full 
length samples of the products of its members 
which are to be placed on display at the various 


‘conventions of lumber dealers and lumber users 


during the convention season. 

When a representative of the AMERICAN LuM- 
BERMAN called to interview Prof. Fritz con- 
cerning his plans, he said: 

The university has given me a year’s leave of 
absence to obtain a more intimate knowledge of 
the problems of lumber manufacture, distribution 
and utilization. We need to have a keener appre- 
ciation of the problems of the lumber industry to 
guide us in recommending the practice of forestry 
on private lands, and we need for the same reason 
to know also how the future for lumber and lumber 
products will be influenced by the settling of the 
country, the subsidence of building booms, the 
changes in standards of building, and the compe- 
tition of substitutes for wood. 

It is my purpose to get as much information on 
these matters as possible during the next twelve 
months. I consider my connection with the Cali- 
fornia pine industry as a most fortunate one in 
that it will give me the closer contacts I desire, 
while at the same time I will be performing a use- 
ful service for the industry. 

Commenting on the California pines, Prof. 
Fritz said: ‘‘Well, no one has ever had to 
apologize for a white pine.’’ 

Prof. Fritz assumes his new duties Jan. 1. 
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Specifies Creosoted Wood Stave Pipe 


SEATTLE, WASH., Dec. 24.—The Seattle board 
of public works has approved specifications for 
500,000 lineal feet of creosoted wood stave pipe, 
to be used in repairs on two pipe lines bringing 
Cedar River water into the city. Specifications 
eall for 250,000 feet of staves for 42-inch pipe 
and 250,000 feet of staves for 60-inch pipe, all 
Douglas fir, creosoted and delivered in carlots 
at the Lander Street shops in Seatfle; at Lands- 
burg; Sandstrum Spur, Renton, and Ninth Ave- 
nue South, Seattle. 


Argentina Fir Trade Growing 


San Francisco, Cauir., Dec. 24.—Shipments 
of lumber to the Argentine, a trade practically 
heretofore unknown, has exceeded all expecta- 
tions of the Chas. R. McCormick Lumber Co., 
which is shipping cargoes south every month on 
the McCormick steamers, operating as the Pa- 
cific-Argentine-Brazil Line. 

“Up until three years ago,’ declared J. Walter 
Kelly, sales manager of the Chas. R. McCormick 
Lumber Co., “‘the Argentine received only small 
quantities of timber products from time to time 
from the Pacific coast of the United States. 
Through the introduction of the Pacific-Argentine- 
Brazil line by the United States Shipping Board, 
the trade increased. At the time of the purchase 
of this line by the Chas. R. McCormick Co., this 
trade had become one of the principal outlets for 
Pacific coast export lumber. The private operation 
of the line has made possible quick shipment, caus- 
ing a general upward trend of the business to 
those southern countries.” 


Demand for the lumber has been such during 
December that W. J. Mulligan & Co., of San 
Francisco, have chartered one of the McCor- 
mick steamers for one trip to the Argentine. This 
steamer will carry south the first complete cargo 
of Douglas fir shipped from the West Coast to 
South America. The vessel will sail from San 
Francisco direct to the River Platte. The entire 
cargo is consigned to one buyer, and carries 
every grade manufactured by the Douglas fir 
mills. The shipment aggregates 4,500,000 feet, 
representing more than one-quarter of the total 
imports of Douglas fir received in the Argentine 
during 1925, and more than the entire country of 
Uruguay received during the same period. 

The regular service established by the Me- 
Cormick line makes the South American as 
close as most European markets, the average 
time in transit being thirty days. The ships, 
which are sent around the Horn, call first at 
Buenos Aires and then work northward. 


ES 





and Allied Interests of Pacitfie-Coast 


“Cal Pine” Plans Trade Extension 


San Francisco, Cauir., Dec. 24.—The adver- 
tising committee of the California White & 
Sugar Pine Manufacturers’ Association this 
week approyed the 1927 advertising plans, ap- 
propriated more than $100,000 to.cover the 
budget for this work, and mapped out a new 
scheme of trade extension. Austin Black, adver- 
tising manager of the association, was given the 
title of manager of trade extension and adver- 
tising, and placed in charge of all promotional 

1 activities of the asso- 
ciation. 

The proposed adver- 
tising and promotional 
scheme will be divided 
into three different ac- 
tivities or phases: (1) 
Advertising space in 





AUSTIN BLACK, 
San Francisco, Calif. ; 


Manager Trade BHxten- 
sion and Advertising 





publications. (2) Direct 
by mail advertising. (3) 
Trade extension. Under 
trade extension will be 
subdivisions, including 
exhibits at meetings of 
lumbermen and _ build- 
ers; follow-ups of in- 
quiries received in answer to advertisements, and 
the service of trade extension men codperating 
with wholesalers’ salesmen. 

The advertising in periodicals will include 
space reaching prospective home builders and 
consumers, and trade journal copy will be pre- 
pared and inserted to reach architects, builders 
and contractors, the industrial trade and the re- 
tail lumber yards. 

Under the trade extension phase will also be 
prepared and distributed new booklets dealing 
fully with the new trade marking scheme of the 
association. Under this plan, all lumber shipped 
to retail yards will be marked with ‘‘O. K. ‘Cau’ 
PINE’’ for public identification. The grade 
marking of lumber has not yet been adopted 
by the association as a whole, and will not be 
included in the general advertising scheme for 
the year. 

Two men have been obtained by the associa- 
tion for trade extension work during the coming 
year. They are Prof. Emanuel Fritz and C. D. 
Oliver. Prof. Fritz has been a professor of 
wood technology and lumbering at the Uni- 
versity of California, Mr. Oliver has been con- 
nected with the association for some time as an 
inspector. 


Pay Nothing, Yet Reap Benefits 


SEATTLE, WasuH., Dec. 24.—A fir lumberman, 
foremost among the shining lights of the indus- 
try, lives in an exclusive residential section, 
which, in keeping with exclusive circles else- 
where, employs a community watchman to see 
that burglars and other night prowlers commit 
no depredations. 

As Mr. Lumberman was sitting in his office, 
absorbed in holiday thought and suggestions of 
Christmas cheer, he was approached by one of 
his associates, a contributor to the fund through 
which the watchman was maintained. 

“What do you think of a subscription as a 
Christmas remembrance for our faithful watch- 
man,” asked the visitor. 

“Fine,” answered Mr. Lumberman, “here’s $5; 
I give it gladly; moreover, I’m happy to know 
that you’ve thought of it.” 

“Well,” replied the other, “it’s certainly high 
class that you feel that way. You'd be surprised 
to know that some of our neighbors have turned 
this subscription down flat; also that they don’t 
even give anything for the watchman’s wages, 
although they benefit from his services as much 
as you do. And one of them is a lumberman.” 
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“You don't tell me,” exclaimed Mr. Lum- 
berman. “They pay nothing, yet they reap the 
reward of our efforts. Now, I understand why 
some lumbermen won't join their own association.” 


Optimistic Over Lumber Outlook 


SEATTLE, WASH., Dec. 24.—One of the most 
distinguished visitors to Seattle during the 
present week was Charles R. McCormick, presi- 
dent of the Charles R. MeCormick Lumber Co. 
and president of the McCormick Steamship Co. 
He has just completed an inspection of proper- 
ties in Washington and Oregon, including the 
great mills at Port Gamble and Port Ludlow 
and the logging enterprises on the Olympic 
Peninsula. 

Mr. McCormick was accompanied by Ernest 
H. Meyer, vice president and general manager 
of the lumber company, with headquarters in 
Portland; and in this city he was joined by R. W. 
Condon, manager of the McCormick properties in 
Washington. 


There is a note of distinct optimism in Mr. 


McCormick’s view of the outlook for lumber. 
‘*Lumbermen of the Pacific Northwest are an- 
ticipating better prices and more satisfactory 
conditions in the industry during 1927 than 
have prevailed throughout 1926,’’ he says. He 
observes that although a large volume has been 
made by the fir mills, this has been done during 
a period of low prices and unfavorable condi- 
tions, with the result that profits have been very 
small. 


While on the Columbia River, Mr. McCormick 
attended the opening of the new plant of the 
St. Helens Pulp & Paper Mills, at St. Helens, 
Ore. This new enterprise, which has been 
launched at an initial outlay of $2,500,000, is 
affliated with the McCormick interests. The 
mills are eminently modern, with machinery of 
the latest type, and they have a daily capacity 
of fifty tons of kraft paper. The plant has 
been constructed in such a manner that another 
unit may be added at any time, in order to in- 
crease production. Paper turned out by this 
plant is manufactured from sawmill waste sup- 


plied by the McCormick: mills on the Columbia 
River. 


Company Appoints Forester 


San FRANcIScO, CAuLIF., Dec. 28.—As a result 
of the passage of State amendment No. 22, which 
exempts growing trees from taxation, the Sugar 
Pine Lumber Co., of Fresno, has announced the 
appointment of Burnett Sanford, formerly of 
the United States Forest Service, as forester of 
the company. Mr. Sanford will devote his time 
to reforestation and fire prevention in the log- 
ging regions. He will also coéperate with the 
State forester in carrying out the smoking rules 
of the dry months through the lands of the lum- 
ber company. 

Reforestation activities, which have been 
greatly increased by the passage of the amend- 
ment freeing commercial timber from taxation, 
are being felt throughout the lumber industry. 
Many of the companies are now cutting down 
to only 20 inches while before the passage of the 
law trees down to 12 inches were cut out for 
sawmill. 


“Old Witch House” on Cape Ann Remodeled 


Famous not only for its antiquity and charm, 
but for its romantic association with some of 
the strangest chapters in American Colonial 
history, stands the old ‘‘Witch House’’ at 
Pigeon Cove, Mass. Ancient tales of witch- 
eraft and of pirates have come down through 
the 234 years of the staunch old structure’s ex- 
istence which have added a touch of mystery 
to the flavor of antiquity, making it one of the 
most interesting of all the old houses on the 
picturesque New England shore. 

Pigeon Cove is a 


was known as the ‘‘Garrison House.’’ This 
story makes it a little older, as it was deserted 
by the time the ‘‘witch’’ and her sons fled 
from Salem and they are said to have found it 
a safe refuge. Whatever the truth of its build- 
ing may be, it seems to be certain that one of 
the accused women of Salem and her sons lived 
in it, and that it must be at least 234 years old. 

In 1692 there wasn’t even a trail around that 
end of the cape and when the road was finally 
built, the old house was hidden back among 


small paned windows. The inside was crude 
in construction, having heavy, hand-hewn tim- 
bers throughout, denoting its great age: Ex- 
amination shows it to be have had additions at 
different periods, but all of them are of a 
very early date. 

‘*The rambling old pile abounds in entrances. 
Inner doors to unexpected passages lend an 
impression of mystery. One can almost get lost 
in the many twists and turns in the attics of 
the various parts. On the stairway to one attic 
is a paneled door 





charming little village 
just outside of the 
town of Rockport on 
that artist’s paradise, 
Cape Ann. It is close 
to Gloucester, where 
the first house was 
built in 1631 and 
where many of the 
oldest buildings in the 
United States are to 
be found. 

The Witch House 
was built in or before 
1692 and the story of 
its building is one of 
the fascinating tales 
with which Cape Ann 
abounds. 

During the witch- 
eraft excitement of 
1690-1692 which cen- 
tered in Salem and vi- 2 
cinity, two young men 
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which leads to a chim- 
ney smokehouse where 
meat and fish were 
eured. In the door- 
yard is a deep stoned- 
in well with an ancient 
windlass and in a 
small court between 
the additions may be 
seen the remains of an 
old rose garden.’’ 
*¢For over two hun- 
dred years this old 
house has been the 
most picturesque 
building on that side 
of Cape Ann, and the 
mecea of visitors from 
all parts of the United 
States, who find beau- 
tiful Gloucester and its 
vicinity the most de- 





of Salem rescued their 
mother, who was one 
of the accused, and 
fled with her to the forest for safety. The for- 
est at that time covered practically the entire 
eape. The refugees camped in the woods for 
a time, hiding in a hollow, protected in front 
by a ledge of rock and in the rear by a high 
hill now known as Pigeon Hill. It made an 
ideal camping place as they were completely 
hidden and also shielded from the sharp winds 
and severe storms so frequent along that coast. 

After a time, as they were not discovered, the 
men built a log cabin in which they remained 
secure for another period. Meanwhile, accord- 
ing to tradition, they erected a house in the 
hollow, built of heavy timbers, hewn from the 
surrounding pine forest by the broad axe. This 
house is the southern part of the present build- 
ing and stands today almost exactly as con- 
structed by the hardy pioneers of 234 years ago. 


Another Tradition About the House 


There is another tradition about the origin 
of the old house, however, equally romantic. 
It was said to have been erected as a defense 
against the pirates who frequently raided the 
coast in the days of the ‘‘Spanish Main’’ and 


The Old Witch House of Pigeon Cove, Mass., in winter. Built in 1692 


the trees. Some of the old trees still stand 
near it and today it is still called the ‘‘Old 
Witch House.’’ 

The house was recently purchased by Oliver 
E. Williams, of Annisquam, and remodeled and 
modernized to some extent, for use as a sum- 
mer. home. Mrs. Williams is a lineal descendant 
of the original ‘‘witch,’’ it is claimed, and the 
family has taken great joy in making over the 
historic house into a livable home without de- 
stroying any of its tradition or its atmosphere 
of antiquity. 

‘*Tt is a rambling, weatherbeaten, many- 
gabled old house,’’ writes Mr. Williams. ‘‘It is 
built throughout of native pine, boards covering 
the roof varying from 12 to 24 inches in width, 
Some of the timbers are 22 inches wide by 
6 to 8 inches thick. There are a few places 
where worms have bored it but surprisingly 
few and the damage is very slight. The original 
shingles were rived and shaved, but they disap- 
peared long ago and were succeeded by modern 
sawed stock. 

‘*The original part of the house, the south 
end, had an overhanging second story with 


lightful place to put 
in their vacation days. 

Mr. Williams de- 
scribes the remodeling 
process briefly and somewhat whimsically as 
follows: ‘‘The plumbers have put in three 
new bathrooms,’’ he writes, ‘‘and thrown out 
the old one which was not an antique, however, 
by about 200 years. I think they have put in 
two miles of water pipe, hot and cold. Masons 
have rebuilt partly the old chimney, stirring 
up soot and dirt of more than 200 years’ ac- 
cumulation. It has been a study to preserve 
the antiquity and we have met with surprising 


success. The house had been painted white by ~ 


the former owner and a portico built under 
the second-story over-hang. We had the portico 
and paint removed and the wood scraped. Now 
the whole structure is a fine, old, weather-beaten 
eolor with the natural wood and the old over- 
hang with the timber ends in full view. 

‘*One of the old rooms shows the great hewn 
timber walls inside without any paint. The 
family have the antique fever in severe form 
and have picked up all the old-time stuff— 
high boys, low boys, corner cupboards, pie crust 
tables and chairs of all sizes and shapes, but 
none of them comfortable. But they get gen- 
uine pleasure out of it.’’ 
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Value of Association Membership 


ATLANTA, GA., Dec. 28.—An interesting and 
worth-while evidence of the value of associa- 
tion work to lumber and building material 
dealers is noted in a recent experience of a 
number of dealers in Atlanta who are members 
of the Building Material Dealers’ Association. 
Two or three of the dealers lost several hun- 
dred dollars by not taking advantage of the 
fact that they are members, while two or three 
others saved several hundred dollars because 
they did take advantage of their membership. 

The purpose of the association is to obtain 
for its members accurate information pertain- 
ing to the credit standing of any person in 
Atlanta who buys building material of any 
type, and on file in the offices of the associa- 


fact that the woman did not own the lot she 
was building on. Naturally, they refused then 
to send anything else, and they now have sev- 
eral hundred dollars invested in a half finished 


house built without the knowledge of the real 


owner of the lot. 


Canadian Exports to United States 


WaAsHINGTON, D. C., Dec. 27.—Products of 
Canadian forests now account for more than 
one-half of the total domestic exports to the 
United States, according to the Canadian De- 
partment of the Interior. For example, in Sep- 
tember of this year Canadian exports to the 
United States had a total value of $39,645,289. 
Of this total, wood and paper exports were 





Hiram and His Chicken Stable 


A good deal of amusement was created at the sales convention of the 
Natalbany Lumber Co., recently held at the company’s headquarters at 
Hammond, La., by the circulation of postal cards on which was printed, in 
Pennsylvania Dutch, the yarn appearing below. 


These cards were brought to the meeting by B. E. Fitzgerald, of the 


B. E. Fitzgerald Co., sales representative at Reading, Pa., of the Natalbany 
cempany, and were distributed among the salesmen in attendance as ex- 
amples of a publicity stunt which because of its originality and humor has 





attracted considerable attention. 


follows will help you out. 


from Ezra Smetzer. 


telephone and called up Ezra. 
do you think that | can use it? 


from the bill.’’ 





If you do not happen to be a Pennsylvania Dutchman, and so experience a 
little difficulty in comprehending the text of the original, the translation that 


DER HIRAM UND SEI HOLTZ 
[Pennsylvania Dutch] 


Der Hiram Rauchkopf hot en hinkelshtoll bowa wella und ehr hot holtz fom Ezra 
Shmetzer gekawft. Wie ehr des holtz gegrickt hot, hot ehr’s bagoockt und noh iss 
ehr grawd onn die tellyfone und hot der Ezra ufgerooft. 

‘“‘Hullo! Hullo! Hullo! Iss des dich Ezra? Wos des donnerwetter iss letz mit 
dich? Ich hob sex-bei-ocht tzul holtz g’oddert und du husht mich ocht-bei-sex 
g’shickt. Wie in de welt denksht du os ich’s usa konn? Und, fer’s noch shlimmer 
tzu mocha, awdlich dafon iss foll gnorra, und die doona die hinkel oll aus-picka fer 
mich. Fer so ferdeiwelte holtz setsht mich ebbes ob-shmeissa fom bill.’ 

“Ferdommtsie net!” greisht der Ezra tzurick. ‘‘Drai die shticker holtz unnersht- 
ewwersht und du die gnorra naiwich der doch. 
far onn die gnorra. Noh won sie blenty exercise hen gricksht du mai oiya fon sie. 
In shtots fon ebbes ob-shmeissa setsht du en dawler mai betzwala fer sel holtz.” 


THE HIRAM AND HIS WooD 
[ Translation] 
The Hiram Rauchkopt wanted to build a chicken stable and he bought wood 


When he got this wood, then he looked it over, then he went right away to the 


“Hello! Hello! Hello! Is this you Ezra? What this thunderweather is wrong 
with you? I have ordered 6x8-inch wood and you sent me 8x6. How in this world 


“And to make it that much worse, a lot of it is full of knots, and these the chickens 
will all pick out for me. For such devilish wood you should throw something off 


“For Damn no,” hollers Ezra back, ‘“‘turn the pieces of wood upside down, and 
put the knots near the roof then the chickens must jump up to get at the knots, 
then when they have plenty of exercise you'll get more eggs from them, and in 
place of throwing something off you ought to pay a dollar more for that wood.” 


Don missa die hinkel nuf-choompa 





tion is detailed information concerning the 
credit of hundreds of Atlanta buyers of lum- 
ber and material. 

Recently a woman whose name cannot be 
divulged endeavored to purchase lumber and 
material for a house she proposed to erect on 
a lot which she claimed to own, and the first 
of the dealers she went to on investigating the 
matter through association headquarters learned 
that this woman did not own the lot at all, and 
therefore, of course, refused to supply the ma- 
terial except on a cash basis. In the meantime 
she had got in touch with two or three other 
dealers who were also members of the asso- 
ciation but who accepted her word for it that 
she owned the lot, and therefore did not take 
the trouble to investigate. The materials were 
shipped and the house partly completed be- 
fore the secretary of the association became 
aware of it, and called the attention of the 
dealers who had supplied the materials to the 





valued at $20,619,066. The figures for the 
one month are not exceptional, since in the 
twelve months ending with September, Cana- 
dian wood, wood products and paper exported 
to the United States were valued at $241,745,327, 
or more than half of the total exports of $468,- 
713,748. 

Consul H. 8. Tewell reports from Vancouver, 
B. C., that the Canadian provincial forestry de- 
partment is authority for the statement that 
log exports from that Province last year totaled 
210,418,000 feet, against 240,531,000 feet in 
1924. Mr. Tewell adds: 

Inasmuch as declared exports of logs to the 
United States in 1925 amounted to 201,217,000 
feet, it would appear that exports of logs to Japan, 
the only other country buying logs in this market, 
during that year amounted to about 9,000,000 feet. 
Similarly, in 1924 declared exports to the United 
States amounted to 200,350,000 feet, indicating 
exports to Japan that year of approximately 40,- 
000,000 feet. 


- . . 
Wood Shingle Gains a Point 

New York, Dec. 27.—Joseph V. McKee, the 
aldermanic president, has suggested an amend- 
ment to the ordinance. He would permit ex- 
tension of the period for wooden shingle elim- 
ination to fifteen years. The ordinance would 
have required the substitution of metallic 
shingles within a period of ten years. In oppo- 
sition, Mr. McKee said: ‘‘Most small homes 
have been purchased on a plan under which the 
mortgages are amortized in between ten and 
eleven years. The expense of reshingling might 
interfere with the owners’ financing and pos- 
sibly cause loss of homes.’’ Whether or not 
Mr. McKee’s attitude will result in sidetrack- 
ing the entire ordinance remains to be seen, but 
nevertheless the advocates of the wood shingle 
have gained a very important point. 


Mill Visitors Receive Mementos 


Boeauusa, La., Dec. 20.—Each visitor to the 
plant of the Great Southern Lumber Co., and 
the Great Southern Paper Co. on Nov. 12, fol- 
lowing the close of the annual convention of the 
National Retail Lumber Dealers’ Association, 
received recently as a memento of the occasion 
a private mailing folder containing ten views 
taken on these properties on that day. The dele- 
gates are shown visiting the mill and paper 
plant and at the barbecue and entertainment at 
the country club in the afternoon. The folders 
were prepared and mailed by the Great Southern 
Lumber Co. 


Housing Situation in Massachusetts 


Boston, Mass., Dec. 28.—Lumber dealers are 
much interested in surveys which are being con- 
ducted here by real estate experts and by munici- 
pal and State authorities, and which seem to 
indicate that single family houses are now less 
in demand than two-family houses or apartments 
in large blocks. It is axiomatic that the single 
family home requires the largest proportion of 
lumber. 

The survey has shown that in several Boston - 
suburbs, notably Newton, Winchester and other 
cities and towns of similar character there are 
a number of vacant one-family houses. In the 
larger centers, such as Boston and Springfield, 
also there is less demand for the cozy one-family 
home. Builders have found in most of the larger 
cities that vacant single family houses are more 
difficult to rent or sell, and most of those under 
construction at present are reported to be built 
for sale to waiting purchasers. 

Chairman Charles H. Adams, of the State com- 
mission of necessaries of life, is now conducting 
a wide survey of the entire housing situation 
throughout Massachusetts. More than a thou- 
sand real estate experts and municipal officials 
are coéperating to make Mr. Adams’ report on 
the survey as complete as possible. From the 
returns thus far received it is expected that the 
result will show that the housing problem for 
the ensuing year will be about normal, with 
between 5 and 7 percent of the homes in the 
State unoccupied. At this time last year there 
was an increasing number of vacancies in rentals 
of homes and apartments costing more than $40 
a month. This year’s returns indicate that the 
vacancies will include many at and around the 
$35 figure. ; 

The largest number of vacancies will probably 
be shown to be in the two-family homes, with the 
brick apartment class next. James H. Hender- 
son, of Henderson & Ross, Boston, believes that 
the construction of one-family homes in many 
sections has been overdone and that the build- 
ers are beginning to realize this fact and turn 
to the multiple homes. He believes that the 5 to 
7 percent vacancy estimate shows a healthy eco- 
nomical condition and indicates a good buying 
and building year in 1927. 

The city authorities find that there is a short- 
age in some quarters of Boston. This is limited 
almost entirely to the non-heated apartments, 
with the steam-heated rentals showing a good 
margin of non-occupied places. However, the 
non-heated apartments renting from $20 to $45 
are usually in demand among the so called mid- 
dle and working classes. 

















ene ee 


a 


es 





76 AMERICAN LUMBERMAN 


JANUARY 1, 1927 





Important Events in the Southern Field 


Announces Pine Salesmen’s Meet 


New Orueans, La., Dec. 27.—Secretary-man- 
ager H. C. Berckes, of the Southern Pine Asso- 
ciation, has announced further details of plans 
to promote greater codperation between produc- 
ers and selling forces, the first step having been 
taken to organize sales representatives for sub- 
seriber mills, in early December, at an initial 
group meeting in Chicago, attended by a large 
number of salesmen, sales managers and com- 
mission men from Illinois, Wisconsin, South 
Dakota, Minnesota and Iowa. This idea of allow- 
ing sales representatives to step into the picture 
is a new one—at least in the lumber industry— 
for the Chicago group meeting was the first of 
its kind in the lumber industry. 

“The December meeting was so effective from 
all angles,” said Mr. Berckes, “that we have de- 
cided to have another group meeting in Chicago 
on Jan. 11. However, we expect to accomplish 
even more at the second than we did at the first. 
A salesman of any product not only must he be 
fully informed about his own product, but also 
he must be equally informed about competitive 
products. Our research staff has developed many 
data which will be of inestimable value to him 
in his work. He, on the other hand, is in posses- 
sion of facts which we, as producers, are eager 
to learn. These group meetings, in my estimation, 
are the most desirable form of producer-salesman 
eontact. There is no lost motion—no irksome 
correspondence ; a direct personal appeal may be 
made that will put the proper kind of selling 
punch behind our product. Other sectional groups 
will be organized in a similar manner, at central 
points, preliminary work having been done toward 
organizing additional groups. It has been de- 
cided that only a minimum number of subjects 
will be discussed at each meeting, but they will 
be discussed thoroughly, and a committee has 
been named to decide on the most important.” 


Building New Hospital 

SILSBEE, TEX., Dee. 27.—Construction work 
has begun on a modern hospital here, which is be- 
ing established by the Kirby Lumber Co. The 
former home of James L. Kirby is being com- 
pletely remodeled and two wings will be added. 
The whole, when finished, will be one of the most 
modern and up-to-date hospitals, both in point 
of medical staff and equipment, in southeast 
Texas. 

No expense will be spared to outfit the hos- 
pital with the best equipment obtainable, and 
there will be special operating rooms and special 
laboratory equipment and an X-ray machine. Dr. 
J. H. Dameron, formerly of the Frances Ann 
Lutcher Hospital at Orange, will be the chief 
surgeon, and in addition to an efficient staff of 
nurses and doctors in Silsbee, will be assisted 
by a corps of fifteen doctors located at the dif- 
ferent Kirby mills. 


Sa Ee 


Presents Bibles to Employees 


Houston, TEex., Dec. 27.—More than two 
hundred dozen copies of the Bible were distrib- 
uted Christmas Day by John Henry Kirby, 
president Kirby Lumber Co., to its employees in 
eastern Texas and Louisiana. They are bound 
in the finest quality of leather, and contain nu- 
merous illustrations, concordance, maps and 
thumb index. 

Mr. Kirby chose the King James’ version, in 
preference to the revised version or the American 
revised standard Bible, not altogether because 
he is old-fashioned in religion as well as govern- 
ment, but because the King James’ version is 
superior in rhythmic beauty and is the classic of 
all the classics of the ages.’’ 

He believes that everyone should read ‘‘The 
Book Nobody Knows,’’ as Bruce Barton char- 
acterized the Bible. He says that it contains 
much of the world’s best literature, common 
sense philosophy and wisdom. No one need 
be a poor citizen as long as he can have a Bible 
and a copy of the United States Constitution, 
according to Mr. Kirby. 

The thought that there was ‘a scarcity of the 
books in the forest homes did not enter Mr. 
Kirby’s mind, as he remembers that even in 


pioneer days nearly every home owned its Bible 
as well as its spinning wheel and powder horn. 
And the Bible was used daily by the hardy fore- 
runners of the modern lumbermen. . 

‘*The Bible has been the world’s greatest 
civilizing influence,’’ said Mr. Kirby. ‘‘Out of 
it shines a star which swings close to us at this 
season. From it comes a faith which has changed 
the course of human thought. I think a Bible 
makes a useful and a very appropriate Christ- 
mas present.’’ 

A message from Mr. Kirby and a facsimile of 
a signature were on the fly-leaf of each gift 

ible. 





Peterpiperisms 
Prize Contest 


Open to any lumberman, or the 
employees of lumbermen. No em- 
ployee of the AMERICAN LUM- 
BERMAN may enter this contest. 


Each contestant may submit as 
many Peterpiperisms for each con- 
test as he desires. 


Each Peterpiperism must be a 
complete sentence and must say 
something about wood, lumber, 
home building, or the lumber in- 
dustry. Prizes will be awarded on 
the basis of originality and clever- 
ness, and winners will be announced 
in the issue of the AMERICAN 
LUMBERMAN next after the date 


each contest closes. 


Peterpiperism Contest for Jan- 
uary ends Jan. 31, 1927. 


FIRST PRIZE..... $5.00 
SECOND PRIZE 3.00 
THIRD PRIZE..... 2.00 


FOURTH PRIZE... 1.00 


Each month the AMERICAN 
LUMBERMAN will designate what 
letter is to be used for the coming 
month. The letter for January will 
be “B.”” All words must begin with 
the letter “B.”” The examples given 
below are just samples showing how 
the letter “S’” is used instead of 
“B,” designated for January: 


Spruce siding spells satisfaction, says 
Sam Smith, senior sawyer Saylor’s 
sawmill. 


Send some shortleaf shiplap Satur- 
day, says south side salesman. 


All entries must be addressed to 
Contest Editor, AMERICAN LUM- 
BERMAN, 431 South Dearborn 
Street, Chicago, Ill., must be 
plainly marked with the month of 
the contest and must be in Con- 
test Editor’s hands by the day con- 
test ends. 











Pine Inspectors Confer 


MempPuis, TENN., Dec. 27.—Southern Pine As- 
sociation inspectors met in the Gayoso Hotel 
here, Dec. 20 and 21. The inspectors are assem- 
bled onee a year by Secretary-manager H. C. 
Berckes, so that they may discuss their work. In 
addition to Mr. Berckes, Assistant Secretary A. 
S. Boisfontaine, Chief Inspector J. E. Jones, 
and C. W. Vuncanon, chief clerk of the inspec- 
tion department also attended. One of the impor- 


tant subjects was enlargement of the inspection 
service, in accordance with a resolution adopted 
at the mid-summer meeting of the association, 
permitting association inspectors to grade ship- 
ments of southern pine for retail lumber deal- 
ers, when the lumber is manufactured by mills 
of non-subscribers and bought under Southern 
Pine Association rules and American Lumber 
Standards. It was made apparent at the meet- 
ing that association inspection service was more 
in demand during 1926 than ever before, as 
inspectors have had numerous calls from re- 
tail lumber dealers, contractors, architects, en- 
gineers and consumers generally. 


Southern Mill’s Christmas Party 


HASLEM, TeEx., Dec. 28.—An _ enjoyable 
Christmas party was held here last week for 
the 400 employees of the Pickering Lumber 
Co., the program being planned by J. W. Me- 
Kee, superintendent of the company, and car- 
ried out by the Welfare and Entertainment 
Society of Haslem. A beautiful cedar tree, 
selected from the forest near Haslem, was 
decorated with seventy-five colored lights and 
other ornamentation, around which the pro- 
gram was carried out. Cornet solos: by Fred 
H. Pennington, a recitation by Miss Dolby, 
and an address by Rev. L. C. Riley, were the 
features. Following this Santa Claus appeared 
upon the scene and distributed candy, fruit, and 
toys to each one of the 180 white children, and 
at the same time announced that he had gifts 
for the colored children. On the following night, 
the colored population gathered about the Christ- 
mas tree and after C. M. Mosby, superintendent 
of the colored school, had rendered a pleasing 
address, Santa Claus again appeared and dis- 
tributed candy, fruit and toys to the 120 colored 
children. 


Making Swamp Into Lumber Town 


Kansas City, Mo., Dec. 27.—The transforma- 
tion of an Arkansas swamp into a town of 1,500 
persons, with a lumber mill as its principal in- 
dustry, has been undertaken by the Dierks Lum- 
ber & Coal Co. The town will be 17 miles north- 
west of Hot Springs and has not yet been 
named. The lumber mill will cost about $500,- 
000. It was announced at the Dierks offices 
here last week that the work will start in about 
thirty days. After the streets are laid out, 2 
sewer system will be built and about 200 houses 
constructed. Waterworks, a school, community 
church and theater also will be built. 

The Dierks company recently placed on the 
market part of a $10,000,000 bond issue, part 
of which will be used in the building of the new 
town and mill and part in the development of 
waterpower to supply its new plant and the other 
plants at Wright City and Pine Valley, Okla. 


Lumberman Heads Commerce Body 


ATLANTA, GA., Dec. 28.—George West, of 
the West Lumber Co., Atlanta, prominently 
identified with the lumber business in Georgia 
for several years, was elected president of the 
Atlanta Chamber of Commerce for 1927 at the 
annual meeting of the chamber held recently. 
In addition to being president of the Chamber 
of Commerce, Mr. West is also president of the 
Georgia League of Building & Loan Associa- 
tions, and chairman of the general sales organ- 
ization of the ‘‘ Forward Atlanta’’ committee, 
which has raised $1,000,000 for a national ad- 
vertising campaign to bring new industries to 
this city. His brother, Herbert J. West, is 
chairman of the board of directors of the 
Georgia Retail Lumber & Millwork Association, 
and a former president of that body. 

Most OF THE mountainous half of the Island 
of Formosa, with fifty-six scattered peaks each 
over 10,000 feet in height, is covered with un- 
exploited primeval forests untouched from time 
immemorial. Their total area is approximately 
4,500,000 acres. 
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Associations Plans and Activities 


Jan. 11—Southern Pine Association Subscribers’ Sales- 
men, Chicago. Second group meeting. 

Jan. 11—Roofer Manufacturers’ Club, Hotel Dempsey, 
Macon, Ga. Monthly meeting. 

Jan. 12-13—Retail Lumber Dealers’ Association of In- 
diana, Claypool Hotel, Indianapolis, Ind. Annual. 

Jan. 13— Philadelphia Wholesale Lumber Dealers’ Asso- 
ciation, Philadelphia, Pa. Annual. 

Jan. 13—Forest Products Association of Maryland, Em- 
erson Hotel, Baltimore, Md. Annual. 

Jan. 13-14—Carolina Retail Lumber Dealers’ Associa- 
tion, Hotel Charlotte, Charlotte, N. C. Annual. 
Jan. 13-14—Virginia State Retail Lumber & Building 
Supply Merchants’ Association, William Byrd Hotel, 

Richmond, Va. Annual, 

Jan. 13-15—Mountain States Lumber Dealers’ Associa- 
tion, Cosmopolitan Hotel, Denver, Colo. Annual. 
Jan. 14—Indiana Hardwood Lumbermen’s Association, 

Claypool Hotel, Indianapolis, Ind. Annual. 


Jan. 15—East Texas Mill Managers’ Association and 
Louisiana Mill Managers’ Association, Alexandria, 
La. Joint meeting. 

Jan. 17—Lumbermen’s Association of Chicago, Associa- 
tion Rooms and Rainbo Gardens, Chicago. Annual. 

Jan. 17-21—Ohio Association of Retail Lumber Dealers, 
Neil House, Columbus, Ohio. Annual. 

Jan. 17-21—Union Association of Lumber & Sash & Door 
Salesmen, Neil House, Columbus, Ohio. Annual, 
Jan. 18-19—National Lumber Exporters’ Association, 

Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 18-20—Northwestern Lumbermen’s Association, 
Nicollet Hotel and West Hotel, Minneapolis, Minn. 
Annual, 

Jan. 19—Southern Hardwood Traffic Association, Hotel 
Peabody, Memphis, Tenn. Annual. 

Jan. 19-21—Ontario Retail Lumber Dealers’ Association, 
Prince George Hotel, Toronto, Ont. Annual. 


Jan. 20-21—Hardwood Manufacturers’ Institute, Hotel 
Peabody, Memphis, Tenn. Annual, 
Jan. 21-—Nylta Club, Grand Central Terminal, New 


York City. Annual, 


Jan. 21—California White & Sugar Pine Manufacturers’ 
Association, San Francisco, Calif. Annual stock- 
holders’ meeting. 

Jan, 21-22—Hardwood Interior Trim Manufacturers’ As- 
sociation, Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 22—Louisiana Retail Lumber Dealers’ Association, 
Alexandria, La. State-wide meeting. 

Jan. 25—Canadian Forestry Association, Windsor Hotel, 
Montreal, Que. Annual. 

Jan. 25—Northern Pine Manufacturers’ Association, Rad- 
isson Hotel, Minneapolis, Minn. Annual. 

Jan. 25-26—Northern White Cedar Association, Radis- 
son Hotel, Minneapolis, Minn. Annual. 

Jan. 25-27—Northeastern Retail Lumbermen’s Associa- 
tion, Hotel Syracuse, Syracuse, N. Y. Annual. 


Jan. 26-28—Pennsylvania Lumbermen’s_ Association, 
Bellevue-Stratford Hotel, Philadelphia, Pa. Annual. 


Jan. 26-28—Western Retail Lumbermen’s Association 
Sees, Fort Garry Hotel, Winnipeg, Man. An- 
nual, 

Jan. 26-28—Southwestern Lumbermen’s Association, 
Convention Hall, Kansas City, Mo. Annual. 
Jan. 27-28—National Association of Railroad Tie Pro- 

ducers, ‘Hermitage Hotel, Nashville, Tenn. Annual. 

Jan. 27-28—West Virginia Lumber & Builders’ Supply 
Dealers’ Association, Morgantown, W. Va. Annual. 


Jan. 28—West Coast Lumbermen’s Association, Olympic 
Hotel, Seattle, Wash. Annual meeting of stock- 
holders. 


Jan. 28-29—American Forestry Association, New Haven, 
Conn. Annual. 


Feb. 1-3—Canadian Lumbermen’s Association, Windsor 
Hotel, Montreal, Que. Annual, 


Feb. 1-3—Retail Lumber Dealers’ Association of Penn- 
ee Wifliam Penn Hotel, Pittsburgh, Pa. An- 
nual. 


Feb. 2—Old Guard Lumbermen, Olds Hotel, Lansing, 
Mich. Annual, 


Feb. 2-3—Kentucky Retail Lumber Dealers’ Association, 
Louisville, Ky. Annual. 


Feb. 2-4—Michigan Retail Lumber Dealers’ Association, 
Olds Hotel, Lansing, Mich. Annual. 

Feb. 9-10—National Association of Commission Lumber 
Salesmen, Palmer House, Chicago. Annual. 

Feb. 9-11—Illinois Lumber & Material Dealers’ Associa- 
tion, Edgewater Beach Hotel, Chicago. Annual. 
Feb. 14—Northern Wholesale Hardwood Lumber Asso- 
ciation, Milwaukee Athletic Club, Milwaukee, Wis. 

Annual, 

Feb. 15-17—Wisconsin Retail Lumbermen’s Association, 
Pfister Hotel, Milwaukee, Wis. Annual. 

Feb. 16-18—Nebraska Lumber Dealers’ Association and 
Cornhusker Knot-Hole Club, City Auditorium, Lin- 
coln, Neb. Annual. 

Feb. 18—Eastern Millwork Bureau, Hotel Pennsylvania, 
New York City. Annual. 

Feb. 18-20—Province of Quebec Retail Lumber Dealers’ 
Association, Lumbermen’s & Hoo-Hoo Club, Mon- 
treal, Que. Annual. 

Feb. 19-26—Own Your Home Building and Equipment 
Exposition, Madison Square Garden, New York 
City. 

Feb. 23-24—Eastern Iowa Retail Lumbermen’s Associa- 
tion, Hotel Lafayette, Clinton, Iowa. Annual. 

Feb. 24-25—Tennessee Retail Lumber & Millwork Asso- 
ciation, Peabody Hotel, Memphis, Tenn. Annual. 

Feb. 24-26—Western Retail Lumbermen’s Association, 
Winthrop Hotel, Tacoma, Wash. Annual. ’ 

March 2-3—Central & Northeastern Iowa Retail Lum- 
bermen’s Association and Northwest Iowa Lum- 
bermen’s Association, Fort Des Moines Hotel, Des 
Moines, Iowa. Joint annual conventions. 

March 3—Lumbermen’s Exchange of the City of Phila- 
delphia, Lumbermen’s Exchange Rooms, Philadel- 
phia, Pa. Annual. 


March 5—Association of Trim Manufacturers (Inc.), 
Hotel Astor, New York City. Annual. 

March 9-10—South Dakota Retail Lumbermen’s Asso- 
ciation, Coliseum, Sioux Falls, 8. D. Annual, 


March 24—North Carolina Pine Association, Monticello 
Hotel, Norfolk, Va. Annual. 





Southwestern Lumbermen’s Association 


Kansas City, Mo., Dee. 27.—The traffic de- 
partment of the Southwestern Lumbermen’s As- 
sociation announces that it has arranged with 
the railroads for a special rate of fare and one- 
half for the round trip, on the certificate plan, 
for all those who will attend the convention from 
all points in association territory, Nebraska and 
from Memphis, Tenn. The convention will be 
held Jan. 26, 27 and 28 in Convention Hall at 
Kansas City, and will be in the nature of an 
exhibit convention, the program and all activi- 
ties being carried out under the one roof. The 
exhibits are being elaborately planned and will 
be of an educational nature. A summary of 
the program indicates that it will be a post grad- 
uate course, with new ideas for the old members 
and proved experiences for the younger lumber- 
men. There will be a number of live wire speak- 
ers who will talk upon timely and interesting 
subjects. There will be discussions on modern 
merchandising and on financing home building, 
in which all dealers are expected to take part. 
An elaborate entertainment program is being ar- 
ranged, and a Hoo-Hoo concatenation is also 
included in the plans. 


Michigan Dealers’ Program 


GRAND Rapips, Micw., Dee. 27.—Arthur M. 
Manning, secretary of the Michigan Retail Lum- 
ber Dealers’ Association, this city, announces 
that a tentative program has been prepared for 
the annual meeting of the association which is 
to be held in Lansing on Feb. 2, 3 and 4, stating 
that ‘‘I feel that we have a real worthwhile 
program outlined and believe every member at- 
tending the convention this year will go home a 
much better posted lumber dealer and a better 
merchandiser of building materials.’’ 

The opening session of the convention will be 
held at 2 p. m. Feb. 2, with an address of wel- 
come by Gov. Fred Green and a response by 
W. H. Barney, of Albion, following which the 
officers will make their annual reports and com- 
mittees will be appointed. The annual meeting 
of the Retail Lumber Dealers’ Mutual Insur- 
ance Association of Michigan will be held im- 
mediately thereafter, followed by a number of 
talks by prominent speakers. 

The Thursday session will be devoted pri- 
marily to discussions of subjects of pertinent 


interest to lumbermen, and prominent retail 
lumber dealers will lead and invite discussion. 
The annual banquet and cabaret will be held 
on Thursday evening at 7 p. m. 

The Friday session will be a continuation of 
the Thursday session, at which subjects of great- 
est interest to retail lumber dealers will be dis- 
eussed. Presidents of the various district 
organizations will make their reports on activ- 
ities in their various sections. The convention 
will close about noon on Friday, Feb. 4, with the 
reports of committees and election of officers, 
though the exhibits will remain open all Friday 


afternoon so that those who wish may inspect 


them. 


Forest Products Association 


BALTIMORE, Mp., Dec. 27.—The Forest Prod- 
ucts Association of Maryland, (Inc.) will hold 
its first annual meeting at the Emerson Hotel 
here on the evening of Jan. 13, and it is ex- 
pected that not only the members, but many 
other lumbermen will attend, for the organiza- 
tion has made rapid progress since it was 
launched last spring and now commands the 
confidence of the trade to a degree that could 
hardly have been anticipated. It is already 
able to point to a series of concrete achieve- 
ments, among them the adoption of a code of 
ethics governing the relations between the re- 
tailers and the other divisions of the business, 
and a credit information bureau, which has facil- 
itated collections. At the annual meeting these 
achievements will be reviewed in the reports of 
the officers, and Secretary Keith Powlison in 
particular is expected to make an important 
statement of activities. 


Nylta Club Sets Date 


New York, Dec. 27.—The annual meeting of 
the Nylta Club will be held Jan. 21, at the rooms 
in Grand Central Terminal. The new season 
opens Jan. 14, when plans will be laid to make 
1927 an even greater year than 1926 in Nylta 
annals. The meeting will be devoted chiefly to 
electing six new directors. The officers whose 
terms expire and who are not eligible to reélec- 
tion aré Joseph Cashin, John Roth, Ryland R. 
Sizer, Irving Benzing, Dwight Deyette and Bar- 
low Shuitt. 





To Create New Standard 


MINNEAPOLIS, MINN., Dec. 28.—Attendance at 
the annual convention of the Northwestern 
Lumbermen’s Association, which is to be con- 
ducted in Minneapolis, Jan. 18, 19 and 20, is ex- 
pected to be the largest in the history of the 
organization. 

Reports being received from throughout the 
territory indicate that there will be full attend- 
ance from all sections of the area represented 
by the organization. 

The slogan of the convention is that ‘‘The 
Thirty-seventh Annual Will Create a New Stand- 
ard for Conventions.’’ This means that the or- 
ganization is undertaking to make the conven- 
tion practical and constructive. There will be 
few frills to the convention, proper, although 
there are to be many entertainment features. 
The delegates to the meeting, however, are to 
spend the major part of their time endeavoring 
to work out ways and means of making the retail 
lumber business more profitable and successful. 

The exhibit of building materials will be more 
comprehensive than ever, evidence that the com- 
panies producing these products recognize the 
importance of the Minneapolis meeting as a 
place in which to display their products. 

The annual Hoo-Hoo coneatenation is being 
given much consideration in preparation for the 
meeting. 

Secretary W. H. Badeaux announces that 
the railroads have granted a special rate of 
fare and one-half for the round trip on the cer- 
tificate plan, which will apply to all points in 
Iowa, Minnesota, North Dakota, South Dakota, 
Nebraska, Montana, to Julesburg, Colo., and 
to points in Manitoba on the Great Northern, 
Northern Pacific and Soo Line, and from 
Winnipeg, Man., via the Canadian National 
and Canadian Pacific railways. Special cars 
will be provided by the railroads from points 
where there are a sufficient number of lumber- 
men to warrant that service. 

There will be four interesting business ses- 
sions during the three days of the convention, 
and a big theater party on the second evening. 
In response to requests from hundreds of 
dealers, a big share of the business sessions 
will be given to discussions and talks on topics 
of vital interest to every dealer, such as truck 
delivery, distribution policies, personal solicita- 
tion of business ete. The building material 
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exhibits will be in full swing during»the en- 
tire length of the convention. _ . 

As it is expected that there will be Over two 
thousand lumbermen in Minneapolis for the 
convention, dealers who are planning to attend 
are urged to make their hotel reservations 
early. 


Pennsylvania Association Plans 


PHILADELPHIA, Pa., Dec. 28.—Arrangements 
have been completed for the thirty-fifth annual 
convention of the Pennsylvania Lumbermen’s 
Association, which will be held at the Bellevue- 
Stratford Hotel, Jan. 26, 27 and 28. The gather- 
ing of retailers from Pennsylvania, New Jersey, 
Maryland and Delaware will rival in many re- 
spects a national conclave, according to the com- 
mittee in charge of the three-day affair. 

A 3 o0’clock Wednesday afternoon, Jan. 26, the 
official gong opening the convention will be 
rung by President Ogden at the annual meeting 
of the board of directors in the office of the 
secretary. This will be held jointly with the 
executive committee and the year’s problems will 
be reviewed and plans laid for 1927. In the 
evening the Young Men’s Dinner will be held, 
followed by a musical comedy, ‘‘The Lumber 
Follies of 1927,’’ presented by young thespians 
from the local retail yards. 

Thursday morning, the district secretaries will 
have a breakfast meeting at 8 o’clock. J. Fred- 
erick Martin, secretary of the association, will 
preside at this gathering, which will be closed 
to everybody except the secretaries. The business 
session will be held Thursday morning and the 
annual banquet is scheduled for Friday evening, 
Jan. 28, with Gov. Harry A. Moore, of New 
Jersey, as the principal speaker. The Cost Study 
Club, a new organization within the association 
will hold its first annual breakfast Friday morn- 
ing. This meeting will be presided over by 
William F. Lucas, cost study expert. The meet- 
ing is open to any retailer interested in lumber 
costs. ; 

How to make profits in a more ethical fashion 
will be the keynote of the session on Friday. The 
ladies will be invited to the annual banquet and 
also to the theater party, Thursday evening, Jan. 
27. Luther C. Ogden, president of the associa- 
tion, has devoted much time and effort toward 
making the approaching convention the greatest 
ever, and in this he has received the ready re- 
sponse of the other committee members. 
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American Forestry Association 


WasHIneToN, D. C., Jan. 27.—At the annual 
meeting of the American Forestry Association, 
which is to be held jointly with that of the Con- 
necticut Forestry Association on Jan. 28 and 29, 
at New Haven, Conn., prominent foresters, edu- 
cators, statesmen and lumbermen will be present 
to take part in the sessions. It is planned to 
make the 1927 meeting of more than ordinary 
interest and significance, and popular discussion 
of the most vital forest problems and movements 
will be invited. 

The meeting will open Friday, Jan. 28, with 
an address of welcome by the mayor of New 
Haven and guvernor of Connecticut. The morn- 
ing session will be devoted to the subject 
‘*Forestry and the Public,’’ and will be pre- 
sided over by Col. Henry 8S. Graves, president of 
the Connecticut Forestry Association. George 
D. Pratt, president of the American Forestry 
Association, will preside at the afternoon ses- 
sion, which will be devoted to the subject, ‘‘ For- 
estry and Industry.’’ William A. Bazeley, con- 
servation commissioner of Massachusetts, will 
be toastmaster at the evening banquet. The 
speakers there will include Dr. A. T. Hadley, 
president emeritus of Yale University; E. A. 
Sherman, associate forester United States For- 
est Service, and Mortimer E. Cooley, dean of 
the engineering department of the University 
of Michigan. 

The Saturday morning session will be given 
over to a discussion of New England forestry, 
with A. F. Hawes, State forester of Connecticut, 
presiding. The afternoon session will be pre- 
ceded by a brief business session and will be 
held jointly with the Connecticut Botanical Soci- 
ety at 2:30. The speakers will include Martha 


Berry, founder of the Berry Schools of Georgia; 
Will Barnes, assistant forester in charge of 
grazing, United States Forest Service; Robert 
B. Goodman, former chairman of the committee 
on economics, National Lumber Manufacturers’ 
Association; Charles Frederick Marvin, chief, 
United States weather bureau; N. M. Rice, vice 
president New York, New Haven & Hartford 
Railway Co.; F. W. Luening, editor Milwaukee 
Journal, and a number of other well known and 
influential names prominent in the outdoor wild 
life conservation field. 

Special excursions will be made. to the Yale 
Forest School at New Haven and various other 
points of interest in the city. 


Union Sash & Door Salesmen 


ToLEpDo, OnI0, Dec. 27.—Following its custom, 
the Union Association of Lumber & Sash & Door 
Salesmen will hold its annual convention during 
the convention of the Ohio Association of Retail 
Lumber Dealers, which will be held Jan. 19, 20 
and 21, in Columbus, Ohio. The salesmen will 
hold their annual banquet on Tuesday evening, 
Jan. 18, in the main ballroom of the Neil House 
and their Old Guard luncheon will be held Tues- 
day noon. Every lumberman who has served in 
any department of the business twenty-five years 
or longer is invited to be present at this interest- 
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ing event. The annual business meeting of the 
salesmen’s association will be held Thursday, 
Jan, 20, at 2:30 p. m., and besides routine busi- 
ness there will be an election of officers and two 
members of the board of directors. 
California Pine Association 

San Francisco, Cauir., Dec. 24.—The annual 
stockholders meeting of the California White 
& Sugar Pine Manufacturers’ Association has 
been set for Jan. 21. The meeting will convene 
at 10 o’clock in the morning. D. H. Stienmetz, 
of the Pickering Lumber Co., vice president of 
the association, and acting president through 
the death of A. B. Heavenrich, is slated for the 
president’s office during the coming year. 


Farm Construction a Feature 


INDIANAPOLIS, IND., Dec. 27.—Charles A. 
Wood, president of the Retail Lumber Dealers’ 
Association of Indiana, was in this city today 
making further preparations for the annual con- 
vention of the organization to be held in the 
Claypool Hotel here Jan. 12 and 13. From all 
indications the banquet this year will tax the 
capacity of the hotel. The annual banquet, 
given the last night of the convention and to 
which all lumbermen, their wives and guests, 
and the material men and their wives and guests 
are invited, has grown each year. Last year the 
crowd was so great that the famous Riley room 
overflowed to the mezzanine floor and it is pos- 
sible that other rooms on the same floor will 
have to be used this year. 

Some of the time of this year’s convention will 
be devoted to farm construction, according to 
Mr. Wood. For the last two years the associa- 
tion has been working with the agricultural ex- 
tension department of Purdue University on 
plans and specifications for farm construction. 
This work has done much good and the conven- 
tion will discuss both what has been done and 


plans for further work along this line for the 
coming year. 

Charles Judson, Snark of the local Hoo-Hoo 
club, is making plans for a concatenation to be 
held the first night of the convention. A dinner 
of Hoo-Hoo and candidates will be held pre- 
ceding the concatenation. It is possible twenty 
or more candidates will be initiated. 


Northern Cedar Association 


MINNEAPOLIS, MINN., Dee. 28.—Announce- 
ment of the annual meeting of the Northern 


White Cedar Association has been issued. The © 


thirtieth annual is to take place at the Radis- 
son Hotel, Minneapolis, Jan. 25 and 26. 

Norman E. Boucher, secretary of the associa- 
tion, is making earnest efforts to have the meet- 
ing widely attended. All dealers in posts, poles, 
ties and pulpwood have been urged to participate 
in the gathering. ‘‘ As a part of the industry you 
will want to have a voice in its conduct,’’ the 
announcement read. According to Mr. Boucher 
the reports will bring out a thorough-going an- 
alysis of the production and movement of north- 
ern white cedar in 1926. 

One of the features of the meeting will be an 
exchange of ideas regarding the prospects for 
1927. This is expected to be helpful, not only 
to the members of the association, but the new- 
comers, as well. 


Old Guard Lumbermen’s Annual 


Detroit, Micu., Dee. 27.—Secretary H. M. 
Jessop, of the Old Guard Lumbermen, this city, 
announces that the organization will hold its 
annual meeting and dinner on the evening of 
Feb. 2 at the Olds Hotel in Lansing. 


Resolutions of Sorrow 


BALtTIMorE, Mp., Dec. 27.—A special commit- 
tee of the National Lumber Exporters’ Associa- 
tion, composed of W. J. Eckman, chairman; M. 
Christie and Alex Schmidt, have drawn up the 
following resolutions of sorrow and regret at the 
death of Fred W. Mowbray of Cincinnati, Ohio, 
who was a member of the National Lumber Ex- 
porters’ Association for many years: 

WHEREAS, Fred W. Mowbray who was a mem- 


ber of our association for a number of years has 
passed on; and, 


WHEREAS, We had always looked upon him as 
a valuable member, possessed of many of those 
qualities that make for a successful career; be it 


Resolved, That in his death we lose a true and 
staunch friend of the lumber industry; and, be it 


Resolved, That a copy of these resolutions be 
sent to the bereaved family, and that an expres- 
sion of sympathy be extended to it and his former 
associates, and that a copy be filed in the minute 
books of the association. 


Lumbermen and Foresters Fraternize 


ToronTO, ONT., Dec. 27.—A joint lumber- 
men’s banquet was held here at the Prince 
George Hotel, last Monday, which turned out to 
be the most important event of this nature that 
has taken place in Toronto for a long time. 
It was practically the first occasion upon which 
both lumber and forestry interests got together 
in a fraternal and practical manner in this 
Province. The Wholesale Lumber Dealers’ As- 
sociation and the Toronto Hoo-Hoo Club were 
the sponsors of the affair, and they rounded up 
an attendance of 125. This included lumber- 
men, foresters and forestry students. The chair- 
man of the Wholesale Lumber Dealers’ Asso- 
ciation, D. C. Johnston, of the Union Lumber 
Co., Toronto, presided, and the guests of honor 
were Hon. William Fuilayson, minister of lands 
and forests for Ontario; E. J. Zavitz, deputy 
minister; C. D. Howe, dean of the faculty of 
forestry of the University of Toronto; and Prof. 
T. W. Dwight, of the faculty of forestry. A 
Hoo-Hoo orchestra under Jack Wachter, of the 
staff of R. G. Chesbro, Toronto, livened the pro- 
gram, and Norman Fox, of Edward Clark & 
Sons (Ltd.), Toronto, conducted the community 
singing. 

Hon. William Fuilayson, representing the new- 
ly elected provincial government, delivered an 
important address, announcing an aggressive 
policy of reforestation, protection and coépera- 
tion with the lumber producing interests of the 
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province. He stated that the department was 
prepared to appoint a commission of capable 
men representing lumber interests, the govern- 
ment and the forestry interests, to make a thor- 
ough study with a view to adopting the best 
policy for promoting the welfare of the lumber 
industry and protecting and perpetuating the 
forests. 

Dean Howe gave a splendid address on the 
work of the trained forester and the value of 
his work to the lumbermen. 

E. J. Zavitz told of the striking results al- 
ready secured in Ontario in reforesting cut-over 
and waste lands. 

Prof. T. W. Dwight spoke briefly regarding 
the course in forestry at the University. 

A. C. Manbert, of the Canadian General Lum- 
ber Co., Toronto, spoke of the lumbermen’s re- 
action to the efforts of the government and the 
university, and moved a vote of thanks to the 
other speakers. 

R. G. Chesbro, Vicegerent Snark of Hoo-Hoo, 
also had a few words to say at the invitation of 
Chairman Johnston. 


Mississippi Valley Salesmen’s Annual 

MINNEAPOLIS, MINN., Dec. 27.—At a brief 
and informal meeting members of the Missis- 
sippi Lumber & Sash & Door Salesmen’s Asso- 


‘ eiation decided today to conduct the associa- 


tion’s annual banquet in Minneapolis the night 
before the opening of the annual convention 
of the Northwestern Lumbermen’s Association. 
That will make the banquet date Jan. 17. 
The salesmen did not undertake to conduct a 
convention at their thirty-sixth annual meeting. 
They confined their activities to making plans 
for the banquet. These officers were elected: 
President—Fred A. Lewis, Minneapolis. 
Vice president—John R. Lenox, Minneapolis. 
Treasurer—T. M. Partridge, Minneapolis. 
Secretary—-J. F. Hayden, Minneapolis. 


These officers, together with F. A. Kingsley 
and C. W. Malloy, also both of Minneapolis, 
will compose the ‘executive committee for the 
coming year. 

Mr. Lenox was named chairman of the com- 
mittee which is to have charge of the annual ban- 
quet. 

While there was no discussion of the prospects 
for 1927 at the meeting, members who were 
present indicated they believed that the new 
year would hold opportunities for the aggressive 
salesmen throughout the territory. 

District Association Elects 

CINCINNATI, OHIO, Dec. 28.—District No. I, 
Ohio Association of Retail Lumber Dealers, re- 
elected Edgar Cummings chairman of the 
group at the annual meeting. Joseph A. Bauers 
was reélected treasurer. The new executive 
committee comprises representatives of the Lock- 
land Lumber Co.; Dexter Lumber Co.; Snook 
Veith Lumber Co.; Cordes Lumber Co., and 
Westwood Planing Mill Co. 
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Wholesalers Hold Christmas Dinner 


PITTSBURGH, PA., Dec. 28.—The annual Christ- 
mas dinner of the Pittsburgh Wholesale Lumber 
Dealers’ Association, held last Wednesday aft- 
ernoon at the William Penn Hotel, with about 
seventy-five present, was the best yet held, in the 
opinion of those present. The Christmas party 
has been a social feature of the association for 
a number of years. Beautiful decorations in 
the room in which the dinner was held were en- 
hanced by colorful lights apropos of the season, 
imparting a Christmas atmosphere. An orches- 
tra rendered music and a mixed quartet sang 
Christmas carols and sacred songs. Those pres- 
ent included principals and employees of com- 
panies represented in the association. 

President H. E. Kelly, of the association, 
served as toastmaster, and addresses were made 
by Rev. Dr. A. R. Robinson, of the Sixth United 
Presbyterian Church, F. R. Babcock and J. M. 
Hastings. Dr. Robinson, the principal speaker, 
spoke on ‘‘ The Joy in Business,’’ dwelling upon 
the theme of optimism. He said an optimist is 
a man who can gather all the lemons received 
during the business activities of the day and 


take them home at night and make of them re- 
freshing lemonade. 

The committee which arranged the affair con- 
sisted of J. G. Criste, chairman; H. E. Kelly, 
E. H. Picket, F. C. Dailey, E. H. Stamm and 
J. G. Montgomery. 
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South Bend Hardwood Election 


SoutH BEnp, INp., Dec. 28.—At the annual 


meeting of the South Bend Hardwood club, 
Monday evening in the Robertson tea room, 
officers were elected as follows: 

President—Paul B. Berry, of the Paul B. Berry 
Lumber Co. 


Vice president—Harold M. Shafer, of the Cyrus 
C. Shafer Lumber Co. 


Secretary-treasurer—Harry H. Maus, of the 
Harry H. Maus Lumber Co. 


Boston Club in Annual 


Boston, Mass., Dee. 28.—Organization this 
year of the Lumber Credit & Research Bureau 
(Ine.) of Boston is to make a great change in 
the future activities and policies of the Lumber 
Trade Club of Boston, whose members created 
the new instrumentality for safe-guarding the 
best interests of the lumber industry and lumber 
consumers in this territory. At the annual meet- 
ing of the club held Dee. 21, in the rooms of the 
Boston Square & Compass Club, it was decided 
that the club will hereafter be a social organi- 
zation meeting once a year, but with funds and 
organization held intact for any future emerg- 
ency that may arise. 

This is substantially the recommendation made 
at today’s annual meeting by the executive 
committe which has been giving the question 
long and careful consideration, and which con- 
sisted of the following prominent retail dealers: 
Granville Fuller, G. Fuller & Son Lumber Co., 
Brighton; George Todd, William Curtis’ Sons 
Co., Robury and Milton; Ralph M. Cleale, Cleale 
Lumber Co. and Cleale Hardwood Co., South 
End, Boston; Sydney Blanchard, Blanchard 
Lumber Co., Winchester; U. M. Carlton, Dix 
Lumber Co., North Cambridge, and Edward I. 
Loud, Rhines Lumber Co., Weymouth. 

It also was voted to hold intact the substantial 
funds of the Lumber Trade Club for use in any 
future emergency that may arise. The sense of 
the meeting was that the proposed social affair 
be held in February each year. The date for the 
gathering in this coming February and the mem- 
bership of the committee to have the affair in 
charge are to be announced in the near future. 

Officers for the ensuing year were elected as 
follows: 

President—J. Edward Downes, Downes Lumber 
Co., Boston. 


First vice president—Frederick D. Sterritt, Cam- 
bridge. 


Second vice president—-Fred Wood, A. M. Wood 
Co., Charlestown. 


Secretary-treasurer—-U. M. Carlton, Dix Lum- 
ber Co., North Cambridge. 


Houston Club Stag Party 


Houston, TEx., Dee. 27.~More than 150 lum- 
bermen attended the smoker and stag party of 
the Houston Lumbermen’s Club in the club 
rooms on the ninth floor of the Bender Hotel 
last week. The entertainment surpassed even 
that of 1925, and only those who attended last 
year can realize the force of that statement. 
Music, entertainment and refreshments were all 
that could be asked. 


Salt Lake Club Elects 


Satt LAKE City, Utan, Dec. 24.—Lon Fisher, 
of the Granite Lumber & Hardware Co., was 
elected president of the Salt Lake Lumber- 
men’s Club at the annual meeting held at the 
Chamber of Commerce this week. O. D. Rom- 
ney, jr., was elected vice president, and ©. L. 
Shaw, secretary-treasurer. Mr. Fisher has been 
secretary of the club during the last year. The 
meeting was in the nature of a Christmas party, 
and presents were distributed among those 
present. 


The Angel - 
of Comfort 


HERE has recently passed away 

a Glasgow lady whose fame de- 

serves to be world-wide. Well, 
indeed, did she merit her title of the 
“Angel of Comfort.” Her story is 
briefly this. 

During the Great War she often 
watched from the curtained window 
of her home the many sad people 
who went into the Stobhill Military 
Hospital opposite. She thought to 
herself: “Those poor fathers and 
mothers will be kept waiting in the 
hospital; they will not be able to go 
direct to the bedside, and when the 
visit is over and their hearts are full 
of pain, and they are too choked to 
speak and the whole world for them 
is a dark and desolate place, they 
have nowhere to go but into the 
crowded streets and the noisy rail- 
way stations.” Then it occurred to 
her to give her home and her days 
to these sorrowing people. They 
should not go into the busy hospital 
with all its jarring, impersonal ac- 
tivity, without a rest for body and 
soul, nor should they return from the 
last farewell to their dear ones into 
the heartless bustle and roar of the 


streets. 
& 


S: through the Great War these 


mournful parents, sweethearts 

and wives, passed through Kate 
Brown’s home, which was called in 
consequence “Quest House.” There 
she received them with free and 
gracious hospitality, and spoke to 
them in those accents of understand- 
ing sympathy and with those re- 
sources of spiritual vision and faith 
that their sore hearts and wounded 
spirits needed above all things. No 
wonder they called her the “Angel 
of Comfort.” 

& 


still used her house for a similar 

purpose and spent all her days 
and strength in the same beautiful 
ministry of consolation. It was no 
infrequent sight outside Quest House 
to see convalescent patients of the 
hospital or ex-Service men who had 
been preyiously cared for there or 
military doctors, pause and silently 
salute and pass on, offering their 
tribute to one who “did what she 
could” to ease the suffering of her 
fellows. 

Now that she has passed to her 
rich heavenly reward there is a 
great host of human hearts all over 
the world who will mourn her pass- 
ing, grateful to God for the “Angel 
of Comfort” who understood them 
in their hour of most bitter need. 


Arai the war, Miss Kate Brown 
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Like Fishing 
for FIRE | 


Every little bit of carelessness involv- 
ing fire hazard—lax regulations about 
smoking, cigarettes, matches, rubbish, 
waste, defective flues, bad wiring, etc. 
—is another baited hook for fire. And 
fire is always ready to bite. 


The keynote of Lumber Mutual Insur- 
ance is fire prevention. We help you 
to get rid of all this dangerous bait and 
to keep fire out. If fire comes, claims 
are promptly adjusted and paid. 


Write any of our companies for special folder 
“Like Fishing for Fire!’ and for further 
information about Lumber Mutual Protection. 





Indiana Lumbermens Mutual Insurance Co., 
of Indianapolis, Ind. 
The Lumber Mutual Fire Insurance Co., of 
Boston, Mass. 
Northwestern Mutual Fire Association of 
Seattle, Wash. 
Lumbermens Mutual Insurance Co., of Mans- 
field, Ohio 
Pennsylvania Lumbermens Mutual Fire 
Insurance Co., of Philadelphia, Pa. 
Central Manufacturers Mutual Insurance Co., 
of Van Wert, Ohio 


Handy Device Filters Used Oil 


In many industrial plants where there is con- 
siderable machinery more or less lubricating oil 
leaks from the machinery bearings and is wasted. 
Frequently motor trucks and tractors are used 
in connection with the business, as is nowadays 
almost invariably the case with lumber produc- 
ing and manufacturing plants, from which con- 
siderable lubricating oil is or should be fre- 
quently drawn from the motor crank cases. All 
of this oil is valuable for re-use if filtered and 
cleaned again. Each crank case of motors and 
tractors should be drained of oil at frequent 
intervals, especially when new. Then the drip- 
pings from the line shaft bearings could be 
easily saved by suspending small pans beneath 
the bearings to catch the oil that seeps through 
the bearings. However, these oils should not be 
used again until well filtered. 

The accompanying illustration shows a handy 
device made of an ordinary 50-gallon oil barrel, 
a few pipe fittings, a 5-gallon oil can and some 
waste material from the textile industry for 
cleaning these oils. The barrel has a circular 
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Home-made machine oil filter 


hole 8 inches in diameter, cut in the center of 
one of its heads. The 5-gallon oil can referred to 
should be of the conical top type as illustrated. 
A section of steam or gas pipe that will slip into 
the mouth of the can, and about three feet long, 
has one end soldered into the can’s mouth. The 
opposite end must be threaded. A tee union is 
screwed on this end and two short pieces of 
piping tbout 10 or 12 inches long, each with one 
end threaded are attached to the line angles of 
the tee to extend at right angles to the section 
soldered in the mouth of the can. The outer 
ends of these two short pieces have caps. A row 
of small holes is drilled along top sides of 
these two pieces. The long piece soldered into 
the mouth of the can stands centrally in the hole 
cut in the barrel head and swings free, the con- 
ical top of the can resting on the edges of the 
hole in the barrel head. It will be necessary to 
remove the barrel head to install the pipes in the 
barrel. The vertical piece attached to the can 
is of such length as to allow its lower end to be 
an inch or two above the bottom of the lower 
barrel head. 

The bottom of the oil can is cut out smoothly 
and then perforated with a number of small 
holes. This removed can bottom is dropped into 
the can after the pipes are installed and rests on 
the flare shoulder of the cone shaped top. After 
placing it thus, a layer of fine waste material is 
placed inside the can on this perforated disc, 
then another layer of coarse waste is placed on 
top of this fine layer. After placing the waste, a 
sheet of burlap sack is spread over the top and 
its edges tucked down between the coarse waste 
and the wall of the can. After this filtering mate- 
rial has been placed, the can should be only 
about half full, leaving space for 2 or 3 gallons 
of oil in the can. 

The barrel is then filled with clean, pure 
water to half its capacity or more, or to within 


about an inch of more of a valve or cock pro- 
vided in the side of the barrel, as shown, with 
which to draw off the elean oil. Dirty oil is 
poured into the can till the space is filled and a 
wooden lid placed over it and left to seep 
through the waste. Passing through the coarse 
waste the greater part of the sediment and im- 
purities or foreign bodies is removed by this 
coarse layer, and the layer of thinner material 
underneath catches the remainder, leaving the 
oil clear and clean to run down the vertical pipe. 
It then emerges from the small holes perforated 
in their upper sides and rises to the surface of 
the water. The oil accumulates on top of the 
water until enough has filtered to rise above the 
entrance of the drain cock when it may be 
drawn off and used again. 

The oil thus reclaimed from tractor, motor 
truck or automobile motor crank case is suitable 
for shaft bearings etc. It takes three or four 
hours for a charge of dirty oil to pass through 
the waste and into the barrel, but no attention is 
necessary after filling it. 


Southern Timber Lands Inundated 


[Special telegram to AMERICAN LUMBERMAN] 

CoLuMBus, Miss., Dec. 29.—Unprecedented 
rainfall has caused the worst flood in this sec- 
tion since 1892. On Sunday the rivers reached 
the flood stage, and since then the waters have 
been pouring into the timber lands. Hundreds 
of thousands of acres are inundated. A large 
number of the sawmills in the shortleaf dimen- 
sion territory are now under water and it will 
probably be thirty days before operations in 
the flooded area can be resumed and probably 
sixty days before normal conditions prevail. It 
is said that flood conditions exist over a wide 
area in Mississippi and Alabama. 
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Kansas Wood Container Industry 


Kansas City, Mo., Dec. 28.—The Chamber of 
Commerce has just completed a survey of the 
wood container industry in Kansas and finds 
five companies engaged in that line. The For- 
rester-Nace Box Co., the General Box Co. and 
the Kansas City Box & Basket Co. turn out a 
general line of boxes and baskets for a wide va- 





Turn to page 76 and read about 
the big: prize contest. 





riety of uses. The Kennedy Butter Tub Co. has 
an output of 600,000 tubs annually, and the J. R. 
Kelley Cooperage Co. has an annual output of 
283,000 barrels. Some of the wood consumed 
is produced nearby, but the larger part, consist- 
ing of oak, ash, gum, ‘spruce and pine comes 
from southern or Pacific coast mills. The annual 
business is said to approximate $3,000,000. 


WHEN EVEN the lightest ground fires pass 
through forests burning the leaf litter, wood 
and humus the rate of growth of standing trees 
is retarded due to the destruction of fertilizer 
value and the loss of the forest carpet as a re- 
tainer of moisture. One ton of oak leaves con- 
tains 5.2 pounds of phosphate, 15.2 pounds of 
nitrogen, 8.4 pounds of potash and has a fer- 
tilizer value of $4.45. One ton of longleaf pine 
needles contains 2.8 pounds of phosphate, 18.8 
pounds of nitrogen, 7 pounds of potash and 
has a fertilizer value of $5.12. One ton of short- 
leaf pine needles contains 4.8 pounds of potash, 
24.6 pounds of nitrogen, 9.4 pounds of potash 
and has a fertilizer value of $6.78. It is im- 
portant, therefore, that ground fires be pre- 
vented to retain the fertilizer value for new 
growth. 
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Rains Slow Up Production 


(Concluded from Page 71.) 


alana: ii out all its lumber at the mill of the 
Rhinelander Box & Lumber Co. here, and is 
selling horses and equipment. It is unlikely 
that the firm will again enter logging and manu- 
facturing, but it will continue to wholesale 
lumber. 


Foresee Improvement in Exports 


BALTIMORE, Mp., Dec. 27.—F. L. 8. Tayler 
and J. P. Stephenson, of the Bristol and Liver- 
pool (England) timber firm of Bryce, Juno & 
Jellie, stopped in Baltimore last week on the 
last lap of a swing which had taken them to 
various hardwood lumber producing sections, 
and from the Atlantic to the Pacific coast. In 
the course of this journey the two stopped at 
many mills and sought to effect shipping con- 
nections, also- studying lumber trade conditions. 
They saw some of the exporters here, and ex- 


Hoo-Hoo 


Twin City Plays Santa Claus 


MINNEAPOLIS, MINN., Dec. 28.—Nearly a hun- 
dred business men, members of the Twin City 
Hoo-Hoo Club and their wives, devoted them- 
selves last Thursday to giving the children of 
the Augustana Mission Home a Merry Christ- 
mas. It marked the annual Hoo-Hoo Christmas 
party. The event took place at the Nicollet 
Hotel. 

There was a large table, laden with good 
things to eat, which sat in the shadow of a 
Christmas tree which towered to the ceiling. 
William Foss, in the role of Santa Claus, came 
into the room to the jingle of bells, giving-a 
gift to each of the children who were called by 





Six sturdy standing spruce stood 
strong storms. 


See Piperism contest, page 76. 





name. Mrs. A. 8. Bliss, chairman of the com- 
mittee, had interviewed each of the children be- 
fore the party and each of the youngsters re- 
ceived what he wanted most. 


Club Entertains Maine Lumbermen 


PorTLAND, ME., Dec. 28.—The special meet- 
ing of the Portland Lumbermen’s Hoo-Hoo 
Club, held on the evening of the recent annual 
meeting of the Maine Lumber Manufacturers’ 
Association, proved to be an enjoyable and in- 
teresting affair. There was a good attendance. 
The Hoo-Hoo and their guests met at the Port- 
Jand Elks Club at 6 p.m. After a banquet one 
of the main features of the evening was the 
showing of a moving picture prepared by the 
St. Paul & Tacoma Lumber Co., presenting the 
story of the company’s plant at Tacoma, Wash. 
Every detail of the lumber operations from 
stump to stick was shown and fully and interest- 
ingly explained by the New England representa- 
tive, D. B. Hawley, of Boston, Mass. 


Concatenations in Prospect 


Sr. Louis, Mo., Dee. 28.—Seven concatena- 
tions in January and an equal number in Febru- 
ary are scheduled, according to an announce- 
ment today by Secretary-treasurer Henry R. Ish- 
erwood, as follows: 

Jan. 12—At annual of Retail Lumber Dealers’ 
Association of Indiana, Indianapolis. 

Jan. 13—At annual of Mountain States Retail 
Lumber Dealers’ Association, in Denver, Colo. 

Jan. 18—At annual of Northwestern Lumber- 
men’s Association, Minneapolis, Minn. 

Jan. 18—At St. Louis, Mo. 


Jan. 19—+At annual of Ontario Retail Lumber 


Dealers’ Association, Toronto, Ontario. 


pressed themselves as favorably impressed with 
recent developments. They inclined to the view 
that with the effects of the British miners’ strike 
once overcom2, the export business in American 
hardwoods might be expected to undergo an im- 
portant expansion. Both went from here to 
New York to tzke a steamer for home. 


Trade Slow; Prices Fairly Firm 


CINCINNATI, OHIO, Dec. 28.—Stocks are being 
inventoried, and no one is thinking about plac- 
ing orders. Of course there is a little current 
business, but it is not enough to really deter- 
mine a market. Prices are inclined to sag a 
little, but the larger operators are not making 
any material concessions. Price shading is gen- 
erally the result of a desire to make a quick sale 
or move some slow stock. 


A ti 2 ti 

Jan. 26—At annual of Western Retail Lumber- 
men’s Association, Winnipeg, Man. 

Jan. 26—At annual of Southwestern Lumber- 
men’s Association, Kansas City, Mo. 

Feb. 2—At annual of Canadian Lumbermen’s 
Association, Montreal, Quebec. 

Feb. 2—At annual of Michigan Retail Lumber 
Dealers’ Association, Lansing. 


Feb. 9—At annual of Illinois Lumber & Material 


Dealers’ Association, Chicago. 

Feb. 14—At Beaumont, Tex. 

Feb. 15—At annual of Wisconsin Retail Lum- 
bermen’s Association, Milwaukee. 

Feb. 23—At annual of Northern Indiana & 
Southern Michigan Retail Lumber Dealers’ Asso- 
ciation, South Bend, Ind. 

Feb. 24—At annual of Western Retail Lumber- 
men’s Association, Tacoma, Wash. 


Entertain 150 Orphans 


St. Lours, Mo., Dec. 28.—The Hoo-Hoo Club 
of St. Louis and its auxiliary, the Hostess Club, 
entertained 150 orphans at a luncheon last 
Thursday in the auditorium of the Chamber of 
Commerce building. The large number enter- 
tained was the result of an appeal from Harry 
D. Gaines, president of the Hoo-Hoo Club, to 
the St. Louis members of the order for each to 
contribute a sum sufficient to provide lunch and 
entertainment for one orphan. 

Mrs. Hal C. Ball, president of the Hostess 
Club, and her fellow members took care of the 
details of purchasing and arranging the toys, 
and there was a real Santa Claus to do the work 
of distributing them, after the turkey dinner 
had been served. 

George G. Geary was in charge of the enter- 
tainment and the handling of the children, who 
came from St. Mary’s, St. Joseph’s, the Baptist 
and the Episcopal Orphans’ homes and the 
Goodwill Industries by automobile and bus pro- 
vided by the club. 


Orphans Are Hoo-Hoo Guests 


Los ANGELES, CALIF., Dec. 24.—At the second 
annual Christmas party of Hoo-Hoo Club No. 2 
of Los Angeles, 400 orphan children from vari- 
ous institutions in the city were taken on the 
morning of Dec. 23 in cars of members for long 
automobile rides. The children, with their Hoo- 
Hoo sponsors, assembled at the Elite Cafe at 
noon, where thc Hoo-Hoo had prepared a won- 
derful entertainment. The program lasted two 
hours, during which the children were given a 
splendid luncheon and were the recipients of 
many gifts. At 2 o’clock they were again taken 
by members in automobiles for rides and visits 
to various homes, to the movie theaters, trips 
to the beaches ete. Practically every prominent 
lumberman in Los Angeles was a contributor to 
the entertainment fund, the affair being under 
the direction of Floyd A. Dernier, general chair- 
man; ‘*Al’’ Koehl, ‘‘Ted’’ Lawrence, ‘‘ Bob- 











Tennessee Red Cedar 


From time immemorial Cedar has held a 
leading place in the arts and crafts as a wood 
of beauty and utility. It is frequently re- 
ferred to in Scripture, the most notable exam- 
ple being that the wood of King Solomon’s 
temple was Cedar from Lebanon, sent by Hiram, 
King of Tyre. 

In Colonial America, aromatic Cedar was 
extensively used for 
linen closets and ward- 
robes. The beautiful 
red Cedar of our 
Southern forests lined 
many clothes closets of 
fine old Dixie homes. 

Householders appre- 
ciate the beauty and 
fragrance of cedar, 
quite apart from. its 
known moth-deterrent 
qualities. 

Ready to ship from 

our Chicago warehouse 


Wire our expense for 
delivered prices anywhere 


E. BARTHOLOMEW HaRDWwo00 Co 


4052 Princeton Ave., CHICAGO Telephone Boulevard 0636 





Earl Bartholomew 





1-1-27 








You Can Positively 
Increase Your Sales 


—by using Clancy’s Red Book Service of infor- 
mation as an aid in your sales and credit work. 


The Red Book is a complete directory of car- 
load buyers of lumber and allied products and 
new names are furnished TWICE a week as a 
part of this service. 


Write for hy pr pd 49-S, giving rates 
and full particulars. 


Try our Collection Department any time on 
ordinary past due or disputed accounts, wheth- 
er or not you are a subscriber. 


For rates ask for Pamphlet No. 49-C. 


Lumbermen’s Credit Association 


608 S. Dearborn Street 
CHICAGO, ILLINOIS 


Eastern eo ger x: 2S. William St. 
W YORK CITY 




















O TIMBER ESTIMATORS O 
JAMES W. SEWALL 


Consulting Forester 
Old Town, te Maine 
Largest Cruising House in America 











asper Lemieux 


Ti M BER rederick Lemieux 
ESTIMATORS F. H. Day 


Lemieux Brothers & Co. 


ESTABLISHED 1906 
1028-39 Whiteay Bes Bost. pide. NEW ORLEANS 


one Main 24 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So, Dearborp St., CHICAGO 
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sf 
Babcock Lumber Co. 


PITTSBURGH, PA. 
Manufacturers and Wholesalers of 


Eastern Tennessee 
t=taz Hardwoods 
White and Western Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock 





BRANCH OFFICES; 
New York City, 43 Wall St. 


Philadelphia, Pa., 1629 Land Title Bldg. 
Detroit, Mich., Dime Savings Bank Bldg. 
Johnstown, Pa. 














FOREST LUMBER CO. 


Manufacturers and Wholesalers of 


White & Yellow Pine, Spruce 
Hemlock and Hardwoods 


Mh gS PITTSBURGH, PA. 








North Carolina Pine and 
West Virginia Hardwood 









































i Daed Well Mame. CASING, 
ag ter Sa BASE AND 
Capacity, 250,000 feet MOULDINGS 
thn Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER Co. 
1530-35 Oliver Bidg., PITTSBURGH, PA_ 
NS A NEW COLLECTION BY THE PORT 
hn, WHO MAKES LIVING A JOY 
On 
bel | COME ON HOME 


By 
DOUGLAS MALLOCH 


AUTHOR OF “TOTE-ROAD AND TRAIL” “THE WOODB? 
“ts FOREST LAND” ETC . 





bY 621 along,” and adds: 
NS “know, somehow or other, 
Because had 
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A book that will help you sell homes, 
for it will fill you full of the sentiment 
of the home and the humor and phil- 
osophy of home folks. 

A new book by “the lumberman 
poec” that should be in every home, 
and on the desk of every lumberman. 
222 pages. 

You want “Come on Home” for 

ourself, and to send to the absent. 
Postpaid, $2. Address: 


American Lumberman 
431 S. Dearborn Street, Chicago 











bie’’ Byrne, Berne Barker and Mrs. Barker and 
others. 

On Wednesday night, Dee.,22, some: ofthe 
Hoo-Hoo journeyed to San Fernando where they 
trimmed a tree and left gifts for the hundred 
youngsters who are confined in the county 


sanatorium. : 
(SERB aEaBaaae 


Appointments Announced 
St. Louis, Mo., Dee. 28.—Appointments of 
the following officers of the Concatenated Order 
of Hoo-Hoo were announced today by Secretary- 
treasurer Henry R. Isherwood: 
Charles A. Glore, Charles A. Glore Lumber Co., 


Contain, Ill, Vicegerent Snark for the Centralia 
strict. 

Joseph A. Springman, Springman Lumber Co., 
Alton, Ill, Vicegerent Snark of the Alton district. 

John H. Quill, Eureka, Calif., Vicegerent Snark 
for the Humboldt County district. 

Phil W. Pratt, State Lumber Co., Columbia Falls, 
Mont., Vicegerent Snark for Montana, succeeding 
H. M. Yaw, of Sturm & Yaw, Great Falls. 

Fenimore Cady, Edward Rutledge Timber Co., 
Coeur d’Alene, Idaho, Vicegerent Snark for the 
Coeur D’Alene district. 


Benjamin F. King, Newman Supply Co., Fort 


Myers, Fla., Vicegerent Snark for the Fort Myers 
district. He formerly held the same office at Sara- 
sota, Fla. 
Robert BE. Bllenger, McPhee & McGinnity Lumber 
oo. peerer, Colo., Vicegerent Snark for the Denver 
strict. 





New Listing Company Formed 


PITTSBURGH, Pa., Dec. 28.—Marking a forward 
stride of great importance to the lumber industry 
in the Pittsburgh district, the Millwork Listing Co. 
of Pittsburgh has been organized, and has estab- 
lished offices for the present at 6945 Lynn way, 
East End. This is the third company of this 
character in the United States, the other two being 
in Detroit and Los Angeles. 


Eleven East End dealers started the company 
about Oct. 1 and now 42 companies are included 
in its membership. Although an entirely separate 
corporation, it comprises 
all the members of the 
Pittsburgh Lumbermen’s 
Club, and it is expected 
that within a short time 
the entire membership of 
the club will be repre- 
sented in the new com- 
pany. 

Under its method of 
operation, the company 





E. M. DIEBOLD, 
Pittsburgh, Pa. ; 


Who Heads New 
Listing Company 





lists from drawings all 
millwork in any build- 
ing enterprise, upon re- 
quest of any dealer, and 
supplies the list to any 
others upon request, mak- 
ing for uniformity in 
figuring by dealers on 
any job. In time, this plan will of necessity re- 
sult in a reduction of overhead expenses because 
it saves repetition of listing. Money profits are 
not the aim of the corporation, but it is designed 
to give service at, or as near, cost as is possible. 

The company guarantees its lists to be correct 
within a range of 2 percent. Quantity survey has 
been practiced in various lines for many years, 
but the three mentioned are the only concerns of 
this character known in the lumber business in 
the United States. The new company has already 
supplied the same list to as many as seven dealers. 
Under the old system, the same set of drawings 
would have been taken off seven times. E. M. 
Diebold, of the E. M. Diebold Lumber Co., presi- 
dent of the Millwork Listing Co., has given a great 
deal of his time to working out the details. 

With the exception of the first vice president, 
who has not yet been chosen, the officers of the 
new company are: 

President—E. M. Diebold. 

Secretary and treasurer—James G. Nelson. 

Second vice president and general manager— 
Charles S. Graham. 

Directors—J. L. Broido, Center Lumber Co. ; 
L. C. Clark, Clark Lumber Co.; E. M. Diebold, 
E. M. Diebold Lumber Co.: C. S. Dyer, Eiler Lum- 
ber & Mill-Co.; F. C. Hoffmann, Hoffmann Lum- 
ber Co.; C. W. Iams, Hill Top Lumber Co.; J. D. 
P. Kennedy, May Lumber Co.; J. G. Nelson. S. W. 
Means Lumber Co.; J. B. Wallace, Greenfield Lum- 
ber Co. 

E. H. Holstine and W. E. Porter are the esti- 
mators, and J. W. Daniels, checker. 








Eastern Bureau Names New Secretary 


New York, Dec. 27.—-M. D. Ahrens has been 
selected as the new secretary of the Eastern Mill- 
work Bureau, after having been in charge of the 
office for the past six years, succeeding Wil- 
liam Lucas, who retires from the bureau Jan. 1 


to become associated with the J. A. Mahlstedt 
Coal & Lumber Co., New Rochelle. 

The board of directors elected Mr. Lucas to 
membership at a recent meeting, and also an- 
nounced that the bureau would continue to operate 
under the same policies in the new year. 

The bureau will hold its annual meeting Feb. 
18 at the Pennsylvania Hotel, this city. 


Analysis of Mill Expense 


New York, Dec. 29.—The Eastern Millwork 
Bureau has reported to its membership the results 
from mill expense questionnaire No. 12, some of 
the salient features of the report being as follows: 


Percent 

a i an tn. 5 por ouciceni rl at Ob 30 
Cg Ee eee 3 
CO Se ee 8 
a GO eee 12 
Direct machine labor .........cce¢ 10 
Mill general expense .............. 12 
Mill machine expense ............. 7 
Mill delivery expense ...........0.. 4 
Beiee GOMES GRUNGE nc cccccccces 14 

100 


The average bench burden for the period repre- 
sents 45 cents per hour; average machine burden 
89% cents per hour: mill commercial burden 20 
percent in relation to factory cost. Commercial 
burden subdivided is as follows: 


Percent 
A ere 5 
RS ere re eee 15 
SHR ABBBAABAAaE: 
Notes of the Millwork Trade 


Sash and door mills in the Minneapolis-St. Paul 
(Minn.) district this week are content with fairly 
active inquiries and with a few scattering orders 
for stock work from dealers who have finished 
their inventories. The encouraging element in 
the sash and door industry here is the optimism 
with regard to the new year. There is reason to 
believe that city building will be fully as active 
as in 1926, and if there is a good crop long de- 
layed new construction and repairs in the country 
districts will be undertaken, which will result in 
heavy sales of lumber and lumber products. 


Most of the door factories and planing mills 
at Buffalo, N. Y., report little doing this week. 
Demand will probably pick up in a fairly active 
way after the new year, though building work 
has been reduced by heavy snows. 


A new woodworking concern known as the 
Buckeye Wood Products Co. has started operations 
at 438 Reinhard Avenue, Columbus, Ohio. The 
concern is incorporated under the State laws, and 
is authorized to manufacture store fixtures, show 
cases and window screens. Noel L. Greenless is 
at the head of the company, which is installing 
a complete plant. Demand for millwork, doors 
and sash in Columbus is rather small, owing to 
the holiday season. Some of the mills have booked 
business which will take a month to six weeks to 
fill. Prices are still low because of strong out- 
side competition. Building prospects for the spring 
are good. 


The Baltimore (Md.) sash and door men report 
trade maintained at a fair volume, all things con- 
sidered, and prospects encouraging. Construction 
work continues on a scale that holds promise of 
bringing a very fair demand to the sash and door 
trade. 

Kansas City (Mo.) plants report a very light 
volume of new business in the last week, but look 
for demand to be considerably better in about two 
weeks. 


W. C. Simpson, of the Simpson Manufacturing 
Co., maker of window screens, Oakland, Calif., 
has left on a trip to the East, one of the objects 
of which is to find a suitable site for establishing 
a branch factory. 
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The Same Old Wish 


Although it may be New Year’s Day, a New 
Year at the door, 

The only thing a chap can say is what he’s said 
before: 

It’s just a hope the New Year brings you many 
a faney dish— 

It’s just to hope the same old things and wish 
the same old wish! 


Service 

When I go faring I must walk, 

While rich men ride by in cars— 
And yet I see upon the stalk 

The year’s recurring calendars, 

And in the night behold more stars 
Than they who in their autos ride, 

Who autos ride and autos talk 
And pass me on the other side. 


When I arise I rise to toil, 
‘One day in seven only mine. 

There must be some to till the soil, 
And plant the wheat, attend the vine, 
To cut the wood, and feed the kine— 

To do the work that must be done, 
Replacing what the rest despoil 

And planting seed for summer’s sun. 


But when I lay me down to rest, 
Yea, when at night I seek my bed, 
I like to think my life is best, 
By thoughts of servi¢e comforted. 
I like to think today, imstead 
Of serving but my idle ease, 
I made mankind my welcome guest 
And sought my guest to cheer and please. 


And, even if they do not care, 

If thoughts of service never come 
To those who pass me as I fare 

(Among so many must be some 

With hearts so selfish, brains so dumb) 
I’d rather feel I did, I guess, 

A little more than was my share 
Than feel I did a little less. 


Odd Lengths 

We can not think of any better winter amuse- 
ment than may be found in Florida. And it is 
the new-rich northerners who will punish it. 

A fellow who keeps making excuses reminds 
me of a cat: about all a cat does is to try to 
think up new ways of lying down. 

Nothing is cheap that is worth nothing. 

One thing that certainly seems to have in- 
creased its sex appeal is the barber shop. 


We See b’ the Papers 


The time to make your good resolutions isn’t 
every year but every morning. 

We just happened to think 
that back in 1888 we bet on 
Harrison to beat Cleveland, and 
we’re just scared to death that 
Mr. Landis will hear about it. 


Of course we didn’t actually 
bet any money, but we could 
have, or might have, or should 
have, and now they will proba- 
bly throw us out of the Epworth 
League. 

You’ve got to say this for the 
president of the St. Louis Car- 
dinals, he’s no hog. One world’s 
championship is enough. 


The baseball fan is a funny 
fellow. Next year he will prob- 
ably be pulling as hard for St. 
Louis to lose as he was pulling 
this year for St. Louis to win. 


Mr. Landis may have been an 
upright judge, but as a base- 
ball commissioner he seems to 
have fallen over backward. 





The English Slanguage 


‘*How is that young Finn out in the yard 
getting along learning to read the English 
language?’’ 

‘* Well, pretty good, but he has his troubles. 
For instance, he came to me with a word just 
the other day.’’ 

‘*What was the trouble?’’ 

‘*He said he knew how to pronounce ‘ bootle’ 
but he didn’t know how to pronounce double 
g-e-r.’’ 


The Self-Made Tasks 


That man is strong who does the tasks 
Made his by his place and circumstance, 
Who falters not, nor questions asks, 
Nor leaves results to time or chance— 
Who turns from finished things to new 
And does the work he’s told to do. 


Yet stronger is this other man, 
However well the one may serve, 
Yea, stronger he who learns to plan 
And then perform, nor change nor swerve— 
Who, keeping to some purpose true, 
Does things he sets himself to do. 


One Way to Tell 


If you are sent to collect a bill or to make a 
sale, and you feel a sense of relief when you 
find the man is out, then, my son, you are not a 
collector or a salesman. 


Men Change Their Minds 

‘*His first wife fell off the steps.’’ 

sé Yes. 9? 

‘*So when he got married again he had us 
take away the steps and build a porch.’’ 

‘*Well?’’ 

‘Now he wants us to take away the porch 
and put the steps back.’’ 


Poverty 
Poverty is not to have cream for your coffee, 
but not to have milk for it. 


They Both Got What They Expected 


We have been going through our stubs, and 
find that we gave more to the gas company than 
we did to the preacher. Virtue appears still to be 
its own customary reward. 


It’s All Right If It Works 


‘“We get out of anything only what we put 
into it,’’ said the convention speaker. 

‘‘Tf that was so,’’ said the man in the back 
seat, ‘‘nobody would ever make any home 
brew.’’ 


What Do They Know of New Year? 


What do they know of New Year, who never logged a hill, 
Or made a camp, or swamped a road, or drove a drive to mill? 
What do they know of New Year, who haven’t done a thing 
Except the old the same old way since Pharaoh was a king? 


Up here it’s always New Year, it’s always New Year’s Day, 
In January and in June, in March as well as May; 

For here’s a New Year country, as fresh as morning dew, 
And ev’ry new day that arrives we’re doing something new. * 


We’re logging off an eighty that never heard an ax, — 

We’re putting highways up a hill when roads is what it lacks, 
We’re building camps to house us, and laying rails and ties, 
And making new wealth in the land and new holes in the skies. 


What do they know of New Year? Up here that’s all we do, 
Is taking something that is old and making something new, 
New roofs to give them shelter, to shut old winter out, 
Although we’re just some lumberjacks they never think about. 


So when you’re having New Year, and having New Year’s Day, 
And making some new-fangled brew the good old-fashioned way, 
We wish you’d just remember, would make a little fuss, 

Would stop a minute New Year’s Day and drink a toast to us! 
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We Can 
SHIP 


Straight Cars—Mixed Cars or L.C. L. 
of the following woods:— 


ASH - BASSWOOD 
BIRCH-SOFT ELM 
HARD MAPLE-OAK-SPRUCE 


Try 


Us WISCONSIN HEMLOCK 
“Sure Fit” MAPLE AND 
BIRCH FLOORING 
WHITE CEDAR PRODUCTS 


Foster-Latimer 


MELE. Lumber Co. 


















Rotary Cut 
Northern 
Members of 
Veneers ein 





FURNITURE manufacturers and factory 
buyers who insist on having high quality 
veneers should send us their orders. We are 
specialists in Northern Veneers. 


We also manufacture Northern Pine, Spruce, 
Hemlock, Cedar Posts and Poles, Lath and 
Shingles, which we ship in Straight cars and 
cargoes or mixed with our “Peerless Brand’ 
Rock Maple, Beech or Birch Flooring. 


Get Our Prices, 


The Northwestern Cooperage J 
Gladstone, Mich. & Lumber Company 


Chicago Office: 1881 Monadnock Block. 


The Cleveland-Cliffs Iron Co. 


Mill Dept., MUNISING, MICH. 
Manufacturers of 


| Hemlock *, Hardwood 


Lumber, Lath and Shingles 


Northern Forest Products 














Remember 


Mershon, Eddy, Parker Company 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 


17 17 
VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 


























Manufacturers of 17 different species 


of Northern Hardwoods 





17 


MAKE your timber investments pay maximum 
returns. “Principles of Handling Wood- 
lands” by Henry Solon Graves tells how. $2.50, 
postpaid. American Lumberman, 431 So. Dear- 
born St., Chicago, Ill. 
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Oak Flooring 
That is Getting 
the Business 


The consistent salesgrowth 
of Hudson Oak Flooring 
shows that it is getting the 
business for dealers who 


‘handle it. They wouldn't 


continue to handle it the 
way they do if it wasn’t. 


Let us send you samples 
and prices today and see if 
you wouldn’t like to handle 
this sales-building flooring 
yourself. 


Just drop us a card. 


Hudson Hardwood 
Flooring Company 


Sales Office: MEMPHIS, TENN. 
Plants at 


Memphis, Tenn. Vicksburg, Miss. 








HUDSON nsockine 





BROWN 'S 


SUPERGEDAR 


CLO. NING 


TRADE MARK 


A highly specialized prod- 
uct, which costs no more than 
ordinary closet lining. Made 
of Tennessee Aromatic Red 
Cedar, accurately sawn, 
tongue-and-grooved and end 
rnatched. 


Supercedar not only kills 
roths but also “sells” and 
“rents” houses and apart- 
inents, too. 


Dealers supplied from ware- 
house stocks at convenient 
points. Car lots direct from 
mill. 


Some desirable exclusive 
territory still open. Write us 
if interested. 


"MEMPHIS 


WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 








Japan’s Preference in Building Woods 


WASHINGTON, D. C., Dec. 27.—Capt. E. A. Sel- 
fridge, American trade commissioner at Tokio, 
reports to the Department of Commerce that the 
Japanese home builder will not pay the price de- 
manded for dry lumber. Consequently one sees 
example after example of the use of unseasoned 
wood, doors and window sash, and so forth, pulling 
apart or shrinking. 

In none of the industrial buildings now being 
erected is the wood now used thoroughly dried. 
The Japanese prefer to saw their own lumber 
either out of logs or from flitches, the first re- 
quirement for this being panels, and if a log 
or flitch which was bought primarily for panels 
and for such other byproducts as may be obtained 
does not measure up to the panel specifications 
they will not use it. 

Due to the extreme humidity at all times, Capt. 
Selfridge states, drying does not seem to be a 
serious problem, cedar panels being used after 
having been manufactured for only a month. Jap- 
anese houses are so open that there is apparently 
very little shrinkage in the wood after having been 
put in place. 

Uniformity of color is another quality which 
is insisted upon, and clear panels of any wood take 
a lower grade and a low price simply because the 
color is not uniform, although there may be no 
other defects of any kind in the piece. 

Probably in no country in the world are building 
specifications for the average house so completely 
standardized as they are in Japan. None of the 
woods now used are treated in any way except to 
be given a smooth finish by hand. Japanese cedar, 
of course, is the first preference, having been used 
from time immemorial, the second choice being 
other nonresinous woods, but all are subject to 
the very drastic qualification that they must not 
change color after having been put in place for 
interior finish. 

The woods now used on the exterior turn grey, 
which is what the Japanese are accustomed to. 
If wood used for interior panels turns darker with 
age it is a serious objection. 


Mexican Duties on Foreign Woods 


WASHINGTON, D. C., Dec. 27.—According to the 
lumber division, Department of Commerce, the 
Mexican secretary of agriculture in reply to a 
communication from the Chamber of Commerce 
of Chihuahua relative to the lumber industry of 
that State has announced that he has recom- 
mended to the secretary of the treasury that, first, 
export duties on sawed timber of pine and similar 
wood be reduced by one-third; second, that the 
secretary of the treasury in his dual capacity as 
the representative of the Federal Government, the 
principal stockholder in the National Railways of 
Mexico, and the official charged with administering 
the finances of the country, use his influence with 
the purchasing department of the National Rail- 
ways to the end that they buy the greatest possible 
amount of necessary timber products, such as rail- 
road ties, posts and other construction material, 
within the country. By so doing, he states, the 
railways will not only save considerable money, 
but will encourage national industry and set a 
good example. In the third place, it was recom- 
mended that the secretary of the treasury endeavor 
to have increased the import duties on products 
of wood, such as doors, windows, moldings and 
material used in the manufacture of boxes and 
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Glasgow Market More Active 


WASHINGTON, D. C., Dec. 27.—The general tone 
of the Glasgow lumber brokers is distinctly cheer- 
ful, says Vice Consul Levisee in a report made 
public by the Department of Commerce. With 
freight rates increasing and the prices of most 
lumber taking on the seasonal upward curve, com- 
petition for all classes of business, large or small, 
is very keen, but inquiries from shipyards, furni- 
ture manufacturers, housing contractors and the 
collieries indicate the expectation of at least sev- 
eral months of exceptional activity. 

The placing of contracts, too, is generally upon 
an advanced scale covering the rise in the cost 
of timber itself and the higher freight rates, thus 
showing the latter are not expected to resume a 
normal level for some time. With space in cargo 
vessels hard to secure imports have naturally 
shrunk. During the last week of September only 
six shipments of logs and lumber from America 
were received at the southwestern Scottish ports. 
However, stocks are considered normal in spite of 


light arrivals, sales being chiefly on a small scale. 
Residential construction progresses more slowly 
during the winter, although contractors are freely 
ordering for future delivery. The same is true of 
shipyards, the requirements in this line consisting 
of large size pitch pine and deckwood logs and 
sawed lumber suitable for joiner’s work. 

United States and Canadian woods from both 
northern and southern ports are in fair demand. 
Quotations are firmer, and all shipments have been 
on contract. Business has transpired in carlots 
of mixed qualities and sizes of quartered and plain 
oak; prime sap gum is wanted, but the supply is 
so limited that it is difficult to effect deliveries. 
Magnolia, elm, ash and larch of suitable dimen- 
sions are scarce. Douglas fir moved freely, while 
spruce and Port Orford cedar were hard to dis- 
pose of. 

A feature of the local situation that is expected 
in Glasgow to have an important bearing upon 
buying in the near future is the large amount of 
old lumber that has been sawed up for firewood 
recently. Much of that so used might have been 
utilized for other purposes, although the major 
part of it was of course unsuitable for the building 
trades or other industries. Yet certain quantities 
will necessarily be replaced, probably by the cheap- 
est grades procurable. 


Lumber Outlook in European Countries 


WASHINGTON, D. C., Dec. 27.—The Department 
of Commerce bss received advices from the com- 
mercial attaché at The Hague stating that the 
higher freights adversely affected the American 
lumber business in the Netherlands, causing the 
consumption of greater quantities of European 
lumber. Current sales are slack, buyers anticipat- 
ing freight reductions. An increased demand is 
expected for pitch pine for relining Rhine boats 
and for construction of hot houses. Also Douglas 
fir is favored by the Rotterdam port authorities. 

Reports from Brussels advise the department 
that the demand for American lumber in Bel- 
gium is improving and prices are firming up, 
particularly as to hardwoods. 

Assistant Trade Commissioner Kekich reports 
from Stockholm that the Swedish export lumber 
market continues hopeful of next year’s prospects, 
advance sales for 1927 delivery amounting up to 
Dec. 15 to 495,000,000 feet, or one-fourth the 
estimated production for next year. 

Consul General C. R. Dawson reports from 
Stockholm that the press there looks for continued 
codperation between Swedish and Finnish lumber 
exporters in the sale of forest products next year, 
following an agreement reached at a recent con- 
ference between representatives of the Swedish 
Association of Lumber Exporters and the Finnish 
Association of Saw Mill Owners. 


Spanish Lumber Market Inactive 


WASHINGTON, D. C., Dec. 27.—Charles H. Cun- 
ningham, commercial attaché at Madrid, advises 
that the inactivity in the Spanish lumber market 
continues, with a slight improvement in the stave 
situation and with some small activity in native 
woods and fruit crates. 


Argentine Market for Coast Woods 


WASHINGTON, D. C., Dec. 27.—Sherwood H. 
Avery, trade commissioner at Buenos Aires, re- 
ports that while the market in Argentina for 
West Coast lumber is small as yet, it is gradually 
increasing. Shipments of this lumber to River 
Plate ports (Argentina and Uruguay) during the 
first nine months of this year are reliably esti- 
mated at 31,385,000 feet. Over 75 percent of this 
lumber is Douglas fir, the remainder being almost 
equally divided between hemlock, Sitka spruce and 
California white pine. Of the total shipments of 
these four species to the River Plate, Argentina 
receives nearly 80 percent. 

The use of West Coast lumber is becoming more 
general, Mr. Avery adds, but this tendency is of 
recent origin. Considerable quantities of Douglas 
fir and hemlock are being used for concreté forms 
and temporary frame work by contractors. Sitka 
spruce, however, is considered more desirable for 
concrete work and notwithstanding higher prices 
for spruce over fir fully 95 percent of the Sitka 
spruce imported is used in concrete structural 
work. Hemlock consistently sells for $1 less than 
Douglas fir but enjoys only a limited demand. 
There is a tendency also toward the general use 
of Douglas fir, Sitka spruce and California white 
pine ; that is, such lumber is now handled by some 
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of the lumber yards and finds its way into general 
usage by carpenters, furniture makers and in sub- 
stitution for pitch pine in a small Way. A very 
recent tendency, and one which is considered of 
importance, is toward the use of West Coast hem- 
lock for boxes, as a substitute for Brazilian pine. 
The price of the latter has risen considerably 
within the last few months. 


French Imports for Nine Months 


WASHINGTON, D. C., Dec. 27.—Imports of lum- 
ber of all kinds from all sources into France for 
the first nine months of this year show an increase 
of about 20 percent compared with the same 
period of 1925, according to Raymond Davis, 
American consul at Paris. Total imports for the 
nine-month period this year were 1,497,308 metric 
tens, compared with 1,179,297 metric tons last 
year. Construction lumber made the largest in- 
crease—from 807,025 metric tons to 1,038,776 
metric tons. Imports from the United States were 
relatively small, and considerably less this year 
than last. 
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Hamburg Lumber Market Firmer 


WASHINGTON, D. C., Dee. 27.—Consul Thomas 
H. Bevan reports that there was a marked improve- 
ment in the Hamburg wholesale lumber trade dur- 
ing October and early November. Lumber prices 
in the German city rose considerably during Octo- 
ber and were still rising when the report was sent. 
The upward price movement had particular refer- 
ence to Scandinavian and Finnish woods, but all 
classes of American lumber benefited greatly from 
the firmer market. 


“Sales in Hamburg for forward delivery of 
American lumber during January and February, 
1927, are reported to be exceptionally good,” says 
Mr. Bevan. “This is all the more noteworthy in 
view of the present high ocean freights. Since the 
buying of American lumber is done chiefly by the 
largest importers of overseas woods, who maintain 
extensive sales organizations inland and therefore 
are well informed concerning the general condi- 
tions in the lumber trade, it would appear that 
favorable developments in the German building 
trade and allied industries may be expected for 
next year. On the other hand, the newspapers are 
daily warning the trade against an exaggerated 
optimism with regard to the lumber outlook. They 
also call attention to the fact that it is not likely 
that the German furniture making industry will 
in the near future be able to revert to its former 
normal conditions. It has been reliably reported, 
however, that several Finnish lumber producers 
with a total output of 25,000 to 30,000 standards 
are already sold out for 1927, and a large part 
of their output has been contracted for by German 


importers.” 
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United Kingdom Lumber Trade 


WASHINGTON, D. C., Dec. 29.—A cablegram re- 
ceived by the Department of Commerce from A. E. 
Boadle, trade commissioner, London, states that 
the total volume of the lumber trade of the United 
Kingdom has been little affected by industrial con- 
ditions during the last year. ‘Total imports show 
but a small reduction from the preceding year’s 
trade, a condition largely brought about by large 
receipts of European softwoods due to the activity 
of house building in 1926. 

American softwood imports show a reduction on 
account of the depression in the shipbuilding, rail- 
road and heavy engineering industries. Violent 
price changes have been detrimental to Douglas 
fir sales, and Canadian competition has increased. 

Imports of American hardwoods, while not equal 
to last year, approximate closely the 1924 importa- 
tion. The principal decrease occurred in ash lum- 
ber and logs and is credited to the heavy carry-over 
from the year before, smaller demand from the 
automobile industry and competition from Conti- 
nental beech. American Douglas fir doors more 
than held their own and 1926 imports are likely to 
exceed those of 1925. 

The October ocean freight advance materially 
benefited the European softwood trade by restrict- 
ing end-of-season forced sales and shipments and 
raising landed values. More business has been 
placed in northern European softwoods for next 
season’s delivery than in several years. 

Next year’s outiook is now very favorable for 
the United Kingdom lumber trade, Mr. Boadle 
states, but several months will probably elapse be- 
fore America benefits. 

House building, especially dwellings of the work- 
ing class type, is expected to continue great activ- 
ity. The shipbuilding, engineering and textile 
industries all anticipate good business. 

Mr. Boadle says that stocks of American hard- 
woods are heavy and this trade has been disturbed 
by end-of-year lower quotations. Heavy arrivals 
are expected in January and the demand for for- 
ward delivery is likely to be light during the early 
months of 1927 but to improve as the year ad- 
vances. 

Southern pine is likely to meet severe competi- 


tion from less expensive species, as price in many 
industries is a prime consideration. The Douglas 
fir outlook is bright but the United States will 
experience Canadian competition. The demand 
for Douglas fir doors is likely to continue, despite 
European competition. 

The European softwood trade ~anticipates a 
greater demand, with advancing prices caused by 
higher freight rates and increased Continental 
buying. Stocks are not heavy and shortage of 
many items is probable before first open water. 


| MANUFACTURER and DEALER 


Valuable Data on Babbitt Metal 


“Babbitt Metal Data” is the title of a 24-page, 
64%4x3\%4-inch, booklet recently issued by the Hoyt 
Metal Co., of St. Louis, Mo., containing valuable’ 
information to users of babbitt metal. The data 
compiled is the result of knowledge accumulated 
during the Hoyt company’s fifty years of success- 
ful alloying of white metals. The main subjects 
covered by the booklet include selection of babbitt 
metal, considerations in the designing of babbitt 
bearings, preparations for casting the babbitt, cast- 
ing the bearing, fitting the bearing etc. On page 
18 appears a table giving melting point, liquida- 
tion, specific gravity, proper pouring temperatures 
of the various brands of babbitt metal produced 
by the Hoyt Metal Co., which should prove of 
immense value to manufacturers using the com- 
pany’s various brands. 











Improved Saw Cuts Smooth Surface 


The Disston smooth cutting saw is the name of 
an improved circular saw recently placed on the 
market by Henry Disston & Sons (Inc.), of Phila- 
delphia, Pa. The smooth cuts made with this saw 
make a perfect joint without planing, sanding or 
dressing. This new saw can be used for cross- 





Disston smooth cutting saw. 


cutting, mitering or ripping, and works equally 
well in softwoods or hardwoods, according to the 
manufacturer. 

This saw is made with four scoring teeth and 
one raker per section, as depicted in the accom- 
panying illustration. The scoring teeth cut like 
parallel knife blades, while the raker, or front 
tooth of the section which is slightly lower than 
the scoring teeth, pares out the full kerf. The 
blade is hollow ground to give plenty of clearance 
in the cut. No setting or swaging of teeth is 
necessary. 


TrimOsaw Operating Instruction Book 


The Hill-Curtis Co., manufacturer of sawmill 
and wood cutting machinery, of Kalamazoo, Mich., 
has just issued a 32-page, 814x5%4-inch, booklet 
containing TrimOsaw operating instructions which 
is published for the benefit of those owning and 
operating TrimOsaws. It also carries certain sug- 
gestions on such relatively simple, yet important 
angles, as lubrication, supervision and proper care. 
In a foreword to the book, which is profusely illus- 
trated, it is stated: “Just as with a pocket knife 
or any other tool which relies on a sharp edge 
it is necessary that TrimOsaw blades, trimmers 
ete. be kept sharp. We have herein explained not 
only how the TrimOsaw user can quickly and 
efficiently do this sharpening, but what is more to 
the point, the TrimOsaw (except in our Ben Frank- 
lin model with which it is an extra) comes com- 
plete with a saw grinding and truing device, with 
which any novice can in a few minutes condition 
a saw blade and put it in far better condition than 
can the most expert saw filer. This saw grinding 
device and our ‘hard’ metal type saw blades repre- 
sent both distinct engineering advances and prac- 
tical improvement.” 











Our Specialties— 
O AK Plain and Quartered 


Uniform Color, Soft Texture 


SOFT YELLOW POPLAR 
Tough hs caeanel Mabie ASH 


OTHER HARDWOODS 
TIMBERS—PLANKING 





Made Right 


OAK FLOORING 


The 
Mowbray & Robinson 
Lumber Company 


MILL: OFFICE: 
West Irving, Ky. CINCINNATI, OHIO | 




















Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 














“Knox Brand 


SOFT TEXTURED 
SMOKY MOUNTAIN 


OF a mlelelulare 


TENNESSEE LUMBER 
& MFG. Co. 


KNOXVILLE, TENN. 
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HIATT’S EXPERT LUMBER PRICER 
Quoting benber: by the PIECE instead of by the { 
nema S$ a real selling advantage. Your cus- 
tomers better understand such a price. 
The Lumber Pricer increases 
the selling efficiency of your 
Saves organization. This is particu- } 
larly true when it is used with 
Time, oe nee loose-leaf Price ’ 
Money, 1 copy Hiatt’s Expert Lumber 
Work. 1Pad ad lowe -leaf shes for . } 
Makes | i rleibe binder or vice 
Selling book sheets......--. ka ) 
Easier SPECIAL COMBINATION OFFER | 
All for $9. 
For Sale by 
American Lumberman 
431 South Dearborn St., Chicago, Ill. ( 
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Rely On This 
Flooring for Sales 









Dixie Brand Oak Flooring can 
be relied on to bring a dealer his 
full share of the flooring business 
in his community. If you aren’t 
getting the flooring sales you feel 
that you are entitled to, try sell- 
ing Dixie Brand. Its uniform 
quality and good manufacture 
will help you land the flooring 
orders. Write for prices. 

















We can ship Oak Flooring 
in mixed cars with Oak, Gum, 
Ash, Elm, Cottonwood and 
Cypress lumber. 


JEROME HARDWOOD 
LUMBER CO. 


JEROME, :: ARKANSAS 
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Caddo River 


Lumber Company 
R. A. Long Bidg., KANSAS CITY, MO. 
MANUFACTURER 


Yeliow Pine 


ana Oak Lumber 


Softest, Close Grain Arkansas Pine 
Grades Uniformly Good, Manufacture Perfect 





Rosboro, Ark. We Solicit 
ant Your Patronage 














FRANK PAYNE 


WHOLESALE 


LUMBER TIES TIMBERS PILING 
JACKSON, Miss. 
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Cummer Cypress Co. 


Mills: Jacksonville and Sumner, Fla. 


. LUMBER 
Cypre SS Rough and Dressed 


Shingles and Lath 


| Sales Office, 300 Madison Ave., New York City | 
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Construction Needs of the Army 

The War Department is taking unusual pre- 
cautions to see that new construction, both pres- 
ent and future, fits into a complete scheme based 
upon the ultimate needs of all Army posts and 
reservations. Piecemeal decisions are prevented 
by the requirement that before approval is given 
to any item of new construction there must be 
submitted a complete ‘‘layout’’ as proposed 
for the particular post or reservation. These 
layouts are designed to permit expansion in the 
future beyond the limits now under considera- 
tion. Therefore, there is reason to believe that 
misfits will be avoided and that all posts will be 
developed in an orderly and economical manner. 
In this connection the War Department has re- 
ceived the codperation of the American Institute 
of Architects. The services of a city planner 
of national reputation also have been obtained, 
especially for advice as to ways and means of 
effecting such arrangement of buildings as will 
simplify administrative services with reduced 
outlay for utilities such as roads, walks, water, 
sewage, heat and light. 

The complete construction needs of the Army 
are outlined in a ‘‘Housing Program’’ sub- 
mitted to Congress after careful study at the 
last session. For this year there is available a 
fund of $7,020,000 to start this program. It 


to take no action on tax legislation at this ses- 
sion, seeks to minimize the situation confronting 
the corporations by stating that even with the 
additional 44 percent the corporations will not 
be paying any more taxes into the Treasury 
than they were with a lower income rate plus 
the capital stock tax. He likewise contends 
that the corporation spokesmen requested that 
when the capital stock tax was eliminated the 
rate on corporate incomes be increased. As 
a matter of fact, this is not an accurate state- 
ment. The corporation representatives were 
told that if the capital stock tax were elim- 
inated and no increase made in the income tax 
rate a deficit would be created in the Treas- 
ury. They immediately declared that they had 
no desire to create a deficit, and that if elim- 
ination of the capital stock tax would create 
one, then they favored a higher rate on the 
corporation income tax. 


As a matter of fact, if the rate had not 
been increased and the capital stock tax had 
been abolished no deficit would have been 
created. The Treasury would still have a 
huge surplus. Therefore, the corporation rep- 
resentatives feel that they were not given a 
square deal when the ways and means commit- 
tee raised the specter of a deficit as an excuse 
for increasing the corporation tax rate. They 





THE WORLD NEEDS— 


their own. 





Men who know what to do without being told. 

Men who will come back with a signed order without an alibi. 
Men who are not spoiled by other men’s prosperity. 

More men who know how to translate knowledge into action. 
More men who can take honest criticism and profit by it. 

More men who are generous to the faults of others and critical of 


To see the difference between being better and merely better off. 








has been allocated to various posts and reserva- 
tions and heretofore published in the AMERICAN 
LUMBERMAN. 


Corporation Income Tax Rate 


Frank G. Wisner, president National Lumber 
Manufacturers’ Association, and others actively 
interested in securing a reduction of the corpo- 
ration income tax rate have not yet abandoned 
hope that Congress at this session may at least 
take the necessary steps to prevent the addition 
of % percent to the rate of 13 percent paid by 
corporations on last year’s business. Unless this 
action is taken, Mr. Wisner points out, the cor- 
porations next year will have to pay approxi- 
mately $50,000,000 more on their incomes of 
1926 by reason of the automatic application of 
the additional 4% percent by the commissioner 
of internal revenue. 


A movement is on among both Republican and 
Democratic leaders to reach an agreement to 
eliminate the %4 percent additional tax in the 
face of the growing Treasury surplus. Whether 
a binding agreement can be reached is not yet 
disclosed. While the House could handle the 
matter under a special rule cutting off all 
amendments, the situation in the Senate is more 
difficult, with a few senators chronically opposed 
to corporations and everything connected with 
them. For example, Senator Norris, of Ne- 
braska, is quoted as saying that he will stand 
for no agreement of this kind, although he has 
not even been approached on the subject by the 
Senate leaders. Mr. Norris is disturbed by the 
recent big stock dividend declared by the United 
States Steel Corporation, obviously holding the 
view that such dividends come out of undis- 
tributed profits. 

Representative Hawley, of Oregon, ranking 
Republican member of the ways and means com- 
mittee, on whose motion that committee decided 


consented to the increase as they supposed to 
avoid a deficit, but at no time requested or 
suggested it. 


Mr. Wisner has called the attention of hun- 
dreds of trade association secretaries to the 
situation, and large numbers of letters are 
being received expressing frank resentment and 
urging action in the interest of simple justice. 


Game Hunting and Reforestation 


The research bureau of the National Lumber 
Manufacturers’ Association points out that the 
records of Pennsylvania contain facts and fig- 
ures that ought to make all hunters enthusiastic 
advocates of extensive State forests in all States 
where the national forest area is not large. For 
example, the Pennsylvania department of for- 
ests and waters reports that last year hunters 
shot 5,091 deer and 185 bear on the 1,132,000 
acres of State forests. 


Probably most of the big game hunting in 
the United States outside the national forests 
and uyreserved public domain is in privately 
owned woodlands, it is added. Of these com- 
mercial companies of various kinds own about 
225,000,000 acres and farmers 150,000,000 acres. 
Most of the former is not posted, but is opened 
to all. 

Forest owners, however, are beginning to con- 
sider the revenue possibilities of wild life as an 
important factor in financing reforestation dur- 
ing the long non-productive years of young for- 
ests. Some forest owners are beginning to sell 
licenses of their own for hunting, fishing and 
trapping. Others are turning their reforesting 
areas into wild-life sanctuaries. The Thistle- 
thwaite Lumber Co., of Opelousas, La., for ex- 
ample, has just announced that the entire area 
of its hardwood reforestation project, about 20,- 
000 acres, is to be a wild-life sanctuary. 
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Two Complaints Dismissed 


[Special telegram to AMERICAN LUMBERMAN] 

WASHINGTON, D. C., Dec. 29.—Division 2 of the 
Interstate Commerce Commission has dismissed the 
supplemental complaint in Docket No. 10,255— 
J. D. Hollingshead Co. vs. Director General, as 
Agent, Adirondack & St. Lawrence Railroad Co. et 
al.—holding that complainant has not shown with 
reasonable certainty that it was compelled to fore- 
go profits solely because its freight rates on staves 
from Crowder, Miss., to interstate points exceeded 
the rates contemporaneously available to its com- 
petitor at Charleston, Miss., nor that the Charleston 
rates were the only or proximate cause of the in- 
jury alleged. 

Division 3 of the commission has dismissed No. 
17,240—Jackson Traffic Bureau, for J. L. Fetterman 
Lumber Co., vs. Illinois Central Railroad et al.— 
holding that rates on hardwood lumber in carloads 
from certain points in Mississippi to Loudon and 
Harriman, Tenn., are not unreasonable. 


Texas Hearing Dates Scheduled 


WASHINGTON, D. C., Dec. 27.—On Jan. 20 Ex- 
aminer Mackley, of the Interstate Commerce Com- 
mission, will hold a hearing at the Baker Hotel, 
Dallas, Tex., in Docket No. 18,958—Dallas Sash 
& Door Co., et al. vs. Atchison, Topeka & Santa 
Fe Railway Co. et al. 

On Feb. 7 Mr. Mackley will preside over a hear- 
ing in the rooms of the Texas Commission, State 
House, Austin, in Docket No. 18,701—Southern 
Pine Association et al vs. Abilene & Southern 
Railway Co. et al. 


Funds for Waterway Facilities 


WASHINGTON, D. C., Dec. 28.—The director of the 
budget is considering a supplemental estimate sub- 
mitted by Secretary of War Davis for $2,000,000 
to be appropriated for the purchase of the capital 
stock of the Inland Waterways Corporation. Con- 
gress has authorized this expenditure but not yet 
provided the funds. It is made necessary by the 
fact that the law creating the Inland Waterways 
Corporation made the initiation of transportation 
facilities upon the upper Mississippi River manda- 
tory when the fleet formerly leased to E. F. Goltra, 
of St. Louis, reverted to the United States. 

Under a recent decision of the Supreme Court 
this lease has reverted to the control of the Inland 
Waterways Corporation and at least half of the 
funds asked for in this estimate are to be utilized 
in carrying out the mandate which has now become 
effective. The remainder of the funds will prob- 
ably be used largely upon the Warrior River, since 
it has been shown that by purchase of one addi- 
tional towboat and twenty-four barges now under 
lease the corporation will be able to do away with 
fixed charges amounting to $13,800 a month, or 
$165,000 per annum., If this money is so spent, it 
will return an interest on its investment of ap- 
proximately 18 percent per annum, according to 
the secretary of war. 


Seasonal Decline in Freight Loading 


WASHINGTON, D. C. Dec. 29.—Loading of rev- 
enue freight for the week ended Dec. 18 totaled 
950,575 cars, a decrease of 19,163 cars under the 
corresponding week last year, but 49,921 cars over 
the same week in 1924. Due to the usual seasonal 
decline, the total for the week of Dec. 18 was a 
decrease of 48,140 cars under the previous week 
this year. 

Coal loading for the week of Dec. 18 totaled 230,- 
753 cars, an increase of 43,482 cars above the same 
week last year and 39,906 cars above the corre- 
sponding week in 1924. 

Grain and grain products loading totaled 47,451 
cars, a decrease of 6,592 cars under the correspond- 
ing week last year, but 268 cars above the same 
week two years ago. In the western districts alone, 
25,447 cars were loaded with grain and grain prod- 
ucts, 7,085 cars below the same week last year. 

Miscellaneous freight loading totaled 311,410 
cars, a decrease of 32,337 cars under the same week 
last year, but an increase of 14,062 cars above the 
same week in 1924. ; 

Live stock loading amounted to 30,237 cars, a 
decrease of 4,183 cars under the same week last 
year and 5,989 cars below the same week two years 
ago. In the western districts alone, live stock 
loading totaled 23,041 cars, a decrease. of 3,318 
cars under the same week last year. 





Loading of merchandise and less than carload lot 
freight for the week totaled 251,591 cars, a decrease 
of 1,412 cars under the corresponding week last 
year, but 12,002 cars above the same week in 1924. 

Forest products loading totaled 58,386 cars, 
11,150 cars under the corresponding week last year 
and 9,028 cars below the same week two years ago. 


Handling Charge at Atlantic Ports 


New York, Dec. 27.—The National-American 
Wholesale Lumber Association will strongly op- 
pose the following proposal of the railroads, which 
is docketed for hearing before the general freight 
committee of the Trunk Line Association, at 143 
Liberty Street, on Jan. 5, at 10:15 a. m.: 


“To provide charge of 50 cents per 2000 pounds 
on lumber and forest products, to cover labor 
incident to loading or unloading at New York, 
Philadelphia, Wilmington, Baltimore and 
Hampton Roads ports; such charge to apply in 
all instances where carrier performs the labor 
regardless of whether lighterage service is 
granted or not.” 


It is proposed to apply this charge on lumber 
and other forest products when loaded from vessel 
to cars at these ports, also when loaded from 
lighters to cars. It is also proposed to apply 
the charge on all rail shipments consigned to 
these ports for lighterage delivery where the lum- 
ber is unloaded from the cars to the lighters by 
the railroad. For example, lumber consigned to 
New York for lighterage delivery is discharged 
from the cars to lighters at the rail terminals 
for delivery within lighterage limits and this pro- 
posal would have the effect of increasing these 
rates 2% cents a hundred pounds notwithstanding 
the present rates to New York to include lighter- 
age delivery. 

In the case of intercoastal traffic moving via 
Panama Canal: The present rates at some of the 
ports include loading from piers to cars and where 


lumber is lightered from ship side and loaded on 


cars by the railroad, the rates include the loading. 
This is a very important subject and in addi- 
tion to having a strong representation of lumber- 
men at this hearing, Traffic Manager Phippen will 
represent the National-American Wholesale Lum- 
ber Association. 
PASSES EL ELT SS 


Ocean Rates to Europe Reduced 


MEMPHIS, TENN., Dec. 28.—Ocean freight rates 
from gulf ports to the ports of London, Liver- 
pool, Manchester, Avonmouth, Glasgow, and others 
of regular eall, have been reduced to 40 cents a 
hundred pounds on heavy hardwoods, and 50 cents 
on light hardwoods, according to announcement 
made here today by J. H. Townshend, president 
American Overseas Forwarding Co. The present 
rate is 50 cents, but it had been announced that 
a 45-cent rate would be effective Jan. 1, 1927. The 
rate of 40 cents is now made effective Jan. 1, 
1927, and good through December, 1927, seaboard. 
The rates to Irish ports are 5 cents higher. 

The new rate is the result of efforts made by 
the American Overseas Forwarding Co. to have 
the rate reduced to the old basis of 35 cents a 
hundred pounds which was effective prior to Sep- 
tember 23, 1926. At that time, and in the follow- 
ing weeks, due particularly to the coal strike, 
rates were advanced to 50 cents. This rate was 
shown to be prohibitive for selling of hardwoods 
in the United Kingdom and the result was that 
no orders were received for shipment after Jan. 
1, 1927. This was pointed out to the steamship 
conference operators and they were urged to take 
this into consideration and reduce the rate to 
the old basis, but the best obtainable was the 40- 
cent rate, which is now announced. 


Commission Denies Petition 


WASHINGTON, D. C., Dec. 28.—The Interstate 
Commerce-Commission has denied a petition of the 
Director General of Railroads urging that the 
reparation order issued by the commission Feb. 8, 
1926, in Docket No. 11,218—Wilbur Lumber Co. 
et al. vs. Director General, as Agent, Pittsburgh, 
Cincinnati, Chicago & St. Louis Railway Co. et al. 
—and that the proceeding be reopened for further 
consideration, reargument or rehearing. 

Combined with this case is Docket No. 10,245— 
Wilbur Lumber Co. et al. vs. Director General, as 
Agent, et al—and No. 11,230—F. C. Mintzlaff et 
al. vs. Director General et al. 


looring 
for the Heavy Duty Floor 


Bruce beech flooring is manufac- 


tured from Southern beech with 
the same care and precision that 
characterize the nationally known 
Bruce oak flooring. Owing to the 
fact that the southern variety has 
a texture superior to the northern 
grown, it will finish better and 
hold the finish longer. 


It is an excellent floor for gymnasiums, 
skating rinks, schools, offices, and other 
types of buildings subject to exception- 
ally heavy service It. has color and 
life, and is much used in kitchens, and 
similar rooms in residences. 


We will ship Beech flooring in mixed 
cars with Bruce Oak flooring and other 
Bruce products. 


Write for prices. 


E. L. BRUCE COMPANY 


Manufacturers 


Memphis, Tennessee 








Stand up, weak Faith, and cease your guessing: 

Buy worth that brings work’s greatest blessing. 
Life’s full of traps into which we clump, 

But Faith returns on the hop, skip, jump, 


When you buy this great “N.S.” 





“N. S.”—NON-SAG—(patented) out-lasts two or- 
dinary, old-style Aprons, YET the price is lower than 
many. “Carries the load on the hips.” 

WRITE FOR SAMPLE and say how many you 
can use. 


THE ALLIED BELTING CO. 
Dept. BB. GREENVILLE, OHIO. 











C.B. Richard & Co. | 


29 Broadway, NEW YORK Custorns Brokers. We 


ndle -t,— XY. 

Ocean Freight  sfiisount dra. 
Brokers for exports & imports 
Special department handling export lumber shipments 














— 


4 





88 AMERICAN LUMBERMAN 





JANUARY 1, 1927 





Cc LOVIS(AaNé C— 

















When You Need 
Hardwoods 


be sureto let ushaveyour 
inquiry. e are confi- 
dent that the values we 
can offer you will prove 
attractive to you. 


Make a note right now 
to include us in the next 
inquiry yousend out for 
plain or quartered Sap 
or Red oa. Tupelo, 
plain or quartered Oak, 
Ash, Cottonwood, Rock 
or Soft Elm. 





Always complete stocks 
Louisiana Red Cypress. 






“LU MBE CO. 
ba a. 








Base, Casing, Edge and Flat 
Grain Flooring, Ceiling, Partition 
Finish (all thicknesses), Mouldings 
1" and 2" Yard Stock up to 20' long 


= 


Also SOUTHERN HARDWOODS 


DAVIS BROS. 


LUMBER CoO., Ltd. 
tL ANSLEY, LA. 




















Machine Molder Practice 





Band SHORTLEAF | 








WARREN AXE & TOOL CO. 


WARREN, PA. 


warded hi 


cms pile: GRAND PRIZE 


Exp O6 


ALSO ALASKA-YUKON PA . 


AXES-LOGGING TOOLS £82070" © 








Business an 


CALIFORNIA. Menlo Park—Advance Lumber Co. sold 
to Ellis Bros. Lumber Co. 

DELAWARE. Wilmington—J. D. Bush & Co. suc- 
ceeded by Forest Products Co. (Inc.). 

IDAHO. Bonners Ferry—L. M. Baker has been suc- 
ceeded in woodworking business by H. R. Purdy. 

Weippe—Schmidt Bros. have purchased the sawmill 
of the Lolo Lumber Co. 

ILLINOIS. Galesburg—Hinchliff Lumber Co.; Chas. 
G. Yates bought interest. 

Mt. Carmel—W. M. Simpson Lumber Co. will discon- 
tinue local yard. 

Ottawa—Wallace Codperative Grain & Supply Co. suc- 
ceeded by Wallace Grain & Supply Co. 

MISSISSIPPI. Meridian—Baxter-Forest Hardwood 
Co. succeeded by Morgan Hardwood Co. 

NEW YORK. Jamestown—Himebaugh Bros. seld to 
Fletcher Goodwill and W. C. Davis. 

NORTH CAROLINA. Lenoir—Lenoir Pad Co. is 
erecting two-story 24x35 ft. addition to its plant and 
will install excelsior manufacturing machine. 

OHIO. New Philadelphia—Nagely Lumber Co. chang- 
ing name to Boyce Lumber Co. 


OKLAHOMA. Earlsboro—E. 8. Billington succeeded 
by Spurrier Lumber Co. 
OREGON. Oregon City—Philip W. Patterson and 


Walter F. Buse purchased controlling interest in saw- 
mill and lumber yards of Oregon City Lumber Co. 


TEXAS. Magnolia—Williams Hicks Lumber Co. sold 
to Lone Star Lumber Co. 


WASHINGTON. lLynden—Shady Brook Lumber Co. 
succeeded by Haynie Lumber Co., increasing capital to 
Incorporations 
DELAWARE. Wilmington—Forest Products Co., in- 
corporated; to take over business of J. D. Bush & Co., 

1096 Du Pont Bldg. 

Wilmington—Wood Motor Parts Corporation, incorpo- 
rated; capital, $1,000,000; to engage in general lumber 
business. 

Wilmington—Thompson Mahogany Co. obtained Dela- 
ware charter to engage in handling of veneers; capital, 
$25,000; S. L. Mackey, Wilmington, incorporator. 


Wilmington—Walrath & Sons, incorporated; capital, 
$250,000. 


GEORGIA. Griffin—Robert Wheaton & Sons, incor- 
porated; capital, $15,000; to handle lumber and build- 
ing supplies. 


ILLINOIS. Peoria—Peoria Lumber Co., incorporated; 
capital, $60,000; lumber, building materials and hard- 
ware. 

Waterloo—Chas. Grosse & Son, incorporated; capital, 
$30,000: old concern; building materials, machinery, 
autos and accessories. 

Waele eee Camp Furniture Co., incorporat- 
ed; capital, $75,000 

INDIANA. Evansville—Reliable Planing Mill Co., in- 
corporated: capital, $50, 

yn ar “Co., incorporated; capital, 

r 


Knightstown—Knightstown Body Co., Snecepenetes:; 
capital, $25,000; to manufacture sate bodies. 

New Albany—Universal Wood Products Co., incorpo- 
rated; capital, $100,000. 

IOWA Melcher—lIowa Lumber Co., incorporated; 
capital, "50.000 
ose big —Heywood Lumber Co., incorporated; capital, 
y 
~— ceiee. Oil City—Oil Pad Lumber & Supply 
Co., incorporated; capital, $10,000 

MASSACHUSETTS. Boston—Atwood & McManus 
Box Co., incorporated. 


MISSISSIPPI. Flora—Flora Ice & Lumber Co., in- 
corporated; capital, $25,000. 

MISSOURI. s. igtte—Bepetter Timber Co. increas- 
ing capital to $30 


St. ee eatin & Zork Mfg. Co., incorporated; 
capital, $20,000. 


NEW YORK. Buffalo—L. N. Whissel Lumber Cor- 
poration increasing capital to $900,000. 

Belmont—McQueen Wood Turning Corporation, incor- 
porated; capital, $5,000; general wood turning. 

Manhattan—Maher Door & Sash Co., incorporated; 
capital, $50,000; Joseph P. Maher, 2402 Harway Ave., 
Brooklyn. 

Manhattan—Gardner W. Taylor Lumber Co., incor- 
porated; capital, 1,000 shares pfd. stock, $100 par value; 
1,000 shares, common, no par value; address Gardner 
W. Taylor, Grand Central Terminal, New York City. 

Mount Vernon—Mt. Vernon Lumber & Supply Corpo- 
ration, incorporated; capital, 5,000 shares, no par value; 
Edw. H. Tatum, 20 Broad St., New York. 

Utica—Utica Millwork Corporation, incorporated; cap- 
ital, $200,000. 

OHIO. Columbus—Buckeye Wood Products Co., in- 
corporated; 500 shares, no par value; to manufacture 
and distribute window screens, store fixtures and show 
cases. 

OREGON. Grants gipte~Velng Lumber Co., incor- 
porated; capital, $25,000 

Portl and—Woodworker Security Co., incorporated; cap- 
ital, $5,000; sawmills and shingle mills. 

Portland—Superior Building Material Co., incorporat- 
ed; capital, 

SOUTH CAROLINA. Seaton Tiger River Pine Oo., 
= capital, $15,000; manufacture and sales of 
um 

Pickens—Nally Lumber Co., incorporated; capital, 
10,000. 

TENNESSEE. Knoxville—Hiawassee River Lumber 
Co. increasing capital stock from $100,000 to 

Memphis—Acme Lumber Co., incorporated; capital, 
$31,500; 1857 Overton Park. 

TEXAS. Amarillo—Foxworth-Galbraith Lumber Co. 
incorporated under Delaware laws; capital, $3,000,000. 


VEneretA. 
rated 

WASHINGTON. Centralia—Guerrier Lumber Co., in- 
corporated; capital, $50,000; sawmill. 

iy > es Box & Veneer Co., increasing cap- 
ital to $199,000 

Seattle—Washington Cooperage & Packing Co. in- 
creasing capital to $100,000. 

Spokane—Brower Pine Box Co., increasing capital to 


Jonesville—Lee Lumber Co., incorpo- 


Tacoma—Clearwater Timber Co. increasing capital to 


Yakima—Flemings (Ine.), furniture and store fix- 
tures, incorporated; capital, $15, 

WEST VIRGINIA. Wheeling—Iron Ore, Timber & 
Coal Co., incorporated; capital, $1,000,000. 

WISCONSIN. Rhinelander—Gagen Lumber Co., in- 
corporated; saw and planing mill. 


New Ventures 


ALABAMA. ‘Troy—Day-Jordan Lumber Co. starting 
commission lumber business. 

ARKANSAS. McRae—McRae Lumber Co. organizing 
retail business. 

CALIFORNIA. Eagle Rock—Frank D. Crowell has 
engaged in business at 2210 Fair Park Ave. as Crowell 


umber . 

Oakland—Thos. O. Wangan and Sam Humphrey have 
engaged in business at 1606 Kirkham St. under name 
of Layrite Floors. 

Oakland—H. D. Southwick Mfg. Co. has started manu- 
facture of built-in fixtures. 

Pasadena—Fred P. Clyde and Godfrey Vogel have 
engaged in business at 853 Wright Ave. as Four-Square 
Roofing . 

San Francisco—Yosemite Floor Co. has engaged in 
business at 536 Anderson. 

San Francisco—The Junius C. Snead Co. has engaged 
in the lumber business at 461 Market St. a 


GEORGIA. Albany—Clancy Lumber Co., recently 
formed, has opened for business, operating a number 
of sawmills in this section; will establish a planing mill 
near Albany, early in the year. 

Rome—James H. O’Neill has again entered the lum- 
ber business as head of the O’Neill Lumber & Box Mfg. 
Co., which recently started production at its new plant 
in Rome. Company capitalized at $150,000. 

Sandersville—Turner-Cooper Lumber Co. recently or- 
ganized with $15,000, has opened for business there 
as wholesale dealer, handling pine and hardwood; will 
also operate sawmills in timber tracts.near Sanders- 
ville, which the company controls. 

—_— Colburn—H. E. Brown has started a saw- 
mill. 

Weippe—Schmidt Bros. have started a sawmill. 

LOUISIANA. Ruston—Ruston Lumber Co., new con- 
cern. 

MISSISSIPPI. 
started a sawmill 


MISSOURI. Portageville—Langston & Williams Lum- 
ber Co. recently started sawmill. 

OREGON. Portland—Vernon Archer and Jalmer David- 
son have engaged in business at 92 Killingsworth Ave. 
as Peninsula Hardwood Floor Co. 

PENNSYLVANIA. Pittsburgh—Coale-Fraser Lumber 
Co. has started a wholesale lumber business at 1213 
Bessemer Building. 

TENNESSEE. Chattanooga—C. J. Bowers and others 
are planning establishment of $50,000 box factory. 


TEXAS. Mission—Ira Peace has started a sawmill. 


WASHINGTON. Longview—Clarence Dunbar has 
started a wholesale poles and piling business. 


New Mills and Equipment 


GEORGIA. Douglas—Adamson Sawmill Co. planning 
to rebuild plant destroyed by fire recently; will probably 
be ready to begin production during January. 

Culverton—Moore Lumber Co. rebuilding. dry kilns 
destroyed by fire. 

Savannah—Southern Lumber Co. announces purchase 
of plant at Savannah which is being remodeled and 
equipped for a trim and molding plant to operate in 
connection with the plant at Pembroke, Ga. 

MISSISSIPPI. Columbus—C. F. Stringer is soon to 
build a sawmill to develop a tract of timber recently 
acquired. 

OHIO. Woodsfield—Pennsylvania Railroad Co. pur- 
chased a large tract of virgin timber west of Woodsfield 
which will be sawed up into railroad timbers. A saw- 
mill is being installed. 


TENNESSED. . Chattanooga—Chattanooga Sash & Mill- 
work Co. will erect 70x100 ft. planing mill and storage 
shed to cost $15,000. 

Mineral Wells—E. O. Benslow and Charles Dinkins 
- Paris, Tenn., are reported to establish a sawmill 
ere. 

VIRGINIA. Clinchburg—Holston River Lumber Co. 
will rebuild the band mill recently burned with loss 
of $100,000. 


ARKANSAS. Hot Springs—Halpin-Niemeyer Lumber 
Co., loss by fire, $20,000. 


FLORIDA. Panama City—Bay County Lumber Co., 
main building destroyed by fire. 

GEORGIA. Pembroke—Southern Lumber Co. advises 
that the fire which recently destroyed a large quantity 
of hardwood in the millyards did not damage the mill 
and that production is being carried on as usual; about 
3,000,000 feet of hardwood lumber was destroyed. 

NEW JERSEY. Garfield—Belmont Lumber Co., loss 
by fire, $8,000. 

NEW YORK. Brooklyn—Samuel Truman, 285 That- 
ford Ave., loss by fire, $10,000. 

SOUTH DAKOTA. Elkton—Minnesota Lumber & Coal 


Co., loss by fire, $18,000; stock, sheds and buildings de- 
stroyed. 


Columbus—Goolsby & Robinson have 
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New Sheds and Yard Improvements 


CALIFORNIA. Del Mar—Lumber & Builders’ Supply 
Co., opening in new building now under erection at 
cost of $50,000; also in business at Encinitas and 
Solana. 

NEBRASKA. Grand Island—Announced that Cousins 
Lumber Co. will double facilities to take care of in- 
creasing business. 


OHIO. Cleveland—Nickel Plate Lumber Co. will 
erect office. 
TEXAS. Cleburne—J. W. Floore will erect two-story 


pbuilding to cost $35,000; building material business. 
CRABB ERAAAAZSA 


Patents Recently Issued 


The following patents of interest to lumbermen re- 
cently were issued from the United States Patent Office. 
Copies may be obtained from R. BE. Burnham, patent and 
trade-mark attorney, Continental Trust Building, Wash- 
ington, D. C., at 20 cents each. State number of pat- 
ent and name of inventor when ordering. 

1,608,157. Shaper for saw teeth. Frederick K. Bene- 
dict, Big Rapids, Mich., assignor to Machinery Com- 
pany of America, same place. 

1,608,182. Insertable saw tooth for circular saw 
blades. Josef Pospiech, Mosside, Alta. 

1,608,558. Power operated saw. Walter H. Hannah, 
Portsmouth, Ohio. 

1,608,696. Woodworking machine. 
inson, Philadelphia, Pa. 


1,608,702. Crate. Hugo A. Lindblom, Detroit, Mich. 


1,608,788. Hand shingle staining machine. Henry 
M. Geselbracht, Kansas City, Mo., assignor to Starks 
Manufacturing Co., Seattle, Wash. 


Mackintosh Hutch- 


1,608,880. Crate salvaging apparatus. Frank B. 
Henney, Yucaipa, Calif. . 

1,608,918. Lumber sticker. George F. Alexander, 
Westfield, Mass. 

1,609,018. Lumber carrier. Carl F. Gerlinger, Dal- 
las, Ore. 

1,609,651. Universal sawing machine. James E. Mc- 


Millan, Charleston, Ill. 


1,609,669. Saw setting anvil. Wallis Stacy, Stacy, 
a. 


1,609,889. Lumber finishing machine. 
man, Minneapolis, Minn, 


1,609,920. Portable electric lumber and timber grade- 
marking device. Harry W. Whited, Nacogdoches, Tex. 

1,610,178. Saw filer. Walter C. Tesch, Milwaukee, 
Wis. 


Willis S. Sher- 


1,610,260. Portable electric saw. 
Chicago. 

1,610,623. Tie branding apparatus. 
ley, Pittsburgh, Pa. 

1,611,058. Sawmill setworks. 
gomery, Ala. 

1,611,177. Veneer jointer. Orin C. Fenlason, Portland, 
Ore., assignor to Portland Veneer Machinery Co., same 
place. 

1,611,202. 
Mich. 

1,611,418. Wood turning machine. 
sham, Toronto, Ont. 

1 611,577. Machine for making barrels. 
Buegler, Buffalo, N. Y., assignor to E. & 
Machinery Co., same place. 

1,611,596. Chain coupling for logs. 
Stockholm, Sweden. 

1,611,597. Locking link for chain couplings for logs. 
Edward Larsson, Stockholm, Sweden. 


TIMBER LAND SALES 


ATLANTA, GA., Dec. 27.—According to a recent 
announcement by the Southern Timber & Lumber 
Mills (Inc.), Atlanta, that company has just 
acquired a 2,000-acre tract of hardwood in east 
Alabama, containing an excellent stand of gum, 
oak and poplar. Four mills are to be installed at 
once and development is expected to begin early 
in the new year. 


Alex A. Clarke, 
Grant B. Ship- 


Willard Newsom, Mont- 


Saw set. Warren E. Knott, Grand Rapids, 
Kenneth M. Clip- 


Edward F. 
B. Holmes 


Edward Larsson, 





SAN FRANCISCO, CALIF., Dec. 24.—Announcement 
of a timber sale at Klamath Falls, involving. 35,- 
000,000 feet of timber, was received here yester- 
day. Richard Hovey, San Francisco timber pur- 
chaser, was the buyer. It is reported that $100,000 
was paid for the holdings. 





J. B. SEMMES, prominent sawmill operator 
in Hattiesburg, Miss., died on Sunday night, Dec. 


19, following an operation. Mr. Semmes was 
associated with V. M. Scanlon for many years 
in the sawmill business. He was actively in 
charge of the operations of the Lamar Lumber 
Co. at Clyde, Miss., until that operation was 
sold several years ago. After the sale of the 
Clyde property he took over the management of 
the Hattiesburg Saw Mill Co., at Hattiesburg, 
in which he was heavily interested. The Hat- 
tiesburg Saw Mill Co. ceased operations several 
months ago and the Lamar Lumber Co. pur- 
chased a large body of hardwood timber along 
Pearl River and now has a large band mill 
under course of construction. Mr. Semmes was 
very active in the organization of the new 
operation until a few weeks ago when his illness 
took him away from business. 


JOHN HENRY BERKSHIRE,..2. lumberman 
of many years’ standing in Missouri .and Kan- 
sas, died on Dec. 23 at Kansas City, Mo., at 
the age of 85: Mr. Berkshire had been retired 
from business for several years. but for three 
decades he was one of the most prominent 
figures in the yellow pine industry. He was a 
native of Muscatine, Iowa, born on July 27, 1841. 
His father was Montgomery McCall Berkshire, 
who had moved to Iowa from New England 


John Henry Berkshire was educated in the local~-; 


schools and began his career while a mere boy 
as engineer on a ferry boat on the Mississippi. 
He became chief engineer of a river packet 
when he was only 20 years old, an unusual 
record. During the Civil War Mr. Berkshire 
did much service for the Government in his 
capacity as river engineer. After the War Ben- 
jamin Hershey, the noted Muscatine lumberman, 
offered him a position as chief engineer in his 
mill and so began his long connection with the 
lumber industry. He became successively fore- 
man, superintendent and manager of the 
Hershey Lumber Co.’s mills at Muscatine, re- 
taining the management until 1894. During that 
time he acquired stock in the company and 
finally became one of its larger stockholders. 
In 1891 the Hershey interests acquired the tim- 
ber holdings and plant of the Ozark Lumber 
Co. at Winona, Mo-, and Mr. Berkshire, who 
had negotiated the deal, became vice president 
and manager. The two companies were con- 
solidated in 1895 as Ozark Land & Lumber Co., 
which still operates under that name. Mr. 
Berkshire’s interests became widespread and he 
held important offices in many of the largest 
companies of the yellow pine region, including 
the Current River Lumber Co., Missouri Lum- 
ber & Land Exchange Co., Louisiana Long Leaf 
Lumber Co., Louisiana Central Lumber Co. and 
others. In 1903 Mr. Berkshire established the 
Berkshire Lumber Co. at Kansas City. 

He was for long associated with Capt. J. B. 
White, and the two. became the outstanding 
figures of the yellow pine industry of that 
period. Mr. Berkshire was active in the old 
Southern Lumber Manufacturers’ Association 
and in Masonic circles, being a member of De 


Molay Commandery, the Mystic Shrine and of 
other lodges. His was an eminently successful 
life. Of an inventive turn of mind, he made 
a study of machinery and is credited with a 
number of inventions which materially aided 
in speeding up production at his mills or im- 
proving the product. A quiet, unassuming and 
democratic man, he was well thought of by 
business associates and counted many lumber- 
men among his warm friends. Of late years 
he had been retired from active business but 
had retained his interest. He is survived by 
a widow, one son, Ben H. Berkshire, who is 
general manager of the Berkshire Lumber Co., 
and a daughter, Mrs. R. J. Cherry, of Portland, 
Ore. <A grandson, John H. Berkshire, II, is 
also connected with the lumber company. 


ROY E. FLANDERS, secretary and treasurer 
of the Lockport Lumber Yards, died at his home 
in Lockport, N. Y., on Dec. 26 at the age of 
53.. He had -been ill for about three weeks. 
Mr.- Flanders was. prominent in the Odd Fel- 
‘lows .-and Kiwanis Club of Lockport.. He had 
been associated with his brother, Harvey. W. 
Flanders, in the lumber business for some years, 
Besides his brother he leaves two sisters: Mrs. 
Walter Smith, Niagara Falls, and Mrs. Chase 
Farnsworth, Taft, Cal. 


‘WALTER M. SADLER, 38 years old, super- 
intendent of the Bradley Lumber & Manufac- 
turing Co., of Boston, Mass., with mills located 
at Ashepoo, 8S. C., died of pneumonia in the 
Es Dorn Hospital, Walterboro, S. C., on Dec. 
18, after an illness of four weeks. Mr. Sadler 
had been very active all his life in the lumber 
business, having been connected with the Roper 
Lumber Co. in North Carolina until 1920, where 
he joined the Bradley Lumber & Manufacturing 
Co., which he served up to the time of his death. 
He was buried at Oriental, N. C., on Dec. 19. 
He is survived by his widow and one son. 


LYMAN HUGH HENDERSON, 85 years old, 
Civil War veteran and member of one of 
Minnesota’s oldest families, died at Minneapolis 
Monday, Dec. 27, following a brief illness. He 
was identified with the early lumbering busi- 
ness in Minnesota. At the age of 14 he left his 
home at Columbus, Wis., and went to the Wil- 
low River valley in Wisconsin, where for several 
years he was a member of a crew estimating 
and surveying standing timber. Later he went 
to Faribault, Minn., where for some years he 
was engaged in the lumber business. He served 
in the Civil War in the 1st Minn. Inf. A son, 
two daughters and two sisters survive. 


W. C. BATTAILE, father of Will Battaile, of 
the Lumbermen’s Reciprocal Association of 
Houston, Texas, and John Battaile, Houston 
attorney, died at his home in Dallas, Texas, 
last week, at the age of 70. Mr. Battaile had 
been Dallas representative for the Lumbermen’s 
Reciprocal Association of Houston for some 
time. Funeral services were held in Yazoo 
City, Miss. 
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Buy Wisely—Buy 
Hodge-Hunt 


BRAND 


CEDAR CLOSET LINING 
OAK FLOORING 

GUM FLOORING 

BEECH FLOORING 

RED and WHITE OAK TRIM 
RED GUM TRIM 

SAP GUM TRIM 





YELLOW PINE LUMBER 


OF ALL GRADES 
Mixed or Straight Carloads. 


Hodge-Hunt Lumber Co., Inc. 


HODGE, 
LA. 


Try our service. 
We can please 
you. 


hAAAKA ABA 


Lutcher & Moore 
Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Cypress-~Tupelo 


We Specialize in Tupelo 
Flooring, Trim and Moulding 









































Manufacturers 


Short Leaf Pine and Hardwoods 


CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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TARDWOOD: 





Factory buyers appreciate 
our mixed car service 
cause it enables them to 
buy nine different hard- 
woods from one source, 
mixed to suit their needs. 


Our customers are assur- 
ed the best of every log be- 
cause we cut only 4/4 
lumber in 


White and Red Oak, Elm 
Beech, Red and Sap Gum 
Yellow Poplar, Sycamore 
_and Cottonwood 
We also have a shortleaf Yellow 


Pine mill producing 75,000 feet daily. 
Order mixed cars hardwood and pine. 


Allison Lumber Co. 


BELLAMY, ALA. 
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Rne€’ Cypress Products 


y \ 
Longleaf Rift and Fiat 


FLOORING 
Shortileaf Finish 


Band Sawn Stock 
Boards Shiplap 
\ Dimension Roofers / 


PINE PLUME LUMBER © 


MONTGOMERY ALA. 








Baughman’s Buyer 
and Seller 


Awell known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 
cc flexible leather, $4.00; black seal grain, $5.00; 

lue morocco leather, gilt edges, $6.00; brown imita- 
tion leather, $3.00. Pocket edition, 3'4x6 inches, 
with cut-in indexes. 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blue Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Il. 
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News Notes from Ame Fic 


TACOMA, WASH. 


Dec.” 24.—J. G. Dickson, president Reliance 
Lumber & Timber Co. and Sterling Lumber Co., 
and vice president of the Pacific States Lumber 
Co., Cascade Timber Co. and Mineral Lake Log- 
ging Co., was elected president of the Tacoma 
Lumbermen’s Club at the first meeting of the new 
board of trustees held last Monday, following the 
election of the board by the club last week. Mr. 
Dickson’s acceptance of the club leadership was 
received with enthusiasm by Tacoma lumbermen. 
He is one of the ablest manufacturers in the 
Pacific Northwest, and has twice before declined 
to allow his name to go before the board, because 
of the pressure of other interests. Mr. Dickson’s 
election means that the 
club will have a strong 
executive direction dur- 
ing the coming year, and 
when the arrangements 
for the entertainment of 
the Western and Nation- 
al retail lumbermen’s 





J. G. DICKSON, 
Elected President 
Tacoma Lumbermen’s 
Club 





associations are being 
made. The National Re- 
tail Lumber Dealers’ As- 
sociation annual conven- 
tion for 1927 has been 
tentatively set for Aug. 
15-18, according to word 
received here this week. | 
The club will take charge | 
of this work, and is al- 
ready planning to make both conventions the most 
successful in the history of the two retail organ- 
izations. Roy F. Sharp, sales manager Mountain 
Lumber Co., was elected vice president of the club, 
and James Dempsey, sales manager for the 
Dempsey Lumber Co., secretary-treasurer. Mr. 
Dickson will appoint his permanent committees 
at a later date. The board also voted to hold the 
regular meetings on Fridays, instead of on Wed- 
nesdays as in the past. This change will become 
effective the first week in January. The regular 
Wednesday meeting this week was cancelled be- 
eause of the Christmas holidays. 

Another meeting of Northwest lumbermen was 
held in Tacoma Tuesday, at the Winthrop Hotel. 
Nearly a hundred manufacturers from Washington 
and Oregon attended. The meeting was devoted 
largely to an informal discussion of the problems 
of the industry. No action of any kind was taken. 
The proposed merger of the leading Northwest 
mills was discussed at length, and reports made 
on the progress so far made. The first year’s 
work of the West Coast Trade Extension Bureau 
was also reported on, and the effects of the adver- 
tising campaign were said to be most gratifying. 
A. C. Dixon, of the Booth-Kelly Lumber Co., pre- 
sided at the meeting. 

The annual Christmas party of the Loyal Legion 
of Loggers & Lumbermen was held at the local 
Four L hall Wednesday evening. There was a 
record attendance. 

Cargo shipments of lumber continued far below 
normal this week. From the Portacoma piers, 
Baker, Milwaukee and McCormick docks went 
1,540,000 feet ; Dickman Lumber Co., 750,000 feet ; 
Puget Sound Lumber Co., 1,370,000 feet; De- 
fiance Lumber Co., 630,000 feet; Tidewater Mill 
Co., 325,000 feet; Mountain Lumber Co., 190,000 
feet, and St. Paul & Tacoma Lumber Co., 1,370,000 
feet—a total of 6,175,000 feet. Destinations : 
Atlantic coast, 1,500,000 feet; California, 2,605,- 
000 feet; Australia, 320,000 feet; Mexico, 600,000 
feet; Japan and China, 1,150,000 feet. Other 
than lumber: Australia took 300 tons box shook 
and 4,000 doors. 

Croydon Wagner, of the St. Paul & Tacoma 
Lumber Co., who was recently sent to New York 
to the new sales office opened there by the com- 
pany, has returned to Tacoma for a visit over the 
Christmas holidays. 

Henry Disston & Sons (Inc.) are installing ma- 
chinery at their new branch factory here, which 
was brought to Tacoma by the Tacoma Lumber- 
men’s Club. The scope of the local branch has 





been enlarged, and it will not only carry a com- 
plete line of Disston saws, but will have a repair 
shop for reconditioning saws used in the Tacoma 
district. The local branch will be ready for oper- 
ation shortly after the first of the year. 

The Fir Tree Lumber Co. went into the hands 
of a receiver today, after a complaint was filed 
with the Pierce County courts by J. T. Gregory 
and J. E. Lewis, who allege that a $15,000 note, 
due them by the company last September, has not 
been paid. An answer filed by R. F. Martin, repre- 
senting the company, represented that the firm 
is insolvent and joined in the petition for a re- 
ceiver. The court named F. W. Gregory as the 
receiver. 

The capitalization of the Clearwater Timber 
Co:, one of the largest of the Weyerhaeuser sub- 
sidiaries, has been increased from $6,000,000 to 
$9,000,000. The company is operating at Clear- 
water, Idaho, but is incorporated in Washington. 

Everett Griggs II, who has for some time been 
connected with the Bellingham office of the St. 
Paul & Tacoma Lumber Co., has been transferred 
to the Tacoma headquarters, and moved to this 
city this week. 


BELLINGHAM, WASH. 


Dec. 24.—A shutdown that is complete, and that 
will continue in most cases until early in January, 
is general throughout the lumber industry in north- 
western Washington. All camps that had not al- 
ready closed, ceased operating Dec. 23. The only 
active sawmill operations were one side of the 
cargo plant of the Bloedel Donovan Lumber Mills 
and the Bellingham mill of the Puget Sound Saw- 
mills & Shingle Co., and both closed Dec. 24, also 
the single line operating in the Morrison Mill Co.’s 
box factory. The only camps that were operating 
this week were the works of the St. Paul & Ta- 
coma Lumber Co., Campbell River Lumber Co. and 
Dell Creek Lumber Co. All will resume on Dec. 
27, but the St. Paul camp will shortly close for 
an indefinite period because of the unsatisfactory 
condition of the cedar log market. On January 
3, the Buffelin Lumber Manufacturing Co.’s camp, 
which was closed two weeks ago on account of 
cold weather, will begin running. The ‘Warnick 
Lumber Co. will operate its sawmill after the 
holidays, but its camp will remain down for about 
thirty days. Camps of the Bloedel Donovan Lum- 
ber Mills will resume on Jan. 3. The sawmill 
of the Morrison Mill Co. will start cutting on 
Dec. 27. 

Cargo lumber shipments were good this week. 
The Puget Sound Sawmills & Shingle Co. shipped 
500,000 feet to the west coast of South America 
and 500,000 feet to California. At the Bloedel 
Donovan Lumber Mills’ piers, 1,000,000 feet was 
loaded for the Atlantic coast, 260,000 feet for New 
Zealand, 500,000 feet for Mexico, 2,000,000 feet 
for California and 651,000 feet for Hawaii. At 
these piers, 1,500,000 feet is now being loaded for 
California. The month’s total movement will ex- 
ceed 15,000,000 feet. 


PORTLAND. ORE. 


Dee. 24.—From appearances at present, there 
will be no long shutdowns of sawmills in this vicin- 
ity this winter, unless severe weather should set 
in. Just now mild weather prevails here, but 
there has been a good snowfall in the timber 
areas. Most of the Portland mills will operate 
even next week—between Christmas and New 
Year’s—but a number of mills down the river will 
be closed for a couple of weeks. Virtually all 
logging camps in the Columbia River district are 
down. With the mills running, and logging camps 
idle with no surplus of logs on hands, there is 
possibility of a log scarcity before spring. 

The Long-Bell sawmills at Longview, Wash., 
closed down this evening to remain idle till Jan. 3. 

Progress is being made in the plant of the 
Herrick Lumber Co., of Burns, Ore. The rein- 
forced concrete boiler and generator house has been 
completed. The power plant will consist of four 
water-tube boilers, developing 3,000 horsepower, 
and two 1,250-horsepower Allis-Chalmers turbines 
and generators. The sdwmill machinery is to be 
supplied by the Diamond Iron Works, and consists 
of two 9-foot and one 8-foot band. The dry kilns, 
stackers and unstackers and the planing mill and 
box factory machinery remain to be selected. Man- 
ager James Girard was in Portland a few days 
ago, on his way to Spokane to confer with Fred 
Hedrick, president of the company. 

The Sunset Lumber Co., which has been operat- 
ing at Cushman, on the lower Siuslaw River, for 
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‘Irica’s Lumber Centers 


a number of years, has been incorporated and a 
new mill is being erected at Betzen, further up 
the river. C. H. Farris, of Eugene, is at the head 
of the company. The headquarters will be at Bet- 
yen. The capital stock is $100,000. 

Installation of the first unit of an electrical 
system in the Fischer Lumber Co.’s mill at Marcola, 
Ore., has been started. Transformers have been 
installed to care for a 75-horsepower motor. 

George B. McGill, general manager Fischer Bros. 
‘Lumber Co., Eugene, Ore., has sold his interests in 
that company and organized the McGill Lumber 
Co.. in Eugene, to market the products of various 
mills in upper Willamette Valley. 

The Clark & Wilson Lumber Co. is building 
about ten miles of railroad at its Wilark camp, to 
tap a stand of timber through which fire ran last 
summer. 

F. A. Sullivan, head of the Sullivan Lumber Co., 
has returned from a trip as far east as New York. 
He returned gratified with business conditions and 
prospects for the new year. He says optimism is 
general in the East. 


SAN FRANCISCO, CALIF. 


Dec. 28.—Building in San Francisco and the 
Bay district has slackened during the holidays to 
some extent, but the outlook is highly optimistic. 
Retailers report that inquiries are good, and that 
contractors have enough contracts to keep them 
going through the winter and into the spring 
building season. New subdivisions are being opened 
which will also aid in increased building activities. 

W. G. Kahman, sales manager McCloud River 
Lumber Co., will leave the city this week to attend 
the annual meeting of the sales forces of the 
Shevlin, Carpenter & Clark Co. He will be accom- 
panied on the trip by Dwight N. Swove, president 
of the McCloud River Railway Co., which is oper- 
ated by the McCloud River Lumber Co. Mr. Swove 
has just been named commissioner of immigration 
and housing for the State. 

The Hutchinson Lumber Co., of Oroville, Calif., 
will continue mill operations through the winter, 
according to Carl Hornibrook, sales manager, who 
was recently in San Francisco om a business trip. 
The Hutchinson mills have usually closed down 
during mid-winter because of snow. 

H. D. Mortenson, president Pelican Bay Lum- 
ber Co., Klamath Falls, accompanied by Mrs. Mor- 
tenson, attended the annual celebration of the em- 
ployees which was held on Christmas Day. Both 





Sagacious salesmen speedily sell 
saving stockmen seasoned spruce 
silos. 


' See Piperism contest, page 76. 





Mr. and Mrs. Mortenson have attended these an- 
nual affairs for several years. 

D. J. Ballantyne, sales manager Cobbs & 
Mitchell Lumber Co., of Portland, Ore., recently 
spent a few days in San Francisco en route north 
following a business trip through the Southwestern 
territory. 

Max Cook, farm engineer of the California Red- 
wood Association, has returned from southern 
California, where he has been on a trade exten- 
sion trip. 

B. A. Cannon, general manager Sugar Pine 
Lumber Co., of Fresno, Calif., has returned from 
his home in Arkansas, where he was called because 
of the critical illness of his father. 


SEATTLE, WASH. 


Dec. 24.—Will E. Howard, sales manager for 
industrial trade, of the Kent Lumber & Timber 
Co., returned today full of optimism after an 
eastern trip dating from Nov. 1. He ranged along 
the Atlantic seaboard from Baltimore to Water- 
ville, Me., and reports an extremely cheerful atti- 
tude on the part of lumbermen for business during 
1927. He believes that the New Year will bring 
about a renewal of prosperity for the industry. 

Grant S. Hall, well known Seattle lumberman, 
has become identified with Krauss Bros. Lumber 
Co. 

Ed E. Anderson, of Anderson & Middleton, Aber- 
deen, Wash., was in Seattle this week on his re- 


turn from an eastern trip, during which he visited 
the distributing yards of his company, operated 
by the Terminal Sales Co., at Wilmington, Del. 
Eldon J. Daly, manager Ketchikan Spruce Mills, 
at Ketchikan, Alaska, is in Seattle for the holi- 


days. 
DENVER, COLO. 


Dec. 27.—-The Denver lumber market continues 
quiet. Cold weather with several inches of snow, 
and the holidays, served to check building. Re- 
tail yards have enough stock to meet the present 
small demand and are not buying, according to 
local wholesalers. What few orders are coming 
in are for small lots of lumber to fill out yard 


stocks. The outlook for 1927 is bright, and local . 


lumber firms are arranging their plans accordingly. 

E. W. Robinson, president Robinson Lumber Co., 
this city, gave a talk over KOA, one of Denver's 
radio broadcasting stations, last week. Mr. Rob- 
inson spoke in the interest of the National Lumber 
Manufacturers’ Association, in codperation with 
the National Farm Radio Council. 


WINNIPEG, MAN. 


Dec. 27.—It was reported that last week retail- 
ers placed orders for a number of cars, particularly 
of Coast stock, as they feel that Coast prices will 
shortly take on a firmer tone. It is understood 
that most of these orders were placed on a basis 
of $27.75 f.o.b. Winnipeg for dimension. There 
is still considerable buying to be done for spring 
yard trade, but owing to the vast amount of snow, 
retailers are inclined to defer making- large pur- 
chases, because to care for the stuff now would be 
too expensive. Spruce prices are still firm, and 
the northern mills do not seem to be very eager 
to book any orders except at their regular list. 


SPOKANE, WASH. 


Dec. 24.—Real Christmas weather has been here 
this week. This is helping the loggers, and 
sleighs are working full time. The lumbermen 
in general report the usual Christmas week slow- 
ing up of business. 


Following its annual custom, the Spokane Hoo- 


Hoo Club played Santa Claus to the 100 orphans: 


at St. Joseph’s orphanage Thursday night. Santa 
had one present for each child, in addition to filled 
stockings. Also Jack Crowley, of Crowley Bros., 
sash and frame manufacturers, donated 250 wooden 
toys to the club, sufficient to give each child under 
nine a toy and also to supply them to the Spokane 
and the Washington Children’s homes through the 
medium of the Lions’ Club and the Kiwanis Club, 
which are sponsoring these two institutions. “Jim” 
Brown with his fund of native humor, made an 
ideal Santa Claus. Miss Kathleen Lawlor recited 
‘““Twas the Night Before Christmas.” There were 
two reels of pictures, and a number of selections 
by the Hoo-Hoo Club quartet, composed of Horace 
L. Masterson, Ernie DeVoe, Lee Smith, and George 
Duffy accompanied by Mrs. Masterson. R. L. 
Bayne was chairman of the committee in charge 
of the affair, with Ed Rolls, past president, as his 
chief assistant. 

The Rev. A. F, White, brother of A. C. White, 
president A. C. White Lumber Co., Dover, Idaho, 
was the speaker at the weekly meeting of the 
Spokane Hoo-Hoo Club yesterday. He gave a 
message of Christmas cheer. . 

Work is under way on a 9-mile logging railway 
from Marcus to the forest reserve on the west side 
of the Columbia River for the Hedlund Lumber 
Manufacturing Co., of Spokane. This road is 
planned to tap 400,000,000 feet of timber owned by 
the Hedlund company. The extension will tap all 
the timber along a strip 12 miles wide from Kettle 
Falls to Inchelium. It is planned to extend the 
railroad ultimately to a total of twenty-five miles, 
when it will take care of a tract extending 25 miles 
along the west bank of the Columbia River, which 
will keep the Hedlund plant in Spokane supplied 
for the next fifteen to twenty years. The timber 
is mostly Pondosa pine, with a scattering of Idaho 
white pine. 

E. D. Hamacher, of the Duffy-Hamacher Lumber 
Co., who was operated on a week ago Monday for 
acute appendicitis, is much improved. 

Huntington Taylor, manager Edward Rutledge 
Timber Co., Couer d’Alene, Idaho, returned early 
this week from a business trip to Washington, 
D. C., and other eastern points. 

I. B. Hanks, lumberman, has returned from an 
eastern business trip. 





C— MISSISSIPPI Co 





YELLOW 
PINE 


We manufacture the 
best of Long and 
Short Leaf Yellow 
Pine Timbers, Yard 
and Shed Stock, 
Lath. 


Hardwoods 
We have on hand a 


nice stock including 


Oak, Poplar, Gum 
and other Hard- 


woods, 


Gilchrist- 
Fordney Co. 


LAUREL, MISS. 
4 : 
a 


LONGLEAF 


| . % 
HEAVY PITCH Pine 


For Export and Interior Trade 




















We make shipments 
from New Orleans, 
Gulfport, Mobile and 
Pascagoula of 


Daily Capacity TIMBERS, YARD 
400,000 Feet and SHED STOCK 


Dantzler Allied Mills 
L. N. DANTZLER LUMBER CO. 
Moss Point, Miss. Sales Agents 








MILLS AT 
[Mos Point Howison. Ten Mile Cedar Lake 





















On Your Next 
Order Try Our 


All grades, 3’’& 4’’ Std. Mtch. 
Edge Grain, Heart and Sap 
Flooring; Shed Stock; 2x4- 
2x6; Dimension all 
grades S4S to S&E 
Std. tengths 10’ to 
24’; Timbers 4x4”’ 







5” to 7 tip, 
10” to 16” butt, 
20’ to 100’ long. 


WILLIAMS 


Poplarville, Miss. 
Mill at Wilco, Miss. 
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Cc PACIFIC COAST Co 
No. 1 or No. 2 
Common $48 


vy West Coast 


HEMLOCK 


Here's the kind of stock you and your 
customers will like. It's cut from fine 
quality Upland timber and is nice, dry 
and bright. We can ship straight cars 
of 16’ orl8’ stock if you desire. Order 
some of it now. 


Pacific States 


TACOMA, 
w 


as” Lumber Co. 


REPRESENTATIVES : 


S.B.Marvin, 518 Peoples Gas Bidg , Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg.; Minneapolis, Minn. 
JamesA Harrison, P.O. Box 745, Sioux Falls, S. D. 
Joseph Lean, P.O. Box 744, Omaha, Nebraska 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
O. G. Valentine, P. O. Box, 171, Denver, Colorado 











To Best 


seve Our Customers 


Has always been Our Watchword. 
Place Your Next Order for 


Douglas Fir 


with 


eeongureinae 








Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnished or 
that offers more to 


the traveler. 


Keller and Boyd 


Owners and 
Operators 











THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price tpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 S.-Dearborn 8t., Chicago, Ill. 


MILWAUKEE, WIS. 


Dec. 28.—The market is quiet, as is usual at 
this period of year. Retail lumber yards are buy- 
ing very little, as construction has been slow. 
Predictions are to the effect that retailers will 
soon come into the lumber market; all of them 
are going into the new year with very low stocks. 
Prices on West Coast lumber here are weak, and 
local operators do not foresee any sudden increase. 
Certain hardwood items are firm, due to scarcity, 
but there is not much buying being done. The 
winter input in the North will be curtailed. Hard- 
wood operators are not forcing sales. They believe 
that after the first of the year the consumers will 
be in the market. Furniture manufacturers are 
expected to come in early in the first quarter, and 
the announcement that one of the local body plants 
will resume production on a large scale after the 
turn of the year indicates that there will be a 
demand from the automobile body factories. Floor- 
ing manufacturers are not doing much. 


KANSAS CITY, MO. 


Dec. 28.—While orders are rather scarce, there 
is an increasing volume of inquiry for a wide as- 
sortment of yard stock, and undoubtedly business 
will show a good increase after the first of the 
year, in view of the unusually small carry-over 
by retailers this year. While prices generally are 
considered weak, actually they are about at a 
standstill, awaiting only the renewal of demand 
to put a stronger tone in most items. The weather 
the last week has been operating against builders 


box lumber was reported, and woods operators 
were heartened over the receipt of further orders 
from the paper mills for pulpwood, and for mine 
timbers from iron mining companies on the Min- 
nesota ranges. 

Loggers in northern Minnesota are finding woods 
operations handicapped by deep snows, while 
swamps underneath have not been frozen hard 
enough. The mill of Rathborne, Hair & Ridgway, 
Deer River, Minn., is reported to be facing a short- 
age of logs on that account. Buyers for the com- 
pany in the Bigfork district are obtaining logs 
from farmers and jobbers, but not enough. The 
International Lumber Co. is buying pine and spruce 
on the Bigfork River, but is finding difficulty in 
timber where long hauls are involved. 


MINNEAPOLIS, MINN. 


Dec. 28.—In general, lumber trade in the North- 
west this year was satisfactory. That the indus- 
try has made earnest adjustment to the newer 
methods of doing business, is admitted generally. 
Hand-to-mouth buying is a fixed institution in the 
Northwest. Looking into the new year the lum- 
bermen find that there is reason to believe that 
the crops will have a more favorable start than 
they did in the spring of 1926 because there has 
been abundant moisture; the creative genius of 
the lumber trade has been more thoroughly aroused, 
and business is being conducted on the basis of 
actually merchandising lumber in a highly com- 
petitive field; in the cities, there are evidences 
now that building operations will continue on a 
fairly steady basis in 1927, while from the rural 











The accompanying picture was taken in the pole yard of a German wood treating plant. 








When the 


spruce poles received in the yard from the forest are trimmed to the standard lengths required 
for power and communication lines the lengths trimmed off are carefully piled for future sale as 
pulpwood, (Photograph by Forest Products Laboratory) 





and retail business has been a little duller than 
ordinarily. 

A widely known figure will be missed from the 
R. A. Long building after New Year's, when Mrs. 
Vinnie Brake, secretary to Mr. Long, will leave 
the Long-Bell organization after twenty-five years 
of service. Mrs. Brake lives with her aged parents, 
whose care necessitates her retirement. She first 
entered Long-Bell employ in 1901, as secretary to 
Samuel Wilson, vice president, now dead. He was 
a brother of Mrs. Long. 

Continuing a custom established some years ago, 
employees of the Long-Bell Lumber Co. had a 
Christmas tree in the offices Friday, with gifts 
for everybody. R. A. Long presided at the gather- 
ing, making a short talk in which he emphasized 
the influence of religion as exemplified in the 
Christmas holidays on everyday life. A chorus 
sang ‘“‘Adeste Fidelis,” and there were several short 


alks. 
' DULUTH, MINN. 


Dec. 27.—-Though inventory taking and holidays 
have reduced activity, a fair volume of northern 
piné orders trickled in, mainly for timbers and 
dimension. Dealers are looking forward to about 
a normal amount of winter and spring business, 
and mill sales officials are planning to cover the 
ground intensively early in the season. Sawmills 
at Cloquet, Virginia and International Falls, Minn., 
are operating at better than a two-thirds capacity, 
and active production is looked for during the 
winter months. Quotations on northern pine are 
steady and unchanged. Some fresh inquiry for 


districts there should come a large volume of trade, 
especially if there are good crops. The weather 
last season did not permit farmers to give attention 
to making repairs and new construction, and their 
money returns from crops were below expectations, 
so that a large amount of building is still pending 
in the rural districts. 

One of the factors which entered into the 
larger sales of the northern pine mills was that, 
because of the purchase-for-immediate-shipment 
policy, many buyers who formerly bought outside 
this territory were required to order from mills 
closer at hand. Hardwood manufacturers and 
wholesalers have had only a fair year in 1926, 
and business has tapered off. A fairly large vol- 
ume went into the usual channels, but the sales 
were on small-order basis and over a widely scat- 
tered area. The hardwood wholesalers in the Twin 
City territory believe that trade will begin to 
show buoyancy soon after the beginning of the 
year. Northern white cedar men believe that the 
year now closing has been marked by a pronounced 
trend toward return of wooden posts as compared 
with substitutes. Wide expansion of the use of 
electricity has been an important element in the 
enlarged sale of poles. There has been heavy 
movement of these products into the eastern and 
east central part of the United States where the 
power companies have been expanding rapidly. 
This tendency should continue in 1927, according 
to the cedar men. Sash and door men are confi- 
dent that with a fair break this year they will be 
able to sell a large amount in rural districts. 

Logging operations are continuing in the north 
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they will produce 300,000,000 barrels. 





woods. Woodsmen declare, however, they are 
under somewhat of a handicap. The bottoms are 
soft and there is an abundance of snow. The 
northern pine interests say the input of logs this 
year will compare favorably with that of last 
year. The northern white cedar men generally 
have forecast that the input would be lighter than 
it was last year, because of production difficulties. 

J. O. Busse, of Fargo, N. D., representative of 
the Carr-Cullen Co., Minneapolis, while in Min- 
neapolis, where he is spending the holidays, said 
that North Dakota is making splendid progress in 
getting back to normal. 

The Bertram-Wright Lumber Co.’s yards in 
Minnesota did 25 percent more business in the 
last year than they did in 1925, according to W. E. 
Bertram, head of the company, who has just re- 
turned from conducting inventories. The com- 
pany also operates yards in Wisconsin. 


HOUSTON, TEX. 


Dec. 27.—There is a very small volume of south- 
ern pine sales. However, prospects for January 
are bright, as low stocks will have to be filled out. 

The hardwood market is in good condition, con- 
sidering the season. Shipments are about 25 per- 
cent over production, and orders approximately 5 
percent more than production. There have been 
several large shipments to Belgium, but little ex- 
ported to other foreign markets. Common sap gum 
increased $2 last week, to $35. Other inch itéms 
quoted were stationary at: Red gum, FAS, $100; 
No. 1 common, $45. White oak, FAS, $75; red 
oak, $70. White oak for flooring, No. 1 common, 
$48; No. 2, $36. Red oak for flooring, No. 1, $46; 
No. 2, $34; FAS, $85. Ash, No. 1, $42; No. 2, 
$20. Cypress, FAS, $70; select, $60; shop, $32; 
No. 1 common, $28; No. 2 common, $24. Magnolia, 
FAS, $60; No. 1 common, $38; No. 2 common, $20. 


WARREN, ARK. 


Dec. 27.—Demand for Arkansas soft pine this 
week has been exceptionally light. Prices have 
remained practically firm, with slight concessions 
by some mills on a few items. The millmen have 
felt that there is no reason why they should try 
to force business. They are expecting good volume 
after the holidays, as retailers’ stocks at most 
points are below normal, and buying for the last 
six weeks has also been below normal. The only 
eall is for mixed cars for immediate shipment. 
Volume of inquiries, from dealers and industrial 
trade, is light, and car material continues to move 
in small quantities. Production this week has been 
curtailed. Rains have been very heavy, but have 
not yet affected log supplies, due to previous heavy 
banking of logs by larger mills. Small mill opera- 
tions are virtually at a standstill. 

K. D. Johnson will move his plant to Bates, Ark., 
and begin operating a sawmill and shingle mill 


about Jan. 1. 
MACON, GA. 


Dec. 27:—Some roofer mills in this territory 
have closed down for two or three weeks. The 
market is stagnant. Wholesalers claim the price 
is $18 and $19, but the mill owners are holding off 
in most cases for $18.50 and $19.50 or better. 
There appears to be a feeling everywhere that a 
marked improvement in the market will begin after 
Jan. 15. 

No change was observed in the longleaf pine 
market this week. Some mills that closed down 
Christmas eve will not reopen until after the first 
of the year, while others resumed full operation on 
Monday morning. 


BOGALUSA, LA. 


Dec. 27.—Mayor W. H. Sullivan, who has just 
been reélected for his fourth term, has issued a 
greeting to the citizens of Bogalusa, thanking 
them for their confidence. He said that no city 
in Louisiana had developed faster than Bogalusa. 
Mayor Sullivan also expressed appreciation for the 
coéperation of the community in various industrial 
undertakings, and his belief that if such hearty 
coéperation continues, there will be more notable 
achievements to add to the record. 

The Great Southern Lumber Co. has just en- 
tered into a contract with the Gulf Oil & Re- 
fining Co. to prospect for oil on 700,000 acres of 
the lumber company’s land. The large extent of 
the area under contract is accounted for by the 
fact that old methods of oil land development have 
been supplanted by more scientific ones. The 
prospecting companies since 1924 have used a 
seismograph and torsion balance to locate oil 
domes. By the new methods there have been found 
a dozen salt domes in the Gulf coast country, 
three of which are now in the producing class, 
while others are in process of development by drill- 
ing. If six of them are productive on the basis 
estimated by the United States Geological Survey, 
The dis- 





position of sedimentary rocks is the same in the 
Bogalusa region as in the area west of the 
Mississippi, as are surface indications, so that 
the prospecting will be followed with much in- 
terest. 

The Community Christmas Tree at Bogalusa 
made glad the hearts of six thousand children. 
The affair was arranged by the Parent Teachers 
Association. Schoolrooms were beautifully decor- 
ated, there were programs of carols and pageants, 
and all the children were given gifts of toys and 


dainties. 
BEAUMONT, TEX. 


Dec. 27.—The southern pine market was fea- 
tured last week by the number of orders received 
for early January shipment. These bookings are 
taken by the mill men and wholesalers to mean 
an early resumption of heavy buying and a 
strengthening pine market from now on. The lull 
which always sets in during the first weeks in 
December, due to disinclination of retailers to 
have any more stock than is necessary until after 
inventory, is now considered definitely at an end, 
and pine orders are expected to “pick up” ma- 
terially. Prices are steady, and prospects for the 
new year are considered decidedly bright. 

The hardwood men also noted a material in- 
crease in orders last week over any of the pre- 
vious three, and most of these were likewise for 
January delivery. Sap gum continues to lead 
the market, and there is a splendid demand also 
for red gum. Black gum and tupelo are in good 
demand. No price changes have occurred recently. 
Everything points to an exceptionally good year 
for hardwood men, and heavy buying is expected 
to be resumed immediately after Jan. 1. 


ATLANTA, GA. 


Dee. 27.—With many smaller pine mills idle and 
output at larger mills curtailed by recent rains, 
production in Georgia has fallen off considerably, 
though about as large as usual at this season. 
There is not much surplus stock. A considerable 
increase in output is looked for early in the year 
should weather permit, as the tone of inquiries, 
which are unusually heavy, promise an active 
buying period. Comparatively little advance busi- 
ness is being booked as yet for 1927 delivery, but 
orders for immediate needs maintain volume at 
not much below normal for this season. 

Southeastern retailers are the principal buyers, 
purchasing for immediate needs only. There is 
not much business from the East or middle West. 
Yard stocks in the Southeast are low, and consid- 
erable buying is expected during the coming few 
weeks. The building outlook for the Southeast is 
good. Textile mill construction will be active. 
The millwork industry is figuring on a large 
amount of 1927 work. Railroad demand is fairly 
good and railroads are planning still more work. 
There is not much demand for car materials, but 
the inquiry is brisk. 

Pine prices continue very weak though there 
have been few further reductions. 
ing, 1x4-inch, averages around $40@41; No. 1, 
$36 @37, No. 2, $17@18, and No. 3, $10@11. The 
1x3-inch flooring averages $1 to $2 less than 1x4- 
inch. The 1x4-inch ceiling is about $1 higher, and 
1x4-inch partition is about $2 higher, than 1x4- 
inch flooring. Many small mills are accepting 
$1@3 less. The roofer market continues quiet. 
Mills are asking $18.50 to $19.50, but making few 
sales, being offered only $18 and $19. Shortleaf 
B&better rough finish has declined about $2@3 
the last two weeks, with few sales reported. Whole- 
salers report a fair call for dimension. 

Because of the exceptionally low prices prevail- 
ing in southern pine, suspension for an indefinite 
period is announced by the Crane-Hanes Lumber 
Co., Hawkinsville, Ga. 

Tom Jenkins, Moultrie, Ga., is recovering satis- 
factorily from a serious operation he underwent in 
Jacksonville, necessitated by an injury he suffered 
recently. 

W. J. Yost, sales manager and secretary-treas- 
urer of the Pine Plume Lumber Co., Montgomery, 
Ala., has returned to Montgomery after visiting 
the Atlanta and Jacksonville offices. 


LAUREL, MISS. 


Dec. 27.—Southern pine demand is inactive. 
Retail dealers throughout the country feel that 
they will be in a better position to actually judge 
their needs after the Jan. 1 inventory. The local 
mills were all closed down the latter part of the 
week. Some resumed, on Monday, while others 
are proceeding with their annual repairs. Prac- 
tically no change in prices is noted. Export trade 
is quiet. 

T. G. Crawford, of Lynchburg, Va., representing 
Eastman, Gardiner & Co. in that vicinity, is at 
home for the holidays. 

Gilchrist Fordney Lumber Co. officials rode to 
their woods camp at Deshau, in Smith County 
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Co PACIFIC COAST Coa 


Dependable Quality 
Recommended 


A Midwest customer to whom we have 
shipped largely mixed cars for retail yards: 


66 Cars Fir Lumber in 1923 
44 “ “ “ “ 1924 
56 “ “ “ “ 1925 
60 “ “ “ “ 1926 


recently wrote as follows to a third party: 


“TI have had many dealings with the shipper 
(Worth Lbr. Co.) and know that 99 times out of 
100 they ship the very best lumber we get from 
the Pacific Coast.” 

You will enjoy similar satisfaction 
in buying Fir Lumber from 


Worth Lumber Company 


( Exclusive Rail Shippers) 
5501 White Building, SEATTLE, WASH. 
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PacificCoast Lumber 


Schwager-Karlen Lumber Co. 
5545 White-Henry-Stuart Building, 


sae 


SEATTLE, WASH. 
Eastern Representatives: 
Dwight Davis Lumber Co., 
1001 Peoples Gas eo Chicago, Ill, 
Rodney E. Browne & Co., 
2030 Gand — Terminal, New York, N. Y. 
Frank H. Golde 
1619 Bankers Trust Bldg., Philadelphia, Penna. 
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PACIFIC COAST 
LUMBER 


Fir Pondosa Pine 
Spruce Cal. White Pine 
Cedar Cal. Sugar Pine 
Redwood | Idaho White Pine 
FACTORY PLANK 


Write us for prices. 
























W:I-MSKEE LUMBER CO 


Manufacturers and 
Wholesalers 


General Offices: QUINCY, ILL. 












When You Think Lumber 
THINK" HANSEN -NIEDER” 


A little better 
than seems necessary 


HANSEN-NIEDER 
LUMBER Co, JING. 


1029 HenryBidg:, SEATTLE 











Eureka Cedar Lumber & Shingle Company 
HOQUIAM, WASH. 


Fir and Hemlock Lumber 


Service Is Our Specialty 
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OUR SPECIALTY 
Mixed Car Loadings 


: White Pine 
Sugar Pine 
Redwood 


Embracing all manufactured products therefrom. 


Car shippers of White Pine Mouldings, Siding. 
Sash, Doors and Cabinet Work. 


CHICAGO LUMBER. 
COMPANY OF 
WASHINGTON 


MiLLS SALES OFFICE YARDS 


OAKLAN D, CALIFORNIA 











We make 
timber loans 


If you find it desirable to interest 
new capital for enlarged or more 
stabilized operations, submit your 
problems to us. We have had years 
of experience in financing going 
businesses. We specialize in bond 
issues for lumber, logging; paper 
and pulp operations and buy issues 
outright in amounts of $100,000 and 
upwards, 


FREEMAN, SMITH & CAMP Co. 


PORTLAND SAN FRANCISCO LOS ANGELES 
307 STARK CROCKER-FIRSTNAT.BK.G0G. SARTLETT BLOG. 


Dealers 


find a ready 
market for 


ALBION, CALIFORNIA 


Sales Office: Hobart Bidg., San Francisco 
Mills: Albion San Diego Office, - — 320 Spreckles Bldg. 
and Navarro, Calif. Los Angeles Office, 397 Pacific Electric Bldg. 


Franciscon 





IGHT in the heart of the 
new business center at 
Eight and Market Streets. 
Maintaining a commodious 
garage under the same roof. 


~ HOTEL — 
WHITCOMB 


D. M-Linnard Ernest Drury 


e 
essee Manager 











to play the role of Santa Claus to.employees and 
their children. The train, to transport the officials 
to the woods, was decorated in keeping with the 
Yuletide season and a cordial welcome awaited 
the visitors at the camp. This is an annual event 
with the lumber company. 


Carl J. Funch, of Arling-Funch Lumber Co., 
Cincinnati, was a recent visitor to local mills. 


Mr. and Mrs. John Street, of Chillicothe, Ohio, 
are here for the holidays. Mr. Street represents 
Eastman, Gardiner & Co. in the Ohio territory. 


Marathon Lumber Co. employees in Laurel held 
their Christmas celebration at the Laurel Y. M. 
Cc. A. Christmas eve, when a company of home 
talent minstrels staged a performance, followed 
by the distribution of gifts to the company em- 
ployees and their families. 


ABERDEEN-HOQUIAM, WASH. 


Dec. 27.—-The resumption of the sawmills after 
the Christmas close down has been quite general. 
The shingle mills will remain down for some time 
longer. Several mills that have planned repairs 
will remain down until after the first of the 
year. 

Vessels loading on Grays Harbor are: For Cali- 
fornia, Aberdeen Lumber & Shingle Co., 2; Scha- 
fers, 1; North Western Lumber Co., 1; Hulbert 
Mill Co., 1. For Atlantic seaboard, Eureka Cedar 
Lumber & Shingle Co. For the Orient, Port Dock, 5. 


An appropriation of $250,000 annually for the 
continuous operation of a dredge on Grays Harbor 
bar has been presented to Congress. Continuous 
dredging would establish, thinks Col. Barden, dis- 
trict United States engineer, a minimum depth 
of at least 26 feet at all times. The present bar 
project calls for a depth of 24 feet. 

The Polson Logging Co. will put a new tug into 
operation in 1927. The installation of machinery 
in it is now under way. 

The Crown Willamette Paper Co. is preparing 
to build a pulp mill on Grays Harbor, and is 
negotiating with the city for an adequate water 
supply. ‘ 

W. B. Mack, who has spent the last six weeks 
in the East as representative of the E. C. Miller 
Cedar Lumber Co., is now in Aberdeen. 


Charles Middleton, son of A. W. Middleton, of 
the Anderson & Middleton Lumber Co., is spending 
the holidays in Aberdeen. Mr. Middleton resides 
in Wilmington, Del., where Anderson Middleton 
company has a large storage plant. 

G. E. Anderson, of the Anderson & Middleton 
Lumber Co., accompanied by his son, Henry Neff 
Anderson, of the Twin Harbors Lumber Co., are 
now visiting the Atlantic coast. 

S. C. Hooper, of the S. C. Hooper Lumber Co., 
Los Angeles, was a business visitor on the Harbor 
last week. During the last six months, Mr. Hooper 
has been visiting France and Germany. 

Clayton R. Apple, assistant to Henry Blagen, of 
the Grays Harbor Lumber Co., Hoquiam, leaves 
this week for San Francisco on business. 

A. H. Kuhn, of the Robert Gray Shingle Co., 
accompanied by Mrs. Kuhn, left last week by 
motor for a sojourn in California. 

P. J. Mourant, president Grays Harbor Con- 
struction Co., and also of the Woodlawn Shingle 
Co., of Hoquiam, has been elected president of the 
Baseball Club of Hoquiam, champions of the 1926 
Timber League. 


BIRMINGHAM, ALA. 


Dec. 27.—Most yards and mills in this section 
were closed down for the Christmas holidays. The 
mills have not been able to do any shipping, ex- 
cept from shed stocks, for more than a week, as 
business has been rather dull. Export shippers 
have been sold ahead. Interior sales have not been 
so satisfactory, though volume last week had im- 
proved. Most retail yards have limited stocks and 
have held off buying. Market conditions remain 
about unchanged. Average quotations for the week 
wotld be found as follows: 

Flooring, southern pine, 1x4-inch B&btr, $45; 
No. 1 and C, $40; No. 2 common, dropping grade, 
$25.50; No. 2 common, straight grade, $0150: No. 
3 common, $15.50; B&btr rift, $75; No. 1 and C 
rift, $55. 

The 1x5-inch flooring is: B&btr, $52; No. 1 and 
(', $44; No. 2 dropping, $23.50; No. 2 common, $21; 
No. 3 common, $14.50. 

Drop siding: 1x6, B&btr, $46; No. 1, $40; No. 2, 
droppings, $28 ; No. 2 common, $24; No. 3 common, 
7 . 

soards: 1x6 No. 2 common, air dry, S48, $22; 
No. 3 common, $19; 1x6 and wider, No. 2 S4S, 
$23.50; No. 3 common, $19.50. 

Finish, rough or S48, B&btr, 1x6 and wider, $58 ; 
No. 1 and C, $45. 

Ceiling: 5/8x4 B&btr, $40; No. 1 common, $33; 
No. 2 common, $21; No. 3, $14. 

Roofers, air dry, 1x6, S2S&CM, No. 2 common, 
$21.50; No. 3 common, $18. 


Decking: 1x6 or wider No. 3 common, $19.50; 
No. 4 common, $12. 

Rough green timbers, 16-foot and wider: 4x4 to 
8x8, $283: 3x10 to 10x10, $26; 3x12 to 12x12, 

27.50; 3x14 and 38x16, $43. Over 18 foot, usual 
difference added. 

Hardwood flooring, }$x2%4 face, is: Clear quar. 
tered white, $130; red, $90; clear plain white, $89; 
red, $83; select quartered white, $83; red, $87; 
select plain white, $72; red, $70; No. 1 common 
white, $52; red, $51; No. 2 common, white, $23; 
red, $23. 

One of the really large contracts to be let in the 
Birmingham territory went to the contracting firm 
of A. K. Adams & Co., Atlanta, Ga., for the new 
cotton mill of the Connecticut Mills at Albany- 
Decatur, Ala. This contractor has placed his order 
for the lumber. All lumber used, totaling over 
2,000,000 feet, except the one item of 300,000 feet, 
}3x3-inch factory maple flooring, jointed and end 
matched, is to be merchantable, dense longleaf pine, 
structural strength. Among the really large pine 
items is the factory flooring, 16,000 pieces 4x8-inch, 
24-foot, S4S and grooved for splines. 

The Estes Lumber Co., which has operated its 
North Birmingham yard as headquarters for the 
last decade or more, has now transferred the 
general offices to the new yard at Boyles Station, or 
Fast Birmingham, and after about the middle of 
January will have its new yard running smoothly. 
This plant is one of the very best in the South. 


NEW ORLEANS, LA. 


Dec. 27.—The lumber markets are said to be 
“taking Christmas” this week, with the spot call 
seasonably light. Holiday shutdowns at the mills 
have scaled down production, and recent rains, 
sending creeks and rivers out of their banks, 
threaten continuance of the shutdowns at a good 
many points in the central South. This observa- 
tion is applied both to southern pine and hard- 
wood operations. Judging by the inquiries re- 
ported, the trade is keeping in close touch with the 
market, and buyers are not averse to picking up 
“bargains” here and there. Comment on the out- 
look for the first six months of 1927 is in general 
rather optimistic. 

Secretary-manager O. N. Cloud, of the Long 
Leaf Yellow Pine Manufacturers’ Association, went 
with his family to their former home in Shreveport 





Sane sports. select strong spruce 
sleds. 


See Piperism contest, page 76. 





to spend Christmas, and will make a trip through 
Texas this week before returning to New Orleans. 


Richard H. Fleming, operating as the Fleming 
Lumber Co., filed a voluntary petition in bank- 
ruptcy last Thursday, obtaining an extension of 
thirty days in which to file the customary 
schedules. 


Col. R. W. Wier, prominent Texas lumberman, 
with headquarters at Houston, spent a part of the 
Christmas holidays at New Orleans. 


The Geo. E. Breece Lumber Co., of Monroe, La., 
has closed a contract with the Moore Dry Kiln 
Co., of Jacksonville, Fla., for installation of a 
battery of dry kilns. Each kiln will be 20 by 150 
feet, of the crosspile-progressive type, equipped 
with automatic temperature and humidity re- 
corder-controllers, . and _ recirculating conduits. 
These have been specially designed for drying a 
high grade oak flooring. Kiln buildings will be of 
fireproof construction throughout, and equipped 
with Moore’s asbestos-protected metal doors. 


NORFOLK, VA. 


Dec. 27.—There have been a little better sales 
during the last week, for a number of buyers have 
become convinced that prices are not likely to go 
lower any time soon, but will probably advance 
after the first of the year if much buying is done 
at that time. The idea of buyers is to get stock 
at bargain prices. Because of heavy rains ship- 
ments and production have been light. Most mills 
are going to stay down until Jan. 3 or 5. A num- 
ber, however, will continue shipping. 


There has been very little demand for 4/4 edge 
No. 2 and better, either band or circular sawn. 
Edge 4/4 No. 3 is moving a little better in the 
South, although prices are far from satisfactory. 


No. 2 and better 4/4 stock widths, band sawn, 
have been quiet, but the mills have not much to 
offer. Circular sawn stock, for shipment after 
Christmas, is moving better, and much is being 
offered. No. 3 4/4 stock widths are moving a little 
better, with prices the same. Edge, 5/4 and 
thicker, is slow, but 6/ and 8/4 stock widths are 
in good demand and rather scarce. Demand for 
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No. 2 and better bark strips and miscuts has 
fallen off somewhat. 


Sales of 4/4 edge No. 1 box, kiln dried rough, 
have been light. Demand for good air dried is 
picking up, after an effort to hammer down prices. 
Shipments of air dried are going to be slow, due 
to very wet weather. No. 1 4/4 stock box has been 
moving fairly well and prices are holding steady. 
Mills are not burdened with surplus stock. Edge 
4/4 No. 2 box, kiln dried, is moving a little better, 
though individual orders are small. No. 2 4/4 
stock box has been very quiet. Stock box, 6/4 
dressed and resawn, has been very active, but 5/ 
and 6/4 edge box have been quiet. Box bark strips, 
4/4 rough and dressed, continue to sell well, and 
strips are hard to buy for quick shipment. A fur- 
ther advance in price would not be surprising. 

There has not been much demand for flooring, 
ceiling, finish ete- Planing mills have been kept 
fairly busy with dressing other items, and prac- 
tically all of them have shut down for repairs 
ete. Kiln dried roofers have been sluggish. There 
is a fair demand for air dried, with much stock 
offered and mills showing too much anxiety to ship 
quickly. Dressed framing has been very quiet. 


TUSCALOOSA, ALA. 


Dec. 27.—Some manufacturers expect to close 
down until the new year and are willing to wait 
before booking new business; others expect to 
operate with the loss of only one day, and want 
business to carry them over into the new year. 
These groups have different ideas of market 
values. Most manufacturers are content with 
sufficient orders to last them over New Year's. 
Practically everyone is looking for better condi- 
tions after Jan. 15. 


Civil War Guard 


MADISON, WIs., Dee. 2§.—Because the army 
of Civil War days was composed principally of 
boys and young men and because the young are 
impatient of restraint the guard louse played a 
somewhat impressive, if minor part, in the lives 
of many of the soldiers during the struggle 
In the field the ‘‘ guard 


between the States. 





Guard house of Camp Randall, Madison, Wis. 
It was built in 1862, of two layers of 2-inch oak 
planks and measures 6x68 feet high. 


house’’ meant simply restraint under guard, 
confinement within certain areas or the assign- 
ment to unpleasant duties, but at training and 
concentration camps it was an actual structure 
varying in size depending on the size of the 
camp and in design to conform to the command- 
ing officer’s ideas of what a guard house should 
be. 

Few of the structures have been preserved but 
it ean easily be imagined from an inspection of 
the one used at Camp Randall, Madison, and 
now standing on the site of that camp, which is 
included in the University of Wisconsin campus, 
that confinement in the guardhouse on short ra- 
tions for even short periods of time might have 
been ample punishment for minor infractions of 
camp rules and army discipline, particularly if 
more than a few were held in the ‘‘ jug’’ at one 
time. 

The AMERICAN LUMBERMAN is indebted to 
Jesse 8. Meyers, late sergeant of Company I, 
Twenty-third Wisconsin Infantry and now cus- 


. Provinces. 





BOSTON, MASS. 


Dec. 29.—More snow than ever before in Decem- 
ber has slowed up building operations, nearly halted 
the movement of lumber from retail yards, and com- 
bined with the usual seasonal influences of Christ- 
mas, New Year’s and annual inventories to pull 
trade down to the minimum. There is enough de- 
mand to care for the very limited current produc- 
tion of spruce frames, and the market keeps steady 
at $39@40 base. The few big spruce manufac- 
turers now operating say their customers are urg- 
ing for quicker delivery than it is practical for them 
to make, hence the market looks more active than 
it really is, simply because production is so light. 
Buying of Provincial random is very restricted, and 
there is less lumber in transit from the Maritime 
There has been a fair recent business 
in transit lots of Douglas fir from the West Coast 
at fairly steady prices. Southern pine flooring 
manufacturers are disappointed with New BPngland 
demand, which is almost at a standstill. Hardwood 
lumber is seasonably quiet at steady prices, but 
hardwood flooring is weak and unsettled. 

Frank Sawyer, of the Palmer & Parker Co., said 
yesterday that in all his long experience in the 
wholesale hardwood trade he never saw demand 
for mahogany during December any better than it 
is at present. His company has just landed a con- 
tract for eight carloads of FAS mahogany to be 
used in the interior finish of the new Parker House. 
The C. H. Rugg Co., of Rochester, N. Y., is manu- 
facturing the interior trim. 

The Woodstock Lumber Co. has taken four more 
offices on the seventh floor of the Board of Trade 
Building, and now has about half of the seventh 
floor. 


(Continued on page 107) 


House Still Stands 


todian of the G. A. R. Memorial Hall, Capitol 
Building, Madison, Wis., for the following ac- 
count of this interesting relic. 


The little building was built during Civil War 
days, he says, when the troops were in training 
and when, as might be expected they occasionally 
ran the gauntlet of the guard, climbed the high 
board fence which surrounded the camp grounds 
and set out for adventures which if not easily 
found were created. To punish these offenders 
against army discipline they were locked up in 
this guard house and put on short rations. 

The little building is 6x6 feet in ground area 
and 8 feet high. The walls are constructed of two 
layers of 2-inch oak planks fastened together with 
wrought iron spikes spaced so closely that no hole 
could be cut large enough to permit escape. The 
floor and roof were of similar construction. In 
each wall are three holes each about one foot 
square which served to ventilate the interior and 
through which food and water were passed. I do 
not know the date of construction but believe it 
was 1862. I was in the camp for three weeks 
ending Sept. 15, 1862, when I left for the front, 
and remember seeing the guard house at that time. 
I can give you no experiences in its occupancy as 
I was never “jugged.”’ 

After the war this guard house, together with 
the other buildings at Camp Randall, were sold 
at auction, the purchaser using it to construct a 
leanto to his barn. As will be seen from the ac- 
companying illustration the guard house was con- 
structed in sections two feet wide and could be 
taken apart easily from the outside. For many 
years it was unknown to the G. A. R. of Wisconsin 
what had become of the old jail. About six years 
ago, however, we received notice that the barn was 
to be torn down and that if the boys desired them 
the sections of the building could be obtained. I 
was assigned the task of moving the sections and 
reconstructing the guard house on seven acres of 
old Camp Randall which the State reserved when 
the camp grounds were turned over to the Uni- 
versity of Wisconsin. The building stands today 
practically as it was in ’62 and has served to‘bring 
back to those who knew it in the old days mem- 
ories that will linger while life lasts. 


At THE Harpor Plywood Co.’s plant in 
Hoquiam, Wash., a test was made recently which 
developed that cedar found in the higher re- 
gions of the Olympic Mountains is well adapted 
for purposes in which a fine grained wood can 
be used. A 3-foot section of a tree was con- 
verted into various forms of veneer and then 
applied to a fir base, as other veneers are ap- 
plied, and the result was unusually striking and 
pleasing. Mountain cedar is exceptionally close 
grained and hard, takes an excellent sand finish 
and is practically free from decay. 
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alifornia White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine. 
Best Stock for Factory and Pattern Lumber. 


Ask LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHICAGO, ILL. 


Tel. Harrison 1295 





















ALIFORNIA 


WHITE PINE 


Soft and Light 
BOX, SHOP 
CLEARS 


Our Service 
will please 
you. 
Try 
us, 


H. B. Hewes, 
President 


W. T. Virgin, 
Vice-President 


R. H. Downman 
J. W. McWilliams 


C. D.: Terwilliger, 
Sec.-Treas, & Gen. Mgr. 


F. E. Walker, Asst. Sec. & Treas. 


Clover Valley 








Lumber Co., ‘Oxitrornia 








CALIFORNIA 7 


REDWOOD 


Siding Tank Stock Shop 
Finish Silo Stock Ties 
Ceiling Squares Timbers 
Mouldings Flitches 


Union Lumber Co. 


FORT BRAGG, CALIFORNIA 


Crocker Building, - - San Francisco 

Lane Mortgage Bldg., - - Los Angeles 

Grand Central Terminal, - - New York 

London Guarantee Building, - Chicago 
360 North Michigan ak, t 

W. O. W. Building, . - Omaha 
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Klamath 


Chief 
BRAND 


Factory Plank a Specialty 
Also D & Better—All Thicknesses 


™ DWIGHT 


Lumber Company 


Manufacturers— Wholesalers 


MILLS: OFFICES: 
KlamathFalls,Ore. 260 California St., SAN FRANCISCO, CALIF. 
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Central States 
Buyers 


will find us prepared to give them close 
cooperation on their West Coast lum- 
ber requirements. Quality, service 


and satisfaction. We're cutting ap- 
proximately 1,000,000 feet daily of 


Douglas Fir 


Redwood, White Fir, Hemlock 
California White Pine 
California Sugar Pine 

Get in touch with us. 


Hammond Lumber Co., Inc. 


SALES OFFICE: 


100s Lapeoice CHICAGO esstern'sin 


Mills at: Mill City, Ore., Samoa, Calif. 
and (Hutchinson Lbr. Co.,) Oroville, Calif. 





Es es es ee 


Manufacturers 
Moulding, Casing, Base 


Get in touch with people having the 
time, knowledge and connections nec- 
essary for the satisfactory handling of 
this class of lumber products— 


If it is Mouldings, Casing, Base, 
Factory Specials or Shorts, We Sell 'em. 


JouN A. SPENCER LUMBER Co. 
Suite 801, 624 So. Michigan Ave., Chicago, Ill. 














Fir Frame Lumber 


Kiln Dried, Run to Special Patterns. 
Mixed cars of Sills, Jambs, Drip-Cap, 
Hanging Stile, Brick-Mould, etc. 


Gram Lumber Co. 
28 E. Jackson Bivd., CHICAGO, ILL. 
Telephones: Wabash 8117-8118 


WesternWood ProductsCo. 


Formerly OSGOOD-SIMONSON LUMBER CO. 

Specialists in Western and Northern 

FACTORY AND YARD STOCKS 
Phone, SUPERIOR 3531 Tribune Tower, CHICAGO 




















Coupon Books 


SAVE 


Labor and Money 


Our facilities enable 
us to give exception. 
ally prompt service 


FOR SAMPLES AND PRICES 
WRITE T6 


SOUTHERN COUPON COQ. SiRMINGHAM, ALA. 


P.O. BOX 346 








August C. Ebenreiter, of the Landeck Lumber 
Co., is spending the New Year holiday at Kewas- 
kum, Wis. 


John Sherwood, of South Bend, Ind., was in Chi- 
cago this week calling on his friends in the south- 
ern pine trade. 


Miss Mary D. Havel, of the Berwyn Lumber & 
Coal Co., Berwyn, IIL, is spending her vacation 
at Albuquerque, N. M. 


Roy Miller, of Normal, Ill... manager for the 
W. D. Alexander Lumber Co., when in Chicago this 
week reported that there is a very satisfactory 
volume of business coming from the country trade. 


Kurt Stoehr, sales manager of the Oconto Co., 
northern hardwood manufacturer, left Monday 
night for three or four days’ visit to the mills 
of the company at Nahma, Mich., and Oconto, 
Wis. 


Rn. C. Ellsworth has resigned as manager of the 
retail yard of the Weart & Lysaght Co, at Anthon. 
Iowa, after 20 years’ service with the company. 
C. J. Anderson, of Lanyon, Iowa, has succeeded 
him as manager. 


George E. Pillsbury, well known wholesaler of 
Milwaukee, Wis., made a business trip to Chicago 
this week, and reported that consumers are taking 
stock sparingly at present, preferring to wait until 
after the first of the year before buying to any 
extent. 


V. J. Phillips, president of the National Forest 
Products Co., Portland, Ore., spent several days in 
Chicago this week on business. He said that the 
demand for West Coast woods had been rather 
slow recently, but things look promising for the 
New Year. 


Clyde Hf. Wilson, manager of the Chicago office 
of the Deer Park Lumber Co., manufacturer of 
Pondosa pine, spent Christmas with his brother 
in Spokane, Wash., and before returning to Chi- 
cago plans to visit the company’s mill at Deer 
Park, Wash. 


S. W. Lovejoy, of Columbus, Ohio, western Ohio 
sales representative for the Hilgard Lumber Co., 
spent a day in Chicago Dee. 24 conferring with 
officials at local headquarters. He reported a 
fair volume of business for the season, and pros- 
pects good after the inventory period. 


E. M. Lockridge, of the Mummert Lumber & Tie 
Co., spent the Christmas holidays with his mother 
in Kansas City, as did also Charles R. Lockridge, 
manager of the New York office of the Bloedel 
Donovan Lumber Mills, the latter stopping over 
in Chicago for a few hours Dec. 27 on his way 
East. 


W. E. Allen, who for the last five or six years 
has conducted a lumber commission business in 
Suite 539, 30 North LaSalle Street, has moved his 
office to 5009 North Ashland Avenue, Chicago, 
telephone Ardmore 0435. Mr. Allen specializes 
in Canadian pine and spruce and southern lum- 
ber products. 


W. ©. Harris, retailer of Lincoln Park, N. J., 
was a Chicago visitor Dec. 28. The volume this 
year has been fully equal to that of 1925, stated 
Mr. Harris, who anticipates a better business in 
1927 than in either of the two preceding years. 
Mr. Harris opened a new retail yard at Whippany, 
N. J., about six months ago. 


W. J. Whyte, secretary and treasurer of the 
Gregertsen Bros. Co., cypress specialist, has been 
laid up since his return from a business trip to 
New York City. He is at present in the Ravens- 
wood Hospital slowly recovering from an attack 
of pneumonia, and his many friends in the trade 
trust he will soon be out again. 


John A. MacDonald, of the H. M. Sedgwick 
Lumber Co., wholesaler of Cincinnati, Ohio, was 
in Chicago on Wednesday of this week calling on 
his friends in the local trade. He reported that 
business had been very satisfactory up to Dec. 1, 
when demand slowed up a little, but prospects for 
1927 are very bright, according to Mr. MacDonald. 


H. E. Kircher, of the McGinnis Lumber Co., 
southern pine manufacturer of Meridian, Miss., 
spent Christmas with bis parents in Chicago and 
took the opportunity of calling on several of the 
local firms. He was inclined to be optimistic re- 
garding next year’s demand for lumber, and said 
indications pointed to better prices in the near 
future. 


Charles G. Labbe, of the Bauman-Labbe Lum- 
ber Co., Memphis, Tenn., and Mrs. Labbe traveled 


by automobile to Chicago this week to spend the 
New Year holiday with friends, and expect to 
return Jan. 1 accompanied by Mrs. H. 8S. Hayden. 
jr., and daughter. Mr. Hayden is in charge of the 
hardwood department of Cook & Yates, and the 
Labbe and Hayden families are friends of long 
standing. 


George C. Robson, formerly manager of the B C 
Spruce Mills, of Lumberton, B. C., manufacturers 
of “Moyie” white spruce, and for some time past 
sales manager of the Rib Lake Lumber Co., of Rib 
Lake, Wis., will sever his connections with the 
Rib Lake Lumber Co. on Dee. 31. Mr. Robson 
advises he has made no definite plans for the 
future. The Rib Lake Lumber Co. announces that 
Frank Handyside, formerly sales manager of the 
C. W. Fish Lumber Co., of Elcho, with headquar- 
ters at Appleton, has been named as Mr. Robson's 
successor. 


Harold Knapp, manager of the Chicago office of 
the Union Lumber Co., redwood manufacturer, re- 
turned last week from a three weeks’ trip to the 
Pacific coast, during which he visited the com- 
pany’s operations at Fort Bragg, Calif., and the 
San Francisco headquarters in the Crocker Build- 
ing. The object of his trip was to get a line on 
available stocks for next year, also to make a gen- 
eral survey of conditions. Mr. Knapp reports 
stocks generally lower than some time back, but 
stated that the mills will have a fair amount to 
zo into the New Year. He also said that arrange- 
ments had been made to put in another million 
feet in the company’s redwood concentration yard 
at 1140 Eddy Street, Chicago. 


W. W. Brown, of the W. W. Brown Lumber Co., 
hardwood wholesaler, returned last week from a 
ten days’ trip through Mississippi, Alabama, Ten- 
nessee, Arkansas and Missouri visiting among the 
hardwood mills in those sections. He stated that 
most of the mills are operating, having been fa- 
vored with good weather. According to Mr. Brown, 
there is a good export business in sap gum and 
white oak. The mills have a fair supply of logs 
and a fairly good stock of lumber, with a normal 
amount of most items, which the advent of the 
rainy season will considerably diminish. Mr. 
Brown said that practically all the operators he 
visited were looking for a good trade from the 
automobile interests after the first of the year, 
and a satisfactory volume from other consuming 
interests. 


Seventh Federal Reserve Report 


In its Jan. 1 bulletin on business conditions, the 
seventh Federal Reserve district states that pas- 
senger automobiles produced in the United States 
during November totaled 219,479 (Department of 
Commerce report), representing a recession of 24 
percent from the preceding month, and of 33.2 per- 
cent from November, 1925. Truck production of 
36,334 units was 15.3 percent lower than in 
October and 3.9 percent less than a year ago. Data 
for November show no improvement in automobile 
distribution in the middle West. Retail sales 
have declined steadily for six months, and since 
September have fallen below a year ago. Distri- 
bution at wholesale in November was smaller for 
the third successive month, and for the fifth month 
was below the corresponding period of 1925. The 
number of new and used cars on hand continued 
to inerease, stocks of new automobiles being 
about 50 percent heavier than a year ago. Sales 
made on the deferred payment plan averaged 37.5 
percent of total retail sales by 37 firms reporting 
the item; the October ratio was 42.8 and that for 
November, 1925, 38.8 percent. 


(Se aeeeeaeaeean 


New Retail Yard Well Laid Out 


In what is known as the Division Street Manu- 
facturing District the Frank J. Burns Lumber Co. 
has laid out a new, up-to-date retail yard on a piece 
of property approximately 300x350 feet, which the 
company recently purchased at the northwest cor- 
ner of Division Street and Kostner Avenue. A new 
1-story office building, containing 2,400 square feet 
of floor space, has been completed, and this struc- 
ture has been divided up into shipping office, ste- 
nographers’ and filing room, stationery room, 
three private offices and reception room. The 
office building is located at 4400 West Division 
Street. 

The new retail yard has storage capacity for 
between 5,000,000 and 6,000,000 feet of lumber, 
and the company is zow putting in well assorted 
stocks of southern pine, northern pine, fir and 
western pines, and expects to be operating along 
about Feb. 1, when it is planned to have on hand 
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good supplies of all the principal building and fac- 
tory items. The company will cater to contractors 
as well as the factory trade. For dressed and 
finish lumber, millwork and building lumber, a 
modern shed, 200x64 feet, has been erected. An 
8-car garage has been built on the west end of the 
property to accommodate the company’s delivery 
equipment, which will consist of eight motor trucks 
and a number of tractors and trailers. Excellent 
railroad facilities. are provided by a switch track 
from the Cragin Station of the Chicago & North 
Western Railway, and from this track the material 
ean be unloaded directly into the dressed lumber 
shed. 

The Frank J. Burns Lumber Co. was incorpo 
rated last August with a capital of $100,000, and 
the officers are: Frank J. Burns, president; John 
J. Dowdle, vice president; John C. Koenen, secre- 
tary ; Edward E. Meyer, treasurer. Mr. Burns was 
for twenty-eight years connected with the Burns 
Lumber Co., being president for the last eight years, 
resigning in Iday, 1926. Mr. Koenen was for twenty 
years with the North Side Lumber & Timber Co., 
and Mr. Meyer—a son-in-law of Mr. Burns—was 
formerly with the Burns Lumber Co. Mr. Dowdle 
is an officer of the Dowdle Bros. Co., prominent 
contracting firm of Chicago. 


Salesmen Visit California Pine Mill 


F. R. Linroth, manager of the Chicago office of 
the Exchange Sawmills Sales Co., returned last 
week from a seventeen days’ trip to the Pine 
Ridge, Ore., mill of the company, he being one of 
a party of twenty-four sales representatives who 
made the trip to get first-hand information on the 
manufacture, quality and texture of the stock be- 
ing turned out at this California white pine oper- 
ation. The salesmen were divided into three 
groups, the group with which Mr. Linroth made 
the inspection including the following: C. L. 
Chaffee, St. Joseph, Mo.; Jesse Jeffers, Tulsa, 
Okla.: L. C. Lingham, Cleveland, Ohio; G. H. 
Mallam, New Orleans, La.; J. H. Martin, Terre 


Haute, Ind.; P. H. Mead, Erie, Pa.; L. B. Oeth, 





Staunch spruce ships still safely 
sail surly seas. 


See Piperism contest, page 76. 





St. Louis, Mo.; H. A. Strube, Dallas, Tex., and 
G. Milloy, of the Milloy Lumber Co., Erie, Pa. 
The party left Kansas City Dec. 3 for Portland, 
Ore., where a visit was made Dec. 6 to the Inman- 
Poulsen fir mill. On Dee. 7 the visitors arrived 
at Pine Ridge, where they inspected the sawmill 
in which is installed the latest equipment, oper- 
ated almost entirely by electricity, and having a 
daily capacity of 150,000 feet. The mill is equipped 
with the latest automatic kiln stacker which pro- 
duces straight stock in drying. The stock was 
thoroughly inspected, and a lecture on grades was 
given by the supervisor to the sales representa- 
tives, who were also favored with an instructive 
talk by H. C. Sims, grade inspector for the Cali- 
fornia White & Sugar Pine Manufacturers’ Asso- 
ciation. On Dec. 8 a trip to the woods was made, 
where logging operations were watched with in- 
terest, and the following day a visit was made to 
the Algoma, Pelican Bay and Klamath Falls mills. 
A school on grades was held Dec. 10. On Dec. 12 
the party left Pine Ridge on the return journey, 
arriving at San Francisco on Dec. 13, and leaving 
the same day for Kansas City, which was reached 


on Dee. 17. 
Sa@eaaeaeeaaaaaai 


Change in Corporate Name 

SoutH BEnpD., IND., Dec. 27.—Announcement has 
been made that effective Jan. 1 the Berry-May 
Lumber Co., of this city, will change its corporate 
name to the Berry-Enright Lumber Co. This 
change follows the addition to the organization 
of M. W. Enright. Mr. Enright has been active 
in the hardwood field for fourteen years, during 
the last seven of which he has been representing 
throughout the central States the Anderson-Tully 
Co., of Memphis, Tenn. 


THE DEPARTMENT of Agriculture has an- 
nounced through the Forest Service, that it has 
designated 22,000 acres within the Mono na- 
tional forest, 9,050 acres in the Plumas national 
forest and 58,000 acres in the Eldorada national 
forest, all in California, as recreation areas for 
the use of the generai public, codrdinately with 
the purpose for which these forests were es- 
tablished. 





“Thus Saith the Law” 








Unsalable Lumber Deductible 


In December the officers of a lumber company 
made an inventory of the lumber in its yard and 
ascertained that a certain amount was unsalable 
because it was cracked, imperfect, warped, dry 
rotted and otherwise damaged. It charged off for 
that year the cost of that lumber. It was shown 
that during the year in question when lumber was 
loaded out of the company’s yard, during the pro- 
cess of unstacking a pile, rotten and damaged pieces 
would be discovered which the customer would not 
accept, and which would be unsalable because of 
their condition, and in such cases the cost of the 
lumber was charged off. 

The tax officials admitted that any goods in an 
inventory which were unsalable in the normal way 
because of damage or imperfections should be 
valued at bona fide selling prices, less cost of sell- 
ing. 

It was held that in view of the fact that the 
only evidence was that the lumber in question was 
unsalable, the lumber company was entitled to 
deduct the cost of the unsalable lumber. 

[Appeal of Hutchins Lumber & Storage Co.; 4 
U.S. Board of Tax Appeals 705.) 


Laborers’ Lien Comes First 


O’ Quinn, being the owner of certain timber land 
with a small mill thereon, sold the timber to 
Grace, and entered into an agreement whereby 
Grace was to use the mill in cutting the timber, 
pay the expenses of operation, and pay O’Quinn 
$9 a thousand for the timber and use of the mill. 
Grace took charge of the mill and employed labor- 
ers to operate it. He failed to pay O’Quinn for 
the timber and also failed to pay the laborers for 
their work. 

The laborers claim a preferred lien on the lum- 
ber under statutory provisions which declare, in 
substance, that laborers employed by a _ person 
operating a sawmill shall have a lien on the lum- 
ber and timber in preference to all other debts 
due from the owner thereof. 

The court held that the laborers’ lien by the 
clear reading of the above statute; is undoubtedly 
superior to that of O’Quinn. Nor are the laborers 
stopped from asserting their superior lien because 
they knew that O’Quinn had not been paid for the 
timber. In fact, O’Quinn was just as well aware 
that the laborers’ wages would become due and 
must be paid. 

[O’Quinn vs. Grace; Mississippi, 109 So. Rep. 
672.) 


No Recovery for Timber Destroyed 


The owner of timber land made a grant of all 
the standing trees exceeding 12 inches on the tract. 
The grant conveyed the right “to erect steam 
tramways, machinery, buildings, improvements and 
fixtures’’ to be used for the cutting and removal 
of the timber, and to cut such small timber as the 
grantee “may want to use in constructing and 
running said railways and tramways.” After the 
expiration of the grant the land owner sued the 
grantee, alleging, with other things, that it waste- 
fully used large quantities of small timber in excess 
of any reasonable needs; and cut and removed line 
trees, and destroyed large quantities of young 
timber not covered by the deed in an unnecessary 


manner. 


The case was submitted to a jury and a verdict 
was rendered against the land owner. On appeal, 
the question was whether the law had been properly 
stated to the jury. 

The appellate court upheld the instructions of 
the judge at the trial and sustained the verdict. 
Addressing itself to the question of wastefulness, 
the court said that it was the duty of the grantee 
to use ordinary care to avoid unnecessary injury 
to the lands and small growth which had not been 
sold. As to the cutting of line trees, if the land 
owner conveyed: them to the grantee, he could not 
now complain. If the adjoining land owner had an 
interest in the line trees, that land owner might 
complain. The fact that the cutting of trees on 
the boundary line is forbidden by statute has no 
bearing on the issues between these parties. As 
to cutting timber not necessary to its operations, 
the terms of the conveyance, above quoted, do not 
mean such small timber as the grantee may ar- 
bitrarily and unreasonably want to use, but only 
such as a reasonable man would want to use, hav- 
ing due regard to the rights of the land owner. 
It was correct for the court to take notice of the 
fact that if there is an undergrowth in the woods 
and trees are thrown upon it, the undergrowth will 
necessarily be damaged in cutting and removing 
timber. 

[Williams vs. Atlantic Coast Lumber Corpora- 
tion ; South Carolina, 134 S. E. Rep. 390.] 





CHICAGO 





Winegar-Gorman 


Lumber Co. 


Birch, Maple, Ash, Basswood, 
Elm, White Pine, Hemlock, Lath 
Mills:— Winegar, Wisconsin and Bonifas, Michigan 


Sales Office:— 
39 So. LaSalle St., CHICAGO, ILL- 





A. J. BARKER H. T. FALL A. J. BOYLE 
e 
Fir, Spruce, Redwood 
Red Cedar Idaho White 
Lumber and 
and Shingles Western Pine 





Acme Lumber & Shingle Co. 
Tel: Wabash 2991-2992 
20 W. Jackson Boulevard, CHICAGO 





R. G. KEIZER FRED L. LEIDINGER 


INLAND EMPIRE 


LUMBER Co. 


White Pine— Pondosa Pine 
Spruce—Fir and Larch 
Pacific Coast Products 


Telephone Central 5691 


Suite 758-760 CHICAGO 


Conway Building, 





“Good Lumber at Prices YOU Can Afford to Pay” 


E.L. Cook Lumber Co. 


Kiln Dried and Air Dried 


Northern -HARDWOODS — Southern 


Ash Chestnut Plain Oak Walnut 
Basswood RedGum Quartered Oak Mahogany 
Birch Sap Gum Poplar Maple 


White Pine Western Pine Fir Cedar 
3800 West 38th Street, CHICAGO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Lumber Exchange Bldg., CHICAGO 
Randolph 1069 Mills at Mattoon, Wis. 
Jobbers of Yellow Pine, Fir and Red Cedar 
Manufacturers of HEMLOCK and CEDAR 
Saips é nts for Redwood Manufacturers’ Co., and 

-O.”” Maple, Beech and Birch Flooring. 





PILSEN LUMBER COMPANY 


White Pine — Yellow Pine 
Hemlock, Lath and Shingles 
Straight or Mixed Cars. 

Quick shipments from our mills or from a 
large stock in our seven acres of yard at 
Laflin and 22nd Sts., - - CHICAGO 











Estimateand Delivery Record Book 


ou book is so designed, that, with less ae than 

, the Balance-To-Go of any item is SHOW N CON. 
TINUOUSLY® and you do not need to spend anything 
more than the cost of ordinary record books to have 
this advantage. 

delivery record forms are on the back of the 
original estimate that is retained in the book. You can 
use the delivery form for the estimate facing it. 


The book contains 180 estimates and duplicates ruled— 
° bay’ to the page—360 sheets 9}x16 inches and 6-page 
Zindex. Itis bound in heavy canvas with carbon 

oon and press board. 


Postpaid, $4.75 
American Lumberman 4°! %;,Dcerborm St. 
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! PORTLAND, ORE. 
: AND THE COLUMBIA VALLEY 


” 
L-PPT TTTTTTITITITILILL LLL LLL LLL 


lp. 





W. J. Walsh Byron Wolfe ) 
25 Years’ Experience in 
Western Logging and Timber 


Stewart, 
Walsh & Wolfe 


1001 Bedell Bidg., Portland, Ore. 


E, Stewart 





Timber Estimating 
ing Engineering 
opographic Surveys 
Logging Appraisals 
Property Management 


References by Permission 

J. C. AINSWORTH, President, United States National 
Bank, Portland, Ore. 

W. B. AYER, President, Eastern & Western Lumber 
Company, Portland, Ore 

EDWARD C. CROSSETT, President, Crossett-Watzek- 
Gates, Chicago, Ill. 

G. B. MceLEOD, Vice President, 
Company, Portland, Ore. 








Hammond Lumber 

















Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 
Our Specialty 
Vertical Grain Uppers 
Carefully dried—Well manufactured. 


Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE, 
Chicago Representative 
Western Wood Products Co., Tribune Tower 


Old 
Growth 














SULLIVAN | 


LUMBER CO. | 
Soft Yellow Fir | 


Flooring Finish 
Siding Moulding 
Ceiling Thick Clears 


Factory and Industrial Stock 


SPRUCE, CEDAR, 
WESTERN PINE 
AND HEMLOCK 


Portland, Ore. 

















H. J. ANDERSON 
LUMBER CO. 


PRODUCERS OF WESTERN 
cvdar POLES = PILING 
RAIL OR CARGO 
ag ty Portland, Ore. 


Bank Building 

















THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 


between 2 feet and 29,000 feet at any 
$6.00 and $75.00 a thousand feet. 
book every lumberman can use, 

in leather, $8.50. 
ers, 431 8. 


price between 

Seventh edition. A 
Price postpaid, bound 
AMERICAN LUMBERMAN, Publish- 
Dearborn St., Chicago, Ll, 





Tractor Solves Logging Problem 

Actually reducing his logging costs to one-third 
of what they had been, was what H. O. Tiffany, 
lumber mill owner of Nelson, Wis., accomplished 
when he replaced four teams of horses with a 
Fordson equipped with Trackson Full-Crawlers. 
Besides doing away with eight horses, the Track- 


son-Fordson eliminated the work of two men in 
Mr. Tiffany's operations. 
Working on timber contracts last fall, Mr. 


Tiffany found himself facing a serious problem and 
the ultimate possibility of having to stop his log- 
ging, due to very difficult ground conditions. He 
was losing money daily until he solved the problem 
by buying a Trackson-Fordson manufactured by the 
Full-Crawler Co., of Milwaukee, Wis. 

The ground was so rough that neither trucks 
nor wagons could be used, and the horses were 
hauling on the bare ground, a distance of about 
three-quarters of a- mile. Each trip took them 
through very muddy roads and thick brush, and 
over comparatively steep grades. 

“I was losing $10 a day logging with the horses 
on bare ground,” said Mr. Tiffany. “Horses were 
playing out daily, and it was up to me to devise 
some means of getting those logs at a profit or 
quit logging. I bought the Fordson with Trackson 
Full-Crawlers-and. started to haul on some home- 
made sleds, on the bare ground. The crawler re- 
placed four teams and during the following two 
months actually made me a profit of $1,200! We 


cial Attaché James F. Hodgson, 
larly the small 1-ton models. An increased volume 
of orders obtained for one of the larger sized 
trucks may also be taken as an indication toward 
a future demand for heavy duty truck chassis. 


Commercial Attaché H. Sorensen, Copenhagen, 
reports that in spite of the general economic de- 
pression which has continued during the third 
quarter of 1926, automotive sales have maintained 
a rather high level in Denmark. Imports for the 
first eight months of this year totaled 4,338 com- 
plete cars and trucks, in addition to parts for the 
assembly of 20,550 cars and trucks, compared with 
2,129 and 18,172, respectively, for the correspond- 
ing period of 1925. Trucks, light commercial cars 
and busses have been severely affected by the busi- 
ness depression. No early improvement is expected 
in the demand for trucks and delivery: cars, the 
bulk of sales being in the light 1- or 144-ton class. 


Sales of motor trucks in India have grown 
steadily throughout the year, according to Assistant 
Trade Commissioner BE. G. Sabine, Bombay, imports 
up to Aug. 31, 1926, being 85 percent greater than 
during the first eight months of 1925. A noticeable 
activity on the part of manufacturers’ representa- 
tives to increase the efficiency of their distributing 
organizations has been reflected in the good results 
obtained. 

Automotive sales in the Porto Rican market de- 
clined slightly during the three months ended Sept. 
30, 1926, but maintained the level of the corre- 


Prague, particu 





Full-Crawler equipped Fordson employed in logging operations of H. O. Tiffany near Nelson, 


Wis. 


have used the crawler successfully all winter, haul- 
ing loads which averaged 2,000 feet of logs on the 
snow, and could have handled much larger loads.” 

Mr. Tiffany uses the crawler tractor ten hours 
a day during his logging operations. It makes a 
round trip with a load one way, in about an hour. 
At other times he uses the outfit for plowing and 
similar work on his ranch. He plans to increase 
his lumber output this winter and says that in 
that case he will need another Trackson-Fordson 
unit. 

Se@#eehaaaaaeaa 


Automotive Sales in Foreign Markets 


Imports and sales ef automotive products dur- 
ing the third quarter of 1926 have shown decided 
increases in many of the foreign markets, accord- 
ing to the automotive division of the Department 
of, Commerce, despite unsettled economic conditions 
and unfavorable selling seasons. The outlook for 
business during the last three months of the cur- 
rent year is very favorable and indications point 
to improved market conditions generally. 

Trade Commissioner Lynn W. Meekins, Ottawa, 
reports that imports of motor vehicles into Canada 
during the May to July period of 1926 registered 
a noticeable increase over the corresponding period 
of 1925. There were 12,442 passenger cars brought 
in from the United States during the three months 
of the current year, compared with 4,601 in the 
like period of 1925. Trucks also showed a con- 
siderable improvement, with imports of 813 against 
340 for the May to July period of last year. 

American motor trucks continue to enjoy a good 
demand in Czechoslovakia, according to Commer- 


This tractor is shown skidding 500 feet of logs 


sponding period in 1925, reports Trade Commis- 
sioner H. P. MacGowan, San Juan. Shipments 


from the United States to Porto Rico during the 
first eight months of 1926 amounted to 1,535 pas- 
senger cars and 534 trucks and busses. It is ex- 
pected that automotive sales during the last quar- 
ter will be very good. 


To Develop Relay Axle Truck 


Announcement has recently been made that in 
order to take care of the expanding business and 
to further carry on the development of the relay 
axle equipped truck, E. W. Bassick, of Bridgeport, 
Conn., and associates have acquired the capital 
stock of Service Motors (Inc.), of Wabash, Ind. 
For the last few years the relay axle has been 
manufactured by and in the plant of the Com- 
merce Motor Truck Co., of Ypsilanti, Mich. It is 
planned to form a new corporation, with head 
quarters at Wabash, Ind., amalgamating the two 
businesses. Service Motors (Inc.) has been manu- 
facturing trucks over a period of years, and G. L. 
Gillam, president of the company, will be an officer 
of the new corporation and have active charge 
of the operation of the business. W. R. Bassick, 
president of the Commerce Motor Truck Co., will 
be an officer and director of the new corporation, 
and M. A. Holmes will be in charge of sales. The 
men directing all plant and sales operations have 
long experience in the automotive industry. It 
is stated that the present field and distributer 
organization will remain intact, and an aggressive 
merchandising program will be launched imme- 
diately. 
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Latest Reports on Lumber Prices 











SOUTHERN PINE 


mill prices are taken from sales made during week ending Dec. 25 in sections named: 
Hat- 


The following f.o.b. 


Hat- Kan- Kan- 






































Hat- Kan- Hat- Kan- Hat- Kan- 
ties- sas ties- sas ties- sas ties- sas ties- sas 
Mise. Mo." Mise, ‘Mo.’ Mise, ‘Mo. Mise, Mo." Mice, ‘Mo. 
. . . 8s. 0. e 88. 0. 8s. . 
Flooring Finish Fencing, 818 Dimension, S181E Longleaf Timbers 
$58", WB nesses 70.06 ...-: B&better veughh: . aa Si eg — 
B&better.. 71.60 68.11) qyqy ow... ee Oe ce sees SE aEE Se 6, WY .cocnss. cae. 27,23 | No. 1 Sq-B&S 848, 20’ 
edevcses 65.08 ..... os : Other Inte. seeee pope 12’ 26.50 & under: 
ap eacaenas oe P teceveveeees “ re 96 P aeeeeee coves 26.5 é — 
No.3 oan x ee Other Igts. 22... 40.96 1G? oe sasee seees 2) oe III ID ao 
FG Babetter.. 49.87 47.46 ji latte No. 2 (all lengths): [= | + +See = «86fl Tee 41.17 
Slaiaieks. « dkie 42.31] 1%4x4 to 12”..... a» ae 12’ 2.3.0. 32.00 24.06] 147 cccccccceccee coves rie =| 
No. ‘¢ PY pie NS subsp ccese XB" eee ee ee cee 5 DP kecaedaryaswnte MP sniteupebacad ease 54. 
No. 2. 18.08 21.87] 5/4x6” .......... No. 3 (all, lengths) : 2 a re 27.37 Tim 
1x4” FG B&better. 41.57 48.001 5/4KB" .nccecccee cocce GUGDE i$ §=§ 194” 2. cccee cover 11.64 Su 8", TH ncccees seees 24.74 Ghortiont bers 
ee ee 38.19 6/4 & 8/4x4° 1x6” Seda arin cas 15.01 I oi cgna sh Oa 21.63 24.69] No. 1 S48, 20’ & under: 
No. 1 38.89 .... 6 & 8/4x6” IW? .ceccee . 5 
ate p } 6/4 & 8/4x8”". Boards, 818 or S28 18 20’... 
Ne: ; ine _— 6/4 & 8/4x5" & 10” No. 1— 2x10”, 12’ wali 
= —— eee 6/4 & 8/4x12”.. rf oe tf § Pree 36.05 16’ 
* No. 1. 0. M 7 | oes pee 
1x6” No. 1, J. os Me aeose B&bett t 1: Other Igts. ..... 36.05 2x12”, 12’ ....... 
No. 2, C. M.. 20.87 ..... otipalbcoa 1x80”, 16 & WF. ccs. 39.84 reine: 
No. 3, O. M.. 15.52 1x6 to 12”....... Other Igts. 41.93 39.84 18 & 20’ 
Ceili 1n89”, 14 @& Wo. ines 49.94] No. 2— 
4x4” No. 1 ng 81.33 Other lgts. 47.04 49.94] Sy "4" 40” ....... " 
No. 2 ....... 15.17 19.50 No. 2 {all 10 to 20’): meen 12°  oumies ; 
” iar 21.33 21.5 Fe a iecad y 
eae «sed se Se mee oc 21:51 21.56 18 & 20": 28. 
a apatite peter > “49 DE ibe seaneon 23.95 26.75 x 6” = eceeece . 
ae are >. a} (all lengths): * Sautbetn , : 
%x4” B&better .... 43.16 .....] 5/4x5” & 10”.... ..... 6O.77|] 1X8"... eee eee 17.88 16.64 + & 20°.. 50.40 a5 Gar Material 
mae SD axtecue ee. stan g 1x10” WEeeTTrrry 17.59 17.88 2x 8”, 10’ ....... Rena 21.11 (All 1x4 & 6”): 
6/4 & 8/4x4”...: PE gecccteseus 18.74 17.82 49° 91°45 | B&better. Jo PS ae 42.25 
Drop Siding 6/4 & 8/4x6”.... No. 4, all widths & ae me SOs ee a 32.00 
1x4 or 6” B&better. 43.12 43.89] 6/4 & 8/4x8”.... ee eae 7.50 18 & 20’.. 20.51 24.48] No. 1, 9 & 18’...- peers 40.00 
No. 1... 38.88 41.54|C surfaced: Shiplap NE, TE asane. sxens 22°25 & 20'.... wees pore 
No. 2... 24.07 28.22] 1x6 to 12”....... OO ere No. 1— V2" ve eeeee pene 21.92 se ee behenenees “enkes 16-75 
Casing and Base y fe 2 errr 34.31 16 ste ees 20.138 25.51] No. 2, random...... ° 1 
B&better: Other Igts. ..... 4.81) ao” 36 20’.. 20.26 4 Car Sills 
We es dk No. 2 {20 to 20’): axle. a 534i 29°10 S848, SqE&s: : 
OD Wr iiivncevss 64.02 x 8° ....... 21.32 21.15 18 a  30:03| 8”, 34 to 86’..... wees. 38.00 
Partiti a 52.08 52-571 Mo, 8, Sel? s..000, 10.77 13.92 Stri 
artition No. 3 (all lengths) : 2x6” 11... 10.63 12.32 eotagers 
1x4 & < B&better. 45.85 .....1No. 2, 1x6” ....... 22.14 .....] | 10 8” ccceese 17.88 17.32 | eee 11.87 14.17] No. 1 rgh., 2 ee ees 56.50 
PREMEKCOR: owas 1210" cocccss 1098 17.83 MO cicicy cccce SOD 30 to 32’ ..... 60.14 
Following are f.o.b. mill sales prices from the Shreveport (La.) territory for the week ended Dec. 24: 
Flooring Finish _ Boards, 818 or 828 Shortleaf Dimension, S181E/Longleaf Dimension, S1S1E Longleaf Timbers 
1x3” EG Sap Beit . 4 B&better surfaced: * — — 35.071 8°; ar ~ - 99,75} NO: 1 Sa-B&S S48, 20° 
No. ee ” 82 x , other 8... 3d. ox 4”,-10 ... .. 24.75 = ' . 29.75 - : 
oe eee OR a scseneeee 31-82] 1x10”, other Igts... 41.00] “~~ * ya 1°.°7"°1) 54543 OP cst a ee 30.46 
FG Sap B&better 53.00] qx "''""""""""""" Sage] 1x12”, other Igts... 50.58 EROS EE Selatan 34.00 
1x4” EG Sap B&better 67.50] 435 @i0")2222111.! 6444] NO 2, (all 10 to 20%): ~~ we EE EE vsctvcxannsannse 42.00 
FG Sap B&better 48.001 ixio |... 2202222: 73.00] 1X8"). esse eeeeeees 21.00] ox 6”, 2x 6", 10" ......... 28.00 : 
No.1 & ©... 38.56] 57454". 6&8" be "~<a 50 Pee 25.56 Shortleaf Timbers 
No. 2 - 00, gente’ ....... 83:00} 1%12”, 10/16’ ...... 28.42 | eee 26.73] v4 4 rough, 20’ & 
No. 2 Dpgs.. 23.00] 11, @ oxi io 19”. )" 59.25]. 1¥12”, 18 & 20’..... 29.50 18 & 20’ ae oo” 
1x6” No. 1, C. M..... 44.00 . “I No. 2 (all lengths): 2x 8”, 2x 8”, Y 8” & und 27.02 
No. 2, C. M..... 20.931 € — i ie por ok See 18.50] 3x10” ee ee 41.00 
No. 3, O. M..... 15.25 x4” . DY cecacanesixoe 18.90 1 a PaROSee ape NES na" 
. oe ~ 2 ” Se eens b eae T 53.00 
Ceiling A 7 = a Sasa . 7.25INo. < 2x19", Heart, 8” & under.... 36.83 
x4” B&better ...... ent TS eis sag sia —— Byrkit Lath 
yes 30.20 nas . F 2x 4” yr 
: ix12* 2.55 Shiplap , 2x12” , 5 
Ne: ee 19.68 : aoe Oe : . 2x12”, OY og ieee Oe 3.50 
x4” B&hetter 49.00] 1% & 2x4, 6 & 8”.. 45.00]No Fe iets... 34.19 De ckcnertcesecss 15.50 
xt or 6" Babetter © 46.16 i a ~~ ae ox 6” o, 2— Car Material 
Se eee tS he aia . ts : 2x 6”, 18 & 20’ - 29.00] (All 1x4 & 6”): 
No > ace 1x4”, other Igts.... 35.78] | 1x10 Se ,. O suwacnnes 34.50 B&better 5’ & mipls. 25.00 
NO. BD veces LBs 1x6”, other Igts.... 39.56] No. 3 — lengths) : _ : - No. 2, random °1.96 
Casing and Base No. 2 (all lengths): > ear 17.66] 2x 8”, 12’ ......... 22.25] Longleaf & Shortleaf, S1S1E - eee oe geeee a . 
ee eo pore pepe ell 7.26 SS Baan 18.14 23 1No. 8, 2x4” ......000. 15.08 Miscellaneous 
prt tenet eee . 0 De .cbeseeusac Se Car Lining RR 14.57 90% heart S48: 
8 & 10”............ 66.03] No. 3 (all lengths): 13/16x3% & 5%, 10’ Caps 2x8" wee eee eee 14.75)" 5x6% & 814", 36’... 47.25 
a Ties ai 1x x4” cocrcccces 12.63 & up N. Y. O. spe. No. 1— Ow ag Lath Se  F—Ee eee 51.25 
7x8”, 9’ Grade 1A.... 37.50 ROR oe <a “erage 23.00] 14”, 20’ & under.... 51.50] No. 1, %”, 4’......... S75) Sah", BO ocvccese 51.25 




















ARKANSAS SOFT PINE 


The following are current f.o.b. Arkansas soft pine made during the week ended Dec. 24: 


mill prices on 














Flooring Finish—Dressed Dimension—Dressed Fencing and Boards 
Edge grain— 1x3” 1x4” B&better “Cc” No. 1 No. 2 No.1 No.2 No.3 
ED etuniiks weneinaiah mibdlis nd en nee eae tame ee $67.50 $51.00 | 12,14, 10, 18, 12,14, 10,18, | 1x47 ......+- $34.00 $17.00 $14.25 
B&better ........... as “Sheet ae eee 68.50 53°00 16 20 i6 20 S apeesanene 36.50 21.50 16.50 
P Sewnters capone penne i o % eeeeenresS 71.50 56.00 | $26.25 $28.50 2x 4” $24.00 $25.75 | 1x 8" .....---. re gt 
' ' pe derarihon am 74.00 58.50 | 24.50 26.75 2x 6” 21.00 23.00 | 1x10" ....-.... ce ae 
Flat grain 1%. 1%. 2x4 to 8”. 1) 76.50 26.00 28.00 2x 8” 22.00 23.75 i 49.00 27.25 20.00 
B&better ........... 58.00 44.50 | 114, 114, 2”x5, 10, 127.: 78.00 1.11) | 26.50 28.25 2x10" 24.25 25.50 Casing and Base 
SS See ae 44.25 38.00 is 28.75 30. 50 2x12” 25.75 28.00 , 
fe i es 23.00 22.75 Ceiling and Partition - B&hetter 
Cle, Clg, Cle, Part. $2S&CM—Shiplap xt, : sages senha sehenetan 4 
mtbiads ™” No.1 No. 2 No. 3 We BB Soin ne ee esamcnee 1 
- B&better $88. 00 $40. 50 “8 50 $46. 00 4 ere er $36.50 $21.7 $16.50 Lath 
154” and under. .27 percent discount MY Mrisetee sews DN. et4a%  <oers ee Gd casas 25.50 22 7B 18.00 No.1 No. 2 
1%” and over....22 percent discount By We ig. 6/3, aiar ool DR scans heeds Cy) censadnun sees 23.00 18.25 ak. ee eres ° $3.95 $3.55 
The following are f.o.b. mill prices on Wisconsin hemlock: . 
No. 1 HEMLOCK Boarpbs, S1S— No. 1 Hemiock, §181E— 
8’ 10’ 12’ 14’ 16’ 18&20’ 8/16’ 8’ 10’ 12’ 14’ 16’ 18&20’ 22&24’ 
: <a rere $26.00 $27.00 $27.00 $27.00 $28.00 $30.50 $27.00 Bn © eascans $29.00 $30.00 $29.00 $28.00 $30.00 $32.00 $34.00 
Se tee one 28.50 29.50 29:50 29.50 31.00 33.50 29.50 LE woeeave 26.00 27.00 27.00 27.00 29.00 31.00 34.00 
1x SY nccccee 30.60 31.50 31.50 31.50 33.00 35.50 31.50  - arr 28.00 30.00 29.00 29.00 30.00 32.00 34.00 
i RS 31.50 32.50 32.50 32.50 34.00 36.50 32.50 = 28.00 31.00 31.00 31.00 32.00 33.00 35.00 
a 33.50 33.50 33.50 35.00 37.50 33.50 yer 29.00 32.00 32.00 32.00 33.00 34.00 36.00 


For merchantable S1S, deduct $3 from price of No. 1; for No. 2, deduct $5. For shiplap or flooring, add 50 cents to prices of No. 1 boards. 
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Duluth, Minn., Dec. 27.—Northern pine pric 
COMMON BOARDS, — 


NORTHERN PINE 


es f.o.b. Duluth are unchanged and steady: 
FENCING, RoucHo— 


8’ 10’ 12° 14’ 16’ 18’ 20’ 6’ 9° 10,12&14’ 16’ 18&20’ 
Me. 4, Wecccsces $55.00 $57.00 $62.00 $62.00 $62.00 $60.00 $65.00 $65.00 6” No. 1 ....eceeeeceeccees $51.00 $55.00 $59.00 $61.00 $61.00 
EE 61.00 63.00 69.00 71.00 6.00 66.00 71.00 71.00 BE” Se a .. 38.00 41.00 43.00 46.00 46.00 
67.00 70.00 77.00 77.00 72.00 72.00 77.00 177.00 on inate adalat aleariatay eprint 27.00 29.00 31.00 32.00 32.00 
Si a esaceees 35.00 37.00 46.00 46.00 46.00 44.00 650.00 50.00 4” No.1 ..........:...... .. 47.00 50.00 56.00 62.00 62.00 
tales . 38.00 40.00 49.00 49.00 45.00 45.00 53.00 55.00 ok gee ehtontaaans eee 33.00 36.00 41.00 47.00 45.00 
pees 41.98 “28 oes ped ped apt} ros ves MC denen ciialadat tea 25.00 28.00 29.00 30.00 29.00 
i Bs. Wicass cede 29.0 0 ¥ i y q 4 J a hig 
” a an 29.00 31.00 33.00 33.00 33.00 33.00 33.00 33.00 No. 4, 6-foot and longer, mixed widths, 4”, $24; 6°, $28. 
eg 31.00 33.00 35.00 35.00 35.00 35.00 39.00 39.00 5” fencing same as 6”. 
For all white pine, Nos. 1 and 2, add $1. All white pine, Nos. 1 and 2, add $1. 
Boards, 6 to 20’, 8, 10, and 12”, No. 4, $30; No. 5, $21. _$1 or 2S, add 75 cents; SIS1E, add $1. 
For Sl or 2S, add 75 cents; S1S1B, add $1; for resawed, add $1. Flooring, %- and %-inch ceiling, or beveled well tubing, add $2. 
Drop siding, grooved roofing and O.G. shiplap, 8’ and up, add $1.50. Drop siding or partition, add $1.50. 


Shiplap and D&M, 8’ and up, add $1.25 
No. 1 Piecw Sturr, 8181E— 


Well tubing, D&M and beveled, add $2. 
SIDING, 4 AND 6”, 4 TO 20’— 


750 $81.50 $33.50 $31.50 $31.50 $32.50 $34.60 $34.50 = 4 . . 

BES cccsevcccecs $27.50 $31.50 $33.50 $31 ° ‘ . . . 
SS Reelin - 27.50 oe tat} 31.50 31.50 31.50 33.50 33.50 manetter stnsasedacoes $40.00 oe. rr ee erg 008.00 
RE unnavesceses 27.50 30.50 32.50 32.50 32.50 32.50 34.50 34.50 © cvecseeeereeceeceees 33.00 8.00 Norway, C&better.... 34. . 
OS eT $1.50 32.60 36.50 35.60 36.50 33.50 35.50 35.50 D sasecncmees 28.00 31.00 
2X12” poe veeserees 32.50 33.50 36.60 Siding may contain not to exceed 20 percent of 4- and 9-foot. 
a, proces stuff, $3 less than No. 1; pine, rough, deduct 75 cents; D&M Siding run to O.G., $2 a thousand extra; product of the strip as it grades. 

Minnesota larch, 2x4- and 2x6-inch, $3 under Norway pine. Beaded ceiling, %-inch, $1.50 more than same grade of siding. 





NORTH CAROLINA PINE 


Norfolk, Va., Dec. 27.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Dec, 24, as reported to the North 
Carolina Pine Association: 





Rough: 

4/4— 
nh, On OO . stadvesgackwawee de encmee 
Edge box ish ch dtr at Wh ine akc btn ae ow eh 

Edge 
No. 2&btr. No.3 box 

! _ i ere ae. sees 

2 <——- nee vecuneeseon ee 41.50 eseee 

ET. \ im aan ote Owe aed 61.75 43.50 $26.50 

EEE ir sat dre ig d Grn 6 ool rate aes 30.75 

Edge, No ond aS Ee ee $55.50 

Ge éartawedandecas 59.00 

ce Mh 6st ccadknsodaten skewer neon awe’ 6.00 

Dressed: 

Flooring, 3)” 21%” 
eS 8 ae er eee $54.00 
RSE ere Sone sees 
BANE Re Rene 
TEE tiga he ie ba aaukih ease sane 45.25 45.25 

Sr PO... csbeeciansentnncbwees $41.25 

Box bark strips (dressed or resawed)...... 18.75 

*Air 

Roofers: T dried 
So ar ivi utanwnideceueubeae $28 $19.00 
OT Sr a eee: E 20.25 
| sdtapte ee mumknendumewteadn aan 19.50 
Dn: cide cad ub eat asda ea baees 20.25 


*F.o.b. Ge or gi: i1-Alabama mills. 


RED CEDAR SIDING 


Seattle, Wash., Dec. 24.—Prices of red cedar 
lumber, new bundling, 8-18’, f.o.b. mill, are: 


Bevel Siding, 2-inch 





Width— Clear ve — 
ET os uae derma ye eaten 25.00 $24.00 $16.00 
RY Sivirnwe nvie eed-aeedo eee 25.00 20.00 
ha le 0 sink cas erie pineal 30.00 28.00 24.00 
OO” ae owas wees 

ee ae Ce «> Geeas 
Clear Bungalow Siding, %4-inch 
SEN” wy aan wdn'a dt ae eee eae eeeur bine eweeda eee $46.00 
IIE, 9a. ria a fits mua eae is eae era lee ee lee 57.00 
DM cia kéiduaveteauhas eeehncesvenhakedecus 65.00 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 25.—Eastern prices, f.o.b. 
mill, are: 
Per square Per M 
4 bunches 4 or 5 bunches 
First Grades, Standard Stock 


Mxtra stars, 6/2.....cccce $1.72 $2.15 
meere, stare, 6/8... ..ccccces 1.80 2.25 
BO ae 1.90 2.40 
Perfects, 5/2 .............- 2.41@2.45  3.00@3.05 
| SRE RIS ame oe 28 2.23@2.32 3.05@3.15 
RE PETE OLE 2.75 3.70 
First Grades, Rite-Grade Inspected Stock 
eee $1.80 $2.25 
es GONG, G/B. cccccccece 1.88 2.35 
0 gg Sea 2.20 2.75 
SP Ee sy Sm epee 2.57@2.65 3.20@3.30 
a i ai ata a 2.44@2.51 > 35@3.45 
Perfections ............++-- 2.85@2.93  3.85@8.95 
Second Grades, Standard Stock 
Common stars, 5/2........ $0.76@ .88 $0.95@1.10 
Common stars, 6/2........ .92@ .96 1.15@1.20 
Common clears ........... 1.40 1.75 
British Columbia Stock, Seattle Market 
PE rE ee eee $2.65@2.70 
i Ct Ga) wevskeoecewen 2.57@2.65  3.20@3.30 
PE cusuusd seewes¢seen Tee 3.65@3.70 
Perfections .......scecese+ 2.89@2.93  3.85@3.95 


WESTERN PINES DOUGLAS FIR 


Spokane, Wash., Dec. 25.—Following are cur- [Special telegram to AMERICAN LUMBERMAN ] 
yr — f.o.b. mill, which became effective Portland, Ore., Dec. 29.—F.o.b. mill prices on 


actual sales of fir, Dec. 27 to 28, direct and whole- 
sale, reported by West Coast mills to the Davis 
Statistical Bureau, were as follows: 


Pondosa Pine, 16-Foot, Inch— 
No.1 No.2 No.3 No.4 No.5 


-. -ekionsanaean $42.00 $31.00 $20.50 ..... cecce 
7 ainadanwel - Pa ape ee coebu “awes Vertical Grain Flooring 
- -sorneranan 0.00 27. a ssc» *eeer .) 
* eteeepaane: 42.00 27.00 21.50 :.... 22... 4 2. se » 
oo” 97 99 © De > diviceadeueeeme $36.00 $35.75 $30.50 —— 
c scaedbe woe 44.00 27.00 Ta «anes venue 1x3” 39 50 
OB WIE. ceces ewes cecee $15.00 $ 7.00 | eye cc ee iret. core 
Pendeen Stas Sie PE” ncsesseawew accu - is 
Factory Flat Grain Flooring 
C No.1 No.2 No.3 Com. | 1x4” ...........06 coeee 26.95 21.756 ..... 
5/4 & 6/4....$61.50 $41. 50 $25.50 $16.00 ..... 1x6” Pwr e Mane el aan $2.50 28.25 |... 
|, eae 71.50 51.50 36.50 ct eee ; : 
4/4 diiptuhiine dee  cedee kewe ~eeee $24.50 Mixed Grain Flooring i 
idaho White Pine, 16-Foot— BEE §$Setarvecunice 46504. 008% eeee's $15.75 
No.1 No.2 No.3 No.4 No.5 Ceiling 
- sweeneocer $48.00 $41.00 $27.00 ..... .ecoe 5x4” 24.75 19.75 
Pa wuevaneale a Se Yeo ina” shed cinta ithe tall ed oh 20:50 
i asxesnuneas 49.00 42.00 ! ieee oeene RE sete reereeeee eoces mee — 
a. wceeaneaion 54.00 42.00 0) eae Drop Siding, 1x6” 
EY antasanni 69.00 46.00 29.00 ...., ..... “106 30.95 26.25 
oO Reeiideeks Stbxt saade $17.00 $ 7.00 117 phsenieier edie eats Tete 99 50 29 00 ai 
White Fir, 6- to 20-Foot, Inch— Me Ack Gclcvcvdeen atone. casa “camel 17.50 
4” 6” 8&10" 12” 4”&wdr. te’ 3 ; 
Nos. 1 & 2...$22.00 $25.00 $26.00 $27.00 ..... Finish, Kiln Dried and Surfaced 
No. : D eétevees 17.00 20.00 21.00 SED -shaus 1x6” 1x8” 1x12” 
NO. 4 cccccces veces coves seeee  cveee $15.50 | B&better ...........00008 $50.00 $47.00 $51.25 
[Special telegram to AMERICAN LUMBERMAN] Gommen Genres, ane eo —_ 
Portland, Ore., Dec. 28.—The following are No. 1 $17.75 $1825 $20 50 $29 00 
f.0.b. Chicago prices on Pondosa pine shop, S2S: | No 9 91° °° 771 * 77 744'59 11.75 12.75 13.75 
5/4 aé No. 1 Pe 2 No. 3 Dn Sebiiechaakes 7.75 8.25 8.25 onindets 
/4 an ‘7, roree a vesuhsase $55.00 $40.00 $32.00 : . 
Pesce hatonngeicteatcias aE 65.00 50.00 32.00 Dimension 
Above shop prices are for shipments of No. 3 12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 
and better. For straight cars of specified grades, No. 1, 2” thick— 
add $5. e. $16.7 75 $16.75 $19.00 $19.50 $18.50 ..... ..... 





6”.. 16.00 15.75 18.25 18.25 18.00 $21.50 $26.00 


”.. 16.25 16.00 18.00 18.75 18.50 22.00 23.00 
CALIFORNIA PINES 1". 16:50 16:50 18:25 18.00 18:80 18:80 26:50 











12”.. 16.00 16. 75 18.50 19.00 18.75 21.25 20.25 

San Francisco, Calif., Dec. 27.—The following 2x4”, 8’, $16.25; 10’, $17; 2x6”, 10’, $16. 
are average f.o.b. mill prices of California pines, Random— 2x4” "2x6" 2x8” ‘2x10” 2x12” 
those on commons representing inch stock only, No. 2 se teeee $10.50 a 4 $12.00 spas 25 wane 75 
from the report of the California White & Sugar No. 3 ..-+-. 6.50 6.50 ..... 

Pine Manufacturers’ Association for the week No. 1 Common Timbers 
ended Dec, 24: 3x3 to 4x12” to 20’, an ee eee $17.00 
lifornia White Pi GES to TZEIZ” tO 90", TOUR... ccccccccccsive 18.50 
Bg oe a hn No. 2cir, | 5x5. to 12x12” to 40’, surfaced.............. 18.25 
4/4xa.W. «0.00. $70.95 $63.30 $55. 20 $45.95 Fir Lath 
5 70.80 65.90 56.75 58.40 N 1. 1%x4’. dry $ 2.50 
6/4xa.w. ...... 70.70 61.15 45.95 BD GO Me See Pec cctccccscerecconsevecens , 
4x , I 7 4 B7 5e 
8/4XA.W. «+++. 80.66 71.65 - 57.55 68.25 B&better, Flat Grain Car Siding, 9 or 18’ 
California Sugar Pine 1x4” $35.75 
Nos. 1&2 elr. Cc sel. D sel. No. 3 elr. 1x6” ee 40.00 
4 4xXa.w. Pre ee | $100.10 $95.30 $78.55 $58.45 AV ee eee eee eee were eee eee eee ee ee eee . 
S/4GEB.W. wvcrs 89.65 86.75 66.90 69.85 
Ce... «axes 92.10 85.10 59.45 68.40 
G/GG8.W. caves 100.60 92.45 74.00 87.00 

White Pine Shop Mixed Pines WEST COAST LOGS 
No. 1 shop, 5/4x No. 1 common. ..$46.80 [Special telegram to AMERICAN LUMBERMAN] 

Me sswcwenawe $42.45 No. 2 common... 28.60 Portland, Ore., Dec. 28.—Log market quota- 
No. 2 shop, 6/4x _— am ie. Dovevscs 20.50 tions: 

Mi. “cca eae anne " eS ere 28.55 . . 
Inch shop ....... 28.20 No. 1 dimen., 1, 3 Ae yellow: Firm, No. 1, $22; No. 2, $17; No. 
ve 9 75 fg , . 

Panel, 1 2xa.W.. 71.75 Rg eed: ne Fir, red: Strong at $16. Ungraded. 

Sugar Pine Shop a ae 420 Cedar: Demand light at $16. 

No. 1 shop, 5/4x Lath. — 1.60 Heml oe Scarce and strong, No. 2, $12 to 

i ere $45.15 are 4 eee Set $13; No. 3, $11 to $12. 

No. 2 shop, 6/4x Douglas Fir one "Steady, No. 1, $25; No. 2, $19; No. 3, 

"i a ipsam emi 27.80 GC “wacbwraeus $44.20 $12. 

Inch shop ....... 41.70 C ommon ....... 16.25 
White Fi Ties and timbers 20.15 Everett, Wash., Dec. 24.—Log quotations: 

a te Fir Dimension ...... 20.40 
Cee. cxéss scan $48.35 Fir: No. 1, $25; No. 2, $19; No. 3, $13. 

No. 3 & btr., 4/4 Cedar Cedar: Rafts of shingle logs only, $18 base; 
ea 19.05 Misc. ....... le - $26.20 25 cents —t ag” each 1 percent of lumber logs. 
No. 1 dimen., 1% Australian Hemlock: , $13 to “: No. 3, $11 to $12. 

Peer 20.35 Pine, 4/4xa.w...$54.65 Spruce: $1 "hakos than fir. 
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WEST COAST SPRUCE 


[Special telegram to AMmpRICAN LUMBERMAN) 
Portland, Ore., Dec. 28.—The following are 
prices for mixed cars prevailing here today: 


Finish— Factory stock— - 
<r $73.00 1% eeeseeeeess 30. 
1x4—10” ....00. 62.00 : ym teeees seeee Het} 

Bevel siding— iy grerntteenane: 34.00 
SEE. cccesecee RI EEE 4.00 
MeMO” ccccccccece 31.00 Green box lumber 19.00 





CYPRESS 


St. Louis, Mo., Dec. 27.-—-The following are cur- 
rent quotations on cypress, f.o.b. St. Louis: 
GULF COAST RED CYPRESS— 

New Grades— Factory No.1 


Tank Selects Shop Box 
CM Jcrcandeomane $116.75 $ 68.75 $51.75 $31.75 
De) sadcektacweent 121.75 78.75 63.75 33.75 
OPP) cctwnsaiioniwa 123.75 81.75 66.75 33.75 
I iis edit gacichine aie 131.75 88.75 73.75 31.75 
Re sid acta wien 136.75 93.75 78.75 omit 
DUEL. +: cules Wate mtaaiaie 136.75 93.75 78.75 oe 
eae 41.75 98.75 eae 
Pee CI, GPE 600s buesckenesdees vabeneus $24.75 
Common Rough— No. 1 No.2 No.3 
ee ee eee rneehy $54.75 $43.75 $32.75 
gp A ree t= 61.75 50.75 34.75 


Add $2 for specified lengths on common grades. 
Finish, $1S or S2S— 


Heart A B Cc D 
..$103.75 $ 98.75 $ 93.75 $83.75 $73.75 


1x4—10” 
a eee 110.75 106.75 101.75 91.75 80.75 
sae nen 120.75 115.75 110.75 102.75 sae 
SO Ntaseiwn 125.75 120.75 115.75 106.75 
Bungalow Bevel Siding— <A B C&btr. 
SEM. acdee aeecanbesenees $53 $45 $43 
SE s.tckviceswetceverssus 64 55 53 
NIT i os atta aces oe sith rae Gln aca 70 . a 59 
ener Siding— A B Cc D 
iiceenebeamia $48.50 $45.00 $41.00 $28.00 
YELLOW CYPRESS— 
Factory— No.1 No.1 No. 2 
FAS Select Shop com. com. 
Se -$ 72 $59 $36 $31 $26 
 wiseuwecun 75 62 48 35 29 
| eee 15 63 50 35 29 
eee - 82 68 55 " 31 
. 100 75 65 ‘ 
Boards— No. 1 com, No. 2 . oe soniinal 
TE s0cdesdekenee $42.50 $33.0 ‘seat 
Se setveneccuens 42.50 34:00 ee 
MT cnestanseamen 43.50 35.00 — 
[Loe §‘sbsaussnecuss - 00 36.00 ei 
Tos  viweee keane caewes $23.00 





CYPRESS SHINGLES & LATH 


Cincinnati, Ohio, Dec. 28.—The following are 


average wholesalers’ carlot prices today f.o.b. 

Cincinnati: 

ae Best Primes Economies 
sisi ca aaale are eal saa $5.70 $3.20 

i DeCntiesdenene eae 6.70 4.85 $3.90 

__ EPSP Pema ee 6.95 5.45 4.30 

OF unsbeund obveseien 6.95 5.45° 4.30 

Lath, 4-Foot, 3¢x1/2-Inch— 

Py Be dakakeanaane $8.90 MN Wi ccnaneandacn $7.90 





OAK FLOORING 


The following are average prices, Memphis base, 
obtained for oak flooring during the week ended 
Dec. 18, as reported by the Oak Flooring Manufac- 


turers’ Association : 
J¥X116" J¥x2144A” 3%x1%” %x2” 
Cir. ot6. wht...QREBSS SIGABE cence 3 secve 
Clr. qtd. red.... 84.00 Gate” oaeee 
. A! Fee a  K<eee keer 
Sel. qtd. w.&r... 63.00 ee <scen chees 
Clr. pln. wht... 67.28 84.59 $52.67 $65.06 
Cir. pin. red..... 63.61 76.85 59.57 57.26 
Sel. pln. wht 58.89 70.02 47.36 48.40 
Sel. pln. red.... 56.67 67.94 45.48 46.09 
No. 1 common... 44.88 47.47 25.38 27.99 
Me. 3 COMNEEOM... cecce a! eee 
%x1% ” 4x2” fsx1y” fnx2” 
Clr. qtd. wht. — i seaee wakes $110.00 
Clr. qtd. red... ee ites denee eave 
Sel. qtd. w.&r... 73.38 $72.38 Sie. emma 
Clr. pin. wht...: 73.81 2 79.83 
Clr. pln. red.... 68.50 EE nee, reer 
Sel. pln. wht... 61.50 O°) Fa 60.00 
Sel. pln. red.... 60.72 Cl Oe 61.62 
No. 1 common... 40.39 ll =e 31.46 
No. 2 common... 10.00 10.00 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, as reported to 
the Maple Flooring Manufacturers’ Association, 
averaged as follows, f.o.b. cars flooring mill basis, 
during the week ended Dec. 25: 





MAPLE Clear No. 1 Factory 
ES ae $68.8 ae eras 
ne? whee eedaaen 72.70 $64.85 $37.29 
BE? dinids wae nwien 78.3 eerie Sivas 
BircH— 
“busine ea mad 66.88 





Cincinnati, Ohio, Dec. 28.—The following are 


POPLAR 





CROSS TIES 


St. Louis, Mo., Dec. 27.—The following cross 


average wholesalers’ carlot prices, Cincinnati tie prices prevail f.o.b. St. Louis: 
base, on poplar: Untreated 
Sorr TexTuRE— 4/4 5/4&6/4 8/4 Fae EZ 
err $100@110 $110@120 $110@120 ” er OL : . 
Saps & sclect.: 72. 77 82 88 82" 88 | NO & 7x, 8, S-inch face.....91.8 a 4 
| “Se eee 50 55 65 70 70 75 No. 3. 6x8”. gr 8-inch face... 1.20 1.00 
No. 2 com. A.. 36 38 42 45 45 48 No. 9 6x7”. 3” 7T-inch face age 1.10 85 
No. 2 com. B.. 25 27 27 29 28 30 No. 1, 6x6”, g. 6-inch face..... 1.00 15 
VALLEY— Red oak and heart cypress ties, 10 cents less 
2 eee 90@ 95 $ 95@100 $100@105 than white oak; tupelo and gum cross ties, 15 
Saps & selects. 60 65 70 75 75 80 cents less than white oak; sap cypress, 20 cents 
No. 1 com..... 45 48 52 55 55 60 less than white oak. 
No. 2 com. A.. 35 36 4«=— 337 40 40 42 Switch Bridge 
No. 2 com. B.. 25 27 26 28 27 30 Ties Plank 
NN ne ccnncnseaeeeeepnee $43.00 $42.00 
PUNE, evi iinaah xe sdcb¥ 0 eames 40.00 38.00 


POPLAR BEVEL SIDING 


Louisville, Ky., Dec. 27.—Poplar siding demand 
has been very quiet over the month, as a result 
and light building. Production 
is fair, as manufacturers have been cutting stock 
Prices remain very steady: 


of mean weather 


to fill spring demand. 


Clear 


Sel. 

$40 
38 
37 


No. 1 
$28 
28 
24 








on southern pine 


No. 2 All 8’ 6”— 
$22 7x9” 
22 7x8” 
18 6x8” .. 


SOUTHERN PINE TIES 


New York, Dec. 27.—Following are quotations 
railroad ties, f.o.b. New York: 


Sap Heart 
$1.85 

‘ 1.75 

cden 1.25 1.65 








Memphis, Tenn., 
prices obtained during the week ended Dec. 21, 


HARDWOOD INSTITUTE PAST SALES REPORT 


Dec. 27.—The following is a summary of Chicago/Cleveland average hardwood 


Institute: 


as reported to the Hardwood 


Manufacturers’ 





RED GUM 
Quar tered 


Figured Wood 
Chgo vlev 
Firsts « Seconds 
4-4 124.00 eee 
quartered 
rirsts « Seconds 
4-4 . eee 
5-4 108.0U eee 
6-4 106.75 ooo 
8-4 107.50 eee 
No I Com & Sels 
4-4 . ose 
5-4 63.00 ose 
6-4 66.75 ese 
8-4 69.75 eco 
No 2 Common 
6-4 43.25 eee 
8-4 46.00 eee 
Plain 
Firsts & Seconds 
3-4 70.75 eee 
4-4 106.75 eee 
5-4 111.50 eee 
6-4 110,50 eee 
8-4 114,00 eve 
No I Com & Sels . 
4-4 56,00 eee 
5-4 60.75 eee 
6-4 65,00 ose 
8-4 69,00 eee 
No 2 Common 
4-4 33.25 eee 
8-4 35.25 


or 


Firsts & Seconds 


4-4 65 .50 eve 
5-4 66.25 ooo 
6-4 66.50 eee 
8-4 68.75 eee 
10-4 89.25 eee 
No I Com & Sels 
5-8 32.00 eee 
3-4 43.00 eee 
4-4 50,00 eve 
5-4 53.75 eee 
6-4 58.50 ese 
8-4 57.25 eee 
10-4 75.75 eee 
No 2 Common 
10-4 49,25 eee 
Platn 
Panel &@ Wide no 1 
4-4 74. 
13-17" Box Boards” 
4-4 72.75 eee 
13"4Wider FAS 
5-4 68.50 eee 
Firsts 4 Seoonds 
1-2 225 eee 
5-8 44.25 eee 
3-4 50.25 eee 
4-4 59.50 eee 
5-4 62.25 ooo 
6-4 63.25 eos 
8-4 225 . 





Quartered 
Firsts & Seconds 


4-4 


50.75 


BLACK GUM-C ONT’ D 











uar tere 
uhgo cvlev 
irstedSeconds-Cont'® 
0-4 60.50 eee 
2-4 76,0 eee 
© I Com & Sels 
4-4 40,00 eee 
0-4 50,50 ees 
2-4 66.00 eee 
Plain 
irsts & Seconds 
44 41.50 eos 
5-4 45 ,50 eee 
o I Com & Sels 
4-4 33,00 eee 
5-4 35.50 eee 
o 2 Common 
a4 29.25 eee 
5-4 29.00 ece 
TUPELO-C.uar te red 
irsts & Seconds 
4-4 51.25 eee 
oI Vom & Sels 
4-4 42.25 coe 
Plain 
Firsts & Seconds 
1-2 39,25 eee 
3-4 43,00 eee 
4-4 42.25 eee 
Kio I Com & Sels 
1-2 24.5 eee 
4-4 35.25 eee 
5-4 38.50 ee 
6-4 35.25 eee 
io 2 Common 
5-8 17.75 ° 
3-4 20.75 ee 
4-4 26,50 eee 
5-4 28.50 ee 
6-4 26.25 | 
Quar tered 
Kirsts & Seconds 
1-2 . ee. 
5-8 88.75 eco 
4-4 129.75 155.50 
5-4 140.25 eee 
6-4 144,75 coe 
8-4 150.75 eee 
© I Com & Sels 
3-8 43.75 eee 
1-2 50.50 eee 
5-8 60,25 eee 
3-4 69.25 
4-4 76,00 102. 25 
Plain 
Firsts & Seconds 
1-2 65.50 eee 
3-4 79,50 eee 
4-4 87.50 109.25 
5-4 105.00 127.25 
6-4 eee 128,00 
8-4 eee 131.75 
io I Com « Sels 
1-2 43.50 eee 
5-8 48.25 eee 
51.75 eee 
63.00 76,75 
82.25 eee 
79.75 78,75 
Common 
48.50 56,25 
Com- Grade 
21. eee 
32.25 eee 
Common 
26.00 28,50 
£7.25 eee 
eee 29.75 
. 28.25 
ound Wormy 
it eee 30:38 
S.32 








NED OAK 
Quartered 


Uhgo vlev 
Firsts « Seconds 
4-4 117.75 
8-4 150.75 
No 2 vommon 
4-4 55.00 eee 
Plain 
Firets & Seconds 
$-8 62.75 
71.00 eee 
79.00 109.75 
100,50 124,50 
107.50 
105,00 
Com & Sels 
44.50 eee 
49.00 
59.75 


70.00 
74.25 
74.25 
Common 
30.25 eee 
47.75 46.00 
.~ Wormy wixed 
-4 


4 

4 

4 eee 

4 70.00 
2 

8 

“4 


10-4 ... 105,00 
Sound Wormy Mixed 
4-4 41.50 55,75 


5-4 ooo 61.25 
6-4 ° 53,00 
8-4 48. 75 57 50 | 
Firsts « Seconds 
4-4 eee 141,00 
Wo I Com « Sels 
4-4 59.50 eee 
No 2 A Common 

4-4 eee 49.00 

Plain 

Panel & Wide wo l 
4-4 eee 135,00 
6-4 eee 145,00 
9-12" Box Boards 
4-4 80,00 eee 
Firsts « Seconds 
4-4 95.75 1081 5 
5-4 103.50 119.50 
6-4 103.50 119,50 
8-4 108,50 eee 
12-4 eee 152.50 
Saps 

4-4 69.75 83,25 
Selects 

4-4 eee 86.00 
No I Com & Sels 

1-2 30,00 eee 
5-8 38.25 eee 
4-4 57.75 eee 
5-4 eee 68 ,0U 
No i Common 

5-8 eee 47.75 
4-4 56.75 58.75 
5-4 eee 66.50 
8-4 57,00 eee 
No 2 Vvommon 

4-4 29.75 eee 
wo 2 A Common 

4-4 35.75 40,75 
5-4 39.00 eee 
No 2 8 Common 

4-4 28.50 31,00 
5-4 30.50 eee 

















Chgo vlev Chgo Clev 
No I Com &@ Sels No I Cé&S-Cont'd 
5-8 37.75 eee 8-4 67.00 ese 
4-4 54.50 eee No 2 vommon 
6-4 63.50 coe 32,25 
8-4 79.75 eee =e 
10-4 97,50 eee Pirsts ~ Seconds 
12-4 97.50 107.25]| 4-4 80.50 eco 
16-4 110.75 eee 5-4 87,00 eee 
No 2 Common 6-4 93.50 ese 
4-4 38.75 eee 8-4 88.25 see 
5-4 32 .00 eee 10-4 118,50 eee 
6-4 44.75 eco 12-4 127.75 ese 
8-4 42.50 37.75|| Selects 
10-4 47.50 eos 4-4 62.50 soe 
12-4 47.50 eee 5-4 72,00 soe 
No 3 Common 6-4 70,00 eee 
4-4 25 .00 ose 8-4 77.50 eve 
SOFT MAPLE 10-4 87.25 eee 
No 2 common 12-4 95.25 eee 
4-4 31.25 ese 16-4 112.25 eco 
8-4 38.50 eee No 4 Shop 
B H 4-4 41,00 eee 
No 2 Vommon 5-4 54.50 eee 
4-4 28.50 ose 8-4 55.00 eee 
SUFT ELM No 1 COininon 
Firsts & Seconds 8-4 43.25 eo 
6-4 65.50 eee No 2 vommon 
8-4 66.50 eee 5-4 30.50 eee 
10-4 72,25 eee Boxing 
No I Com & Sels 4-4 25 - 
4-4 36.50 eee 
5-4 50.25 coe Firsts « Seconds 
6-4 50,50 eee 4-4 67.50 ove 
8-4 51.75 eee 40 I Vom & Seles 
10-4 57.25 eee 4-4 48.00 eee 
Wo 2 Vommon 5-4 53.00 ocd 
6-4 33,00 ooo 8-4 58.00 ens 
8-4 33.75 eee Jy 
10-4 35.75 eee No 1 Com & Sels 
No 3 Common 4-4 oes 51.00 
8-4 20.75 2s 
TONTO No 2 Common 
No I Com & Sels 8-4 32.25 eee 
4-4 39.25 eee 
5-4 41.75 eee 
No 2 Common 
4-4 Be eee 
Plain 
Firsts « Seconds 
4-4 eee 84.50 
No 2 vommon 
4-4 eee 31.25 
y= ead 
eee 58,75 
Sa eee 61.25 
soumd Jormy - 
4-4 eee 44.50 
5-4 eee 46.50 
6-4 PTT! 46.25 





Pirets « Seconte 
-4 3.00 


no 2 Common 











it 183-98 lat tds 


-4 eco 31.75 
6-4 eee 36.00 
No 3 Vommon 
4-4 ese 27089 
Pirsts conds 
4-4 75.00 eee 
5-4 76,75 ese 
6-4 73.25 eee 
No I Com. & Sels 
4-4 47,75 occ 
6-4 53.25 eee 
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“SOFT TEXTURE” SOUTHERN HARDWOODS 


Cincinnati, Ohio, Dec. 28.—Average wholesale prices, carlots, Cincinnati base, on Virginia, West 


Virginia and Tennessee hardwoods today: 








PHILADELPHIA PRICES 


Philadelphia, Pa., Dec. 27.—Wholesale prices 
secured from authoritative sources exclusively 











4/4 5/4&6/4 8/4 4/4 5/4&6/4 8/4 for the AMERICAN LUMBERMAN through the cour- 
UARTERED WHIT OAK— Bass woop— tesy of Gregg & Co., of the Philadelphia Retail 
Q ~~ r 
SP $135@145 $145@155 $155@165 7 gD beens $ >> Sa ba $ 19@ M4 $ M+ as Board of Trade, are as follows: 
Selects ....... 105 110 110 115 115 120 one tS 48 = be .. be 
No. 1 com..... 80 85 85 90 90 895 rn a reece «- Southern Pine, Merchantable—1905 
eee 484582 37 55 ¢o —— $100@105 $112@118 $122@128 (Steamer Delivery) 
QuARTERED Rep Oak— No. 1 com..... 65 65 67 75 | 3x4” and 4x4”....$45.00 10x10” .......... $50.00 
FAS $110@115 No. 3 com..... +4 21 21 22 at 22 | 3x6” and 6x6”.... 44.00 3x12” .......... 60.00 
AB ncssseees @ 4 Sd. wormy and 3x8”, 4x8” and SY ne dewenaoe 57.00 
No. 1 60 «6 y 
ea ooeese* - we Bee No.2 com... 36 38 38 40 40 42 gaia | eeeerete 70.00 
me 5 OOM... +. ye Sd. wormy and Sl thiwcsokaates 52.00 14x14” .......00- 67.00 
PLAIN WHITH AND Rep Oak— No. 1 com. & . } Lengths 22 to 24 feet, add $2. 
FAS . Ses $105@110 $115@120 $125@135 res better ...... 388 42 43 45 45 47 Mach & fect adfitionel, a@f $1.50 te 88-fect 
re seneces ! cH— price. 
No. 1 com..... 60 65 70 %% 7 80 ON a $100@110 $105@115 $110@120 “ge a 
a ; —— pide = pi ° be = No. 1 com. and : ‘ = a Each 1 foot over 32 feet, add $1. 
Sound wormy.. 43 48 53 58 55 60 yh oct: $2 39 30 75 70 75 | Longleaf Pine Flooring, 25/32x2%-inch Face 
Hickory— Brecu— (Rail Delivery) - 
ste ie cals . $ 95@105 $ 95@105 7 $ 60@ 65 $ 65@ 70 $ 70@ 75 | B&btr.. ht. rift............ Slerastsndiiieeal $92.00 
Be B GOMRe ccc ‘ 65 70 5 Se aa 40 43 45 48 45 50 SESE... EIR eerie eee 3 82.00 
No. 2 com..... 35 40 No. 32 com..... 25 28 28 30 30 33 Ss NE ads tha deaebs ceChowiawenbabense de 62.00 
MAPLE— 4 5/4&6/4 8/4 10&12/4 16/4 ee fae Serer ree 52.00 
Se ee $ 72@ 77 77@ 82 $ 85@ 90 $ 95@105 $110@115 No. 2 COM, BAP flat........ccccccccccccccees 30.00 
cece shone kame aaias 48 53 60 «65 65 70 75 8680 85 95 
No. 2 GOT cccccecececsecsooes 31 36 35 40 40 45 45 50 50 53 Air Dried No. 2 Common Roofers 
Wuits AsH— ” 
5 " 38", BE ccccce $27.00 1x10”, %x 9%....$28.00 
Root conic and eis 2 2020222207 B® ws HOME RGN FSBO Stoo Fog | 1x8 xT. S"as.00 ener, sfn1¥4: 20.00 
PK Ans MiteGhbontadhies 32 635 35 0 4 45 0 
eee Shortleaf Dimension, S4S, 44-inch Scant, 10- to 
16-foot 
NORTHERN HARDWOODS Nell cecal $29.00 2x10" oo eeseeeeee $29.50 
The following list represents present values of hardwoods, f.o.b. Lower Michigan mills: CN i ote ee ae 27.58 BNE a biwevicaesa 30.5 
No.1 No.2 No. 3 No.1 No.2 No.3 ST lacs tale Win ee a ; 
FAS Selects com, com. com, FAS Selects com. com, com North Carol ™ Pientiien 
Bass woop— Harp MaPLe— ° arolina Pine oori 
55@ 60 $ 45@ 48 $24@26 $21@23 4/4 70@ 75 60@ 65 47@ 50 28@30 15@17 No. : 3 : 
Ot Se eS ee ee Fre eens se essS/k kee as eee te ane og Om Ken ii Ne, Sat. ie No. 4 
6/4 75 80 65 70 52 655 38 23 25 «46/4 90 9 75 80 65 70 33 365 18 20] {#X2%” rift ............ $84.00 = $64.00... 
8/4 80 85 70 75 57 60 38 40 ...... 8/4 95 100 80 85 70 75 38 40 20 22 | 1'X2%” flat ............. 58.00 = 48.00 $28.00 
10/4 95 100 85 90 70 75 45 50 ...... 12/4 re 4 ase oS = 180 ¢ +4 3 = Kiln Dried North Carolina Roofers 
Bescua— 
14/4 140 145 125 130 115 120 50 655 ...... 1x 6”, 
Fe eee om tO sO 35 28726 16718 16/4 160 165 145 150 186 140 60 65 °..... 1x 3” 
OST ST CEES ae ae | er tk 
8/4 80 8 65 70 50 62 33 36 20 23 G4 .iiiii) fiiiittl) ag” 45 28° 30 18 20 j#-inch thick, $1 more. 
Birca— Sort MarPLe— Red Cedar Bevel Sidin 
4/4 95@100 75@ 80 47@ 50 28@30 18@20 4/4 65@ 70 55@ 60 40@ 45 28@30 16@18 ” ed Ceda Vv ing 
6/4 100 105 80 85 562 65 30 32 19 21 5/4 76 80 65 70 60 655 83 85 18 20 | 2X & Clear ...........ccceeesccccnccescceee $41.00 
6/4 105 110 85 90 57 60 35 37 19 21 6/4 80 85 70 75 65 60 38 40 18 20 ye po need RMA aa enor aees Cansewee pibins et} 
axes he = B ant = BY 4 ° coceee 8/4 8° 90 75 80 60 65 40 45 20 22 | “x CRUE cree sce wdnnrdivcavcsnewresewueses , 
12/4 120 125 105 110 85 90 60 55 ...... “a “eu a a Maple Flooring f.o.b. Philadelphia 
— Bw 145 120 125 105 110 «20000 reeves 5/4 115 120 scucuah cheese, iain. JPX24" ClOMr ....0..eeeeeseseeeeereneaes $82.00 
So — i 2 SE sdecaecs — Bt eeray I ae 50 
4/4 66@ 70 50@ 55 42@ 45 26@28 20@22 gy 399 125 1122222! ea cahece ca kcas ae dene Crercee tenor eer eaeeersontns 46.50 
5/4 70 75 55 60 47 50 28 30 22 24 ep nn gp A tone $100 
6/4 80 85 65 70 55 60 30 32 22 24 OaK— %x114” an «-inc GRO cv ccctvensssecdioses e 
6 60 65 35 40 ...... 4/4 90@ 95 70@ 75 55@ 60 38@35 18@20 ; . 
10/4 $0 8 2 Bo BS & Beswe 5/4 95 100 75 80 65 70 35 37 20 22 Western White Pine, Dressed 
12/4 90 9 75 80 65 70 40 45 ...... 6/4 95 100 75 80 65 70 38 40 20 22 Cc D No.2 No. 3 
16/4 110 115 95 100 85 90 50 55 ...... 8/4 105 110 85 90 75 80 43 45 ...... ix TF ssvenins $ 73.50 $63.50 50 $47.58 $36.75 
Following are prices of 7 ae a f.o.b. mill points: ee eee 4 ; Sesnneey 78°60 68:50 a1.75 88°15 
O. oO. O. No. No. 2 . > eters 78.50 ' ; . 
FAS Selects com. com. com. FAS Selects com com. com. 1x10” ........ 87.50 77.50 44.75 37.75 
AsH— Rock EtmM—  Beineigeat 103.50 92.50 45.75 38.75 
1/4 $ 90@ 95 $ 80@ 85 $ 55@ 60 $33@35 $19@21 4/4 70@ 75 ........ 45@ 47 25@28 19@21 13” and up... 108.50 98.50 46.75 40.25 
5/4 100 105 90 B $7 0 = 2 +4 = | a. a Brees 50° 53 30 32 20 22 ge 
$/4 Lis 120 100 105 75 80 45 50 23 24 97g $8 BB eee-e ee oeBR OH ot ' 
: =— = : 7 oe wererees So oF ol «4 NR ins gh techie oe $7.75 f.0.b. cars. 
Bass woop hn a 70 675 45 «(50 Brn cssnsinranne $5.75 c.i.f.—$6.25 delivered 
4/4 10@ 72 60@ 62 48@ 50 3031 oess roth La ze See io 7 oe Oe wasews e 
5/4 72 15 62 65 50 53 30 2 22 2 ARD MAPLE— 
c/s 76 7s G8 70 Go 57 32 44 25 25 4/4 10@ 12 SOM G2 45 50 30@32 16918 
i ee c/4 88 ae 3 TR GS 8 as 1B do BLACK WALNUT 
. . ania 8/4 90 95 80 85 65 70 38 40 20 22 
Hy 106 110 ad 30 53” 38 34° 36 31 22 10/4 100 105 90 95 75 80 45 50 ...... Cincinnati, Ohio, Dec. 28.—The following are 
o/ o ‘ . ve + : 7 = 9 9 4 x 
6/4 110 115 90 95 58 60 36 38 21 22 12/4 Psd 120 105 110 90 69% 55 60 ...... today’s prices on American black walnut f.0.b. 
10/4 125 130 108 110 90 95 35 60 pelle “a 65@ 68 55@ 58 42@ 45 27@28 20@21 Cincinnati: 
o/ 5 5 95 - pealeae f d < e 2 
atl lag i a ea kee oae OAS 82 85 21 22 | PAS, 4/4, $230; 5/4, $240; 6/4, $245; 8/4, $255. 
OFT I > - - . fs 
4/4 61@ 70 51@ 58 44@ 45 27@28 20@21 ee. 99 9% 80 85 GG 70 8840 2122 Selects, 4/4, $160; 5/4, $165; 6/4, $170; 8/4, $175. 
5 2 * . . . 
yan fe: 3 i $5 60 30 32 21 23 «4/4 +-:95@190 75@ 80 60@ 65 38@40 20@22 No. 1, 4/4, $95; 5/4, $105; 6/4, $115; 8/4, $120@ 
8/4 8 90 75 80 65 70 35 40 23 26 hb 4 1% se s % 70 40 42 22 24 125. 
: 5 80 85 70 75 40 45 ...... /' 5 5 . 2, 4/4, $45: 5/4 and 6/4, $50; 8/4, $55. 
4 (98 100: «8S: 4S OBO ss 8/4 110 115 90 95 7 80 47 50 23 26 No. 2, 4/4, 945: 5/ /4, $50; 8/ 
VALLEY HARDWOODS 4/4 5/4&6/4 8/4 4/4 5/4&6/4 8/4 
Sap GuM— QUARTERED RED OA ey 110 
Cincinnati, Ohio, Dec. 28.—Average wholesal- Pie pase” 70@ 71 —_— aaeoceee uae 5@ Speedie 
ers’ prices, carlots, Mississippi Valley woods, & wider... 52 55 54@58 58@ 62 No. 2 com..... 38 40 
Cincinnati: niin ae ue : =. sa = 41 be 45 = 2 PLAIN WHITE -, 9 -—- satin dations 
Rep GuM— 4/4 5 : ' . + ee - Rh said iosavn: 0a 
etek pee FAS. G’ & wdr.§ S8@ 58 $ 58@ 68 Selects ....... 03° 68 G8” 72 12" 46 
FAS . .$103@108 $108@112 $108@112 . — @! 58@ No. 1 com..... 53 58 58 63 63 68 
a oo © r ¢ ak... Ns o 00's 38 40 40 42 No. 2 com 42 44 45 cial 45 50 
eh ya Gl, TN te alia ee - ” No. 3com..... 24 ... 25 :.. 25 30 
Qtrd. red, sap no defect : = $ 65 $ 67 $ 70 Sound wormy.. 37 38 40 45 45 50 
og ee _ 52° = gge ” No. 1 com..... 47 50 55 QuARTERED WHITE OAK— 
Mo. 2 com... 4% No. 2 com....: 25 27 28 OE cs ccedves $123@128 $128@133 $133@138 
Plain red: MarLa— ” Selects. «..... 92° 97 97 102 "102 107 
| See 100@103 100@105 105@110 pot worms N. 0. 1 com..... 
No. 1 com... soe 58 soe 63 os? 68 log run...$ 40 $ 55 $ 60 Ss oo ae 40 45 45 50 50 £55 
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For Editorial Review of Current Market Con- 
ditions See Page 47 


NORTHERN PINE 


MINNEAPOLIS, MINN., Dec. 28.—Principal 
inquiry comes from the railroads. Bookings are 
seasonal but light. Manufacturers report that 
mill stocks are adequate, with few exceptions. 
The year closes with a gross sale of pine and 
lath greater than in 1924 and 1925. 


BUFFALO, N. Y., Dec. 29.—The northern pine 
trade is slow. Prices are showing ari easy tenden- 
cy, but buyers are not being attracted by con- 
cessions. The competition of other woods con- 
tinues keen. 

BOSTON, MASS., Dec. 28.—Northern pine re- 
tail trade is quiet, and takings of industrial con- 
sumers are limited by competition of other 
woods, which has grown stronger the last few 
weeks. Selling pressure has increased slightly, 
but northern pine prices remain about steady. 


EASTERN SPRUCE 


BOSTON, MASS., Dec. 28.—BEastern spruce 
frames keep steady at $39@40 base. The few 
manufacturers in position to cut frame schedules 
promptly are keeping busy. Current demand is 
light and production is somewhat lighter. The 
call for Provincial random is very restricted, 
but, with less lumber in transit, sales of scant- 
ling under $32 are few. Boards are very quiet 
and prices about steady. Quotations: Dimen- 
sion, rail shipments, 8- to 20-foot, 8-inch and 
under, $39@40; 9-inch, $40@41; 10-inch, $41@42; 
12-inch, $43@45. Provincial random, 2x3 to 7, 
$32@33; 2x8, $36@37; 2x10, $37@38. Covering 
boards, 5-inch and up, 8-foot and up, DIS, $33; 
matched, clipped, 8- to 16-foot, $36@38. Fur- 
ring, 1x2, $32@33, 1x3, $31@32. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Dec. 28.—Demand for 
northern white cedar posts and poles is light. 
Woods operations have been delayed because of 
unfavorable conditions. Three and four inch 
rounds and 20-foot poles are scarce. Prices are 


steady. 
° HARDWOODS 


CHICAGO, Dec. 29.—Rush orders from the 
furniture trade constitute the bulk of the north- 
ern hardwood business at present. Other con- 
sumers are coming into the market for an occa- 
sional car. The slow buying of the last two 
months indicates that early in January there 
should be a substantial volume of business. No. 
3 hardwoods and basswood stocks are still short 
and prices on such items are firm. Southern 
hardwoods are moving slowly in local territory. 
Some items are scarce at the mills. Flood con- 
ditions in some sections of the South the first 
of the week have interfered with production. 





INDIANAPOLIS, IND., Dec. 27.—While actual 
orders are not plentiful, the prospects for a good 
spring business in hardwoods are good. Inqui- 
ries from industrial users are heavy. The furni- 
ture factories are preparing for the annual mid- 
Winter shows. A good demand is reported for 
box grades. The automobile demand is expected 
to increase after the first of the year, as is de- 
mand from the farm implement factories. Rail- 
road buying, largely due to weather, has been 
off during December. 


NEW ORLEANS, LA., Dec. 27.—A _ typical 
Christmas time market is reported, with de- 
mand light, and prices a little weak in spots. 
Recent heavy rains are expected to force fur- 
ther curtailment of production over a consider- 
able part of the southern hardwood belt. Fair 
inquiry is reported, season considered. Better 
overseas call is predicted after the turn of the 
year if ocean rates are reduced. 


KANSAS CITY, MO., Dec. 28.—While demand 
for hardwoods has been slower, not many mills 
have been willing to make concessions. Furni- 
ture stock has not been in such heavy demand, 
but motor car stock appears to be wanted in 
about the same quantity as a month ago. There 
is only a small demand from railroads and car 
builders. Retail buying has not yet begun, 
orders now being few and for immediate re- 
quirements only. 


ST. LOUIS, MO., Dec. 27.—The lull in south- 
ern hardwood business is expected to continue 
until about Jan. 15. Inquiries are very few. 
Furniture factories possibly are the most active 


. 


consumers. No important changes have oc- 
curred in the list. 


CINCINNATI, OHIO, Dec. 28.—There is not 
enough current business in hardwoods to give 
a definite trend, because of the holidays and 
inventorying. 





COLUMBUS, OHIO, Dec. 27.—Some cutting of 
hardwood prices, especially by the smaller pro- 
ducers, is reported, but in the main quotations 
are maintained by the larger concerns. Retail- 
ers are completing inventories, which disclose 
rather small hardwood stocks. Furniture, agri- 
cultural implement and musical instrument con- 
cerns are not well stocked. Some orders for 
shipment after the first of the year are being 
booked. Prices of oak at the Ohio River are: 


No. 1 No. 2 No. 3 
FAS common common common 
Quartered ..... $145 $90 $50 aa 
7 See 105 72 48 $20 


BALTIMORE, MD., Dec. 27.—The hardwoods 
are closing the year with demand perhaps more 
active, because of the better feeling in the ex- 
port division. Domestic business has kept up 
very well. In the matter of prices a marked 
improvement is still desirable, but even here 
the trade is doing better, with the interest in 
offerings increased. 


MINNEAPOLIS, MINN., Dec. 28.—There is 
virtually no northern hardwood trade this week. 
Wood using industries are engaged in invento- 
ries; many are closed for repairs. The whole- 
salers are looking to the new year for increased 
activity. Prices are steady. 


BUFFALO, N. Y., Dec. 29.—The hardwood 
yards are doing little this week. A few con- 
sumers have displayed interest in getting lumber 
for delivery in January, but the volume has not 
been of large proportions. Severe weather and 
unusually heavy snowfall have tended to check 
sales. 


BOSTON, MASS., Dec. 28.—Hardwood whole- 
salers report trade quiet. Advices from the 
automobile industry promise an upward swing 
in demand during the next few weeks. The 
weak spot is flooring. Demand is dull, sellers 
are very eager and prices are irregular. Quota- 
tions, }#x2% clear: Birch, $75.50@85.50; maple, 
$78.50@82.50; oak, white, plain, $89@92; selects, 
$75@78.50; No. 1 common, $55. Quotations on 
inch are unchanged. 


FIR, SPRUCE, CEDAR 


CHICAGO, Dec. 29.—A holiday feeling still pre- 
vails in the local market, and consequently the 
demand for fir and other West Coast woods is 
not very active. It is expected that soon after 
the first of the year when inventories are com- 
pleted buyers will begin to replenish broken 
stocks. 


SEATTLE, WASH., Dec. 24.—Fir production 
is slumping heavily this week, due to holiday 
activity. The market is sluggish, apparently 
unaffected by prospect of curtailment. Fir logs* 
are in demand, with bulk of the supply in the 
hands of the mills, and most logging operations 
shut down for an interval of thirty days or 
more. 


BUFFALO, N. Y., Dec. 29.—Demand for fir 
and other Pacific coast woods has been very 
light. Some talk is heard of higher prices in 
fir in the near future, owing to curtailment of 
production, but retailers wil not buy in large 
quantity. 





BOSTON, MASS., Dec. 28.—Some of the large 
distributers of softwoods from the Coast speak 
more cheerfully of their current business in 
transits, than do wholesalers handling other 
lumber lines. Sales of ordinary schedules of 2- 
inch dressed fir are reported at $30@31, ship’s 
tackle, Boston, and sometimes at a little less. 
No. 1 common fir boards are easier, the regular 
quotation of $28, ship’s tackle, being shaded $1 
and perhaps more. 


BALTIMORE, MD., Dec. 27.—The movement 
of fir is satisfactory considering -the time of 
year. Sellers have had to be satisfied with leav- 
ing prices where they have stood for some time, 
however, because of rivalry among fir producers. 


INDIANAPOLIS, IND., Dec. 27.—A few orders 
for Douglas fir were placed just before Christ- 
mas, but volume was light. Inquiries are heavy. 
Jobbers have heavy stocks and more in transit,. 
and are very optimistic. They say the industrial 


and south. 


Special Source 
- for Industrial 
Buyers 
PORT ORFORD 


CEDAR 
a Specialty. 


Philippine Mahogany 
Spruce, Red Cedar, Redwood 
Fir, Hemlock and Pine. 





Ladder stock — Box shooks— 
Casket shooks. 


Air dried, 4/4 to 16/4 
Port Orford Cedar and 
Spruce in stock North 
Kansas City yard. Can for- 
ward on through rate, east 


{i trial order will "bu } 

the advantage of buy- 
ing from us. 

R. L. SMITH 


Lumber Co. 


1900 Armour Road 
North Kansas City, 


Mo. 























Old 
Reliable 


Maple, Birch, Beech. 


FLOORING 


Made from Michigan’s Finest Stumpage 


We also manufacture Maple, Beech, 
Birch, Elm and Hemlock lumber. 


Grand Rapids Trust Company 


Reciever for WILLIAM HORNER 


Perkins Building, 


Grand Rapids, Mich. 











Plant: 
Newberry, Mich, 


Se! BR REE ReRe RRR 








Our Specialty is 


NASHOTAH, 





Screen Mouldings 


8139 — 8140 — 8076 
%x% Half Round, Etc. 


Send Us Your Inquiries. 
The TRAILER-TRUCK Co. 


WISCONSIN 
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situation in this State is particularly bright, 
and that demand for fir should be heavy. 


KANSAS CITY, MO., Dec. 28.—Demand for fir 
is slow and mostly from the country, where open 
weather has favored building. While prices are 
low, the market in fact has a stronger tone and 
stiffer prices are predicted. 


SAN FRANCISCO, CALIF., Dec. 28.—The fir 
market remains slow. Shipments are of small 
volume, and prices are unsteady and low. Ex- 
port has shown a slight gain, but intercoastal 
business has fallen off Retail business here is 


normal 
CYPRESS 


NEW ORLEANS, LA., Dec. 27.—The market 
is in its customary Christmas week condition, 
with spot demand quiet but inquiry continuing 
fair Prices, by local report, stand unchanged. 
Some business has been placed for January ship- 
ment at current quotations 


CHICAGO, Dee, 29 A little more life has been 
noted in the local cypress market during the 
last week, inquiries for January shipment being 
more numerous than for some time. Some orders 
are being placed by retail and industrial inter 
ests whose stocks are not very heavy and who 
will have to replenish pretty soor. Mill stocks 
are in about normal supply, and prices are 
steady 


KANSAS CITY, MO., Dec, 28.—Only a small 
eall for cypress is expected from country yards 
until the weather improves, City yards are not 
yet ready to buy 


ST. LOUIS, MO., Dee. 27.—The red and yellow 
cypress markets continue quiet during the holi- 
day and inventory periods Prices are un- 
changed. 


BUFFALO, N. Y., Dec. 29.—The cypress mar- 
ket stays quiet, but prices are holding steadier 
than in some other woods and it is expected 
that early next month will bring improvement 
in trade Some industrial plants are taking a 
fair amount of cypress on contracts 


BOSTON, MASS., Dec 28 Retailers have 
light cypress stocks and industrial consumers 


Strong? 


Here’s the 
Proof — 


The men on this lack 
weigh 1350 Ibs. 


RUCES 


have no surplus, but both are postponing action. 
Prices are widely spread. Some sellers are de- 
cidedly eager and conciliatory. Quotations: 


FAS Selects Shop 


Ds J eel paeatans wba kw ie $ 85@ 95 $67@78 $43@53 
1 e ae 90@100 77@88 58@65 
7 SS ee reer yt 105@111 S5@98 68@78 


BALTIMORE, MD., Dec. 27.—Cypress prices 
continued comparatively low because of compe- 
tition, but the special advantages of cypress are 
finding readier recognition, particularly among 
home builders. 


INDIANAPOLIS, IND., Dec. 27.—Demand for 
red cypress shows but little change. However, 
there are a few more orders, mostly from indus- 
trial sources, Jobbers report a much larger 
volume of industrial inquiry than at any time 
during the last year, and orders are becoming 
more active, even if they continue small. Most 
plants are taking inventory, and many are closed 
during holiday week. Retail business is slow. 
Stocks in yards are not large and immediate 
orders are expected after inventory. 


CINCINNATI, OHIO, Dec. 28.—The cypress 
market is quiet, and prices are unchanged. 


HEMLOCK 


BUFFALO, N. Y., Dee. 29.—The hemlock 
trade has been very light. Some retailers will 
probably desire to add to their depleted stocks 
during the coming month, but other woods are 
giving strong competition. 


WESTERN PINES 


CHICAGO, Dec, 29.—The western pines mar- 
ket shows a seasonable trend, a few orders being 
placed for immediate needs, but not much doing 
at the moment in the way of buying for future 
requirements. There is a fair amount of busi- 
ness in prospect around the middle of January, 
when retailers and other consumers usually 
plan to stock lumber for spring trade 


SAN FRANCISCO, CALIF., Dec. 28.--There 
has been slight change in the pine market dur- 
ing the last ten or fifteen days, dullness continu- 
ing Shipments have taken the customary de- 








cline during the holidays. Export business is 
showing some slight gain, but not enough to 
steady the market. Prices are too low. Retail 
business locally is normal. 


BUFFALO, N. Y., Dec. 29.—Business in the 
California pines is quiet. Prices are said to be 
very competitive, so that wholesalers hardly 
know what to ask when an inquiry is received. 


BOSTON, MASS., Dec. 28.—Price irregulari- 
ties and indifference on the part of buyers char- 
acterize the market for western pines. A very 
moderate volume of business in Pondosa has 
been booked here recently on the following 
basis: No. 2, 1x6, $45.25; 1x8 and 10, $41; 1x12, 
$42. No. 3 common, 1x6 to 10, $35.75; 1x12, 
$36.25. There continues to be a tendency on 
the part of some sellers to shade regular prices 
for Idaho white pine, but the local market re- 
mains quiet. Regular lists are as follows: 





1x4 1x6 1x8 1x10 1x12 
ae Pere $61.50 $62.50 $61.50 $66.50 cata 
TE eee 54.50 57.50 55.00 55.00 $58.00 
a  anagoue Unee $2.00 $2.50 sa ele% 43.50 


KANSAS CITY, MO., Dec. 28.—Only a very 
small volume of western pines business is being 
placed and the outlook is for rather a slow 
demand until next month. There is some in- 
quiry from industrial consumers. 


INDIANAPOLIS, IND., Dee. 27.—Although de- 
mand for western pines is not brisk, jobbers say 
inquiries are much heavier than they have been 
for years during the holiday season. Industrial 
demand is confined to low grades for box manu- 
facture, and this business is better than usual. 
Mill representatives say some of their mills 
will cease production during January and that 
prices are as low as they will be. 


REDWOOD 


CHICAGO, Dec. 29.—The local demand for red- 
wood has improved over two weeks ago, retailers 
taking hold in good volume for present require- 
ments, and industrials coming into the market 
more actively than for some time. Prospects are 
encouraging for the New Year. Prices hold 
firm. 

SAN FRANCISCO., CALIF., Dec, 28.—Demand 
for redwood has been fairly well sustained. Some 
sections of the market are less active, but ex- 
port business has improved. Mill stocks are 
lower than those carried over last year. Prices 
are good. 

KANSAS CITY, MO., Dee. 28.—Redwood de- 
mand here is very slow, orders running mostly 
to lath and siding. Prices are soft. 


BOSTON, MASS., Dec. 28.—The usual seasonal 
influences have slowed down the redwood trade. 
Retailers are doing very little buying. Indus- 
trial trade also has slowed down, but current 
inquiries suggest early improvement. There 
is strong competition among wholesale distribu- 
ters and some concessions are offered; on the 
whole, however, the price situation may be de- 
scribed as steady. 





INDIANAPOLIS, IND., Dec. 27.—Industrial 
demand for redwood has shown a slight increase, 
indicative, jobbers say, of a record spring busi- 
ness. In most cases the orders call for imme- 
diate delivery. The retail demand is slack. Re- 
tail vard stocks, however, are low. 


NORTH CAROLINA PINE 


BOSTON, MASS., Dec. 28.—The New England 
market for North Carolina pine is very quiet. 
For 8-inch air dried roofers, $30.50 is about top 
figure. Rough edge is being urged hard at $53 
for circular sawed, and $57.50 or perhaps less 
for band sawed stock from the best mills. Fur- 
ther concessions on partition are _ reported, 
B&better jj-inch being $52@52.50. Shortleaf 
flooring is very dull and prices are rather easier. 


BUFFALO, N. Y., Dec. 29.—The North Caro- 
lina pine demand has been small. Scarcely any 
changes in prices have taken place lately. 


BALTIMORE, MD., Dec. 27.—Distributers of 
shortleaf have found demand for at least some 
stocks very little curtailed by the holidays. The 
customary year-end rush of stocks from the 
mills appears to have been avoided. Framing 
has continued to show a measure of strength. 
The size of stocks on the wharves has remained 
almost stationary. 
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SOUTHERN PINE _ 


CHICAGO, Dec. 29.—Southern pine inquiries 
are more numerous than they have been for the 


- last month. There is a better tone to the mar- 


ket and prospects are good for a satisfactory 
volume of business when retailers and other 
consumers are through with inventory. Mill 
stocks are well balanced and prices are on a 
fairly steady basis. 

NEW ORLEANS, LA., Dec. 27.—Usual Christ- 
mas week market conditions are reported, with 
demand seasonably quiet pending close of the 


holidays and completion of inventories. Inquiries * 


flowing into the sales office indicate that the 
trade is keeping touch with the market, and 
several observers report offers for January ship- 
ment at tentatively shaded prices which, they 
add, were politely declined in the instances com- 
ing under their personal notice. Rainy weather 
and flooded streams over a considerable part of 
the central South are interfering with mill opera- 
tions, while the usual holiday shutdowns also 
have curtailed production. 


ST. LOUIS, MO., Dec. 27.—Southern pine de- 
mand continues light and during the last sixty 
days prices of most items have declined con- 
siderably. Orders for mill shipment have been 
difficult to handle because they have been badly 
mixed. While no startling advances are ex- 
pected, wholesalers look for an improvement 
in the demand and some improvement in prices 
about Jan. 15. There are few cars in transit, 

KANSAS CITY, MO., Dee. 28.—Business in 
southern pine continues quiet, but there is in- 
creasing inquiry from yard buyers. Present de- 
mand consists largely of mixed cars for imme- 
diate requirements. Industrial demand contin- 
ues small, and there is not much inquiry in 
that line. Prices are weak, though the large 
mills are not striving for rmuch business on the 
present basis. 

INDIANAPOLIS, IND., Dec. 27.—While south- 
ern pine demand has been off, the situation is 
entirely seasonal. Most retailers are confining 
their activities to inventory. Jobbers are con- 
fident that prices are as low now as they will 
be at any time for the next six months, and are 
urging prompt buying for late winter delivery. 
While prices are not high, they are stable, due 
largely to a small number of cars in transit. 
Some mill representatives are avoiding heavy 
bookings. 

CINCINNATI, OHIO, Dec. 28.—The southern 
pine market shows the usual holiday dullness. 
There is practically no business being placed and 
prices are about where they were last week. 

BUFFALO, N. Y., Dec. 29.—The southern 
pine market is doing but little this week. Whole- 
salers report that prices are being fairly well 
maintained, and believe that holiday curtail- 
ment of output and purchases of many retailers 
will bring about an advance in prices. 

BOSTON, MASS., Dee. 28.—Inventories, the 
holidays and the heaviest December snowfall 
ever known in New England have combined 
to slow down southern pine business to the 
minimum. Distributers continue to push hard 
for business, and some are offering concessions, 
but few dealers can be induced to make commit- 
ments. Offers of longleaf flooring at $1@3 off 
lists are reported. 

BALTIMORE, MD., Dec. 27.—Quotations on 
longleaf are up to levels that serve as somewhat 
of a check on demand, because of lower-priced 
competition. Stocks of longleaf held here are 
reduced and need replenishment. 


SHINGLES AND LATH 


SEATTLE, WASH., Dec. 24.—The red cedar 
shingle industry is effectively closed down, with 
probably not more than 15 percent of mills in 
operation. The market is fully 20 cents higher 
than it was two weeks ago, with clears now 
listed at $2.50 to the trade, but no stock avail- 
able. Wholesalers find buying exceedingly dif- 
ficult, while the mills are apparently resolved 
not to take business for future shipment. Shin- 
gle cedar, which has been a drug for months, 
is seemingly being cleaned up, as the box sur- 
plus has disappeared; and wintry weather, in 
conjunction with the holiday shutdown, has in- 
terfered with logging throughout the Puget 
Sound region. 





MINNEAPOLIS, MINN., Dec. 28.—With the 
mills shut down in the West, and with the tran- 
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sion of beauty, of restfulness, of strength and eternal 
life. 


The woods of pine have given to the lumber that comes 
from its trees these same qualities. 


° ‘ 
2 An Equal S 
z There is nothing more beautiful than a Southern Pine s 
= forest. : 
= > 
Trunks of brown and roofs of green, with the sun pick- 
4 ing out delicate traceries of gold on the ankle-deep 
= carpet of needles, it brings to the onlooker an impres- §& 
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For strength, stiffness, rot resistance, and long life, 
Southern Pine surpasses all other commercially avail- 
able structural woods. 


Its superior strength and stiffness have been proven by 
thousands of official tests; its resinous content is an in- 
herent preservative; it will withstand high temperature 
fires two to four times longer than steel. 
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“Good enough” is not good enough for that customer 
who wishes the utmost in strength and shock-resistance. 
Furnish him the best—NATALBANY Southern Pine. 


NATALBANY produces Southern Pine at its 
best. Long leaf or short leaf, timbers or dimen- 
sion or finish or boxboards. It is as safe as 
buying sterling. 


NATALBANY 


LUMBER COMPANY, LTD. 
SALES OF FICE 


HAM MOND, ' LOUISIANA 
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MEMBER SOUTHERN PINE ASSOCIATION 






< . & 
> s 
> 8,000 cars a year of long and short leaf Southern Pine, trade-marked and grade- Zz 
= marked, from mills 71, 72 and 73. Illinois Central Main Line Service. iz 
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Putman Lumber Co. 
Saves $93 Daily 


They are operating four electric Ross 
Carriers at their Ortega, Fla., mill. 
These carriers are handling the entire 
output of timbers and lumber, working 
day and night, and are saving $93 daily 
over former methods. Notice the sav- 
ings effected at this plant as listed in the 
box on the right. 


Ross Carriers will save you money, 
speed up the handling of our output, 
and give you satisfactory service. 


The Ross Carrier Co. 


Office and Plant 
Benton Harbor, : : Michigan 






















Are Doing theWork o f 
24 Mules 
24 Drivers 
Binns! 200 Lumber 
Uggies and they 
work day and night 


Write for complete data on Ross 
Electric and Gasoline Carriers. 


MURRY JACOBS COMPANY 
69 Columbia Street, - - - - - - = Seattle 
249 Monadnock Building, - - San Francisco 
546 Maison Blanche Annex, New Orleans, La. 
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10945 Harper Avenue, 
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Fruehauf Trailers like those in this 
recently four new units have been added to their fleet. 


LUMBE 


TS 


= ues 


16 to 20 Tons Per Trip 


OWN in Charleston, West Virginia, the Morgan Lumber Company have been using 
photograph for about eight years. Just 


The Morgan Trailers range in capacity from 6 to 10 tons and are frequently used with 
a Fruehauf “Dolly” as here shown. By using two Trailers with the one tractor truck, 
a load of 16 to 21 tons can be hauled, thus cutting down the cost of hauling per ton 
mile to a fraction of the cost if motor trucks only were used. 


In the particular case shown in the above photograph, Fruehaufs are moving a solid 
carload of lumber in one trip. Eight tons are carried on the front Trailer and thirteen 
tons on the rear Trailer. The Trailers were loaded direct from the car—hauled about 
two miles to where a large residence was being erected and unloaded right at the job. 
The tractor truck handled the load speedily and easily. 

Fruehauf Trailers are being operated by the hundreds by lumbermen in all parts 
of the country. May we forward you information regarding their hauling systems and 


Pioneer Builders of Semi-Trailers, Four-Wheel Trailers and Adjustable Pole Trailers. 


FRUEHAUF TRAILER COMPANY 


Backed by 35 Years’ Experience 


DETROIT, MICHIGAN 


Branches and Distributors in All Principal Cities. 














sit car movement almost at a standstill, the red 
cedar shingle market has undergone a change. 
There is a scarcity of shingles in this territory, 
and wholesalers are experiencing difficulty in 
filling orders, though business is light. This 
scarcity is having the effect of strengthening 
prices. Clears are quoted at about $2.30, and 
stars at $2.15, mill basis. 


KANSAS CITY, MO., Dec. 28.—The price of 
shingles is stiff at $2.25 for clears and $2.10 for 
stars, and likely to go higher before the end of 
the week, though demand here has been very 
slow. Prospects do not favor much of an increase 
in demand within the next month. Lath de- 
mand is very slow, and West Coast mills are 
getting about all the orders. Siding demand i 
very light. : 


ST. LOUIS, MO., Dec. 27.—There is but little 
activity in shingles. Extra clears advanced 
5 cents over last week’s figure. Quotations: 
Extra clears, $2.30, mill base, and $3.81, St. 
Louis; extra stars, $2.10, mill base, and $3.44, 
St. Louis. 


COLUMBUS, OHIO, Dec. 28.—The shingle 
trade has ruled quiet and featureless. Some 
buying on the part of rural dealers for delivery 
after the first of the year is reported, however. 
Retail stocks are not large, and wholesalers ex- 
pect a rather good demand for shingles. Prices 
are weak; with XXXXX British Columbias quot- 
ed at $4.73; Rite-Grade, $4.38; extra clears, $3.88, 
and extra stars, $3.55. The lath trade has been 
quiet, with prices slightly weaker. 





BOSTON, MASS., Dec. 28.—Shingles are dull. 
White cedar shingles range: Extras, $4.75@5; 
clears, $4.25@4.50. No desirable makes of Brit- 
ish Columbia XXXX*X are offered for rail ship- 
ment at less than $4.86. Lath are quiet and 
prices are easier. The 154-inch western hemlock 
lath are $5.60, ship’s tackle, and perhaps a little 
less, a drop of some 40 cents. Eastern spruce 
lath are $7 for 1%-inch, and $7.75@8 for 15%-inch. 


INDIANAPOLIS, IND., Dec. 27.—Though busi- 
ness is dull and prices are soft, covering a wide 
range, local shingle jobbers are expecting a good 
late winter business. They say inquiries are 
more numerqus than they were this time last 
year, and that stocks generally are lower. A 
smaller number of transit cars is coming into 
the State, and recent heavy snows have slowed 
down shipments. A better demand is expected 
from the rural yards this spring. 


NEW ORLEANS, LA., Dec. 27.—Demand for 
both items is seasonably slack, but the cypress 
folk report their shingle and lath stocks light 
due to brisk selling during the fall and early 
winter. Prices on cypress shingles and lath are 
reported unchanged. 


MAHOGANY 


BOSTON, MASS., Dec. 28.—Demand for ma- 
hogany is exceptionally active for the end of 
the year. Inquiries are coming along in good 
volume. The furniture, talking machine and 
interior finish trade are especially good. Prices 
on some sizes and grades have stiffened a little. 
The largest local manufacturer reports all his 
No. 3 common sold ahead for weeks. Wholesale 
quotations, air dried plain African mahogany, 
log run for figure, f.o.b. Boston: : 


FAS No.1com. No.2 com. 
SS) eee $190.00 $155.00 $ 80 
5/4 and 6/4.. 192.50 157.50@160 85 
Pe acateao cutee 192.50 157.50@160 85 
, Sar ee 200.00 170.00 100 
Oh ae ee 210.00 180.00 110@120 
De wisen ee cn 220.00 180.00@185 110@120 
BOXBOARDS 


BOSTON, MASS., Dec. 28.—The boxboard 
market is quiet and featureless. Maine and 
New Hampshire stocks have been reduced very 
substantially during the past twelve months, 
and current production is curtailed. Round edge 
white pine boxboards, inch, are $26@28, spruce, 
are $23@26, and hemlock about $1@2 less. 


CLAPBOARDS 


BOSTON, MASS., Dec. 28.—The clapboard 
trade is quiet. Retail dealers are hard to in- 
terest even in West Coast bargains. Offerings 
of native white pine or spruce are very light, 
and prices hold firm. Quotations: WDastern 
spruce clapboards, 4-foot, 6-inch, extras, $60; 
clears, $55; second clears, $50; West Coast clap- 
boards, clears, 3- to 7-foot, redwood, $23.50; red 
cedar, $24; western spruce, $32.50; California 
pine, $42. 
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News Letters 
(Continued from page 95) 
NEW YORK, N. Y. 
Dec. 28.—If you ask the average lumberman 
what he thinks of conditions after the weather 
clears, he will tell you that things will boom. 
Even this week, several wholesalers reported 
that they were busy. There is a feeling that 
quality is going to count more than ever. This 
is especially true of the distributer of West Coast 
woods. The New Year will open with an abun- 
dant supply of fir on the local market, but the 
wholesaler will find his customer looking at 
grades etc. more particularly than he has ever 
done heretofore. 
Tom Crenshaw, New York manager Exhange 
Sawmills Sales Co., returned to his office today 
after an absence from the city of a month. Mr. 
Crenshaw had visited the company’s new Cali- 
fornia white pine, electrically operated -mill in 
Pine Ridge, Ore., and had continued the trip to 
Louisiana, stopping in Kansas City, where the 
home office is located, going and coming. Mem- 
bers of the Exchange Sawmills Co. visited the 
scenes of operations in three shifts, ten to a party. 
The first left Kansas City for Oregon in November, 
the second left two weeks later and the third in 
another fortnight. 
Volney Leggett was recently appointed exclusive 
sales representative in the New York territory by 
MacDonald & Harrington, of San Francisco and 
: ; p SHOP AND 
Small saplings switch sons suc- 5 FACTORY 
magne Go After Those eae 
| See Piperism contest, page 76. " MOULDINGS 
1927 Sales Right a 
| © CASE 
Portland, Ore. He will handle fir and hemlock « BASE 
lumber particularly to the railroad and car mate- els - ‘ 
rial trade and to retail yards. Competition for business is expected to CEILING 
S. F. Mcllduff, New York representative of the b : : SIDING 
' Case & Fowler Co., Macon, Ga., has just returned € keener than ever during 1927 inasmuch FLOORING 
from a trip to the mills. ’ . : 
Francis Dykes, jr., is in a New York hospital as people s purchasing power is not pre- DIMENSION 
: undergoing treatment for ear trouble. sumed to be holding pace with produc- BOARDS 
4 bs 
tion. enneiad 
3 PHILADELPHIA, PA. £8. pes 
i Dec. 27.—Bowling enthusiasts among the retail ‘ In 1927 the man with quality and value REPRESENTATIVES: 
lumbermen of Philadelphia are participating in ° ° ) 
ame "ee . the Reliance alleys every week. will get the business. And here S where +. ©. — _ 
Murphy, of the Felin team, and Jones, of Tall . : ° . : 1 , 
r Bros., did better than 200 in one of the games our light, soft, white Craig Mountain ee 
: this week. The Derr combination proved high Quality Pondosa Pine will help you It 4347 Benton Blvd. 
scorers, with Felin a dangerous second. ‘ : Kansas City, Mo. 
y Beginning Jan. 1, the C. W. Beiter Lumber Co., has value in every foot. It has the nat- G. S. PATTERSON 
© of Cumberland, Md., will consolidate its interests 4° ss Oconomowoc, Wis. 
with Currie & Campbell, and all of the business ural qualities shrewd buyers want. R. D. HUNTING 
will te handled through the Philadelphia office of LUMBER CO., 
the Currie & Campbell firm. A , Merchants Bank Bidg., 
> John E. Coggin, secretary-treasurer Eastern Stock some of our Craig Mountain Cedar Rapids, lowa. 
t Lumber Salesmen’s Association, with his wife, Pine and go after business to win COLORADO CONTI- 
a spent the holidays with relatives in Virginia and NENTAL LBR. Co., 
4 North Carolina. 7 , poy Fg _ 
ve Mr. and Mrs. Willard Roberts are receiving con- ; “ ‘ 
. gratulations on the arrival of an heir. Mr. Roberts Craig Mountain Lumber Co. aanie WwW 
“ is connected with the Grater-Bodey Co., of Norris- WINCHESTER, IDAHO 931 Belg het ene L 
le town. Bldg., Minneapolis, 
y, W. R. Nicholson, jr., of the Haney-White Co., E. H. VAN OSTRAND, Pres. W. C. GEDDES, Vice Pres. & Gen. Mgr. x Minn. 
and W. L. Eliason, of the J. A. Finley Lumber Co., 
5 have returned from a short sea trip to Miami, Fla. &s 
PITTSBURGH, PA. 
Dec. 28.—The seasonal lull in lumber trade con- A 
20 tinues. Some wholesalers have taken their sales- ‘ LEE : » ————— Y CG 
20 men off the road until after the first of the year. SS Fee K* V1 nee 
Prospects are good for a fair volume of business [ 4 ” N 
soon after the holidays, as it is realized that deal- j KI LMOTH CLOSET LINI 
ers’ stocks are low. A few orders are being picked - ~~ —_ “4s 
rd up. Prices remain unchanged i ine : —— 
’ ‘ ged in all lines, but ad- 
nd vances are expected. 
ry F. R. Babcock is spending a few days in New 
“4 xo Rn My — in the interest of the Bab- 
cock-Angell Lumber Co. . 22° 
ae, W. P. Craig, of the Picket & Volk Lumber Co., Learn more about Buy In Smaller Quantities 
is spending the holidays with relatives in Phila- the sales possibilities 
delphia. T. ey and order more often. That’s how many dealers are keep- 
J. W. Kendall, secretary Kendall Lumber Co., of our Tennessze Aro- ing their money working. Our L. C. L. and carlot service 
“att left Monday with members of his family for a so- matic Red Cedar enables you to order “Quality” Oak Flooring and 
n- ee ac” cee ae ae ois ‘* Kilmoth ” Closet “Kilmoth” Cedar Closet Lining to suit your requirements. 
. ~ I , e eleman = : 
= Lumber Co., has joined the i oie fom af tes Lining. Take advantage of our service on your next order, 
rn Babcock Lumber Co., and will cover the northern ° 
60; Ohio territory. w t i mm 
ip- Joseph Broido, president Pittsburgh Lumber- De Soto Hard ood ooring Co pany 
ed men’s Club, and T. C. Graham, secretary of the MANUFACTURERS AND WHOLESALERS 
nia field club of the same organization, have both been Sledge Ave. and Southern Ry. MEMPHIS, TENN. 
confined to their homes by illness. 
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Advertisements will be inserted in 
this department at the following rates: 
25 cents a line for one week. 

45 cents a line for two consecutive weeks. 

60 cents a line for three consecutive weeks. 

75 cents a line for four consecutive weeks. 

Bigne words of ordinary length make one 
line. Count in signature. 

sending. counts os RR «= 

No display exce e - 

, oe Dp eading can be ad 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 























WANTED—TO INVEST CAPITAL 


With first class manufacturer of woodwork. 
Have a splendid opportunity to make money. 


Only responsible concerns considered. 


Address *“*A. 114,"’ care American Lumberman. 





WANTED—KNOCKED DOWN WINDOW FRAMES. 

Want to get in touch with concern manufacturing stock 

window frames carload lots, strictly Idaho White Pine. 
Address **A, 125," care American Lumberman. 





WANT LUMBER? 


You can get what you want by advertising under the 
heading of Wanted—Lumber and Shingles. We reach 
the people. AMERICAN LUMBERMAN, 431 8. Dear- 
born St., Chicago, Il. 
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HARDWOOD BUYER AND INSPECTOR 
Only fully capable, honest and energetic hustler to buy 
oak and hickory wagon stock, also hardwood lumber, on 
either salary or commission basis. Must have good fol- 
lowing among mills and timberland owners in Ark., La., 
Tenn., Ky., N. C., ete. Address with references, 

“HH. 120,’’ care American Lumberman. 
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MILL SUPERINTENDENT WANTED 
With thorough experience in handling men and grading 
lumber for a big operation. Prefer man from Northern 
Wisconsin. Send references, age and education first 
letter. 
Address “L, 22,’’ care American Lumberman. 


WANTED—MEN FOR LOGGING DEPARTMENT 
Engineers and firemen for oil burning locomotives. Also 
good American log loader operator, top loader and 
hooker. Mill operation to start January 15th. 

GEO. E. BREECE LUMBER CO., Alamogordo, N. M. 


WANTED—BY CHICAGO RETAIL YARD 
Credit and collection man. One familiar with Illinois 
lien law. Give experience, salary, references. Confi- 
dential. 

Address “A. 104,"" care American Lumberman. 


SASH AND DOOR SUPERINTENDENT 
For small modern plant in Chicago. Must be capable 
of laying out cabinet work, frames, sash, etc. Give 
age, experience, salary, and when available. 

Address “*W. 26,’’ care American Lumberman. 


SUPERINTENDENT TO TAKE CHARGE 
Of sash and door plant. Must be able to work from 
blueprints and handle all kinds of special millwork. A 
good producer. 

Address “Pp. 4,’’ care American Lumberman. 

WANTED—COMPLETE MILL CREW. 

Must be experienced men. New plant; starts operating 
January 15th. 
GEO. E. BREECE LUMBER CO., Alamogordo, N. M. 


























WANTED—FIRST CLASS STAIR BUILDER 
with shop experience on straight and irregular con- 
struction. Apply THE MARKERT MANUFACTURING 
CO., Syracuse, N. Y. 





ARE YOU LOOKING FOR A JOB? 


There is a job some place for every man. Sometimes 
a man does not fit in the particular job that he has and 
there is another job he would fit in if he only knew 
where it was. 


It is our mission to bring the man and the job to- 
gether. We have done it a thousand times and we can 
do it again. 


The American Lumberman is over 50 years of age, 
but it is young, progressive, active, read by the real 
men in the lumber trade—men who are looking for the 
best that money can buy. Put your ad in the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 
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WANTED—FOR CHICAGO RETAIL YARD 
Salesman to sell crating and industrial lumber. Good 
proposition for man who can deliver the business. State 
full particulars in confidence. 

Address “B. 106,’ care American Lumberman. 


WANTED 
Salesman to sell southern pine lumber on a commission 
basis. Experienced salesman with an established trade 


desired. 
Address P. 0. BOX 792, New Bern, N. C. 


SALES AGENCY, REPRESENTING 
Daily capacity of 725,000 feet West Coast woods, wants 
reliable commission salesmen, exclusive territory. Ref- 
erences ask 
Address “L. 27,’’ care American Lumberman. 











WANTED—INSPECTORS 
Can use two good, thoroughly competent northern hard- 
wood lumber inspectors. Men familiar with Wisconsin 
hardwoods, to work at our Rice Lake, Wisconsin, plant. 
EDWARD HINES HDWD. & HEM. COMPANY, 
Park Falls, Wisconsin. 


WANTED—A RETAIL LUMBER YARD MANAGER 
For small yard in Catholic community in Central Wis- 
consin. Man must be capable of conducting the busi- 
ness in a business-like manner. State full information. 
Address “A. 118,’’ care American Lumberman. 








Sliding stairs save steps. 


See Piperism contest, page 76. 





HELP—WANTED. 
A young, active estimator, salesman for millwork and 
builders’ supplies. MCB graduate familiar with south- 
ern trade preferred. Must be recommended. 
Address “B. 107,"" care American Lumberman. 


WANTED—COMMISSION SALESMEN 
In states east of the Mississippi River to sell southern 
pine, cypress, etc. Address HANKS LUMBER COM- 
PANY, New Bern, N. C. 


WANTED AN EXPERIENCED 
Hardwood lumber salesman to cover New York State and 
Northern Pennsylvania. Attractive proposition for the 
right man. 
BUFFALO HARDWOOD LUMBER CO., 
940 Seneca Street, 
Buffalo, N. Y. 


WANTED—SALESMAN 
By large Wholesaler to cover the state of Michigan. 
Wholesaler handles Yellow Pine, Western Pines and 
West Coast Stock, and maintains buying offices in each 
one of these territories. Can promise 100 percent sup- 
port. Address ‘‘W. 17,’’ care American Lumberman. 


EXPERIENCED, ACTIVE COMMISSION 
Lumber salesmen to sell exceptionally high-class spruce 














WANTED—PROFIT SHARING SALESMEN. 
Men with retail experience to sell complete line lumber 
and millwork to contractor and manufacturer, Pennsyl- 
vania, New York, Ohio. 

Address ‘‘EXPERIENCE,’’ care American Lumberman, 





COMMISSION SALESMEN WANTED 
To sell on commission basis kiln dried and air dried 
N. C. pine and southern pine in Virginia, Pa., N. Y., 
N. J., Mass., R. I., and Conn. One with established 
trade desired. BOX 1328, Charlotte, N. C 





FROM A CALIFORNIA ADVERTISER 
FOR EMPLOYEES 


I am writing you in part to let you know the ad inserted 


in your paper has been very good and results more than 


satisfactory. I was surprised to get so many letters 
from competent men, . 








WANTED 
Position as plant or general superintendent of a pine or 
cypress operation, twenty-two years’ experience from 
the ground up, age forty-one, married, excellent health, 
strictly sober, have a clean, successful record and gilt 
edge reference. At present employed by one of the 
largest cypress manufacturers in the south, have the 
best of reasons for making a change and can give pres- 
ent enfployers as reference. Personal interview desired. 
Address ““W. 27,’’ care American Lumberman. 


MAN, 34, GOOD EDUCATION 
Long experience in millwork estimating and billing, 
also well versed in the lumber-retail business wants a 
connection where there is a chance to build up the job 
and a future for myself. Not afraid of hard work and 
to shoulder responsibility. 
Address “B. 114,’’ care American Lumberman. 


WANTED EMPLOYMENT 
Experienced lumberman desires connection with a good 
representative lumber company in an executive capacity, 
fully qualified to take entire charge of operating and 
managing retail line yards or large individual yard. 
Satisfactory references exchanged. 
Address ““B. 104,”’ care American Lumberman. 


SUPERINTENDENT OR MILL FOREMAN 
Desires position with reliable concern,that is looking 
for results. Thorough, practical experience in modern 
methods of manufacture and costs. Special millwork. 
Cabinet work, store fixtures, etc. Quality and quantity 
guaranteed. Age 47. 

Address “W. 12,’’ care American Lumberman. 


POSITION AS MANAGER OR ESTIMATOR 
Young lumberman with 13 years’ experience, under- 
stand blueprints, material listing, estimating and gen- 
eral construction. Now employed as retail yard man- 
ager; can make change on reasonable notice. Best of 
reference. Address ‘‘W. 24,’’ care American Lumberman. 


EXPERIENCED LUMBERMAN 
Is open for a position in either manufacturing, wholesale 
or retail lumber business. Have had twelve years’ expe- 
rience. Age 30. Best of references. Location in west 
or southwest preferred. 
Address “B. 121,’° care American Lumberman. 


A REAL HARDWOOD INSPECTOR 
Open for position January 1st. Has had 2 successful 
Years with Nat. Hdwd. Lbr. Assn. About 12 years’ ex- 
perience. 35 years old and married. Best references. 
Northern and Southern experience. 
Address ‘A. 127,’’ care of American Lumberman. 


LUMBERMAN WANT TO SELL LUMBER 
On commission basis to yards in Maryland, Pennsylva- 
nia, District of Columbia and Wilmington, for well rated 
Carolinas, Alabama and Georgia manufacturer who can 
meet competition and carry the accounts. MARTIN 
WEISMAN, 2315 Chelsea Terrace, Baltimore, Md. 


WANTED—A POSITION 
As traveling salesman; ten years of experience in the 
lumber business from manufacture to salesman on the 
road. Can furnish references. 
Address “‘R. S. U,’’ care American Lumberman. 


TIMBER ESTIMATING, 
By an old line timberman. Familiar with Appalachian 
woods. spespates from stump to car, 40 years’ prac- 
tical woods experience. 
" perieW. J. McGOVERN, Clearfield, Pa. 


MILL AND YARD FOREMAN 
Desires ‘change after Jan. 1st. Thoroughly understand 
plans, detailing, collecting, keen competition, cost pro- 
duction and handling of men; 40 years old. Gilt edge 
references from present employer; 17 years’ experience 
in mill and yard line. 
Address *“*A, 116,”’ care American Lumberman. 









































factory stock and uppers. To active, permanent c 
tions we pay 5 percent commission on mill basis price 
upon acceptanceeof orders. 

Address “BE. 6,’’ care American Lumberman. 


COMMISSION SALESMEN 
West Coast manufacturer and wholesaler, long estab- 
lished, highest rating, wants reliable representatives. 
High-class references required and given. Exclusive 
territory. 
Address 





“R. 23,’ care American Lumberman. 





WANTED—BOOKKEEPER 
For large retail yard in Ohicago; experienced in retail 
yard accounting; capable taking responsibility prepara- 
tion monthly cost statements. 
Address “A. 101," care American Lumberman. 





WANTED—SALESMAN 
By Chicago yard, to sell crating and other lumber for 
industrial purposes. One with following or experienced 
in this line preferred. Good future for producer. 
Address “A, 122,” care American Lumberman. 





POSITION WANTED AS EFFICIENCY MAN OR 
Superintendent of sawmill. Will go west or south, but 
prefer northern hardwoods. Have had twenty years 
experience in manufacture, care while drying and ship- 
ment. Started at bottom and now have charge of three 
mills. Available after Jan. 10th. 

Address “A, 115,’’ care American Lumberman. 





YOU SEE THESE ADVERTISEMENTS 


Why not place your ad in the classified department of 
the AMERICAN LUMBERMAN? When you want em- 
ployment advertise in the paper that reaches the people. 














